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A Busy New Year! 


May the year 1915 be happy. Get out on the 
“iob’ early. Remember it is January and realize there 
are only about twelve months ahead before another 


New Year. 


Make each day count. No one ever saw a busy 
man unhappy. Progress is made by literally stamping 
out the old and meeting the new. 


Resolve, then, to be a progressive salesman this 
year. Be bold, confident and busy, and our greeting 
will be fulfilled by your deeds. 
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Senior Office Standing 


DECEMBER 31, 1914—52nd Week 646613 


It certainly was some finish. Chicago and Harrisburg fought out the issue until midnight, 
December 3lst. However, Chicago wins the Cup and brings to the Convention one of the largest 
delegations of Pacemakers that has appeared at any of the yearly gatherings—nineteen 100% men. 
Congratulations, Mr. Murray, on this wonderful showing of you and your men. 

Mr. Colwell and his men will join with us in extending these words of praise on what you 
have accomplished. Mr. Colwell is a good loser, a fine gentlemen, and will be the first to lead 
in the cheer for the Chicago Winners. 


lst CHICAGO - - - - - Mr. L. P. Murray, Mgr. 
2nd HARRISBURG - - - Mr. R.S. Colwell, Mgr. 
3rd SAN FRANCISCO - Mr. D.S. Johnson, Mgr. 
4th FORT WAYNE - - - - Mr. E. J. Little, Mgr. 
5th ATLANTA - - - - Mr. H. W. Brown, Mgr. 
6th ST. LOUIS - - - - - Mr. G.H. Hastings, Mgr. 
7th ALBANY - - - - Mr. J. H. McConnell, Mgr. 
8th DALLAS - - - - - - Mr. W. M. Mann, Mgr. 
9h TORONTO - - - - - Mr. W.R. Hance, Mgr. 


Junior Office Standing 
DECEMBER 31, 1914—52nd Week 
Congratulations: —The “Pikes Peak”’ Boys in the Denver District win the Junior Office Cup. 


The final count is in and these hardy, Rocky Mountaineers pull down the prize. Again we con- 
gratulate you on your success. 


lst DENVER - - - - Mr. C.C. Barnet, Dist. Supt. 
2nd WASHINGTON - - Mr. A.W. Dorsch, Dist. Supt. 
3rd NEW YORK - - Mr. H.C. Carpenter, Dist. Supt. 
4th PHILADELPHIA - - - - Mr.C.C. Fredericks 
Sth LEXINGTON - - Mr. E. J. Gallmeyer, Dist. Supt. 


STANDING OF FORTY HIGH MEN, DECEMBER 28, 1914 
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MR. R. S. JOHNSON 
of the Engineering Sales. 


ONE BY ONE THE FORT WAYNE DELE- 
GATION INCREASES IN SIZE. 


Mr. R. E. Hawkins of the Fort Wayne District, 
Was Elected to the Pacemakers’ Club on 
December 11, 1914, With a Total 
of 503 Points to His Credit. 


‘“‘There was onee a little man and he had a 
wooden leg, 

He hadn’t any money and he didn’t want to 
beg, 

So he took four spools and an old tin can, 

And he made a little Ford and the blamed 
thing ran.’’ 


Now, whether Mr. Hawkins’ Ford Runabout 
had anything to do with him being a Pace- 
maker, or whether it was his association with 
Mr. T. C. Potts as his assistant is a question. 
At any rate, Mr. Hawkins entered the services 
of the Company on March 29th, 1911. He ob- 
tained his first Bowser training under Mr. 
Potts so that in 1913, when he took a separate 
territory of his own, he became a Pacemaker on 
December 20th, and finished the year going 
strong. : 

This year he worked his way into the Club and in- 
tends to make a flying start for one of the Officer’s 
position next year. Mr. Hawkins is a good, clean 
Bowser salesman who loves his family and his work. 

We are very glad to know that Mr. Hawkins is 


with us this year and welcome him with a hearty 
hand shake to the Convention. 


THE ENGINEERING SALES DEPARTMENT 
ADDS ANOTHER PACEMAKER 
TO ITS ROSTER. 


Mr. R. S. Johnson of the Engineering Sales, 
Was Elected to the Pacemakers’ Club 
on December 8th With 505 
Points to His Credit. 


Mr. R. 8. Johnson of the Engineering Sales, 
or ‘‘Bob’’ as he is better known to his many 
friends, always manages to pile up the neces- 
sary points to win a prize before closing time. 
You never know just where he stands or what 
business he has in sight during the early months 
of the year, because you might as well try to 
dig information from an oyster as to get him 
to talk about his business. 


‘‘Bob’’ has always been a prize winning 
salesman. He has the faculty of getting the 
Confidence of his prospects and that is the 
basis of all sales. He knows the line and ean 
engineer any proposition he goes against. 

In 1910 his name leads the list on the Bronze Tab- 
let. In 1912 he is second and this year it look as if 
he is going to give some of the boys a hard run for 
third place. He was a Pacemaker in 1912 on Decem- 
ber 17th and last year on December 16th. He closed 


1912 with 904 points to his credit and 1913 with 672 
points. 


Here’s to you “Bob,” and may your 1915 progress 
be greater than your past achievements. 


MR. R. E. HAWKINS 
of the Fort Wayne District. 


MR. H. J. BRADSHAW 
_of the Harrisburg District. 


A STAR OF THE “LONE STAR’’ STATE 
BECOMES A PACEMAKER. 


Mr. P. W. Lawther of the Dallas District, Was 
Elected to the Pacemakers’ Club on 
December 7, 1914, With 503 
Points to His Credit. 


It was ‘‘nip and tuck’’ between Mr. Lawther 
and Mr. Ince for the Directorship of the Dallas 
District. However, as stated in the last Boom- 
er, Mr. Ince ‘“‘beat him to it.’’ Mr. Lawther, 
however, is a sportsman and can congratulate 
a clean winner without a trace of envy. 


Mr. Lawther joined the Bowser Sales Force 
on October 5, 1912. He is a successful type of 
Bowser Salesman and demonstrated his ability 
at the start. He was given territory in Louisi- 
ana which, previous to the time he entered it, 
had never produced but a very mediocre busi- 
ness. Mr. Lawther’ is one of the best illustra- 
tions of a 100%: efficient man. Mr. Lawther 
has been especially successful in selling ‘‘ Red 
Sentries’’ and last year sold one for every 
thirty-five automobiles in his territory. 


Last year he was Director of the Dallas District, 
being elected to the Club on September 4th. He 
closed the year with 625 points to his credit. He has 
a host of friends whom he wins and holds by his 
friendly smile and cheery disposition. 


We congratulate you again “P. W.,’ on your re- 
peated entrance into the Pacemakers’ Club. 


BOSTON OR BALTIMORE, YANKEE OR 
SOUTHERNER, IT DOESN’T MAKE 
ANY DIFFERENCE TO HARRIS- 
BURG’S NEW PACEMAKER. 


_Mr. H. J. Bradshaw of the Harrisburg District, 


Was Elected to the Pacemakers’ Club 
on December 10th, With 651 
Points to His Credit. 


Mr. H. J. Bradshaw, or ‘“‘Brad’’ as he is fa- 
milarly known to his friends, deserves all 
credit for making the Club this year. He had 
a late start and two assistant salesmen under 
him. This meant that he had to make 651 
points within about nine months. 

Mr. Bradshaw is a high grade type of Bowser 
Salesman. He ean adapt himself to cireum- 
stances as is proven by his record. He was a 
success in selling in Boston and is equally, if not 
more successful, in selling in Baltimore. 

He started to work in Baltimore April 138, 1914, 
and without previous acquaintance in the City, 
whipped things into line and has done a consistent, 
profitable business from the first day. He has had 
some hard problems to overcome in the way of cheap 
competition and official municipal prejudice. He has 
succeeded in selling about eight outfits for Fire and 
Police Department use, has just recently had per- 
mission to install a Cut No. 241 on the sidewalk, and 
hopes before very long to have permission to make 
these installations at the curb. Mr. Bradshaw has 
demonstrated, under many perplexing problems, his 
efficiency as a salesman, diplomat and politician. 

He was a Pacemaker October 22, 1912, but owing 


to special work was not a competitor for this honor 
in 1913. 


MR. P. W. LAWTHER 
of the Dallas District. 


MR. T. J. SPURGEON 
of the Fort Wayne District. 


CHICAGO’S DELEGATION GROWS AMAZ- 
INGLY FAST—HERE’S THE 
FIFTEENTH MAN. 


Mr. W. H. Carpenter of the Chicago District, 
Was Elected to the Pacemakers’ Club 
on December 12, 1914, With 
500 Points to His Credit. 


In this day and age when business declares 
that a man should be Oslerized at fifty, Mr. W. 
H. Carpenter of the Chicago District, flatly con- 
tradicts this theory. 

Mr. Carpenter, although a man about fifty- 
eight. years of age, can give the younger ones 
a run for their money as is proven by his record 
this year. He came with us on January 23rd 
and for a new man his record is remarkable. 
Especially when you take into consideration 
that his success has been secured in a section 
of the country that has been suffering from 
very unsatisfactory crop conditions the past 
four. or five years. It was far from being in 
top-notch condition this year. 

Mr. Carpenter, before he came with us, sold life 
insurance. After looking into our proposition he de- 
cided to join the life saving crew instead of keeping 
on with the life insuring crew. 

Mr. Carpenter is a mighty good old scout; is a 
Shriner and an Elk; knows everybody; moves slow 
but surely, and is a strong, permanent addition to 
the Bowser Organization. 

We congratulate you most heartily, Mr. Carpenter, 
on your becoming a Pacemaker your first year. May 
you repeat yearly. 


COUNT ANOTHER ONE FOR FT. WAYNE— 
‘“‘LINCOLN HIGHWAY’’ SPURGEON 
ADDS ANOTHER MEMBER TO ITS 
GROWING DELEGATION. 


Mr. T. J. Spurgeon of the Fort Wayne District, 
Was Elected to the Pacemakers’ Club 
on December 9, 1914, With 502 
Points to His Credit. 


To see Guy Wolford and T. J. Spurgeon do- 
ing their team work in selling ‘‘Lincoln High- 
way’’ Pumps is alone worth the price of admis- 
sion. But Mr. Spurgeon can do a monologue 
on this subject that is equally as great as when 
working with Mr. Wolford. 

Mr. Spurgeon has a fine strip of the ‘‘Lineoln 
Highway’ running right through the heart of 
his territory and he has probably sold more 
‘‘Lincoln Highway Sentries’’ in one salesman’s 
district than any other salesman in the organi- 
zation. He seized the opportunity and special- 
ized on it. 

Mr. T. J. Spurgeon entered the services of the 
Company under the Fort Wayne District, May 27, 
1912. He was very young and inexperienced when 
he came with us, and was consequently rather slow 
in developing. However, the latter part of 1913 he 
struck his stride and came with a rush, landing in 
the Pacemakers’ Club on December 20th. 

This year he has conducted a “Hammer and 
Tongs Campaign” and is a repeater. Mr. Spurgeon 
is a clean cut Bowser Salesman with the interests 
of the Company always at heart. 

We congratulate you on your success this year 
and will be glad to see you at the Convention. 


MR. W. H. CARPENTER 
of the Chicago District. 


MR. L. W. CHENEY 
of the Fort Wayne District. 


YOU CAN’T KEEP A GOOD MAN DOWN— 
COTTON OR NO COTTON, MR. PURDY 
WAS BOUND TO BE A PACEMAKER. 


Mr, H. T. Purdy of the Atlanta District, Was 
Elected to the Pacemakers’ Club on 
December 14, 1914, With a Total 
of 500 Points to His Credit. 


Mr. Purdy has been a prize winner so long 
that the ‘‘memory of man runneth not to the 
eontrary.’’ In 1912 he was elected to the 
Pacemakers’ Club on August 14th and closed 
that year with 750 points to his credit. Last 
year he got in on December 16th and closed the 
season with 519 points to his eredit. This year 
he beat last year’s record by two days. 


In the days of long ago, when the organiza- 
tion was about as extensive as the present ma- 
chine shop, Harry was one of the ‘‘High Six,’’ 
although one of the youngest in a Sales Force 
of sixty odd men. He had a habit those days 
of sending in twenty-five or thirty orders to 
eladden the ‘‘Old Man’s’’ heart. Mr. Dunkel- 
berg states that he was always a prolific, con- 
sistent producer. It is needless for us to say 
that Mr. Purdy is a Bowser man through and 
through, and ready to fight for the Company 
at the drop of the hat. 


* Congratulations, ‘‘H. T.’’. on your, success 
this year in the face of cotton conditions. 


é 


WE ARE CERTAINLY BUSY THESE DAYS 
SCORING PACEMAKERS FOR FORT 
WAYNE DISTRICT—THEY NEED 
ALL THEY CAN GRET. 


Mr. L. W. Cheney of the Fort Wayne District, 
Was Elected to the Pacemakers’ Club 
on December 16th, With 532 
Points to His Credit. 


Here’s another disciple of the use of a ear in 
covering his territory. Mr. Cheney of the Fort 
Wayne District, is a great believer in this means 
of getting around. He says that he gets better 
results, it is more economical and when talking 
gasolene equipment he knows from practical 
experience just what to say. 


Mr. Cheney entered the Sales Department 
under the Fort Wayne District in January, 
1912. He first had his headquarters at Youngs- 
town, Ohio. He developed that district and 
when transferred, left it in fine condition. In 
1913 he had his headquarters at Akron, cover- 
ing what is known as the Canton, Ohio, terri- 
tory. 

He certainly has developed his territory and in- 
tensively cultivated it. He has done a very large 


“Red Sentry” business this Fall and has a brilliant 
outlook for increased business next year. 

Mr. Cheney is very conscientious in his work and 
will not stoop to any chicanery in selling. 

We congratulate you Mr. Cheney, on your success 
this year and hope to have the pleasure of shaking 
your hand at the Convention. 


MR. H. T. PURDY of the Atlanta District, 


MR. O. B. DALEY of the Albany District. 


IT’S SOME CHANGE OF CLIMATE FROM 
NORTHERN MINNESOTA TO SOUTHERN 
ALABAMA BUT THE CHANGE MADE 
WILLIAMSON A PACEMAKER. 


Mr. 8S. P. Williamson of the Atlanta District, 
' Was Elected to the Pacemakers’ Club 
on December 15, 1914, With 
502 Points to His Credit. 


Mr. Williamson isn’t any novice in handling 
the Bowser line. He took up work with the 
Company in the Fort Wayne Sales Department 
in 1910. Later he was made Assistant Manager 
at Minneapolis. After that he was transferred 
to Atlanta in the same capacity. 


In January he determined to get out on a 
territory for himself. He was assigned a ter- 
ritory surrounding Mobile, Alabama. That see- 
tion of the country’s main products are lum- 
ber and ship stores’ supplies. This year most 
of the lumber mills have been closed, and the 
ship stores’ business has been poor, but in spite 
of these conditions, ‘‘S. P.’’ has come across 
the line a winner. 

It simply goes to prove again that it’s the 
man and not the territory that gets the busi- 
ness. 

Here’s to you, “‘S. P.’’? and we congratulate 
you on getting your name on the roster of the 
Pacemakers’ Club. 


THE EMPIRE STATE IS DETERMINED TO 
BE WELL REPRESENTED AT THE 
CONVENTION—THE NINTH MAN 
IS JUST ELECTED. 


Mr. O. B. Daley of the Albany District, Was 
Elected to the Pacemakers’ Club on 
December 15, 1914, With 502 
Points to His Credit. 


Mr. O. B. Daley of the Albany District, is 
the type of a Bowser Salesman that allows 
nothing to interfere with success. 


He came with us on November 12, 1913, and 
upon being informed of the Pacemaker Organ- 
ization, made up his mind to become one of 
them this year. When his mind was set on 
this object as far as he was concerned the inci- 
dent was closed. 


This is a year where new men have shown 
what can be done. If you will glance over the 
records of the Pacemakers you will find a large 
percentage of them are men who have taken up 
the line within a year. Mr. Daley is a strong 
addition to the Sales Foree and we are glad 
to welcome him at the Convention. 


Congratulations on your success. 


MR. S. P. WILLIAMSON of the Atlanta District. 


MR. G. W. ALLEN 
of the Chicago District. 


THEY ’ VE GOT THE SAW WORKING OVER 
TIME IN HARRISBURG—ANOTHER 
MEMBER GETS TO THE TOP 
OF THE PILE. 


Mr. W. B. Offerle of the Harrisburg District, 
Was Elected to the Pacemakers’ Club 
on December 17th, With 510 
Points to His Credit. 


At first blush it would seem to be a far ery 
from selling crackers to selling tanks. How- 
ever, the training Mr. Offerle secured under the 
National Biscuit Company made him familar 
with the needs of the average General Mer- 
chant. This information has proven of value 
to him in our work. 

It is Mr. Offerle’s attention to details and 
working on a Calling List that has put him in 
the Pacemaker class this year. He has worked 
in a section of Pennsylvania which, up to the 
time he took charge, was really considered a 
wilderness. He has converted that wilderness 
into a very fertile Bowser field. In other 
words, he has worked his farm successfully. 


This is his first year as a Pacemaker, having lost 
out last year by a little less than ten points. He sim- 
‘ply dug in all the harder and paid stricter attention 
to business, with the result that he was elected on 
December 17th. He has had no large, single order to 
boost him along and his record shows that he has at- 
tained this honor simply through the accumulation 
of a miscellaneous assortment of really small orders. 

We congratulate you Mr. Offerle, on your achieve- 
ment this year. 


HERE’S A NIMROD OF THE NORTH WHO 
HAS WON HIS EAGLE’S FEATHER EN- 
TITLING HIM TO A SEAT IN THE 
CHICAGO CONVENTION SPECIAL. 


Mr. G, W. Allen of the Chicago District, Was 
Elected to the Pacemakers’ Club on 
December 14, 1914, With 503 
Points to His Credit. 


Mr. G. W. Allen is another member of the 
Sales Organization that drives a ear. He 
travels the sand and corduroy roads of North- 
ern Wisconsin, day in and day out, and covers 
his entire territory in a systematic, business- 
like way. 


In addition to his sales ability, he is some- 
what of a hunter. He carries a shotgun with 
him and keeps his family supphed with all the 
game in season they care to eat. Recently he 
killed a couple of bears. We simply mention 
this to indicate some of the wild woods he has 
to traverse. 


He never lets his hunting, however, interfere with 
turning in orders. He came with us on October 1,. 
1913, got a flying start and landed in the Club this 
year, overcoming every obstacle that was placed in 
his way by “Old Man Condition.” : 

He’s got the native wit of the Irishman and the 
thrift of the Scotchman, and we are satisfied that he’ 
is a combination of the two races. 

We congratulate you, Mr. Allen, on your success 
this year. May you repeat it earlier in 1915. 


MR. W. B. OFFERLE 
of the Harrisburg District. 


MR. E. E. LOWE 
of the Dallas District. 


EVERY ‘“‘LOWER’’ GONE IN THE CHICA- 
GO SPECIAL PULLMAN TO THE CON- 
VENTION AND NOW THERE ARE 
APPLICANTS FOR THE ‘‘UPPERS’”’ 


Mr. R. B. Lipes of the Chicago District, Was 
Elected to the Pacemakers’ Club on 
December 17th, With a Total 
of 501 Points. 


Mr. Lipes is what we may eall a ‘‘new old’’ 
man. He has been with us off and on for sev- 
eral years. On January 20th, this year, how- 
ever, he took the Bowser grip and started out 
with a determination to become a Pacemaker 
or know the reason why. 


‘‘Bob,’’ as he is familiarly known to his 
friends, has been a railroad man when not on 
the Bowser Sales Force. He is also an Editor, 
publishing a ‘‘Safety First Magazine’’ for the 
Railroad Men in South Dakota. 


He finds, however, that the Bowser propo- 
sition is of such absorbing interest that he ean- 
not leave it alone. He has given up his publi- 
eation so that he might devote all his working 
hours and spare thoughts in studying our lines 
and making it a success. 


We want to congratulate you ‘‘R. B.’’ on 
making the Club this year. It simply goes to 
prove what determination will accomplish if 
rightly directed. 


PERSISTANCY WINS THE PRIZE—DAL- 
LAS ADDS ANOTHER WINNER TO ITS 
PACEMAKER DELEGATION, 


Mr. E. E. Lowe of the Dallas District, Was 
Elected to the Pacemakers’ Club on 
December 17th, With 509 
Points to His Credit. 


Probably one of the most conspicuous char- 
acteristics of Mr. Lowe is his unadulterated 
‘‘orit.’’ When he first came with the company, 
September 9, 1912, he traveled in Southwestern. 
Arkansas. It was ‘‘nip and tuck’’ with Mr. 
Lowe to make his way and a man of less de- 
termined nature would have given up the strug- 
gle the first few months. Never once was he 
discouraged. The harder the ‘‘going’’ the 
harder he worked. It isn’t any wonder that 
success finally rewarded his efforts. 


Mr. Lowe’s long suit is getting ‘‘C. W. O.”’ 
with his orders. He has made an enviable ree-. 
ord in this respect and during 1913 we believe 
he secured something like 40% of his total busi- 
ness ‘‘C. W. O.”’ 


‘We extend our heartiest congratulations to 
you Mr. Lowe, on your achievement this year. 
We are mighty glad to welcome you in the 
Club and to know you will be here at the Con- 
vention, 


MR. R. B. LIPES 
of the Chicago District. 


MR. W. F. MICHAUX of the Atlanta District. 


THE ENGINEERING SALES IS DETERM- 
INED TO BE REPRESENTED ON THE 
BOWSER MAP—ANOTHER ONE 
ADDED TO THEIR DEL- 

EGATION. ° 


Mr. H. F. Babbitt of the Engineering Sales De- 
partment, Was Elected to the Pacemakers’ 
Club on December 17th, With a Total 
of 501 Points to His Credit. 


Mr. Babbitt is a type of man that you can 
set down almost anywhere and in almost any 
position, and if you will only give him time to 
get acquainted he will find his way to the top. 
He has ability, both sales and executive, and 
this year has proved the former by his election 
to the Club. 


Before Mr. Babbitt took the grip for the 
Company, he was here at Fort Wayne where 
he and his charming wife made a number of 
warm friends. Later he went to New York as 
assistant to Mr. Colwell but finally decided to 
get out on the road and therefore took up the 
Engineering line. 


““H. F.’’ here’s our hand with the heartiest 
congratulations on your success. We sure are 
glad to have you with us at the Convention 
this year. 


JUST LOOK AT THOSE ‘‘DIXIE’’ BOYS— 
SEE HOW THEY’RE PILING INTO 
THE BAND WAGON 


Mr. W. F.. Michaux of the Atlanta District, Was 
Elected to the Pacemakers’ Club on 
December 17th, With a Total of 
502 Points to His Credit. 


Mr. W. F. Michaux, who represents the At- 
lanta District in Northern Carolina, was raised 
to the Bowser Sales Organization on December 
1, 1913. On that day he secured the rights, 
lights and benefits of this most honorable insti- 
tution. 


Mr. Michaux is of French descent as his name 
indicates. He is a family man, a hard worker 
and has a wonderful command of the English 
language. It would take a pretty determined 
buyer to resist his flow of sales talk when he 
gets started. 

This year Mr. Michaux decided to beat his 
last year’s record by several months. However 
‘*King Cotton’’ got in the way and it took some 
effort, believe us, to make the Club when he 
did. 

However, he’s in now and is all the more 
open to congratulations for his success. Here’s 
our hand in welcoming you to the Convention 
next week. 


MR. H. F. BABBITT of the Engineering Sales. 


MR. J. S. CARRINGTON 
of the Atlanta District. 


THE SOUTH IS A STRONG FINISHER—AN- 
OTHER MEMBER ADDED TO THE 
ATLANTA DELEGATION. 

Mr. J. S. Carrington of the Atlanta District, 
Was Elected to the Pacemakers’ Club 
December 16, With 500 Points 
to His Credit. 

One of the ‘‘Dixie Headliners’’ at the 1913 
Convention has repeated his success this year. 
Mr. J: S. Carrington of North Carolina, the first 
‘‘Tar Heel’’ to break into the sacred precincts 
of the Pacemakers’ Club, got in this year with 
three days to spare. Take a good look at his 
face and you will understand how such a man 
could accomplish what he set out to do in spite 
of any and all conditions. 

Last year it took him six months to eross the 


Home Plate a winner and score in the Pace- 


maker handicap. You know Mr. Carrington 
came with us June 12, 1913, and got into the 
Club on December 20th, closing the year with 
582 points to his eredit. Some record, believe 
us. 

In making this spectacular finish he twisted 
his ankle so that he was incapacitated for the first 
month of the 1914 Campaign. Then followed sick- 
ness, crop failures, the war, and the knocking the 
bottom out of cotton and tobacco markets. However, 
“J. S.” is some “sticker.” Maybe it’s because he is a 
“Tar Heel,’ but we are of the opinion that he has 
ability, determination, enthusiasm and all that goes 
to make a successful Bowser salesman. 

We congratulate you, Mr. Carrington, on your rep- 
etition this year. 


PITTSBURGH’S SMOKE CLEARED AWAY 
JUST ENOUGH TO SIGHT A NEW MEM. 
BER OF THE ENGINEERING 
SALES DELEGATION. 


Mr. E. L. Milliron of the Engineering Sales, 
Was Elected to the Pacemakers Club, De- 
cember 19th, With a Total of 506 
Points to His Credit. 


All the world loves a fighter and therefore, 
Mr. E. L. Milliron of Pittsburgh, should be 
pretty well liked. He has certainly put up a 
game fight all through the year to keep in the 
Pacemaker class. 


His name is indicative of his make-up. “Mill” 
stands for industry while “Iron” stands for determina- 
tion. This combination located in Pittsburgh is syn- 
‘onymous with Success. Mr. Milliron has been so hot 
on the trail after orders that we know to a certainty 
that he was once arrested for “speeding” and we un- 
derstand he has been fined twice for this offense. It 
‘doesn‘t matter to him how fast he’s got to go if 
there’s an order in sight. 


Just as soon as he sees smoke coming out of a 
factory he knows there must be some wheels turn- 
ing, and wherever this condition exists oil is needed 
—ergo, Bowser Equipment is a necessity. 


We congratulate you Mr. Milliron, on your repeti- 
tion this year. This is your third consecutive year in 
the Club. Your record shows that you got in on 
December 21, 1912, finishing the year with 578 points, 
and attained this honor on July 1, 1913, closing the 
year with 718 points. 

Again we wish to cordially welcome you into the 
Club. 


MR E. L. MILLIRON 
Of the Engineering Sales. 


EEE EEE EOE EEEE OOOO Oe 


MR. M. A. ASHLEY 


Of the Atlanta District. 


|THE DALLAS DISTRICT ADDS ANOTHER 
STAR TO ITS FAST GROWING 
DELEGATION. 


‘Mr. R. E,. Tomlinson of the Dallas District, Was 
| Elected to the Pacemakers Club on De- 
cember 12th, 1914, With 500 

Points to His Credit. 


In the old days of Mississippi steamboat- 
ing rival captains sometimes used to put a 
i‘‘nigger’’ on the safety valve. This was in 
order to keep a full head of steam in the boiler 
Jand crowd the boat to the limit. Occasionally 
the boiler let go, but more often the boat with 
the greatest pressure of steam won out. 

Mr. Tomlinson came with us on November 10, 
11913. He bolted down the exhaust valve and 
} started off with a full pressure head of Bowser 

energy. He has never let up and today is a 
| Pacemaker. 
! He works in the Corpus Christi territory 
which extends to the Mexican border. It didn’t 
matter what obstacles he has found this year, 
i whether it was Mexican Revolutions or King 
Cotton, he overcame everyone of them. 


He made a wager with one of the members of the 
Dallas Office that he would average one “Red Sen- 
try” a week for the entire year, and from SS aba in- 
dications he has won his wager. 


Congratulations “Mr. R. HE.” on your Sinitial suc- 
cess. May you repeat it next year. 


JUST WATCH THEM COME—HERE’S AN- 
OTHER ONE FOR THE ATLANTA 
DELEGATION. 


Mr. M. A. Ashley of the Atlanta District, Was 
Elected to the Pacemakers Club on De- 
cember 19th, 1914, With 500 
Points to His Credit. 


The folks living in the border states around 
Alabama eall the inhabitants of this well 
known Cotton State, ‘‘Lizards.’’ Just how this 
started we do not know. However, Mr. M. A. 
Ashley is a 1914 reeruit from Alabama, and the 
more we study his record the more we think 
the nickname for the inhabitants is a libel. 
There is absolutely nothing sluggish or lizardly 
about the ‘‘Little Napoleon’’ of Selma, Ala. 

He started for the Company on January 1, 
1914, and his first resolution for the New Year 
was: 


““Resolved: To be a Pacemaker in 1914.’’ 


It is one thing to resolve and another thing to do, 
but Mr. Ashley made his resolution, hewed to the line 
and accomplished the result in spite of boll weevil, 
hot winds, droughts, “King Cotton,” etc. 

They tell us that “M. A.” is some hunter. If get- 
ting orders‘is.any evidence of his prowress in this 
line he sure iS some star. His motto is: 

“A Red Ses is every town, village and cross- 
roads.” 

Did he rae good? Well here’s our hand in wel- 
coming him to the Convention. Congratulations on 
your success, “M. A.” 


Unfortunately we have not 
been able to obtain Mr. Tomlin- 
son’s photograph. Whether it 
is due to extreme modesty on 
his part or it was simply forgot- 
ten during the rush of business 
in making the Club we cannot 
say. At any rate, it has not yet 
arrived. 


MR. R. E. TOMLINSON 
Of the Dallas District. 


MR. R. H. SHERLOCK 
Of the Chicago District. 


HELP! S.0.S! WE’RE RUNNING OUT OF 
TYPE AND YET HERE’S ANOTHER 
ONE FOR CHICAGO. 


Mr. R. H. Sherlock of the Chicago District, Was 
Elected to the Pacemakers Club on De- 
cember 17th, 1914, With 504 
Points to His Credit. 


When you want to see anyone scratch gravel 
and dig in to win, just set up an honor prize 
in front of Salesman R. H. Sherlock of the 
Chicago District, and then watch results. 


Mr. Sherlock has been with us since July, 
1909, and from the first has been a consistent, 
persistent prize winner. Personally, we have 
known Mr. Sherlock for a number of years 
longer than his association with Bowser & Com- 
pany. In all our dealings we have found him 
to be a conscientious, painstaking business man. 
He has the ability to stick and he knows when 
to quit. In other words, he is a suecessful 
salesman. 


He was a Pacemaker on December 6, 1912, 
finishing the year with 528 points. Last year 
he beat his record, getting in on November 24 
and closing the season with 549 points. This 
year, however, he fell a little behind, but next 
year unless all signs fail, we are predicting that 
he will give the best of them a run for their 
money for an Officership in the Club. 


‘‘WHERE THERE’S A WILL THERE’S A 
WAY’’—YOU CAN’T DOWN A CA- 
NADIAN SALESMAN. 

Mr. J. W. Merickel of the Toronto District, Was 
Elected to the Pacemakers Club on De- 
cember 18th, 1914, With 529 
Points to His Credit. 


On December 1st, Mr. Merickel had a total 
of 403 points to his credit; on December 17th, 
424. It looked Nke a small chance for this 
Bowser warrior to make the Club again this 
year. However, on December 18th, we received 
a telegram from him which is reproduced in 
the ‘‘Personal Column,’’ stating that he was 
mailing Toronto a Paint Oil order netting 105 
points. This put him into the Club with plenty 
of points to spare. 

This is what we term “Never giving up the ship.” 
If it had been a man of less determination to succeed 
than Mr. Merickel, he would not have made the Club. 

Mr. Merickel is a prize winner and a consistent 
producer in the face of any obstacle. He was elected 
to the Club on July 9, 1912, and finished the year with 
916 points to his credit. In 1913 he was elected on 
December 19th, and closed the year with 622 points. 
That year he had an assistant and it was necessary 
for him to make 605 points to get the coveted prize. 

Mr. Merickel deserves all the congratulations that 
are coming to any man for the plucky fight he has 
put up against conditions in his territory and be- 
coming a Pacemaker in the face of these odds. 

We welcome you to the Convention with the best 
of good wishes and the hope that 1915 will see you 
in the Club earlier than ever. 


MR. J. W. MERICKEL 
Of the Toronto District 


MR. W. N. DEMING 
- Of the Toronto District 


THE TORONTO DELEGATION MAY WELL 
BE PROUD OF THE SHOWING 
THEY HAVE MADE SO FAR. 

Mr, W. N. Deming of the Toronto District, Was 
Elected to the Pacemakers Club on De- 
cember 17th, 1914, With 504 
Points to His Credit. 


Salesman W. N. Deming of the Torotnto 
District, 1s one of the most methodical and 
systematic members in that organization. He 
believes that a Bowser Salesman must be more 
of a business man today than ever before. 
As a result of his belief he maintains a com- 
plete filing system and ecard index on his work. 
This is very compact, yet very complete. No 
prospect ever gets away from him. He is able 
to do this auxihary work with but little extra 
effort. 

The result of this business-like method of 
handling his territory is, that he is able to 
determine from month to month the exact 
amount of money he makes, the utmost possi- 
bilities of his territory, and the ability to im- 


prove his sales work steadily each day. 

Mr. Deming is one of our veteran salesmen, having 
entered our employ in 1909. He has elected himself 
a Pacemaker each year since its inauguration, having 
been admitted in 1912 on August Ist, closing the year 
with 881 points to his credit. In 1913 he entered the 
Club on December 6, and closed the season with 561 
points. 

Again allow us to congratulate you, Mr. Deming, 
on your repetition this year. 


WE GUESS WE’LL HAVE TO ‘‘COTTON- 
UP’’ TO THAT ATLANTA DELEGATION 
THE WAY THEY ARE NOW 
PUTTING THEM OVER. 


Mr. L. P. Cox of the Atlanta District, Was 
Elected to the Pacemakers Club on De- 
cember 15th, 1914, With 503 
Points to His Credit. 


Here’s another cyclone Bowser salesman that 
hails from the ‘‘Lizard’’ State. Mr. Cox was 
born in Florida and is a genuine Southerner. 
You know the motto of Florida is ‘‘In God we 
trust.’? Now, we don’t know what Mr. Cox’s 
religion is, but we do know that his trust must 
be well founded by the way he faces conditions 
and pulls down the orders.. 


“T,, P.’’ started just too late to qualify as a 
“Pp. M.’’ in 1913. He entered the Bowser Organ- 
ization with red lights, fireworks and the usual 
noise incidental to the celebration of Independ- 
ence Day. 


While Mr. Cox’ work is not often as spec- 
tacular as his entrance into the organization 
on July 4th, yet his success is largely due to 
hard, consistent six-days-a-week plugging. It 
is this kind of work that counts in the long run. 


Welcome to the Convention, ‘‘L. P.’’ We 
sure are pleased to give you the glad hand. 


It does beat all how shy some 
of our Prize Winners can be. 
Here’s another delinquent that 
we will have to ‘‘show up’’ in 
another issue of the Boomer. 


MR. L. P. COX 
Of the Atlanta District 


MR. A. E. DARLING 
Of the Chicago District 


THE OLD ADAGE ‘‘STRAIGHT AS A CROW 
FLIES’’ ADDS ANOTHER PACE- 
MAKER TO THE ATLANTA 
DELEGATION. 


Mr. L. W. Crow of the Atlanta District, Was 
Elected to the Pacemakers Club on De- 
cember 19th, 1914, With 504 
Points to His Credit. 


Here’s another evidence of what practically 
a new man in the organization can accomplish 
in the face of obstacles. Mr. Crow came with 
us June 30, 1913. It took him sometime to get 
well acquainted with the line and straightened 
away from his old business so that he could 
get his bearings and head straight for the Pace- 
makers Club. After cireling around for a few 
weeks he sensed the right direction and never 
let up until he landed into the Club this year 
as above stated. 

Mr. Crow has another instinct, and that is of mak- 
ing a “bee line” straight to the prospect’s vulnerable 
point. He sure is one “busy bee” when it comes 
down to getting orders. 

We congratulate you, Mr. Crow, on your success 
this year and hope that you will make a steady re- 
peater in the Pacemaker class each season. If you 
can do it under present conditions in the South you 
certainly will be able to double your record as the 
wave of prosperity, which is now sweeping over the 
country, increases in volume. 


EXECUTIVES ARE SERIOUSLY THINKING 
OF HIRING A SPECIAL HALL FOR 
CHICAGO DELEGATION. 


Mr. A. E. Darling of the Chicago District, Was 
Elected to the Pacemakers Club on De- 
cember 19th, 1914, With 505 
Points to His Credit. 


Here is certainly one big Bowser Salesman 
in every sense of the word. He is a giant in 
stature and sales arguments. He knows the 
line and is not afraid to sell it. Mr. Darling 
stands 6 ft. 5 in. in his stocking feet, weighs 
175 pounds and every ounce of it is solid. He 
ean work fourteen hours a day and think about 
business the other ten without showing on his 
physique. 

This year he has had some tough sledding, 
but in spite of these conditions he has fought 
his way up from the bottom, into the Club. 
In 1912 he was elected to the Pacemakers Club 
on September 28th, and finished the year with 
635 points to his eredit. Last year he was 
elected on June 7th, and closed the season with 
822 points to his eredit. 

We congratulate you on your success, Mr. 
Darling, ad heartily weleome you to the Con- 
vention. 


Here is another modest Pace- 
maker whose photograph we 
have been unable to obtain. We 
hope to show his likeness in a 
coming issue of the Boomer. 


MR. L. W. CROW 
Of the Atlanta District 
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MR. L. O. PACK 
Of the Atlanta District 
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NEW YEAR'S. 


Nineteen fifteen. Doesn’t seem _ possible, 
really, does it? Surely it was only yesterday 
that we stood at the threshold of 1914 and 
wrote our resolutions upon the great white 
page. Years seem so long to those that look 
forward—so pitiably short to those that look 
back. Standing once more at the threshold of 
a year, what a flood of memories pour into view. 
How much we were to accomplish in the year 
that is dead, how nobly struggle and how 
proudly win. We were no weaklings that 
stood here when 1914 was born and made our 
promise at the crib. The strength of purpose 
throbbed within us. We felt it and rejoiced. 


THERE’S ALWAYS ROOM FOR ONE MORE 
IN FRONT SO WE HAVE PACK-(ED) 
THE ATLANTA DELEGATION 
WITH ANOTHER. 

Mr. L. O. Pack of the Atlanta District, Was 
Elected to the Pacemakers Club on De- 
cember 18th, 1914, With 510 


Points to His Credit. 

Mr. L. O. Pack was initiated as a Pacemaker 
at the 1913 Pacemakers’ Convention. He was 
elected last year on September 5th, and finished 
the season with 611 points to his credit. 

Now, L. O. Pack used to play in Shakespearean 
roles. One night after playing “Midsummer Night’s 
Dream” our “Sir Gallahad” had a vision. He thought 
it was midwinter. The Company he was with had 
disbanded. Its members had scattered. Only he 
remained in front of the closed doors of the theatre 
where had been their last performance to practically 
an empty house. 

He was cold and hungry. He did not know 
whither to go. He sank down in a heap, disconso- 
late, when right at his ear he heard the turning of 
a crank. He listened, looked up—a golden stream 
of oil was gushing from a pump nozzle. The good 
fairy who stood by, beckoned to our unfortunate one. 
She pointed to the name plate. ‘“L. O.” arose, read 
the word ‘“‘Bowser” in letters bright. Suddenly the 
vision vanished. But the word was engraven on his 
mind. 

Finis—Pack is with Bowser. His role is heavier 
than of yore. It takes more than an actor to sell 
tanks. It takes more than an average salesman to 
be a Pacemaker. 

Well, old man, you certainly can “put it across” 
and that’s enough for us. 


What of the promise? What of the purpose? 
What of the struggles to be made and triumphs 
to be won? Have we fought the fight and kept 


‘the pledge? Has each succeeding month found 


us with something of value acquired and some- 
thing of merit done? Can we look forward 
with confidence based on our record for the 
year that is gone? Does conscience approve or 
chide us tonight? 


So many have prospered in the year that is 
gone. So many have bravely locked horns with 
Adversity and foreed him to dust. They were 
not prodigies—the world does not applaud 
them as heroes—they were just plain-going men 
with wills that could not be broken. 


Another year unfolds its page and invites us 
to write. Far into the distance the months 
stretch away, laden with promise for those that 
will strive. To every one of us the past is 
sounding a warning—the future a message of 
encouragement and assurance. We cannot bring 
back the wasted hours of the old year, but we 
ean make fruitful the precious minutes of the 
new. 

Blessed is New Year’s with its sponge and 
pencil. EHErase the memories of folly and weak- 
ness and place a record of wisdom and strength, 


18 THE BOWSER BOOMER 


OATOUON AAODATTODUANITUCUUCOUUOOUUNTTOOAOUOCOCOUAOCOGOOOIVGANLOVAGGUAOUOOOROGOUOOOOCONOUGUOCUOANOAUGOOONNOSOGOOOAOAOUOAUOOQONTAUATACOQUUOUOCONOGUOUATOQUCUONIGCOOOUCOUOQOUGOCQ0ONOGGQUIOUONUAQQUURNQNOQUUVOOTUADGUQOUUGRIOQRELLGCOCHGAUCOUIEOACOUGNEOUOUEOCUUOLEAUEOROLECLEOUUY 


= 
= 
I 
= 
— 
— 
= 
— 
= 
— 
— 
= 
= 
= 
= 
= 
= 
= 
= 
ey 
= 
— 
= 
— 
— 
= 
cS 
= 
= 
= 
— 
= 
= 
= 
= 
— 
— 
= 
= 
— 
— 
— 
— 
= 
= 
= 
= 
= 
— 
= 
= 
= 
= 
= 
= 
= 
I 
= 
= 
= 
= 
— 
= 
= 
= 
= 
= 
— 
= 
= 
= 
cond 
— 
—] 
— 
— 
— 
= 
= 
= 
= 
cS 
— 
= 
= 
= 


HMM OO TT 


THE BOWSER BOOMER 


WT CS 


ELD TT 


HUUOCOOVOOOVONATCCUOQOQOUOCGLOOOGUOATAGOOAUEAUOQONUOUUUOGUUOGEUUOMALUNNGUOUUOUOOOUUUOUONUOOOCOOOACLUONUGLOOOCOAUAUOOUUAUGOTONUGOOONUOTONGGOUOVOOOGOOCOOAOOUUCOTOCAUAOVOUUOOOOUGTOOTOCAVOUCUCOOOOOTOCOGUONTOUUOTOVOQUORACITUUVCUTOCOWICOLOULOQGCHTLGTLOOTIOOITOAUOUIITIGANTT d 


20 THE BOWSER BOOMER 


PERSONALS 


FOREWORD. 


To you, Mr. Bowser, this page’s dedicated, 

We hope in our heart we’ve not overrated 

The ones who’ve come here for this week of good 
cheer, 

All we hope has been truthfully stated. 


TO THE MANAGERS. 


Short Ones, Fat Ones, Lean Ones, Tall, 
Salesmen, Managers, Gentlemen All, 
Tried and true and Bowser through, 
They’re there at the “Old Man’s” Call. 


TO THE PACEMAKERS. 


Here’s one on Frank Devereux, 

You may think he’s exceedingly slow, 

When you judge from his height, you will find he’s 
all right, 

If he falls, he has not far to go. 


Here’s a salesman named T. C. Potts, 

He could sell “‘blue sky” to the Scots, 

When a prospect he sees, if he crawls on his knees, 
He’ll get his name on the line made of dots. 


From Pikes Peak is a salesman called Matt, 
With a record as long as a cat, 

One ambition divine, “Your name on the line, 
Then I[’ll tell you just where you are at.” 


From Denver’s a salesman named Jewel, 

He lives on Bowser made gruel, 

On tanks he just dotes, like a horse on his oats, 
And he sticks to the trail like a mule. 


Some swell guy is Coddington, R., 

Oftimes he rides in a Pullman ear, 

His orders are right, he really is bright, 

And his friends he counts from near and far. 


Oh! Boys here’s a good one on Greer, 
The girls all say he’s a dear, 

This all may be so, but how do we know? 
We'll wait ’till he gets here this year. 


You all know Roberts, J. G., 

His territory is close by the sea, 

On a slow Yankee train, he sings this refrain, 
“Self-Measuring Pumps, Hully Gee!” 


Albany has in Eggleston, C. R., 

A salesman known near and from far, 

He’s sure some player, and also some stayer, 
Selling pumps or playing the guitar. 


From Harrisburg comes Salesman Prigg, 

He makes inland towns in a rig, 

When the railroads are stalled, and traffic all balled, 
He gets up and dances a jig. 


There’s a man from the far Delta, Miss., 
Whose smile is as sweet as a kiss, 

He’s jolly and round, and his orders are sound, 
Bachman’s heart is o’er flowing with bliss. 


There’s a salesman named Duncan, R. L., 

He’s a Pacemaker now, do tell, 

When he starts for a prize, you can bet the wool 
flies, 

He’s there at the tap of the bell. 


From Atlanta is old Bedingfield, 

In a wheelbarrow his orders are wheeled, 

When he’s out on a trip, ’twould give you the pip, 
To see all the “Kush” that he’s reeled. 


Salesman Richardson from the Mountains White, 
Is a Bowser scout, brimful of fight, 

Pumps he can sell, and good tanks as well, 

They always stay sold over night. 


You’ve heard of that salesman called Reuben, 

He sells tanks from Yucca to Steuben, 

When once on the trail, in pursuit of the “Kale,” 
He keeps the whole factory a whoopin’. 


A few miles south of Pen-Mar, 

Lives Hartgen, our Pacemaking Star, 

His record is great in Key’s native state, 
And he drives a new Cadillac car. 


A demon for speed is our Hess, 

He’s got them all thinking J guess, 

How he cops off a prize and opens our eyes, 
With a few thousand orders, more-or-less. 


From Toronto hails Mr. Paquette, 

He may not be known to you yet, 

From the Canadian woods, he brings home the goods, 
Is he here at the Convention?—You bet. 


There’s one other Ward surnamed James, 
On the dotted line he gets names, 
It’s C. W. O., or the order don’t go, 
“T’m out for the prize!” he exclaims. 


A salesman named Lawrence in truth, 
Sold a great many tanks, forsooth, 
The price f. o. b., Illinois, Kankakee, 
Is less than it is to Duluth. 


There’s a Bowser salesman named Shepherd, 


* Who jumps after business like a leopard, 


In selling our pumps, signed orders are trumps, 
He sure has an enviable record. 


Of all the Wolverine ginks, 

Armstrong’s the boy without jinx, 

His hobby is fish, served up on a dish, 
He’s modest, but knows all the kinks. 


There was a smooth fellow names Crandall, 
Who worked by the light of a candle, 
Till one day in Butte, he bought a new suit, 
With profits from orders he’s handled. 


A bright boy we once knew, R. D. Leonard, 

A Directorship to him was tendered, 

He rides in his car, at most sixty an hour, 

He copped it, there was no one that hindered. 


In Albany’s a salesman called Mac, 
Sets a pace on the Bowser Race-Track, 
He’s sure a winner, or I’m a sinner,. 
For the orders he gets bend his back, 


There’s a Yankee now in Detroit, 

His methods are keenly adroit, 

It’s seldom a fizz when he’s after biz, 
It’s Carpenter, boys, ‘“Hoity-toit.” 


Pikes Peak has in Fisher, R. G., 

A salesman of note, believe me, 

No hills too steep, a prospect to keep, ~ 
That’s why he is here, don’t you see. 
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Ploffskin Pluffskin Jellican Gee, 
Deffler’s some bird, so say we, 
For money to spend, to Bowser he’ll send, 
For he’s one Pacemaker, take it from me. 


Did you ask me his name, it is Manning, 

All this Bad Business stuff he’s been canning, 
Five months in the Club, how he did it’s the rub, 
Now his prize he’s continually scanning. 


Mr. Benham, our twice Presi-dent, . 

He wouldn’t have been had he went 

To a circus one day, instead he made hay, 
He sure is some dignified Gent. 


There’s a big Maine guy, N. A. Ring, 

Large enough to do anything, 

When he comes to our party, he eats very hearty, 
When we see him we all want to sing. 


By the Hudson on Manhattan Isle, 

Scott works day and night with a smile, 
iFrom Tammany Hall to Central Park Mall, 
\He’s king of the walk all the while. 


}You’ve heard of Bowen for many a mile, 

|The way he gets orders would sure make you smile, 
He gets all around, and covers the ground, 

‘He could sell Bowser Pumps on the Nile. 


‘From the Anheuser-Busch comes Lee, 

‘But he never barks up the wrong tree, 

Always hustling around, with his feet toward the 
ground, 

How he sells ’em so fast we can’t see. 


WYou’ve all heard of Pacemaker Cline, 

\Who gets all his prospects in line, 

When he sells them our tanks, they all give their 
thanks, 

nd say that they all measure fine. 


boy from Chicago, Dave Ward, 

‘Who sold Bowser tanks for his board, 

Once came to Fort Wayne, on a very long train, 
And took his prize home in a gourd. 


Although lanky and lean, for orders he’s keen, 
And his emblem at home is the stork. 

a X 
There’s a pioneer salesman named Klotz, 
ho sold Bowser pumps in soft spots, 
1 ill a guy from the city said, “My what a pity, 
Why don’t they make tanks out of rocks.” 


rom Frisco is Redford, S.. J., 

Me travels the desert by day, 

His trips they are long, with the Mormans he’s 
strong, 


in Utah he says he will stay. 


eaven bless all the Smiths, so they say, 
They’re a class of themselves, by the way, 
iThere’s a W. C., he’s worth while believe me, 
And to beat him would be no child’s play. 


Collins is our man from Buffalo, 
is cheerful smile is a winner-O, 


A whirlwind is Evans, C. B., 

He works near the Mississippee, 

He’s a very short walker, but yet a tall talker, 
And his orders make the Office dippee. 


A Quaker is Vortigern, C. A., 

From the city where no one gets gay, 

He works with much toil, selling tanks to hold oil, 
His prospects are all glad to pay. 


Now you’ve all heard of R. EH. Hawkins, 
Who sells pumps by logical talkin’s, 

He looks like a lord, runs about in a Ford, 
In his shoes he always wear stockin’s. 


In Dallas is a salesman, “Bill” Ince, 

From his work he never will wince, 

His smile wins an order in very short order, 
And in all, he sure is a prince. 


A Bowser Salesman is L. P. Cox, 

Who cinches orders harder than rocks, 

He’s all right by “Dunder,” and ne’er makes a blun- 
der, 

We all know that he never “knocks.” 


Here’s to our Foster, W. A., 

Who mows down the orders like hay, 

We'll not mention the size, for he never tells lies, 
*Bout the tanks he sells by the way. 


From Denver comes Pacemaker Harle, 

He sure is some swell Bowser pearl, 

When a prospect is nigh, right toward it he’ll fly, 
He keeps every thing in a whirl. 


Indiana has in T. J. Spurgeon, 

Some fish, although he’s no sturgeon, 

To make a fat sale and get the green “kale,” 
He cuts them up just like a surgeon. 


In Atlanta’s Williamson, S. P., 

Is a man for the biz, don’t you see? 

He got in the running by salesmanship cunning, 
Selling tanks for the Bowser “Famlee.” 


A Star from the “Lone Star” State, 

Is Lawther, P. W., the Great, 

His bright winning smile is sure worth the while, 
It’s on the job early and late. 


Harry Leonard, Chicago’s Grey Hound, 

Surely gets around o’er the ground, 

Next year he’ll be back, watch the smoke in his 
track, 

His word like a dollar is sound. 


In the South where the oranges thrive, 

Schuster works for the Bowser Bee Hive, 

Whether Miller or Jones, he brings in their “bones,” 
His record’s a wire that’s alive. 


We've all heard of Pacemaker Cheney, 

His sales are clean, pure and creamy, 

From fresh college pranks to selling our tanks 
His eyes and his hair are both dreamy. 


Merickel from cold Winnipeg, 

Got hold of a good prospect’s leg, 

Till he creaked at the joints for one-hundred points, 
Don’t worry, he’ll never need beg. 
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W. H. Carpenter’s name’s in histrie, 
Who’s sales talks are easy and free 

Got 500 points—his prospect anoints, 
And the shekels rolled in, don’t you see? 


Salesman Deming a Canadian man, 

In a Pacemaker Race he ran, 

Working early and late, ’gainst old “Father Fate,” 
He’ll get there if any one can. 


Mr. Bradshaw the ‘‘cross-bones” man, 
Some Vandyke, just beat it if you can, 
He’s sure no dub, he gets in the Club, 
He’s not what they call “also-ran.” 


There’s a fine salesman named Purdy, 

He talks not too short nor too wordy, 

In spite of King Cotton, he comes in a trottin’, 
He always was stalwart and sturdy. 


L. H. Lahon from the Pacific Coast 

Is a salesman—that’s no boast, 

He’s a Bowser crank, when selling a tank, 
Let’s all rise and give him a toast. 


From St. Louie comes Hartsough, J. C., 

A “smithy” one time, don’t you see? 

Selling pumps now his trade, thus his living 
made, 

Oh, he sells them just like ‘one, two, three.” 


he’s 


From the state of political grafter, 

Comes Daley both now and hereafter, 

He’s always in line, which makes things so fine, 
We all like his good hearty laughter. 


From Chicago comes Allen the booster, 

A salesman who fights like a rooster, 

His spurs are sales talks, his failures mere squawks, 
He now sells more tanks than he use-ter. 


A. L. Casey at last came to bat, 

Cleaned off the Home Plate with his hat, 

Took a swing at the ball, hit the old City Hall, 
Made a home run as slick as a eat. 


Our “Hot Air” Artist, young Darden, 

For his yarns he should never seek pardon, 

His speeches so vain, would turn snow into. rain 
Most enough to water a garden. 


A Rice Bird is W. T. Jay, 

On the job and on it to stay, 

He’s right in the running and got ’em a coming, 
While some sleep he’s up and away. 


A. E. Moffatt came in on the jump, 

Riding a tank and driving a pump, 

By hard work he has won, he deserves all the “mon,” 
The boss says this poetry’s punk. 


Here’s a very nice man, H. F. Babbitt, 

No more hair on his head than a rabbit, 

He’s a salesman by gum and he makes business come, 
If an order’s in sight he will grab it. 


Oh here is our friend, Robert Johnson, 

Were he not here we’d feel very lonesome, 

Bob never says much, but it does beat the Dutch 
The ladies all think he is handsome. ‘ 


A salesman from Washington, D. Cs 

Is a Pacemaker, Stovall, G. P., 

He’s worked hard they say, in the U. S. A. 
Selling pumps for the firm S. F. B 


a On! 


Ho! says Behan, J. J., 

I’m glad to see you this day, 

That order I need, so get up some speed 
And sign without further delay.” 


Oh! A great Giant Killer is Jack, 

Gets an order or else he goes back, 
“Come across and sign up, and then we will sup,” 
Say, Sterling is on the right track. 


' a fhe 
“ —u pee 


From Dallas is Tomlinson, R. E., 

Of course this is twixt you and me, 

El Paso, Fort Worth, East, West or the North, 
When he works he’s a busy old bee. 


A swell guy is Offerle, W. B., 

He sells tanks near the Alleghenee, 

A dapper young man, who sells where he can, 
He’s a Pacemaker now, don’t you see? 


R. H. Sherlock the bald headed man, 

He sells them where no others can, 

His speedy auto makes others seem slow, 
He sure is a swell Bowser fan. 


Carrington, who never fears drouth, 

And seldom looks down in the mouth, 

Fine sales he does pull, from the Home of the Bull, 
He’s from Durham, N. C., in the South. 


To Lowe from Old Arkansas, z 
A prospect once laid down the law, 

“Tf the sun it does shine, my name on the line, 
You'll get it if you ask my wife’s Paw.” 


In Atlanta Mr. Ashley, M. A., 

Sold pumps, tank and hose for his pay, 

*Til a guy came along, singing this little song, 
“Will your 7F2 filter whey.” 


From Pittsburgh comes Milliron, E. L., 

Smoking those stogies that smell, 

The Club he’s cinched, although he was pinched, 
He must have been driving like (the Dickens). 


Mr. Lipes, our Salesman of note, 

His model he worked while he wrote, 

A prospect once said, while scratching his head, 
“You sure have got me by the throat.” 


We all know Mr. Michaux, 

He’s a Frenchman “vous-savez,” dont-cher-know, 
In rain or in shine, selling tanks all the time, 
Don’t think for a minute he’s slow. 


Said a Salesman named L .W. Crow, 

“To the Convention I surely must go, 
By land or by sea, as straight as a bee, 
Selling tanks sure brings in the dough.” 


At billiards Mr. Darling’s some shark, 
Though you’d never tell from his bark 

No bed is too long, no couch is too strong, 
He has to sleep out in the park. 


You all know Pacemaker Pack, 

In Georgia he’s on the right track, 

Selling pumps of all sizes, he’s in on the prizes, 
As Romeo, he sure is some crack. 


© © © 


H. S. Dodge, who recently has taken up the 
line, has proved himself to be a consistent 
worker. Mr. Dodge has succeeded in closing 
some nice orders, and his suecess with this line 
1s assured if he keeps up this kind of work 


. 
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THE LAST DAY 
DECEMBER 19, 1914. 


Final Effort, Cut 102, Order No. 115. 


‘““You want me to buy something 
you never saw? 

Salesman—‘‘Yes Sir! 
Quality.’’ 

Dealer—‘‘Then all I have to guide me is the 
Bowser reputation and your word?’’ 

Salesman—‘‘Both are good, Sir!”’ 

And so was I sold the new outfit. Two years 
ago I was ‘‘fired’’ because I could not sell— 
as they said. 

Progress is turning defeat into success, and 
taking the sting out of failure. 

You are never defeated until you give up. 

(Signed) S. J. REDFORD. 


® © © 

Salesman C. P. Law of the Harrisburg Dis- 
trict, recently closed a very nice store order to 
the tune of 56 points. The order called for one 
20 Bbl. Cut 115, one 10 Bbl. Cut 115, one 2 Bbl. 
Cut 115, and four 5 Bbl. Cut 115 outfits.. This 
order was sold to a coal company in the heart 
of the Pennsylvania Mining district. 

(OR ORRO) 

Pacemaker J. C. Hartsough of the St. Louis 
District, was a visitor at the Home Office re- 
cently. This is Mr. Hartsough’s first visit to 
the plant since his coming with the Company. 

© 

Mr. C. O. Timberlake, working in Tennessee, 
has turned in some very fine business recently 
and from what we hear will be a Pacemaker in 
OL: 


But it is ‘‘Bowser’’ 


© © © 

Mr. J. C. Waldo of Columbia, Tennessee, has 
just taken up our line and bids fair to make a 
success in spite of the fact that he is but twenty 
two years of age. 

®® © 

N. B. Steele is a consistent producer and has 
been since he took up our line October 28th. 
Mr. Steele is a salesman of ability and not 
afraid of work, a salesman who works the 
territory closely, and the result is he is closing 
some fine business. 

C® © 

Our old friend, John Lea, recently sent in a 
nice order for about, 30 points. 

Geary W. Lewis, who has taken up sales work 
under the Washington District, has started in 
very nicely, having sent in three orders the 
past week and two the week before. 


© ® © 
Louis Glaser, who has taken up work in the 
Mountains of Virginia, has closed a very nice 
business to date. 


UP IN VERMONT. 


We are indebted to Salesman H. F. Babbitt, 
of the Engineering Sales Department, for the 
following clipping taken from the New York 
‘‘BWvening Mail’’ of December Ist. 


This is evidence conclusive of the ‘‘Bowser 
Trail’’ blazed by Mr. C. M. Carpenter. When 
a New York evening paper recognizes a condi- 
tion existing as is shown by their report, it 
certainly proves that the territory has been well 
covered. 


ees was gone. 


TOWN PUMP A GASOLINE PUMP. 
A native of Vermont, returning to 
the old state, would not recognize it 
nowadays if it were not for the ever- 
lasting and unchangeable, hills and 
t the venerable appearance of some ot 
|the old farm places. The conditions 
of life are essentially changed. In 
the little old village up in the hills, 
eight miles from a railroad, where 
life was very primitive not many 
years ago, the Office Window man. 
WS-|was surprised to see a singular me- 
tallic monument of fantastic form, | 
and painted bright red, standing in 
front of the store. It was as tall asallf w 
tall man, and unlike anything he|[Int 
S,/nad ever seen. The Office Window 
ss | man inquired, witk same astonish- 
nt | ment, what it might be, and was an- 
|swered, ‘Why, that’s a_ gasoline 
pump.” A gasoline pump? What was D4 
RY |that? Then he was informed that} of h 
pic ie wag an apparatus for pumping gas- | er wig 
ve }Oline into automobiles! At virtual- | balfy 
HI | ly every house in the ald village | Oh, 
Wl shere is an autoniobile. 
ind Passing by the hiil farms, you see 
g-|the nose of an automobile sticking 
out of the door of the old wood- 
shed, which has been turned into 4] cos 
“vairridge.” Nearly every farmer) re 
has an automobile. You can ride all| © 
over the country for very little! _ 
money, for almost any farmer will! y 
carry you anywhere in his motor car 
for a dollar more than the cost of his | 
gasoline. It helps him to pay for the | 
KIN-} machine, and justifies its existence. 
bin- | “Barns money for me, ye know,” he i 


all- | Says. b 
ene ERE SNOW IS A BOON, 


still j However, there are fully five|] 
months of the year in Vermont when 

the automobile will not earn the|q 
varmer se reas nor cost him ye 


Tha 


Whet 
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The 
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TURNED THE OFFER DOWN. 


A Well Known Salesman of the Fort Wayne 
District, With Headquarters in Ohio, Re- 
cently Proved His Belief in Bow- 
ser Future for 1915. 


A well known salesman of the Fort Wayne 
District, dropped into our Office Saturday 
morning, Nov. 21st. All of the older men know 
him and a good many of the younger men are 
acquainted with him. He was for some time 
located in the Home Office. 
He took up a year’s educa- 


fi WELL, ) LL GUY OFF 

50. : : ores 

eet tional work with a eredit 
C-\ house and then decided to 


handle our line out in the 
field. He knew its worth 
and felt that it was a duty 
to himself and his family to 
take it up. 


The past year he has been 
working his territory with 
varying success, as far as 
actual business secured was 
concerned. But he was most 
busily engaged all the time 
in intensively cultivating the 
field as the following incident will show. A 
little while ago a well established manufac- 
turing concern in Ohio, approached him with 
an offer of the Sales Managership at a salary of 
$3,300.00 a year. 


This salesman replied something lke the fol- 
lowing: 


; 
You Never. KNOW WHEN HES 
HOLDING You ve 


‘*T certainly appreciate your coming to me 
with this offer, but the future looks so bright 
that I cannot consider it and you had better 
not let it go any further as far as I am con- 
cerned. If I get 25% of the business that I 
have already sold and has been promised to me, 
your offer is small in comparison. I know what 
the future has in store and would not trade the 
1915 prospects for the position that you have 
so kindly tendered me.”’ 


During our conversation with him we 
extracted a few sales nuggets that have been 
used successively by him in his work. We are 
passing them on to you for your benefit. 


This salesman has in his territory quite a num- 
ber of Bowser outfits that have been installed 
from twenty to twenty-five years. Instead of 
trading these outfits in for modern equipment 
he finds that they are giving such excellent sat- 
isfaction that he uses them as a sales argument 
on a new prospect. One of these users said to 
him, “‘I don’t see why I should trade my 
old outfit in on a new one. The old one is 


not giving me a bit of trouble and it measures 
as accurately as when I bought it.’’ The sales- 
man’s characteristic reply was, ‘‘Of course not 
and I don’t want you to trade it in and that old 
outfit with your endorsement is the best sales 
argument I can get to use in my territory.’’ He 
has a dozen or more of them in various parts 
of his territory to whom he ean refer. They 
are so well satisfied that they unhesitatingly 
endorse the outfit. 


When the question come down to price and 
he eites these old equipments, what does the 
price amount to when spread over that number 
of years? ‘‘Especially when you take into con- 
sideration that these were the first equipments 
put out and there have been many excellent 
improvements in making them since we were 
in our infaney.”’ 


Here is another one he uses when talking 
about our equipment. 


‘‘Tsn’t 1t cheaper for you to buy a good horse 
than a ‘plug’? When you buy a horse don’t 
you look at his feet and examine him all around 
to see that he is sound? 


‘“You pay more for such a horse than you 
would for a ‘plug,’ but it is economy in the 
end. <A good horse doesn’t eat any more than 
a ‘plug’ and many times eats less. A good 
horse will give you service where a ‘plug’ will 
run you up veterinary bills. This is sound 
horse sense and you can’t get away from it.’’ 


‘‘Tt isn’t so much a question of ‘ Will it work’ 
but ‘Will it last’.”? You know that a Bowser 
pump will work, and you know from the fact 
that we have been in business for over thirty 
years and that even in this 
neighborhood are pumps that 
have been in use for over 
twenty-five years, that it will 
Pasi. 


its MY BESY 
SALES ARGUMENT 


INSTALLED 
1389 
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Price Cutting. 


““The very fact that you 
cannot buy our equipment 
for a cent more or less than 
list price should convince —& 
you that Quality and Ser- 
vice are paramount in buying 
Bowser goods. It is built up 
to a standard, not down to a 
Price.’’ 


‘““If a man offers you a fixture of any kind, 
we will say for $200.00, and before he leaves is 
willing to take $150.00, you know as well as I 
do that that man is endeavoring to hold you 
up for $50. You never know when he’s 
reached the bottom or how much he’s intending 
to hold you up.”’ . 
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Cleanliness. 


When this salesman finds a progressive mer- 
ehant with Cash Register, Computing Seales, 
and the balance of his store in ‘‘tip-top’’ condi- 
tion, he doesn’t dwell on the question of price 
or what the equipment will do, but trains all 
his arguments on the question of cleanliness. 


He endeavors to shame the merchant into see- 
ing what a marked contrast his old ‘‘jigger’’ 
pump and oil soaked floor is to the rest of the 
store. He endeavors to show that merchant the 
advantage of bringing up that Department to 
the standard of the rest of his store and he 
usually sueceeds in doing it. 


Service in the Field. 


His strong fort is assisting prospects in his 
territory. We mean by this that he calls on 
every user of oil handling 
devices and makes friends 
with them all. As an exam- 
ple of the service he renders 
to his prospects, we cite the 
following incident with Mr. 
Ohio. 


<< When he pushed the pros- 
aX pect to the limit the grocer 


p HIM How To O : 
ete ohCarrorme- finally turned to him and 
Money said ‘ 


“‘T want your pumps, Mr. , as bad as 
you want to sell them, but frankly I don’t see 
how I ean doit. Do you realize I’ve got $3,000 
on my books and I can’t see my way clear until 
this is collected ?’’ 


‘“‘Come over here to the desk,’’ said our 
salesman, ‘‘and I’ll show you something that’ll 
open your eyes.”’ 


He then carefully went over his entire busi- 
ness proposition and with the credit experience 
he had, showed him how he could get in part 
of the money and how to put his business on a 
paying basis. 


So convineing was his talk, and so practical 
his advice that the grocer followed it in detail, 
with the result that today he is making money 
where before he was losing, and he is assured 
of a fine order after the first of the year and a 
warm friend for all time. 


Not only that, but he ealls regularly on pres- 
ent Bowser users, with a cheerful, ‘‘how do you 
do and how is the pump working.’’ In this 
way every man is his friend. One instance in 
particular shows the value to the salesman of 
this phase of the work. He ealled on a user 


and inquired, ‘‘how is the pump doing?”’ 
‘Not at all, it has not worked since we in- 
stalled it, won’t measure and if you can do 
anything to help me out I wish you would.’’ 
They examined the union at pump and found 
it O. K. Then they uncovered the pipe line and 
tank, when they found that the plumber who 
installed the outfit had failed to tighten the foot 
valves. These were tightened and the pump 
worked fine. Another friend and booster who 
might have been otherwise but for our sales- 
man’s willingness to give him the benefit of 
his knowledge and experience. 


Better Outfits. 


This salesman’s confidence in the line is 
shown by his reply to a prospect who asks him 
if there are not other pumps just as good made. 


““If there were any better outfits made for 
the handling and distributing of oil than is put 
out by Bowser I’d endeavor to represent that 
firm or know the reason why. I have always 
allied myself with the best and have found that 
it is policy in the long run. My customers are 
better satisfied and consequently I make more 
money. Honesty and Quality are the best pol- 
icies to tie up to and Bowser has them both 
in a superlative degree.”’ 


THE MODEL DID IT. 


Salesman S. 8S. Haw of the Chicago District, 
Relates a Sales Experience That Secured 
An Order for a ‘‘Red Sentry.”’ 


Minneapolis, Minn., Noy. 28, 1914. 
Mr. G. A. Townsend, 
S. F. Bowser & Company, 
Fort Wayne, Indiana. 
Dear Mr. Townsend: 

Here is a little sales talk that got a 5-Bbl. Cut 
241 for me something over a 
year ago. Will make it brief 
and get in the main points. 


IT TAKES A GOOD 
WORKMAN TO MAKE’ 
THESE MODELS 


**How do you do, Mr. Buy- 
er. I represent 8S. F. Bow- 
ser & Company, manufactur- 
ers of Oil Storage Systems 
and Self-Measuring Pumps 
for all kinds of oil.’’ 

‘‘Yes, sir, I have heard of 
your tanks and pumps and 
intend putting in an outfit 
for handling gasolene next Spring.”’ 


‘Mr. Buyer, why wait until next Spring? 
You have nearly all of this season’s business 
yet and you can pay for this 241 ‘Red Sentry’ 
in the next six months on the increase of your 
sales in gasolene.’’ 
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“Don’t think I ean. Am too busy today and 
you are wasting time trying to sell me now, for 
IT am not going to buy now. There are other 
outfits made at less price than yours. Between 
now and next Spring I will look them all up 
and after comparing prices and quality of out- 
fits, if yours is the best for the price I will give 
you an order then. If I make up my mind 
somebody else has something just as good for 
less money, will buy that. Now, if your time 
is worth much, don’t spend it here, for I am 
not going to buy until next Spring.”’ 


“Krom your talk, Mr. Buyer, I don’t expect 
to sell you today, but if you can spare twenty 
minutes or a half-hour, I would lke to tell you 
just what we give you for the price we ask, and 
then you will know how to compare it with 
other equipment.’’ 

‘All right—I will give you a_ half-hour’s 
. time.”’ 


‘“‘Thank you, Mr. Buyer.’’ 


I then explained all about the tank, very 
quickly but earnestly, and the pump also, but 
had not seemed to make any impression on him. 
He then said: 


‘*T will see you next Spring.”’ 


I then brought out the three models I carry 
and set them on the desk in front of him. 


‘“‘Now, Mr. Buyer, when you get ready to 
buy an outfit, this is what I want you to re- 
member; that the men who make these models 
make the outfit we sell you. You know it takes 
a good workman to make these models and in 
order to keep such men you must keep them 
the year round and pay them the highest wages 
and therefore get the best products that man 
ean make, although it costs a little more, that 
is pelle 


At this point Mr. Buyer got up out of his 
chair, lit a cigar, and said: 


‘‘Well, I am going to have one of them out- 
fits. Write up the order.’’ 


I was somewhat surprised, but immediately 
got busy and in ten minutes’ time had his cheek 
and signature. 


I think the model talk sold the outfit and I 
now use this argument quite frequently and 
successfully. 

Respectfully, 


(Signed) S.S. HAW. 


We regret to state that Salesman J. E. 
Kutsche’s mother passed on very suddenly, Sat- 
urday morning, December the 12th, at her home 
in Grand Rapids, Mich. We wish to extend our 
sympathies to Mr. Kutsche in his sudden loss. 


Be Positive—Not Negative. 


Do you sometimes talk beyond your selling 
point? Don’t be afraid to get out your order 
book while making your 
demonstration, make out 
something that looks like an 
order, order blanks are cheap 
—waste one if necessary. 
Use your thought force. 
Don’t say—‘ ‘MAY I ship’’— 
but look him straight in the 
eye and say— ‘LET ME 
SHIP YOU A 10-BBL OUT- 
FIT, YOU NEED, [tae 
MEET YOUR REQUIREMENTS.’’ 


MAY I SHIP is but an interrogation. 
ME SHIP is a positive injunction. 


LET ME SHIP YOU 
ATEN BARREL 


LET 


Exercise your will power; don’t let the other 
fellow have the stronger will. Remember that 
you know your line; you are an expert in the 
oil storage business; drive home your argu- 
ments as if you meant them. 


THE PASSING AWAY OF SALESMAN W. Y. 
ROBERTSON 


Saturday afternoon, December 26th, we were 
advised by a telegram from Mr. W. R. Hance 
that former Pacemaker, W. Y. Robertson, had 
departed this life at his home, 70 Park St., 
Sydney, Nova Scotia. The funeral occurred 
Monday, December 28th. 

We were able to authorize a florist in Sydney 
to furnish an appropriate floral emblem coming 
from the Bowser Pacemakers Club. This was 
sent to his mother, Mrs. Mary A. Robertson. 


Mr. Robertson started with us in January, 
1907. At that time he was the youngest man 
in the organization, being only nineteen years 
old. He has been in ill health, however, for 
some time. In spite of this handicap he was a 
Pacemaker October 18, 1912 and last year was 
elected on September 29th. This year he was 
well started toward the Club when ill health 
took him off the road and finally resulted in his 
passing on. 


Mr. N. B. Steele, of the Washington Office, 
is well named. His name and his backbone 
are synonymous. Mr. Steele entered our em- 
ploy October 20, and sold the necessary twenty 
outfits to qualify in the ‘*‘ Kerosene-Lubricating 
Contest’’ before December 19th. Look out for 
this man as an honor contestant in the Pace- 
maker Club this year. 
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In selling the dry cleaning trade Bowser 
Equipment, it is not necessary to have a tech- 
nical knowledge of our line any more than it 
is necessary to be a mechanical engineer to sell 
our Cut 241 or Cut 19 Outfits. It is necessary 
however, to have a working knowledge of the 
dry cleaning business as applied to the hand- 
ling of gasolene in their plants. 


The best advice that we 
can think of to a salesman 
who is selling or going to sell 
this trade is to cultivate some 
good «dry cleaner’s acquaint- 
ance to the extent that you 
may ask him pertinent ques- 
tions about his business, se- 
cure from him some of the 
little ‘‘kinks’’? of the trade 
| which might be of great interest to some pros- 
pective purchaser of our goods. The whole 
scheme in selling this class of merchants is to 
be able to talk to the trade intelligently about 


) their business and gain their confidence. 


| After you have once gained the prospeect’s 
confidence the sale of our product is a natural 
result. In casting about for some dry cleaning 
friend from whom you ean secure your first 
)information about the business, be sure and se- 
ect somebody who is progressive and ‘‘up-to- 
}date.’’ If he has a Bowser System you will be 
able to learn more about our goods and the ap- 
}plication of our system to the dry cleaning 
/needs than in any other way. It will give you 
a first hand working knowledge of the handling 
}of gasolene in the plant. 


CULtivere THE ACQUAINTANCE 
OF SOME Good DRY Leaner = 


| 
| 


Be careful to learn how he receives his goods; 
any new schemes for marking the goods; any 
special method of inspection; how he routes 
the goods through the plant from one depart- 
ment to the other; little special ‘‘stunts’’ about 
spotting ; how much gasolene he uses ; how long 
idoes he use his gasolene before it is distilled ; 
how much he pays for his soap; what size 
boiler does he use; how many people does he 
employ as compared to the business he is doing 


| You can readily see by asking these pertinent 
questions and after a careful study of the Bul- 


Calling on the Dry Cleaner 


A Splendid Article by Mr. I. L. Walker of the Fort Wayne Sales Department, Who is An 
Expert in This Line—Read and Study It—It’s Most Instructive. 


letins and the information you would secure at 
the Home Office or at any of the Branch Offices, 
that you have a working knowledge of selling 
talk in handling dry cleaners. If you are able 
to call on a prospective purchaser of Bowser 
goods and talk with him in the terms of his 
business intelligently, he will immediately per- 
ceive that you know your business and any sug- 
gestions which you make pertinent to his busi- 
ness, he will readily believe and when you make 
your recommendations for an underground 
storage system he is in a frame of mind which 
readily accepts the statements which you make. 


Always Be Observant. 


As you call on a number of the dry cleaning 
fraternity soliciting their business in connec- 
tion with your other work, you will probably 
pick up some little odds and ends from each 
place that you visit. By careful use of these 
points in conversation with VOUrs Nexte proge 
pective purchaser, you will soon have a working 
knowledge of a business which is very peculiar 
in a way, inasmuch as it is in its infaney and is 
not fully developed, neither is it on a basis as 
yet, with the laundry and other allied lines. 

The salesman, in looking over the different 
Bulletins pertaining to our Dry Cleaning 
Equipment, will be able to work out the simple 
problem of the system—that is, how it works 
and operates—by using a blue or red peneil 
and running the lines down from the header 
until it reaches the tank and then asking him- 
self the various questions as to “Why this goes 
there,’’ “if this is the clean line”’ or “‘ig it the 
dirty suction line,’’ ete. You will be surprised 
how easy it is to master the working of a Bow- 
ser dry cleaning system. It is really not com- 
plicated although it is made 
up of a number of pipes con- 
nected to tanks and a pump 
by means of a Header. There 
is a reason for every pipe and 
a reason for every valve, and 
if you follow the method sug- 
gested you will readily under- 
stand in a logical way how 
comprehensive and _ effective 
our system is and yet how 
simple in operation, 


Yes You AkE 


A 


You musy TALK 
INTELLIGENTLY 


In calling on the trade, use the knowledge 
you have gained in your approach, giving the 
purchaser to understand that you are an expert 
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in your line; that you would be very pleased to 
v0 over his plant and give him the benefit of 
your experience; inasmuch as you have been in 

some of the most modern 


zie plants in the country where 
rey they do things the ‘‘right 
FE FEEEEE : way.’’ If you are able to 
EEEE E : FIN make this statement stick 
999994; FINNS and if a man pursues the tac- 
BOV aN ties as laid down in this ar- 


BOWSER SYSTE 


x 


INSTALLED HERE |f 
LNSTALLED HERE: | 


yaya 


have no difficulty in convine- 
ing the prospect that you are 


IN THE UNITED STATES 


It Pays to Know Your Business. 


There are some little ‘‘kinks’’ about the 
pressing of clothes or the handling of clothes 
in a plant which clever salesmen can get onto. 
You would be surprised, when going about call- 
ing upon the trade, to see how crudely some of 
the dry cleaners handle their clothes and the 
methods they pursue. Now if you can improve 
their method by intelligent remarks you have 
their confidence. 


For instance: In going into a plant, after 
you have introduced yourself and have ‘‘brok- 
en the ice,’’ so to speak, walk to the rear of 
the. plant and enter the dry cleaning room 
proper and size up the situation with the pro- 
prietor. 


As you pass the pressing machine you will 
probably note that the young man or attend- 
ant is pressing down a “‘pocket-flap’’ and that 
after it is pressed there will be an impression 
made in the coat by the pressing of the flap 
into the fabric. Tactfully call the proprietor’s 
attention to this, telling him that if there is a 
small paste-board or material of some kind 
placed under the flap, this can be readily 
pressed and not show in the fabrie afterward. 
Or the operator may not be using a ‘‘pad’’ un- 
der the shoulders when he should do so, ete., 
ete. 


We are giving you this little example to 
show how it is possible to gain the proprietor’s 
confidence at the start. You may not always 
be able to show him little ‘‘stunts’”’ like this, 
but if you are careful and keep your eyes open, 
you may be able to make a great impression in 
this manner where it is most needed. In other 
words it pays to know your business. 


The dry cleaning room of the average dry 
cleaner is usually a joke. They have little or 
no idea as to the placing of the machinery in 
the most logical manner ; no idea of ventilation; 
no idea of the proper oil storage problem; so 
that it is positively impossible to go in and 


quote a man a cold price of $1,200 for an 
equipment when everything else in the plant 
is handled on a $5.00 basis. It is not a question 
of what does it cost, but what does it do. 


The proprietor, however, can be usually led 
up to this point gradually; first, by careful sug- 
gestions as to how the machinery could be 
placed so that he would secure the best results ; 
and, second, by minimizing the price of a sys- 
tem by showing him the advantages which can 
be gained by the installation. In other words, 
it is just like selling any other goods, you can 
make the price look as big as a mountain or 
very small, as comparied to what the man is 
actually receiving for his money. 

Mm handling this trade the fact that you are 
an expert and will be able to give him indi- 
vidual attention as to the placing of his ma- 
chinery; that the concern which you represent 
would be pleased to show him how to ventilate — 
his room properly; and give him a working 
blue print of the correct layout after the order 
has been secured; will give you a big advantage 
in securing the business. 


Advantages Over Other Lines. 
The remarkable thing about the dry cleaning 


business is the fact that there are so many ad- 


vantageous viewpoints and problems to be fig- 
ured out, that the other lines do not always 
possess. These are really simple if a man un- 
derstands the game, as compared to the selling 
of our standard goods where some other con- 
cern may quote prices on goods which look ex- 
actly lke ours. 


The problem of ‘‘Service’’ enters largely into 
the dry cleaning sale. As we have before de- 
scribed the ability to ‘‘show a man’’ how he 
can handle his business profitably and econom- 
ically by the installation of our equipment is 
practical and is the only real method of ap- 
proach. 


For instance: You go in- 
to a plant and learn that he 
has two washers arranged 
along side by side, with the 
extractor probably way 
down at the rear end of the 
room. This extractor should 
be located between the two 
washers out at least three or 
four feet toward the middle 
of the room so that he can 
get from each washer to the 
extractor in the least possi- 
ble time. Where gasolene soaked goods have 
to be carried over the floor this is not only a 
fire menace but is a loss of gasolene. Where 
the extractor is between two washers or lo- 
cated centrally between three washers, this 


DRYCLEANING 


iS 

Sa 
A FIRE MENACE 
AND ALOSS OF GASOLENE 


THE BOWSER BOOMER 29 


cuts down a loss of gasolene and loss of time 
all of which counts in every business today. 


Study the Municipal Laws and Explain Them 
to Him. 


Explain to him that most of the City Ordi- 
nances require dry cleaners’ establishments to 
be of one story construction; to have proper 
vents in the walls; all tanks 
to be buried underground; 
and that the gasolene shall 
be drawn from the tanks by 
means of a pump, and dis- 
charged directly into the 
washers without exposure to 
the air, ete., ete . 


- TIS IN ITS 
mm INFANCY 


In other words, go over his 
entire plant, whether he is 
planning a new one or re- 
modeling an old one, and 
show him he ean place his 
machinery to the best advantage; how he 
can drive with a motor of 6 to 10 H. P., and 
Save considerable money as compared with the 
old steam engine which is located usually at 
one end of the room or in an adjacent room. 
This not only eats up the profit but actually 
discharges wet fumes from its exhaust, into a 
vaporized gasolene room which readily takes up 
this moisture and sets spots in silks. Gasolene 
does absorb about 1-10 of 1% moisture although 
water will not mix with gasolene beyond the 
absorption point. 


Tell him that there must be no door, window, 
or any other opening into any other part of 
his plant—that the openings should be to the 
utside and that there should be a fire wall be- 
tween the dry cleaning room and the rest of his 
plant. 


Explain to him that the ventilators should 
e, if possible, on one side of the room opposite 
the washers so that the fresh air will be drawn 
cross the floor and be taken out by registers 
ocated in the wall near the washers. Or that 
or an additional expense he could install an 
»xhaust system on the outside, or even on the 
mside. All vertical pipes must lead to the 
‘oof where the dangerous gases will be drawn 
off and this danger from fire eliminated. 


Tell him that it is a great deal more for his 

rotection that he should place these safety 
easures in his plant than it is for any demand 
rom the public or surrounding neighbors. He 
ould not afford by any means to have a fire 
yecause he could not secure proper insurance 
n his plant; it would also mean a loss of busi- 
1ess, and in all probability the city would make 
im move out to the suburbs to operate. 


How to Put Out Fire in the Operating Room. 


Explain to him that it is possible to place a 
Steam pipe along the wall, say 30” or higher 
from the ground, and have an outside connec- 
tion from the boiler room to this pipe, with a 
valve at that point or at any convenient point 
outside the room. Should there occur an ex- 
plosion in any of the washers, which frequently 
happens in dry cleaning plants, it is possible 
for his employees to rush out, close the doors, 
and turn steam into the room and in two min- 
utes the most dangerous fire can be squelehed. 
Steam is the best smotherer for gasolene fire 
that has yet been thought of. 


After you have gone over a man’s plant, 
made suggestions on the lines laid down and 
gained his confidence, the next thing to do is 
to inquire about his business—learn how much 
gasolene he buys per week learn how much 
business he does per week; find out the average 
the year round; find out if he has an increase 
every year; and after you have secured this 
information you are in a position to start to 
lay out a system. 


Laying Out System. 


In laying out the system = 
it is necessary to find out aA ) 
how many washers a man ( a‘ . : 


operates a day and how ~~~ 
many times he washes per a 
week in order to arrive at\x =i 
some conclusion as to the © : 
proper sized tanks he should 
have. There is a correct way 
to find out just the proper oS 
sized tanks a man should .& 
have in his plant as ex- 
plained farther on in this ar- 

Hielemeeattereyouy have used, (27, 20rcs Rous FIRE cor’ 
this method you will find 

that it is necessary to sell the man a system as 
near to your idea as possible. There are, how- 
ever, a lot of men who will say that they can 
get along with smaller tanks in spite of any ar- 
gument you can bring up, and as I have said 
before, it resolves largely around what you can 
sell him. In all our experience we have never 
sold a man tanks of too great a capacity. 


oS 
IN YWo MINUTES THE 


Only a recent incident occurred in which a 
salesman was endeavoring to sell a prominent 
dry cleaner a 6-tank, 5-barrel system. We sug- 
gested that in place of the 6-tank, 5-barrel sys- 
tem that he place 6 tanks, with 4 tanks of 10- 
barrel capacity and 2 tanks of 5-barrel capac- 
ity. The purchaser did not think it would be 
necessary to have such large tanks but we fi: 
nally prevailed upon his to take them. Only 
very recently he has asked us for quotations on 
two 800-gallon tanks as additional equipment. 
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Sell Large Tankage As It Pays in the Long Run 


It is much cheaper to sell the larger tanks 
when the initial installation is made, than it 
would be to dig up the ground and place addi- 
tional tanks or larger ones. It would be well to 
cite an instance of this kind in influencing the 
prospect in the use of larger tanks. 


The new tank capacity is 
largely controlled by the 
purchaser’s ability to secure 
a supply of gasolene from 
the oil companies promptly. 
We usually try to keep the 
tanks uniform so if you sell 
a 6-tank, 5-barrel system the 
‘“‘new tank’’ will be uniform 
with the rest. The capacity 
of the new gasolene tank is 


You can mawe rHe price also largely controlled by 
SEE LiKE UNTAIN d a 
yeRveMAce ait sess aethe amount of. new =" OB 


‘white goods’’ that the dry 
cleaner is handling. Some firms do a larger 
business in the ‘‘white goods’’ ne than others, 
depending upon the loeality. 


The ‘‘distilled tank’’ should be large enough 
to handle about twice or three times the ca- 
pacity of an ordinary still. The ‘‘settling 
tanks’’ should be large enough to handle a sup- 
ply of gasolene which is figured up in the fol- 
lowing manner: 


How to Figure Correct Storage. 


Find out the number of days in the week 
a man uses his washers. We will say for in- 
stance he washes three days a week. Now, 
find out how many washes he makes in a day. 
Again for example we will say two in the morn- 
ing and two in the afternoon. Now if he is 
washing three days a week and four washes in 
each of the three days, this means that he is 
actually making twelve washings. We figure 
thirty gallons of gasolene to the average wash- 
er, so that this man would have to have avail- 
able, three hundred and sixty gallons’ storage 
capacity in order to take care of his require- 
ments, plus a natural increase which his busi- 
ness will probably gain as years come. We 
usually conservatively figure this about 30% 
per year over the year previous to take care of 
the future requirements. 


It makes a difference whether a man is oper- 
ating one washer or two washers. He usually 
puts one batch of clothes in the first washer, 
say the ‘‘whites,’’ and while he is washing 
these he is placing the ‘‘grays’’ in the second 
washer. He transfers the gasolene from one 
washer to the other and thus uses thirty gal- 
lons of gasolene for the two washes. Conse- 
quently, if a man is operating two washers you 


could figure about two-thirds of the amount 
mentioned as a basis for figuring the storage 
tanks. 


“ 


It is at least necessary to have two “‘settling 
tanks’’ for dirty gasolene, besides the distilled 
and new gasolene. Use one on Monday for 
clean gasolene, dumping the other into the 
second tank and letting this settle until Tues- 
day; then transfer from the other tank to the 
original tank and thus alternate during the 
week. Three or four tanks give additional 
storage with plenty of opportunity to settle the 
gasolene to a point where it becomes nice and 
clear. In muggy; damp weather gasolene will 
not settle as quick as on crisp, clear days. 


The Advantages of Distilled Gasolene. 


The idea in dry cleaning is to keep the gas- 
olene saturated with the naphtha soap as long 
as possible without impairing its efficiency as 
a cleansing agent. Whenever the naphtha 
passes through the ‘‘still’’ the soap is removed 
and of course this is a direct loss. 


The dry cleaners today are also realizing 
more than ever before the advantages of dis- 
tilled gasolene. They find that it is a better 
agent for the cleansing of ‘‘white garments’’ 
than even new gasolene, so that the distilled 
tank should be large enough to take care of 
any requirements along this line. 


After you have lined up the prospect for the 
proper sized tanks, you will find that this dem- 
onstration may cover one or even three visits 
to the prospective ‘plant. Yet in all this time 
you have said nothing about the savings and 
everything else which is logical argument for 
the buying of Bowser equipment. These will 
now naturally follow and the sale is surely to 
be consumated if you are logical in your argu- 
ments and gain the purchaser’s confidence at— 
the start. 


Be sure to impress upon the purchaser’s mind _ 
firmly and persistently, the advantages of se- 
curing Bowser Service. It means a lot to any 
man who is purchasing oil storage equipment— 
a whole lot more than even some of our sales-_ 
men realize. It is a big and powerful talking — 
point in the sale of our goods. 


Impress upon the purchaser the fact that— 
we have installed equipment in some of the 
largest and most complete dry cleaning plants 
in the United States. These plants are models — 
of perfection in detail. If he is in position 
where he must make a close price on his goods | 
it is absolutely necessary for him to handle his” 
goods in the least possible length of time and 
to use the least amount of gasolene to insure 
there being perfectly clean. A Bowser System | 
enables him to do all this and more. 
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Installa- 


A good illustration of piping to and from tanks. 
tion made for Kalamazoo Laundry Co., 
Kalamazoo, Michigan. 


A Bowser System Cuts the Cost. 


The best argument for a case where competi- 
tors are pushing a dry cleaner hard, is the fact 
that he can put in a Bowser and cut his costs. 
There is absolutely no question in our mind 
but what a Bowser System installed in a semi- 
modern plant, will save not only the price of it 
in a year’s time, but it will actually cut the 
gasolene bills in half. It will also increase their 
efficiency for producing work from thirty to 
one hundred per cent and give a measure of 
safety in the handling of their work which is 
worth twice the price of the outfit. 


There is a remarkable fact in connection with 
the dry cleaning business and that is, wherever 
we have installed a Bowser Equipment the 
man’s business immediately picks up; his cost 
is cut, and he handles his business as a business 
man should. He takes no risks and not only 
makes money but is a powerful booster for our 
goods. We believe this is brought about by the 
fact that we eliminate the fire danger 90% by 
the installation of our system. 


In most cases where our pipes are installed in 
a man’s plant it is necessary to place them un- 
der cement in order to make the floor fit for 
handling the goods to the best advantage. 
Where a man has a cement floor in his place he 
tries to keep it well cleaned. When you go into 
his plant it is neat appearing and gives visit- 
ors an idea that he has got his business on the 
proper basis. 


A Bowser System Is a Far Reaching Advertise- 
ment for the Dry Cleaner. 


The dry cleaner heretofore is ashamed to 
show anybody in his place because it is a dingy 
old ‘‘death trap.’’ But when 
he has it put on a modern 
basis, first, by the installa- | 
tion of a Bowser and second, WA 
by ventilating and adding 
steam connections and all 
such measures of safety 
which naturally go with our 
installation, he is proud of 
his place and naturally de- 
sires people to inspect it. It 


ESS 


is a far reaching advertise- JR poney uo 
ment. "9 DEATH TRAP 


Any man or woman who goes into a dry 
cleaning plant, sees the extent of the machinery, 
the modern ways of handling clothes and the 
infinite detail which is necessary to overcome 
obstacles, remove spots and bring the clothes 
back like new, will readily agree that the price 
of $1.50 or $2.00 for a suit or dress is justi- 
fiable. 

The dry cleaners of today are more and more 
realizing this fact. They are not now hiding 
their light under a bushel. They are inviting 
the publie to visit their plants and show them 
how they do business. The Bowser System, 
without a question of doubt, and the Bowser 
idea of storage is largely responsible for this 
fact. 


In Conclusion. 


In handling the dry cleaning line a man must 
study the trade,—must have a working knowl- 
edge of their requirements and then he will 
have no great difficulty in selling our goods. 


Another view of installation of Bowser Dry Cleaner’s Equip- 
ment as put in for the Kalamazoo Laundy 
Co., Kalamazoo, Michigan. 
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BUSINESS SUICIDE. 


In a little town in Alabama Mr. Bruno sold 
two brothers on memorandum, a Kerosene and 
Gasolene Equipment. He was unable, how- 
ever, to get definite shipping date as they were 
not certain just what they wanted to do. They 
promised to give this date, however, before the 
first of the year. 

Instead, however, of sending shipping date, 
Mr. Bruno received the following reply to his 
letter urging immediate shipment: 

‘Tn answer to your letter of the 28th, 
will say that we can’t take that tank as 
we got burned out on the 25th of this 
month. I don’t know whether we will go 
back into business again or not.’’ 


Mr. Bruno reports that these brothers had 
a 50-gallon tank of gasolene (usually half-full) 
standing on the counter; near a stove. When 
cold weather came the stove was lighted. Dur- 
ing the night fire broke out. , The report was, 
‘‘Cause unknown.”’ 

Strange, was it not? On the face of it to those 
of us who know, it looks like a clear case of 
‘‘business suicide.’’ 


IRON 


Cast—Malleable—Wrought—Steel—As Used in 
Making Up Bowser Equipment. 


We are all familiar to a certain extent with 
the different grades or classes of iron as above 
mentioned. All iron originally is produced 
from ore by a process of smelting by which the 
impurities in the ore are extracted from the 
iron itself. The iron produced by the ordinary 
methods of smelting is what is known as Cast 
Tron, although in our every day usage we gen- 
erally think of Cast Iron as having been cast 
into different forms for making the various 
articles in daily use. 


A few specimens of cast iron. The tank flange and foot valve cage in center are 
malleable iron. 


ee 


These men are pouring into moulds to form Cut 241 “Red — 
Sentry” doors. They do nothing else all year round. ‘ 


To explain the processes by which the vari-— 
ous grades of iron,—Cast, Malleable, Wrought — 
and Steel are produced, would require a lengthy — 
article. We will not go into that part of the 
subject. What concerns us most and especial-— 
ly the Bowser Salesmen, are the physical pro-— 
perties of iron and steel. The degree of strength 
hardness, weldability, ductility, malleability 
and elasticity which exists in the different 
grades of iron is what we are interested in, as © 
upon that depends the usefulness of the iron ~ 
for various purposes. 


Malleable Iron Castings. 


Malleable Iron castings are made by treating 
specially made Grey Iron castings in a special-_ 
ly designed oven, heating to a high temperature | 
near the melting point—and allowing them to 
cool very slowly. This process requires from a 
week to ten days or more, depending on the 
size and weight of the castings. This process — 
toughens the castings and gives them a certain 
ductility that very materially increases their 
strength and makes them more suitable for 
parts that have to stand sudden jars or shocks, 
as they will bend before breaking, 


oan 


| 
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Casting some of the smaller parts of Bowser Pumps. 


Wrought Iron and Steel. 


Wrought Iron and Steel are made by a similar 
process, and in the finishing process are either 
hot or cold drawn, and are used for various 
purposes. Wrought Iron is usually made in 
sheets, bars, pipe, ete., being largely used for 
welding and forging. Steel may be either cast 
or drawn. Cast Steel is similar in appearance, 
but has more strength than Malleable Iron, 
while Forged Steel has more strength than Cast 
Steel. Dropped Steel Forgings, especially 
Vanadium steel, are exceedingly strong and are 
used where they have to stand excessive abuse. 
Drawn Steel is made in many grades from mild 
steel used in making gas steam and water pipe 
and tank steel rolled into sheets, to high speed 
tool steel used for cutting tools, ete. 


In manufacture of Bowser Equipment with 
the exception of tanks, practically all Grey Iron 
and Red Brass castings are used, Malleable Iron 
being used in some instances where require- 
ments make it more suitable. Most of our tanks 
are made of heavily Galvanized Steel. The 
flanges are Malleable Iron or Forged Steel, as 
they are easily riveted and soldered or calked 
and there is no danger of breakage. Also they 
can be made much lighter than Cast Iron and 
still be strong enough for the purpose intended, 
and at the same time make a much neater ap- 
pearing job. 

: Grey Iron Castings. 

_ The Grey Iron castings used in the manu- 
facture of Bowser Equipment are made to meet 
the requirements for which they are used, being 
made from new Pig Iron of the proper analysis, 
ith a proper proportion of other ingredients 
hat are used to give the iron a dense, fine grain 
that is not brittle and which machines proper- 
ly. This is done in order that there may be no 
possibility of gasolene or other liquid pene- 
trating through the casting ; just. one more evid- 
ence of the care exercised in the manufacture 
of Bowser Equipment. 


) 


During over twenty-nine years’ practical ex- 
perience, S. F. Bowser & Company have studied 
the requirements to determine the metals best 
suited for different parts of our various equip- 
ment and are using Grey Iron castings where 
they feel that Grey Iron will give proper serv- 
ice, and Malleable Iron, Wrought Iron, Steel 
and Red Brass where experience has shown it 
advisable to do so. That the castings used are 
suitable for the purpose is proven by the fact 
that Bowser Equipment is regularly recom- 
mended by Underwriters Laboratories under 
the direction of the National Board of Fire 
Underwriters and all our pumps for the hand- 
ling of volatiles bear the Underwriters’ Label. 


Drawing the molten iron from Cupola—a very difficult pic- 
ture to secure. 


Mr. L. V. Menton of the Dallas District, put 
across a deal the other day that is worth 
mentioning : 


We recently shipped a 6,000 gallon tank to a 
firm in Texas. The firm was totally destroyed 
by fire before the tank reached them. It was, 
therefore, of no use to them and they asked 
us to take it back. 


Inasmuch as we had prepaid the freight, 
which is no small item at this distance, we 
thought best to dispose of it while enroute to 
some firm in the neighborhood. Mr. Menton 
was advised through the Dallas Office of the 
state affairs and within forty-eight hours he 
disposed of it. This is Salesmanship of the 
highest order. 
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Outlook for 1915 


by A. Z. POLHAMUS, Chairman Executive Board. 


In the last issue of the Boomer there appears 
a statement that the writer was in California 
and it was the hope of the Editor to have an 
article from us for the Boomer, on our return. 
That Mr. Boomer Editor is on the job, was 
shown by how 
quickly he got 
on our trail after 
our return and 
that he is a fear- 
less editor (as 
all editors are) 
was shown by 
the fact that he 
had the courage 
to ask an article 
on the outlook 
for 1915, froma 
man who had 
just left sunuy 
California and 
been plunged in- 
to a foot of snow 
and 12° below 
zero weather. 


MR. A. Z. POLHAMUS 
Chairman Executive Board 


We left California on the rear platform of a 
Pullman but are not sitting out on the rear 
platforms of Pullmans in this section to any 
creat extent just at present. However, we sur- 
mise that, while it was very pleasant and agree- 
able in southern California, the zero weather is 
more of a ‘‘ginger’’ manufacturer than the 
warm sunshine of Los Angeles and that brings 
us to our subject of the outlook for 1915. 


We are optimistic about the outlook for the 
business eclipse we have been having for sume 
months is at least passing; the railroads are re- 
celving consideration; mills and factories are 
opening; weather is seasonable and the mer- 
chants in this section at least, are ‘wearing a 
broader smile than they were some weeks since. 
The prospect for next year’s crops is fine and 
we are told that money is easy, all of which 
points to much better business conditions than 
we have been having. 


Inasmuch as we have been having in some 
sections, a business depression, with which we 
have been successfullly contending, like the 
zero weather, it should only result in more gin- 
ger and greater results in the future than we 
should have had, had the sun of prosperity been 
shining in full brightness during the past year. 


It Is Up to Us. 


Like all other years, 1915 will have its rough 
spots and it is going to take work and hard 


work to get out of it what it holds for us, even 
if we go to it. It is up to us, each and every 
one, to do our part and from what we hear the 
wheels in the Bowser factory will shortly be 
turning a little faster than ever in the history 
of the firm. The outlook for 1915 is good. The 
line will be the best ever; prices and terms are 
right for Bowser quality. The thing for every 
salesman to have is full confidence in himself, 
the firm and his goods; if he has that, we have 
no fear of results, as far as he is concerned. 


On the frame of mind of the salesman de- 
pends his suecess and to the salesman in the 
right frame of mind there is no obstacle in the 
way. As an illustration of this: Some time 
since in a territory where we had been having 
a great deal of difficulty in getting business, 
where the salesman who had been on the terri- 
tory had complained a great deal of the de- 
morilization of price and unfavorable condi- 
tions, we put a new salesman who got quite con- 
fused on his line, but was in a good condition 
of mind, feeling he had a good line and was 
working for one of the best houses in the eoun- 
try, whose goods he we ssure were right. 


This salesman would not rank as one of our 
classiest salesman but he got busy and in his 
confusion over the line, he sold his goods at 
more than double the regular price for some 
days before we could eatch him and get him 
straightened out, and as he did no more busi- 
ness after he was straightened out than when 
he was so confused on the line, it showed what 
the condition of mind had to do with the sale 
of his goods. 


Be An Optimist. 


The one thing that will be 
worth more money to you 
than any other thing we could 
do would be to get every one 
of you in an optimistic frame 
of mind with full confidence 
in your line, in your House 
and in yourself. We have in 
our organization surely a fine 
lot of men; this is true in all 
parts of the world. Our men 
are efficient; our men do secure business; our 
men do work; they do command the respect of 
the public; they have confidence in themselves, 
in their goods and the firm. We appreciate all 
this very much. There, however, may be some 
times, owing to the stiff battle for the order, a 
little wavering and that is what we mean when 
we say what we do about confidence all along 
the line. 


LEFT CALIFORNIA 


3 
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On our western trip we met nearly all the 
boys in the section we covered ; we were mighty 
glad to meet with them and talk with them of 
their business and the conditions they are meet- 
ing. At Denver we met 
Coddington, Mattingly 
and Jewel; we were in 
touch with the work of 
Fisher, Earle and others 
of Barnet’s ‘‘Pike’s Peak 
Bunch’’ of boosters—all 
live ones. 


AS we went on our way 
up into the northwest we 
stopped off a day with 
Frank Beatty at Twin 
Falls, Idaho, the Bowser 
pioneer of the west, who 
today is known the world 
over as the strawberry ex- 
pert. Mr. Beatty is as 
much a booster as he ever 
| was and boosting Bowser 
tanks whenever he gets the opportunity. He 
always did good, clean work and brought back 
the bacon. He is still doing the same thing in 
his present field. It is always an insiration to 
talk to Mr. Beatty, and any fellow who gets 
into Twin Falls, Idaho, without crossing some 
of Beatty’s land will be a good one. He will 
need an air ship if he want to make the trial. 


THE OUTLOOK FOR. 
1915 iS GooDp 


| In the Northwest. 

| We saw our friend Mr. E. R. Bird up at 
Spokane. Bird is one of the fellows who doesn’t 
say so much as some but he gets the business 
and the Bowser banner is not trailing in the 
Just in his territory we can assure you. 


| At Seattle we met Jeavons, the biggest little 
nan in British Columbia and W. C. Smith, who 
aas Cut 101 outfits planted so thick in Seattle 
that one thinks of a horse- 
| 2 radish bed which has 
Fe BS spread all over the farm. 


We met Mr. Ford, a 
young man from the Fort 
Wayne Office, who is now 
making good, selling Bow- 
ser tanks in territory in 
Washington adjacent to 
: Seattle. We also met an- 
re other war horse, A. B. 
Cornell, who is still able 
to get the name on the 
dotted line and he sees the 
humor of the business de- 
ression as some view it and says he is going 
ato the undertaking business as a side line 
nd expects to do a thriving business burying 


ie dead ones in his territory. 
} 


| 


We also met Mr. Stoddard and of course 
had a ride in his automobile. How it is that 
we are here to write this article we do not 
understand; we only know that Stoddard at a 
mile-a-minute clip can come the nearest to hit- 
ting the other fellow’s automobile or going over 
the side of a hill and still not do it, of any 
man we have ever met. 


We also at Portland, met Mr. Milliman, who, 
is sure to be a candidate for the presidency of 
the Pacemakers Club for 1915, with good busi- 


ness conditions in Portland. G4°612 


The ‘‘Old Man of the Pacific Coast.’’ 


Mr. Dean Johnson, the Sales Manager ® at: 
San Francisco, known by all the boys as ‘‘The 
Old Man of the Pacific Slope,’’? met us sin 
Seattle and made the entire trip south of Seattle 
over his territory with us. 


At San Francisco we met Mr. Ed Klotz, 
who after twenty-five years as a Bowser sales- 
man still gets them all; 
Laughrey, Mr. Harding 
and Mr. Arnold; at Saera- 
mento Mr. Rich; at Los 
Angeles Mr. Walters, Mr. 
Merickel and Mr. Olds, all 
of whom are hard after 
the business and getting 
results that are very 
pleasing to the firm. 

At Los Angeles we also 
met Mr. Davis with that 
hearty good cheer, which 
he aways earries with 
him, and Mr. Bigelow, 
who after his many years 
of service as a Bowser Ue ae waddle 
salesman, is still just as keen after the order as 
ever. We also met Mr. Dustman, our efficient 
Manager at Los Angeles, who probably talks 
Bowser tanks to more people on an average 
than any other man on the job. In addition to 
this, Mr. Dustman looks after the office work 
at Los Angeles, supervises installations and at- 
tends to the collections. A busy man indeed is 
Mr. Dustman. 


Yes, at San Francisco we met Mr. Reuben. 
Funny, isn’t it that Coddington in Wyoming 
and Reuben in Arizona, to say nothing of Cran- 
dall, Fisher and some others, get those No. 241 
orders out of the desert where nothing but 
sage brush and cactus is supposed to grow, and 
funnier still, how the ‘‘full cash”*’ for the outfit 
sticks to all those orders. We sometimes won- 
der just what sort of seed these salesmen use 
and we would like to see more of it planted 
in the rural districts of the balance of the 
country. We believe the crop would surprise 
many of us and would suggest to salesmen 
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working country territory that at the conven- 


tion they talk to these gentlement and arrange 
to do likewise. 


In all the territory we covered we found 
business conditions were not of the best, al- 
though in some places there was little com- 

~~ «= =.-Sso=pitaint; however, conditions 
on the Pacifie coast have not 
been any better than: in 
~ other sections and in some 
¢ places on the coast they are 


i¢. probably worse than in any 


oN) 


Our Thanksgiving Outing. 
We 


A 
\y (iene 
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enjoyed our trip 


, & Oe 


traveled by automobile 
ware through a considerable part 

of California and had the 
great pleasure of going with Mr. Savercool, Mr. 
Dustman and Mr. Johnson of the Los Angeles 
Office, to the great automobile races on Thanks- 
giving day. As we stood for four or five 
hours, first on one foot, then on the other in 
the hot sun and dust, if we stretched the truth 
a little when we told Mr. Savercool every five 
minutes during the time how we were enjoying 
ourselves, we are sure you will not lay it too 
strongly up against us for as a dead game 
sport we do not shine especially bright. How- 
ever, the races were great. 


° 


wee 
BEATTY THE STR 
EXPERT 


They say there are 40,000 automobiles in Los 
Angeles. I am sure there are and they were all 
at the races—and the dust. If you ever go to 
Calfornia, don’t forget the dust for they have 
the finest article along that line I am sure you 
have ever tasted. If you want to get a real 
good sample of the dust and are a little short 
of cash to buy your meals for a few days, just 
go to the Corona races in an automobile, or 
better still, on a motoreyele, or, if you have no 
friends you can go with, go on foot and you 

will say that. for ‘‘dust’’ 
the California article is a 
success. 


We made the California 
trip, as for the past few 
years we have been in a 
little closer touch with the 
work in that section than 
the other Executives of 
the Company. This work, 
however, we expect to 
(<>! Y turn over, in the future, 
8 Werte dhe tea more to Mr. Bechtel and 

‘Mr. Zarht, as under ‘the 
new line-up in the offices, they will be in better 
position to take it up. 


/ 


‘While in view of our present organization 
and the volume of our business, we are not 
in as close tovich with the salesmen as we have | 
been in years past, we know that the western 
boys are no exception; what we have said about 
these boys is only what can be said of the- 
fellows everywhere. 

We assure you of our best wishes as a firm 
and whether in California, Maine, Georgia, or 
in Nova Scotia, it makes no difference, you — 
will have the support of all the Executives 
during 1915, and we wish for each and every 
one of you, a most successful and most happy 
and pleasant new year. 


The following clipping taken from the Peters- 
burg (Virginia) Daily Index-Appeal, Tues- 
day, December 15, 1914, is self-explanatory. 
It shows that Mr. Steele of the Washington 
District, is on the ‘‘job.”’ ; 


Tuesday afternoon and from 8:30 | 
pro- 10:30 on Tuesday evening, 

| Mr. M, B. Stecle, who represents 
burg ithe S. F. Bowser and Co., of Ft. 
Wayne, Ind., has been in the: city 
Kk. for several days looking after the 
{construction ,of gasoline and kero- 
systems for storages 
He hsa installed sev- 
pular jeral for prominent firms he 


Mr. H. A. Leonard of the Chicago District, 
gor 35 points worth of business December 26th. 
It has been said ‘that it does not pay to work 
Saturdays and it has also been rumored that no 
business could be secured between Christmas 
and New Years, especially in a large city and 
particularly, Gasolene business. If any one else 
tells you that, tell them they don’t know what 
they are talking about. Business ean be se- 
cured any time that a man goes out with de- 
termination to get it. If you don’t believe that 
ask Harry. 


WESTERN UNION 
POSTAL 


aI COLLECT 
(D vay uerree PAID 


fq) Nowr corres - 
aecetveo py.G 


maw? S. F. Bowser & Co., Inc. —pz0_1ery 1914. 88245 an 


(0) bay messace (DD capers 


( mont wessace (DD ween eno terree (D veveenen canieceam 


TELEGRAM 


Place check (/) in square to ladicate how massage i bo be sent. 


———-NO-1-BA-49.-COLLECT. NI ieee eee DEC 19TH 
_... WINNIPEG. MAR, . 


an ABO) ac Pin RONMSRMDY 2 en neloeentna omnes 


care ath ge ct ntay estes 


~~~ MAILING TORONTO... TODAY ONE .ORDER,---MY¥.NUMBER..SIX. EIGHTY... THREE..CONSIST- 
ING.OF FIFTEEN CUT ONE HUNDRED AND NINE AND. ONE..CUT FIVE. HUNDRED. ...SALE 
PRIOGE TWENTY ON< HUNDRED AND EIGHT DOLLARS, —...THIS WILL. CLOSE. MY.SALES. FOR — 
THE YEAR... MERRY CHRISTMAS AND HAPPY KEW YEAR_TO. YOU ALL 


Delivered to JED... 


$809 O10 @ ee Wer @er@er gure, 


: : **@ 9B oo@oeBorGor@or Gor Ger Ger@or Por Ger Gere 
; TY 2 eee b 
— An ‘Owed 3 
ws V 
_ My auto, ’tis of thee, short cut to poverty— OOMmMe €fte 


of thee I chant. I blew a pile of dough on you 
two years ago, and now you quite refuse to go, 
or won't or can’t. Through town and country 
side, you were my joy and pride; oh, happy day. 
[ loved thy gaudy hue, thy nice white tires so 
zew; but now you're down and out for true, in 
svery way. To thee, old rattle box, came many 
jumps and knocks: for thee I grieve. Badly 
hy top is torn, frayed are thy seats, and worn; 
he whooping cough affects thy horn, I do be- 
ieve. Thy perfume swells the breeze, while 
sood folks choke and wheeze as we pass by. 
paid for thee a price ’twould buy a mansion 
Wice; now everybody’s yelling ‘“ice’—I won- 
‘er why? Thy motor has the grip, thy spark 
ug has the pip, and woe is thine. I? too, 
lave suffered chills, ague and kindred ills, en- 
eavoring to pay my bills, since thou were mine. 
one is my bank roll now; no more *twould 
hoke a cow, as once before. Yet, if I had the 
10n, so help me, John—amen, I’d buy myself a 
ar again, and speed some more. 


(FOR ALL BOWSER SALESMEN) 
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might penetrate, 

The day before this same proprietor and his chief 
clerk had a lot of fun at the the expense of the village 
it he made the following retort: 

"Twould get the umbrella wet". 

The store keeper and his clerk could laugh at the 


reasoning of the poor drunkard but could gea nothing wrong 
with their own foolishness, 


many other splendid outfits in the line. 


Sition and others are as unfamiliar with the dry cleaners 
systems which we manufacture as if we did not sell such a 
line. Why not, in your own minds, assign a quota to each 


Support you. 


how quickly the honor of becoming a Pacemaker is realized. 


Yours very truly, 


| a : Editor Boomer. 


outfit and make the sales of this particular outfit help to 


oe ae 
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Several months ago in a certain 
village in the Middle West the proprie- 
tor of the largest general store‘in town 
refused to allow the display of certain 
new goods in the window for fear some- 
thing might possibly get faded, The 
goods safely reposed in the store where 
tree ener ere~eenenenenanenenenenenenerenmoneereoonene CUre AGarkness prevented their fadin g 

seers and where not even the eye of a customer 


drunkard who was walking by the store in &@ heavy rain carry- 
ing @ neatly folded umbrella. When acked w y he- was carrying 


We can almost always see the mistuke of these fellows. 
So it is with some Powser salesmen, THEY SPECIALIZE ON A 
SPECTALTY- They concentrate on the "Red peniry, Bon the "Cut 


90" Or On the “Cut 301" and lo6sa grand opsortunities for selling 


Resolve to work the whole line, ‘boys. Never let an 
opportunity pass by.. Some of you never work the drug store; 
others the private gurage trade; others the paint got] propo- 


Stick to tHis resolution throughout the year and see 
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CONVENTION NUMBER 


Features in This Number 


Address of Welcome - - - - - - - - - - - - Mr.S. F. Bowser 


A Good Talk on Value of Character in the Salesman - - - - Mr. A.Z. Polhamus 
Oe eowiinceand Elansy-s 99-9 - <- - -9 ee - > - = °Mr. S::B.-Bechtel 
Maneciuonsand@letmsyrus =. 20 --- - See) ey ee SMe COA, Dunkelberg 
ReiOMNCKIOnyse ee oh Sm ee ew pte Mr. E. H. Briggs 
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Convention Gems 


The time to make your election to the Pacemakers’ Club is NOW. 

Good ethics is good business, and there is no good business where there is 
no good ethics. . 

Efficiency and stability are both necessary to the success of any organiza- 
tion. 

Three hundred absolutely efficient and reliable salesmen are better and 
more effective than five hundred inefficient and unreliable salesmen. 

Honesty is the best policy in any business. Yes, even in’ our games and 
social life. po . 

The man who wins business only through square dealing is the one who 
will be successful in the end. “a 

It does not pay to deal dishonestly even with’ a thief. 

The efforts of the earnest, reliable person are always appreciated. 

Any transaction to be profitable must be mutually profitable to all con- 
cerned. - 

To be a big man you must be a well rounded man. 

Development of the mind only to the neglect of the body does not make 
for the greatest efficiency, neither does development of the body to the 
neglect of the mind. Cultivate muscle, mind, in fact pay attention to the 
development of all the senses. Study yourself as a factory superintendent 
studies his plant. If you are not up to ‘‘snuff’’ in some department, bring 
that end of the business up to standard. 

All selling is done on a basis of Confidence, at least to an appreciable 
extent. 


DODO OOOO OOOHOHOOOOOHOGHHHOGOHHOOOOO 
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OTE —We wish to apologize to the boys for the delay of this issue—It was due to unavoidable circumstances. For the 
Dalance of the year we will endeavor to see that each issue reaches the mails on the Ist and 15th—KEditor. 
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E.J. GALLMEYER SEES A NEW SIGN OF THE gi wow 
TIMES IN KENTUCKY 


i's ss > IVA SB 


THE OUTLOOK OF TD.KINGSLEY OF 


ho Ge = THE PHILADELPHIA DISTRICT 
ENDS THIS WL= 

ICTURE FROM == 

NEW YORK 


te eons 4 NU a ak areal y,. & GIDPAp = ; 
ss (0S Py, ———— q aay 4a 
sont WAU WGN << \ NEES Cay Aas: 
aes ‘ A 1 NT at " sf ; se LY i) Ie a 
WwW ayyiberesese . Ze, 
_,. (WE'LL NEED MORE Goop 
ee HELP JF WE’ EXPECT 10 
i GET IN THE CROP THIS YEAR 


“Ay 


a Me “Me a5 fOr 


AS RS.COLWELL OF HARRISBURG DISTRICT SEES IT 


A BRIGHT OUTLOOK 
eye ee 


=) 
| i} 


Wer ors 7 7 VPA M0 _ SITUATIONS WHICH SPELL PROSPERITY 
U, Li 2 i 10,000 PEOPLE DEMANDING FoopsrurFs 
| i) 


=. 
ae 


DN DITIONS AS SEEN } ; Ne kt < 


ROM THE ENGIN EERING AX \ PBT 
/; . = : = ae 


ALES DEPARTMENT 
GREAT CROTS OF WIE oo enns; 


40¢ S \ \ | Uae 1 fy) ae iS bi 
NSA NNO ML LY 7 , L.P. MURRAY SAYS THEYRE GOING TO 
CNRS Aci / / ae ~ KEEP RIGHT ON DOING 
VAS Wy, Be? On THIS IN THE CHICAGO 
e SA x oc > DISTRICT es 
|e y Z = 
Bec cs SS — icaGO BOWSER a6 ee SEZ: 
— S$ 4 NY = qeaniniens ——— 


ire 


Neg 


« W.R.HANCE SAYS — 
| LEAVE (T TO US THAT 

( THISWILLBE A 

| REALITY AND NOTA 

) PROPHECYAS FAR AS CANADIAN, 
BUSINESS IS CONCERNED FoR ISIS Bt. 


40 THE BOWSER BOOMER 


The Bowser Boomer 


PUBLISHED SEMI-MONTHLY BY 
S. F. BOWSER & COMPANY 
Edited by GEO. A. TOWNSEND 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


JANUARY 15, 1915 


Powsee 


Press 


GET INTO THE BAND WAGON WHILE 
THE GETTING’S GOOD. 


One thing that sticks in our ‘‘eraw’’ since 
the Convention is what several of the boys told 
us about their last one or two weeks’ work. 
One salesman in particular, closed over 100 
points of business in the last week before De- 
cember 19th. Why did he do this? First of 
all, he wanted to be a Pacemaker and he needed 
the business. Possibly he felt during the ear- 
her part of the year that his election would 
be sure and easy. If so, he was mistaken. At 
least he needed about 110 points ten days be- 
fore the closing date. In telling us about his 
getting this amount of business in so short a 
time, he said that he simply had to have it 
and he knew he was going to get it and went 
out on that basis. He had sold his prospects 
in his own mind before he saw them. He did 
not go at them with a clinched fist and say, 
‘‘Here, I want this business and you sign up,’’ 
but he went with a business proposition. Most 
of these prospects he had interviewed before. 
They were going to buy next year—February, 
March, April. He was, however, so thorough- 
ly enthused with the idea of getting these points 
that he went out and brought them back. 


Several of the boys said 
this year. 
for me.’”’ 


‘*T waited too long 
Ran a little too close. Never again 


Now, boys, do not forget the year 1915 is 
before us with its possibilities of suecess, which 
are great. The outlook points to the best 
business year we have had in a long time, but 
with all that, there are prospects for failures. 
A bird in the hand is always worth two in the 
bush, and you cannot insure your election too 
soon. If you will just start out with the de- 
termination to elect yourself by May, as some 
of the boys went out in the last two weeks of 
the 1914 Contest with a determination to fin- 
ish their 500 points before the 19th, you will 
be elected before the month of May is passed. 
You can do it, and you know you can. 


GOOD WILL. 


““T would rather have this company right 
than to have it a greater financial success. 
I consider that the greatest success we 
can make is to have it said of us that we 
are right.”’ 


The above is an extract from the address of 
Mr. Henry B. Joy, President of the Packard 
Motor Car Company, the product of which is 
known the world over as having set the stand: 
ard for high grade automobiles. 


Now, Mr. Joy expressed a wonderfully clear 
thought in this statement and it is applicable to 
our own company. In conducting the Packard 
Motor Car Company along the lines of straight. 
forward business principles, it has won for it 
the ‘good will”’ of its patrons. It is this ‘‘good 
will’ which, next to the ‘‘esprit de corps”’ or 
spirit of co-operation, makes most for success 
in any organization. 


Now, one of our basie rules of action is that 
we cannot buy the ‘‘good will”’ of the prospect. 
He can not sell ‘‘good will.’’ It will not stay 
bought. It is as elusive as the ‘gas’? from 
gasolene, or that indefinable something that 
moves the world—love. 


‘ 


If we do not deserve ‘‘good will’’ by reason 
of the quality of our goods, by the methods un- 
der which they are sold, by the service our or- 
ganization renders, that ‘‘good will’? upon 
which the company’s success absolutely de 
pends, will ship through our fingers and be for- 
ever lost. 


Now, if we know and can prove that we are 
right, fair, equitable and sound in our prin- 
ciples, that our product is all that we represent. 
it to be, we will ultimately get the prospect’s: 
‘good will”’ and it will then belong to us. It 
will be ours by right of having won it fairly— 
by right of deserving it. 


© ® © 


‘Ole Marse Matrimony’’ certainly has beer 
playing ‘‘hob”’’ in the Dallas Office. We just 
heard the news that Mr. Eugene Chrone was 
married to Mrs. Curtis at San Antonio, the firs’ 
week in December. 


Now, when a man’s married, we like to knoy 
something about it and not get this news fron 
the “‘Nth’’ man. It is a little disconcerting t 
the editor and we don’t know what to sa) 
However, we know from Mr. Chrone’s diserim 
inating judgment in picking fine prospects tha 
Mrs. Curtis must be a winner. At any rate, W 
congratulate you both on this venture. 
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PERSONALS 


We congratulate Mr. C. M. Timberlake, of 
the Atlanta District, on the order he secured 
January 7th. It was F. C. W. O. 19-A, 5-BBI. 
capacity. On top of this order came another 
one for a 5-Bbl. ‘‘Red Sentry’’ with Metal 
Lined Hose and Lamp Attachment, F.C. W. O. 
This is ‘‘going some.’’ 


© eC ® 


Tell me not in mournful numbers, 
That Hard Times are now at hand, 
Rouse ye from your slothful slumbers, 
Remember, you’re of Bowser’s Band. 


(With apologies to Longfellow and all the 
other fellows.) 


(Signed) R. EH. F. 


© © © 


Salesman W. H. Coddington, of the St. 
Lowis District, certainly has started the year 
right. 
order while Manager Hastings was here at 
the Convention. He promises to make his 
father “‘scratch gravel’’ to keep up with him 
this year. 


© © © 


We regret to advise that former Salesman 
R. EH. Aiken, of the St. Louis District, is re- 
ported so seriously ill that he is not expected 
to live. 


© © © 


Recently, when Mr. N. L. Roberts was at 
the Lexington Office, the races were in full 
swing. On Derby day he thought he’d get a 
good look at what the race course was like, 
so ascended to the top of a fifteen story build- 
ing and watched one of the races through field 
glasses. It was very interesting and Mr. Rob- 
erts was enlightened on the subject. 


© © © 


~ Our Mr. R. E. Clement, of the Chicago Dis- 


triet, has been quite ill from tonsilitis and has 
finally had to have his tonsils taken out. They 
were in very bad condition and he is right now 
Lh pretty sick man, although, of course, not 
dangerously So. 


Mr. Clement is a ‘‘live wire’’ and, as Mrs. 
Jlement says, it has been like taming a lion 
‘0 keep him in the house long enough to have 
1 matter of this kind attended to. 


: 
| 


He wired in a nice forty-two point’ 


During the banquet Mr. Bechtel read a tele- 
gram from Western Manager E. M. Savercool, 
regretting that he could not be present owing 
to pressure of business. It was most lberally 
applauded and immediately a motion was 
made that the Convention express through a 
committee their regret at his absence. The 
Convention did not seem to be quite complete 
without Mr. Savereool. In fact, there was a 
song written about him, which is as follows: 


Has anybody here seen Savey? 

Sa-v-ey, 

Has Anybody here seen Savey? 

Have you seen him smile? 

Sure his eyes are red and his feelings blue, 
And he’s lost the cup, boo-hoo. 

Has anybody here seen Savey, (from where) ? 
Savey from the Sunset Isle. 


The committee appointed by Mr. Polhamus 
was Messrs. L. P. Murray, E. J. Little and W. 
R. Hanee. They sent the following telegram: 


E. M. Saverecool, care 8. F. Bowser & Co., 
Howard St., San Francisco, Cal. 

The Pacemakers assembled tonight wish to 
express their sincere regret at your absence. 
Send their greetings and wish you health and 
prosperity during 1915. 

(Signed) L. P. Murray, E. J. Little, W. R. 
Hance, Committee. 

OR OMEO) 


Mr. P. W. Lawther, of the Dallas District, 
relates a good story about Salesman C. M. 
Sigler’s little girl. 

During the Holidays she was on her father’s 
lap. She looked up and said: 

ne are ing to stay home, 

“How lo are you go to stay ho 
papa?’’ 

““T don’t know, honey,’’ he replied. 

‘Why not?’’ 

“There, honey, run along to your mother 
I’ve got to get my ‘think tank’ working on a 
business proposition.’”’ 

““<Think tank’—does Bowser make them, 
too?’’ 


® © © 


R. A. MeDonald, who is working in West 
Virginia territory, has sent in three very nice 
orders the past week. 


© © © 


Salesman R. W. Maxey of the Atlanta Dis- 
trict, sold on Saturday, December 5th, two 5- 
Bbl. “Red Sentries.’’ “‘R. W.’’ is a firm be- 
liever in working six days in the week the year 
round and results tell their own story. 
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At the Convention, Mr. R. E. Tomlinson 
stated to the editor that we had misnamed Mr. 
Ince as being a ‘‘mighty hunter.’’ He admitted 
that Mr. Ince was a fine fisherman but as a 
hunter he took issue, and to substantiate his 
claims he produced a clipping taken from the 
Dallas paper, which is herewith reproduced: 


wiesdia, 
of the iliness of kc 
_president of the company. 


nesehice Fit § Ly 


) 


¥ ~ 
} R. E. Tomlinson, representing the. 
> + ‘ . 4 4 
1 Bowers Tank Company, with head poe 
| quarters in this city, vesterduy afters! & 


‘noon returned from a-several days’ | AS; 
ihunt, which was -spent in Jim Wels! Ch 
_i County. Fle reports splendid duck. [[le. te 
/ brought back with him a bick buck. \ of 
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A building permit was yesterday: yj 
anominewaissrend Lo NPs. Veo lea Orretor ply 
Methe erection Gl on IWwo-story fray \ 


apartment louse on Maiussety 
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If R. H. Sherlock goes after business like 
he goes after bowling it is no wonder he was 
a Pacemaker. True, he is short of stature, but 
when he gets into a pair of low-heeled athletic 
shoes he certainly is long on bowling. 

® 6 ® 


R. L. Dunean of the Chieago District 1s an 
‘fall round’’ bowler too. 
© © © 


A. E. Darling may be some shark at billiards, 
but we believe he would make a better bowler. 
If he were to lie down and stretch out he could 
make a strike with his hands. 

© © © 


Guy Wolford and Potts were doing their best 
to ‘‘reduce’’ a little at the Bowling Alleys. 
ORR OMEO) 


Mr. R. A. Ford, of the San Franciseo Dis- 
trict, made some New Year’s resolutions and 
followed them up the next day by going out 
and selling a 10-Bbl. Cut 101 Outfit complete. 
““R. A.’s’’ out for an Office in the Pacemakers’ 
Club this year. We’ve got our pencil ready, 
Roy, to write you up. 

© © ® 


Mr. C. M. Timberlake, who has been one of 
Atlanta’s steady producers since his connection 
with the Company last autumn, pulled across 
a nice order on the 7th for a 5-bbl. Cut 19-A, 
F. C. W. O. Pretty good starter, C. M., for 
th Pacemakers’ Club in 1915. 


_a help to the ones who were there. 


Mr. M. L. Brown, Atlanta’s “‘Live Oak,” 
Florida salesman, is proving himself to be a 
live wire. He has just turned in an order for 
a 5-bbl. ‘‘Red Sentry’? with 2 1-bbl. Cut 63’s. 


That’s right, M. L., just keep on ‘‘doing 
things up brown”’ in that style and we will 
have another ‘‘Brownie’’ at the next Conven- 
tion. We think this is one Brown whose goat 


hasn’t been got. 
© © ®@ 


Mr. C. E. Mills, a new reeruit in the Rice 
Bird State, has started the year right with a 
10-bbl. ‘‘Red Sentry’’ order. A good thing, Mr. 
Mills. Keep it up. 

© © ® 


One notable thing about the Convention was 
the spirit in which everyone received and lis: 
tened to the talks on the various subjects. 
Every session of the Convention was well at. 
tended and the speakers were listened to 
with a great degree of attention and sincerity. 
Each talk on the program rang true and was 
filled with good things that will certainly mean 
Those pres: 
ent seemed to be in the frame of mind as Mr 
Bowser suggested, “‘ with every window of their 
intellect open to receive any knowledge that 
might help for business.’’ 

© ® © 


Mr. R. E. Tomlinson, who covers territory 
in Texas, recently had a very pleasant trip. 
Nit! When he was making a cross-country 
drive of about 180 miles to eall on a store he 
got stuck out about 35 miles in the country 
and was forced to stay over night at a Mexican 
home. I believe they call it home. There was 
however, one consolation in the over night 
visit, for it wasn’t lonesome. In the two rooms 
of which the house consisted, there were fou 
Mexican men, seven women, twenty-two chil 
dren, three billy goats, three burrows and sever 
dogs. Surely, a happy family! 

OR CEEO) 


G. W. Allen, of the Chicago District, has % 
baby boy, born January 3rd. Congratulations 
MGSEW Fe 

© ® © 


Some of the salesmen repeorted that ther 
was no business to be had during the Holida 
week, but— 


J. T. Gibbons, Washington City salesmat 
closed an order, full cash with the order, 0 
Christmas Day, one on the following Saturda, 
and on on New Year’s Day, besides other day 
during the Holiday week between Christm: 
and New Year’s, amounting to approximate 
35 points. 
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Mr. Gibbons has been with us only a short 
time, but he has demonstrated his ability as 
a high grade Specialty salesman, and prom- 
ises to continue to close a good business and 
become the Director of the Washington Dis- 
trict. We wish to congratulate Mr. Gib- 
bons on the good business secured by 
him to date, and certainly will expect him to 
live up to his word. 


© © © 


It is very gratifying to us to welcome our 
old friend, Alexander Curry, back on the sales 
force. 


Mr. Curry is one of the first salesmen that 
ever carried the grip for the Bowser Company, 
and after being away a number of years, is 
now back on his old ground working under the 
Washington Office. Mr. Curry has proven him- 
self in the old days to be a salesman of ability, 
and we are indeed glad to have him back in the 
fold again. He has had considerable experi- 
ence in the old days, and although 69 years 
of age; he is still full of ‘‘pep’’ and expects 
to make some of you young fellows sit up and 
take notice. Here’s wishing the grand old 
man of the Washington District continued suc- 
cess. 


©®O ® 


SPARKS FROM CONVENTION SPEAKERS. 
Man is the best that God ever made. 


When we buy lumber or other material we 
see that it is right before it is acepted. Why 
not pay as much attention to what constitutes 
our own lives. 


If you do not think enough of yourself to 
take the best care of yourself, no one else will. 


The man who has no respect for himself can- 
not expect others to respect him. 


No man is so wise or so well cdueated that 
he cannot learn from others. 


A great many men are so foolish that they 
cannot learn from others. 


Open every window of your life for the good 
things that may come your way. 

A man who is closed to all outward influ- 
ences does not progress. 

The dazzling stars across the restaurant table 
are usually twinkling for everything but your 
own good. 


FINAL STANDING OF FORTY HIGH MEN 
Volume of Business—Ending Dec. 31, 1914 


SALESMAN’S NAME OFFICE 
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2 Ree LAWRENCE fapi cc niece Oe ead Chicago 
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Daal GUE ISH Chamero ak See en AN ee w ergs Denver 
(EEE NG ASROOUE AA Sass SB cecaehers Caer New York 
(Ue WO ABYSS ee aa ee ic, see ee em oe Chicago 
S—_ Kent uahiessenmuellemeunssomease oe ae Harrisburg 
Pests teks GIOnA(eN: fn y eota a elo oes cao Eng. Sales 
LOS Gael we REUDCM see ere rei anc ome cet. San Francisco 
AE I De 1B SY UNDERGO EY ce chance, aiken eld aromas eee Eng. Sales 
2S) Se CON AT Care tee eee ok tae kaos Harrisburg 
Sin, 18% IEKSMMEN o53 cesondbdson ho aoeaues Atlanta 
se Oe OUCS ern teeeten ne) Saoeiie hoa vance la oa, oye Fort Wayne 
lier iee Eset DDL tise tct.s cus a asasines a loecrnce sere Eng. Sales 
Ga NG PACUCLUCR Mera wena sith ie nn eccconienite ois Toronto 
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LO lopli Gy ROCY =r wa gue Sys sorboe seh scevlostone hans Chicago 
2 eye KLOUZMRARE S. psucneiciefetotie.c e ances San Francisco 
2 le Ame VOT ti Seri arenge ceria ws cuales Philadelphia 
2 ee A ee 1 CON ATC ere eereeets. a oe ete eae ay ane tare Chicago 
Jo =— RW eC Wella. Seatra ee verte maha ei Gata Denver 
PE Ale Ag A EW aba bW SYP so 5. ol Epo o cic te CIEE Ee Chicago 
20 le oe ANON gS c.ccacer tas haere uae San Francisco 
ZO SO aeA COLLIN Sm aa ce ei eco tencielee questa ors Blend 2 Albany 
ie Ae Cer ATL ES CN een: nee nrepatee ers cieevo, setenet Harrisburg 
2S WELT Mee Serco eo Pes ete eee Nia cle ts. a, Si Chicago 
29 Hae CCD LCS marae enor iets. Meare cis Ae oa?s New York 
3 ae ewe blames CL LOC Kae. ae atc cue core in eccieae wie Se Chicago 
Sl Ome SSeS LON tt ard eee noe hatin t Albany 
Sd ee GLCODCLES sep mtin oa ete aPere ch cee cine iene te Albany 
Soa De Wee COOnnel are mag etna clitie oecelGe nts Albany 
SAS Re COC CIN SCO Mme itt sete a etait sk Denver 
Si —— ANE ACL AOna UN OMe saehidesty Sa ey nee unt Cane San Francisco 
S On NO APE ID 2 area ney kno scolgty el mouha ta t's Albany 
Oi zee OME NOLO V AN) Speen een tere yl. Aon eels, kara nanetan St. Louis 
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A CARD FROM AN APPECIATIVE CUS- 
TOMER. 
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The Best Ever 


The Third Annual Convention of the 1914 Pacemakers’ Club of S. F. Bowser & 
Company, Inc., Fort Wayne, Indiana, January 4th to 9th, 1915, is Now 
History—It Was as Near 100 per cent Efficient as Is Humanly 
Possible to Make an Affair of This Kind. 


As a boy you will remember looking into a 
kaleidoscope and noting the different forms, 
patterns and designs as you gave it a turn or 
two. Each one of these patterns or designs 
was geometrically correct and yet wholly dif- 
ferent from anything you had previously seen. 
So the Third Annual Convention of the 1914 
Pacemakers’ Club was each day different from 
the day preceding, yet the Convention as a 
whole formed a wonderful pattern of human 
efficiency. 


It is hardly possible for us to present all of 
the happenings at the Convention as each mo- 
ment was filled to the utmost and time and 
space would not permit. However, it is our 
idea to give you the best talks obtainable and 
in later issues of the Boomer give you the sales 
talks and demonstrations that were made so 
that the entire organization may get the full 
benefit of this wonderful meeting that has just 
been concluded. 


Although this was a Convention of the 
Pacemakers, what oceurred here is as much 
for the benefit of those who were. not Pace- 
makers as for those that were here. In order, 
however, to get this to all, it is necessary to 
reproduce it in print. In so doing we always 
lose that personal contact and more or less of 
the enthusiasm and interest that is aroused 
when we are face to face in a heart-to-heart 
talk. However, we are satisfied that you will 
bear with us in this shortcoming and endeavor 
to read between the lines and secure from the 
information we print, the message that we want 
to carry to you. 


The following is the program in detail: 


MONDAY, JANUARY 4th. 
230s Pee. 
Meeting of Officers and Directors of Pacemaker 
Club. 


& 


In Club House. , Bs, 
Ae on Page 45 of this Boomer) 
T2BSI ES 
Banauet to Officers and Directors of Pacemaker 
ub. 
Anthony Hotel. 
(Picture reproduced on insert and brief description 
given on page 46 of this issue. ) 


TUESDAY, JANUARY 5th. 
MORNING 
9:00 A: M.—5:00 P. M. 


Register, visit factory and get acquainted. 


| 


EVENING 
Teac) TE Wie 
Reception to Pacemakers and wives. 
Anthony Hotel. 


(Mentioned on page 46 this issue) 


WEDNESDAY, JANUARY 6th. 
MORNING SESSION. 
O30 mAGaIVE 
Opening Exercises. 
Address of Welcome, 
S. F. Bowser, President. 
(Reproduced on pages 47 to 52 this 
issue) 
Response for the Club, 
G. H. Reuben, San Francisco. 
(Reproduced on page 53 this issue) 
issue) 
Address, 
Ney Whe Borauae Chairman 
Executive Board. 
(Reproduced on pages 54 to 56 this 
issue) 
11:00 A. M. to 12:00 M. Sales Talks and Dem- 
onstrations. 
Store Line—Mr. Rodman and Mr. Gallmeyer. 
Paint Oil Line—Mr. Hance and Mr. C. M. 
Carpenter. 
Dry Cleaners’ 
Walker. 
AFTERNOON SESSION. 
PO. 1 INE 
Plans for 1915— 
S. B. Bechtel, General Manager. 
(Reproduced on pages 56 to 59 this 
issue) 
EVENING SESSION. 
(eoUe eae: 
Majestic Theatre. 
Musical Half Hour, 
Orchestra. 
Vocalists— 
Mrs. Edith Nichol Baihle, Soprano. 
Mr. Earle Thompson, Baritone. 
Lecture—‘Old Lim Jucklin.” 
Mr. Opie Read. 


(Mentioned on page 60 this issue) 


THURSDAY, JANUARY 7th. 
MORNING SESSION. 
9:30 A. M. 
Plans for 1915 Continued— 
: W. G. Zahrt, Assistant General Manager. 
11:00 A. M. to 12:00 M. Sales Talks and Dem- 
onstrations. 
Store Line—Mr. Rodman and Mr. Gallmeyer. 


Paint Oil Line—Mr. Hance and Mr. C. M. 
Carpenter. 

Dry Cleaners’ 
Walker. 


Line—Mr. Evans and Mr. 


Line—Mr. Evans and Mr, 


: 
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AFTERNOON SESSION. 
Otani 
Paper—“The Bowser Sales Proposition,” 


E. J. Little, District Manager 
Fort Wayne. : 
(Reproduced on pages 60 to 65 
issue) 


Lecture—‘‘The Five Steps in every sale and 
how to Take them and Make them,” by 
Dr. Stanley L. Krebs, President Ameri- 
can Institute, Philadelphia, Pa. 


Application to Bowser sales—Questions 
answered by Dr. Krebs. 


(Mentioned on page 66 this issue) 


EVENING SESSION. 
OPEN. 
Sports, Social Time, Reminiscences, Games, ete. 
(See Special Information and Instruction Sheet) 
(Mentioned on page 53 this issue) 


FRIDAY, JANUARY 8th. 
MORNING SESSION. 
9:30 A. M. 


Address—Working Territory, 
E. H. Briggs, Sales Manager. 


(Reproduced on pages 67 to 71 this issue) 
Address—Terms and Collections, 
C. A. Dunkelberg, Treasurer. 
(Reproduced on pages 80 to 88 this 


issue) 


ROO AT Me to 12:00) M. 
onstrations. 


Store Line—Mr. Rodman and Mr. Gallmeyer. 


Paint Oil Line—Mr. Hance and Mr. C. M. 
Carpenter. 


Dry Cleaners’ 
Walker. 
AFTERNOON SESSION. 
2:00 P. M. 
Talk— 
A. Z. Polhamus, Chairman Hxecutive Board. 


(Reproduced on pages 72 to 74 this 
issue) 


Closing Address, 
S. F. Bowser, President. 


(Reproduced on pages 75 to 76 this 
issue) 
EVENING SESSION. 
ioe, P.M: 


Informal Reception on Mezzonine Floor, 
Hotel Anthony. 


3100) PML. 
Anthony Hotel—Banquet to Pacemakers. 
(Mentioned on pages 76 to 80 this issue) 


this 


Sales Talks and Dem- 


Line—Mr. Evans and Mr. 


SATURDAY, JANUARY 9th. 
8:00 A. M.—On the Way. 


SUNDAY, JANUARY 10th. 
8:00 A. M.—Home. 
10:30 A. M.—Church. 


MONDAY, JANUARY 11th. 
7:00 A. M.—On the Territory. 


MEETING OF THE OFFICERS AND DI- 
RECTORS OF THE PACEMAKERS’ 
CLUB AT THE CLUBHOUSE, 
FORT WAYNE, INDIANA, 

JAN. 4TH, 2:30 P. M. 


Mr. C...M. Carpenter, of Albany, was ap- 
pointed Temporary Chairman. 
Roll Call: 


PRESENT. 

Executives. 
iMenCmmbenhaney Presidents sa... ayes. sn. Chicago 
W. V. Crandall, Vice-President.San Francisco 
Ga rreaitvecupenvs  cecretary... 0... San Francisco 
Pee beaebachinaiwl reasurens. 2260. 00: Atlanta 

Directors. 
bey me OAT CLLLEN, er ces OMe tys.'0 Ss) iene ete: Albany 
PP AMe LD CLE el pats. We Gee ew. wh Stoaes Bas Chicago 
IND tatd Ol Veep ssn sei' oe, Sees ae kere Denver 
MLA UNSER OM Oats ll cla seach at a he Eng. Sales 
(eC Olt Saute Parnes etch ah en Fort Wayne 
Rae Del eeoma Tr isgeee ee erates lives e Harrisburg 
GRE SCO e ts Ge ene te Us Sah oes New York 
LW Arm ItOC Aye te Se «eer Cee es a, xs St. Louis 
Week OME STIG He tone onvart a ose ihe San Francisco 
[Nasir MeL LOM pantech ns oh ete eee os ete Toronto 
COLO Vall een nett nt st. Washington 

ABSENT 
IWR Caio Velden ee teeny. ds Atlanta 
Ae ANIC. oA NANCY Se eh eae Stele sora kee ghee RM Dallas 
LL APAMB NGO ULSI hf tat, ere et iae ens Philadelphia 


After reorganization Mr. G. A. Townsend, 
Corresponding Secretary, was appointed per- 
manent Chairman. Mr. Townsend read the fi- 
nancial report, which was made a part of his 
minutes, and is as follows: 

Pacemakers’ Club. December 31st, 1914. 

In account with 8. F. BOWSER & CO., Ine. 

Fort Wayne, Indiana. 


Month Dr. Cr. 
May 7. Balance from’ C. H. 
Davies snc, nents. $128.85 
Aug. 11. Flowers—Spurgeon ..$5.25 
Sept. 16. SS. D. Stoddard, check. 1.00 
Nept. 22. G. H. Reuben, check. . 10.00 
Sept. 28. W. V. Crandall, check 1.00 
Octwelealia be Klotz. check: <x. 1.00 
Nov. 18. Geo. M. Gaughty, Inc., 
11-3-14, Mrs. Moffatt .25.00 
Nov. 28. N. Mattingly, check. . 1.00 
Nov. 28. R. G. Fisher, check... 1.00 
Nov. 28. R. W. Jewell, check.. 1.00 
Dec. 7. Potted Flower to C. 
WeeCarpentete, ti. 3.00 
Dee. 16. R. Coddington, check. 1.00 
Dee. 31. Flowers—W. Y. Rob- 
CiLSOMMUNAE otc, se ae: 12.00 
DGG mee AL ANCGats fa terccnes o-oo 100.60 
$145.85 $145.85 
[DCmeO Wem lan CGn hire. ae a. hel $100.60 
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It was moved and seconded that out of the 
balanee of $100.60, $100.00 be appropriated to 
purchase for the Club, in the Club’s 
name, one share of Bowser Preferred Stock. 


It was moved and seconded that the Direct- 
ors of each District collect from the members 
of that District $1.00 for 1915 Club Dues, and 
turn them over to Mr. Townsend for attention. 


It was moved and seconded that each of the 
Club Members contribute to the columns of the 
Boomer as often as they possibly ean and en- 
courage the other members in the organization 
to do likewise. 

It was moved and seconded that Mr. T. C. 
Potts, of the Fort Wayne Delegation, be ap- 
pointed as a Committee of one to investigate 
the banquet to be held by the ladies at the An- 
thony Hotel, Friday night, and purchase for 
them, out of his own pocket, a suitable bouquet 
of flowers. There was one dissenting vote in 
passing this resolution. 

It was moved and seconded that the Corre- 
sponding Secretary notify those Directors who 
were not present, of the action taken and keep 
all the members informed of what has trans- 
pired. 

The meeting then adjourned subject to eall 
of President Benham. 


Approved. 
George H. Reuben, Secretary. 
(Signed ) 


George A. Townsend, Cor. Seeretary. 
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THE FIRST BANQUET OF THE WEEK 


The Company’s Entertainment to the Officers 
and Directors of the Pacemakers’ Club 
at the Hotel] Anthony, Monday 
Evening, January 4th. 


In the main dining hall of the Hotel Anthony, 
the Officers and Directors of the Pacemakers’ 
Club were banqueted by the Exeeutives of the 
company, together with the Special Men who 
were present and helped entertain the visiting 
Pacemakers. The banquet was exceptionally 
well conceived and Mr. ©. A. Dunkelberg is to 
be congratulated on his forethought in plan- 
ning it. As Mr. Bechtel said at the banquet, 
he could not help but wonder at the versatility 
of our Treasurer. Not only was he an excep- 
tional financier, but he was a royal entertainer, 
and when stumped to play the violin, got up 
and gave a creditable performance on the in- 
strument. 


ry 7 oe - be 
This banquet ‘‘broke the ice’? and enabled 
all to become well acquainted with each other. 


During the evening there was excellent music 
and a few interesting talks. Mr. Bowser was 
in fine fettle and all of us who were present 
felt the thrill of his weleome as he spoke to us 


Mr. A. Z. Polhamus spoke in his usual vein 
and held the affectionate interest of all whe 
heard him. He is surely ‘‘one grand man”’ in 
the organization. 

Mr. C. A. Dunkelberg told some very amus- 
ing stories, but time, space, ete., will not permit 
us reproducing them here. 

Mr. Bechtel spoke in his usual style and gave 
those present a whole-hearted endorsement to 
all that Mr. Bowser had previously said. 

At the conelusion of the banquet all present 
adjourned to the lobby where they visited with 
incoming Pacemakers until late at might. 


1e following is the menu as it was served: 
The follo th nu as it was served 


CELERY OLIVES RADISHES 


SALTED ALMONDS 
GRAPE FRUIT COCKTAIL 
MOCK TURTLE, OLD SHERRY 


BAKED WHITE FISH JULIENNE POTATOES 


ROAST ENGLISH BIRD (GARN.) 
MASHED POTATOES 
ASPARAGUS TIPS, DRAWN BUTTER 


HEAD LETTUCE FRENCH DRESSING 


MINCE PIE PUMPKIN Pi 


ASSORTED CAKE NEW YORK ICE CREAM 


COFFEE 
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RECEPTION TO PACEMAKERS’ WIVES. 


This Was the Real ‘‘Getting Together’’ of the 
Entire Organization—The Balcony at 
the Hote] Anthony Was Taxed 
to the Limit to Accommo- 
date Those Present. 


It would be useless for the editor to attempt 
to tell you what a beautiful effect the presence 
of the ladies gave to this reception. They en- 
tered right into the spirit of the occasion and 
when someone started the song ‘‘It’s a Long, 
Long Way to Tipperary’’ and Mr. 8. F. Bow- 
ser started to march around the baleony every- 
one fell in line back of him and joined in the 
chorus with a vim. From that time on every- 
one knew each other and the reception was the 
most successful that has ever been held. 


There was a fine collation served and an ex 
cellent orchestra furnished music during the 
evening. 
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Mr. S. F. Bowser’s Address of Welcome 


To the 1914 Pacemakers’ Club 


Gentlemen, this is a great pleasure. It is a 
great pleasure to look into your faces. Since 
the last time we met, what 
has happened and where 
have you been? ‘What 
has been going on? As I 
think of it I can see, ag it 
were, the dust raising 
from Ocean to Ocean and 
from the Lakes to the 
Gulf, and then some. I 
can see a smoke in Lon- 
don and a little dust even there. 


In Memoriam. 


However, before going further, I want to pay 
our respects to the two that are not here to- 
fae our, Mr. W. Y: Robertson, 
of Canada, has fallen—I believe 
with tuberculosis, probably six 
weeks ago. I am sure that his 
loved ones have our deepest sym- 
pathy, our prayers and our well 
wishes. 


W. Y. Robertson 


Also our friend, Mr. Frank Mulligan, whom 
many of you met-while you were here. Mr. 
Frank Mulligan, together with our Mr. Allen 
A. Bowser was our periscope, or eyes, in our in- 
ventive department. He had been afflicted 
some two years with slight paralysis—what the 
doctors term as creeping paralysis—and about 
three months ago he went to his reward. 


All of us who knew Mr. Mulligan are better 
for having known him; a man of superior in- 
tellect; a genius in figures, a man 
who could walk through the heav- 
ens and talk about the stars as you 
and I talk about a big city. Then 
he could go into our faetory and 
solve any problem that was to be 
solved—he would solve it to the 
minutest fraction. We were pleased to close 
down the factory the day of his funeral, and 
the boys turned out and marched from his 
home to the Scottish Rite Cathedral, he being 
a thirty-second degree Mason. He was buried 
with the honors of the lodge. 


Frank Mulligan 


Then most of you remember Mr. Ed Ettinger, 


of Angola. He worked under the Chicago Dis- 
trict and was, I believe, the oldest 
man in point of service in our em- 
ploy. I think so. I guess it hes 
between him and Jim Runyan. He 
was with us all these years until 


a few months ago. 

A better man morally never 
Carried sdanerips ior us. He «was “a ~man 
revered and respected by all who knew him. 


E. C, Ettinger 


We miss him, we appreciated him as 
we do all of our dear friends who are 
separated from us only to carry . the 


grip and do their part, while we are doing ours. 
We miss him and we know that all remember 
his loved ones with profoundest respect and 
sympathy. 


Mr. Dunkelberg called our attention to Mr. 
F. L. Jones, possibly the heaviest 
man outside of our German friend 
Knoche. He was one of our good 
friends and was a man whom we 
would always remember for his 
size, his splendid face, his good 
heart. 


F. L. Jones 


I always liked Lee Jones. He got a better 
job— at least he was not with us when he 
died. He sent his regrets when he left us and 
he was separated from our organization only 
a few months when he passed on. 
I am sure that all of you who re- 
member Mr. Jones have the kind- 
est recollection of his aequaint- 
ance. I beheve these are all who 
have been called away. 


A. E. Moffatt 


We have also had 
dents—Mr. Klotz, Mr. Carpenter 
and Mr. Moffatt, of whom you have 
read in the Boomer. I am glad to 
see Mr. Moffatt with us this morn- 
ing. I want to say he has our 
deep, heartfelt sympathy in this 
his bereavement and his reverse. 
May God bless him. He has our 
heartiest sympathy and well wish- 
es. We hope he will soon be his 
own self again. I am very pleased 
to know he is here and that he 
has fared as well as he has. 


a few acci- 


E. F. Klotz 


C. M. Carpenter 


MR. S. F. BOWSER, President 
Resting in his home after a day at the Convention. 7 


Bowser Puts the Dust in Industry. 


Now, gentlemen, coming pack again to the 
subject proper of the Address of Welcome. As 
| said before, you have been raising the dust 
from Ocean to Ocean and from the Lakes to 
the Gulf, and you are back with us again. We 
are glad of it. We have been looking forward 
to your return, absolutely counting the days 
as it were getting ready. Only so many days 
left until our friends will return to us and we 
commenced quite awhile ago to clean up—to 
brush up this room. | think you will agree 
with me it has been touched up a little. Go 
where you will, you will see where we have 
cleaned up for our friends who are here from 
the Hast, West, North and South to pay us a 
visit. You are here and right in the midst, as 
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it were. There is only one minute that will be 
better than this, and that is when Mr. Dunk 
berg is shelling out. (Mr. Dunkelberg 
‘*That will be another case of ‘cleaning up. 


Our New Line and the Men Who Devised It. — 


Since you have gone away, we have been 
thinking, working, studying and maneuvering. 
and making things better, if possible. Asid 
from all the cleaning up and getting ready im 


you, the real fact of the matter is that it w 
ordered before you left last year. v 


We have a sprinkler system, boys, that com 
menced last year really before you were gone 
Allen A., and Mr. Mulligan and the men i 
that department were figuring on the develop” 
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ment of the new line I am going to speak of 
later. It was early in the year, knowing as we 
did that Mr. Mulligan must sooner or later 
give up, and as 
Mr. Mulligan’s ef- 
ficiency was very 
much impaired, 
we got a man by 
the name of Sher- 
wood Hinds, a 
man of splendid 
repute, a man who 
has evidenced and 
demonstrated 
since he has come 
with us that he is 
a man among the 
very few high- 
grade men that 
there are in this 


nea country. 
MR. ALLAN A. BOWSER, 
Ist Vice-President 


You see this 
splendid new five- 
gallon pump. It is a work of art. It is a ma- 
chine that will not be imitated very soon. It 
was a man’s job. It is a piece of machinery 
and workmanship that any institution in the 
United States could be proud of and would do 
well to produce with the accuracy and dura- 
bility that that has. 


Gentlemen, let me say just this to you. We 
have been in business thirty years and I want 
to speak of the searceness of men who ean do 
things. We were in business twenty years, yes, 
a little over that, when Allen A. came to me 
one day and said: 


“I just simply have got more than I ean 
tut, and I don’t know of any man that I ean 
get who will be a help to me, who ean suggest, 
van do things, outside of Mr. Mulligan.”’ 


We did not know where Mr. Mulligan was 
it the time, but Mr. Knoche was going to Chi- 
‘ago and got his address over near 
leveland. I wrote there. To 
nake a long story short, it was 
robably six years New Year’s 
norning I was at the Hotel Algon- 
juin to meet him and make ar- 
angements. He helped us until 
e was afflicted with paralysis. 


Allen A. then looked for another man. He 
id not know of another man. Then he went 
0 Toledo to a very high-grade concern, whose 
resident ’s name was Hinds also. He told him 
f this Mr. Hinds, whom he would have loved 
> have with him, but he was worth more 
1oney than he could afford to pay him. We 
ot in touch with him and, to make a long 
ory short, he is with us today. 


J. W. Runyan 


In the thirty years we have been in business: 
these are the only two men that Allen A. has 
ever mentioned who could be of substantial 
help to us. Please let me say if you get down 
into the heart of things in these factories and 
in the biggest of them you could count on your 
fingers the men who are there and who do 
things. Lots of fellows can follow up and do 
things pretty well after they are marked. out, 
but there are a mighty few who know. 

As to Mr. Hinds, Mr. Mulligan’s successor, 
as is always the case, no two men of you sell 
goods alike and no two men do 
things just alike, and Mr. Hinds 
differs from Mr. Mulligan. In 
some ways we like him a little 
better than Mr. Mulligan, and in 
some ways we liked Mr. Mulligan 
Sherwood Hinds better than Mr. Hinds. They 
both have a seat in the front row. 

Mr. Hinds is a man who needs no apology 
for his work, and he, together with Allen A. 
are the very head and peak of this business 
as far as bringing into existence this splendid 
brought-together machinery that you are sell- 
ing. 

Now, then, so much for the 5 gallon pump 
and its kindred appliances. We have spent a 
great deal of time on the matter. We have 
a meter—we call it registering measure—and 
we had a very good one, but I am glad to tell 
you that while the present one has to have 
about 6° of head to run, they right now have 
one on the*bloeks that will run and only quit 
running at 9’? It cannot start at 2 but can 
run commercially on 18’’—easily on two feet. 
They are expecting great things from it in 
due time. We want you to see it. We want 
you to know what is gcing on. We want you 
to see what we can do. 


You see where 
the dry cleaning 
outfit is built as 
you go through 
the factory. Go 
and look at it. See 
what we have got 
to sell. See how 
TES on Tae Ve spe hanae: 
ished, ete. Every- 
thing has a finish 
10 niet eer 8 
brought together 
in a commercial 
condition—in con- 
dition to put on 
the market any- 
where. 


MR. H. J. GROSVENOR, 
Factory Manager 


I don’t see the goods so muech—probably 
seldom. We don’t put them up here. I was 


50 THE BOWSER BOOMER 


down in Dallas, Texas, and I saw quite a good 
outfit put up there. Mr. Rodman and I went 
out to look at it. It was in the plant of Mr. 
Neff and Mr. Heinen, both old Bowser sales- 
men. They are now in the dry cleaning busi- 
ness. I was really interested to see how things 
were working. 


What One of Our Lines Alone Would Do. 


Here is the Oil Filtration System that is be- 
coming quite a factor with us, and the boys 
say we could run this great plant on that one 
item alone if the manufacturers of this coun- 
=» try knew the value of it. 
), They would all want it. 
42 Tt is great. We are get- 
“2 ting out bulletins and are 
going to have men take 
on this line to increase the 
sale of this wonderful 
thing for cleaning oil and 
instead of using a barrel 
of oil a month, make it do 
a year. It is used over and over again. The 
oil in eight, nine and ten months is just as good 
as the day you started in. 


PN 
WAY RET CACeGCRTED UP ANDMY 
GARAGE ROWN AT THE LAKE '* 


These are things we are making and have 
this year more than in other years of our ex- 
istence brought to perfection. We have never 
since we have been in business had things in 
as fine a shape for business as we have today. 


Never was the managing force in better 
nealth. From 1896 to 1900 what I did I did 
by main force. And, in 1900, while I was in 
Chicago on the street my nerves gave out as I 
was crossing Madison street on the west side of 
the street. From a brisk walk [ came up just 
this—stiff-lezgged and stiff-armed. I stood for 
a moment and then ‘‘keeled’’ over on the side- 
walk. There was a big crowd on the street. I 
expected to die right on the sidewalk. Noth- 
ing serious, however, happened and after a 
bit I got up and went into a drug store. I am 
not over it yet entirely, but I am pretty good. 
I was ‘‘hobbled’’ for eight or nine years. 


T got a stone-bruise in my heel and then I 
could never think of going anywhere until I 
consulted my stone-bruise. I bought shoes in 
Chieago, in New York and here and I paid any- 
where from six to eighteen dollars a pair for 
them to relieve my trouble, but I could not 
get rid of it until 1912. 


In London I was in one of those omnibuses. 
I saw a motoreyele with a side basket arrange- 
ment. They looked good to me. “Dunk = 
bought a horse and it improved his looks. 
““Dunk’’ rode it here in the woods and one day 


fell off the horse and his foot stuck in his stir- 
rup and his head just missed a stump. ‘*Dunks 
is glad it missed. I said: 


‘‘No horse for mine. I don’t want a horse 
and don’t want a motoreyele without a side 
wheel.”’ 


The next thing was to get a motoreycle and 
take a run to Polhamus’ before breakfast. I 
got home, and in Chicago they had one ma- 
chine that I wanted, and I bought it, just as 
I said I would in London. I was riding up and 
down the streets and took my wife over to 
Johnson’s; took ‘‘Hugh’’ for a ride and took 
my older brother for a ride. One day I met 
Tom DeVilbiss’ daughter and said: 


‘“Gome in, Bessie, and take a ride.’’ 


‘“We went down Holton Avenue. When I 
came to I was in my night clothes, about one 
and a half hours afterward. The next morn- 
ing when I got out my stone-bruise was gone, 
and it has all gone but about 10 per cent— 
just a little tinge. 


The Disastrous Fire at Winona Lake. 


Early last spring my cottage burned up and 
my garage down at the lake. I consulted the 
contractor and by dint of hard work sueceeded 
in having the new cottage all ready for the 
summer’s outing. I lost 1714 pounds, but fin- 
ished the job, and I hardly know now on which 
heel was the stone-bruise. 


I pulled myself together. I was ready to 
start in the first of July to enjoy our cottage. 
I have never been anywnere’s near as comfort 
able as I have been since that time. The dear 
Lord, in peculiar ways, works his wonders to 
perform. 


We were never in such good shape. The 
boys are all in good health. Allen A., Mr 
Grosvenor and the other mer 
in charge of the factory have 
all worked to one end in get 
ting the factory in as good: 
health and healthy condition 
as they ean. | 


"| COULD NEVER THINK OF 
GOING ANYWHERE UNTIL 
| HAD CON— a SS 

(4 


SULTED MY G 
nN\e 


< S 


We have better machiner 
today. You can buy a me 
chine and it is like buying — 
horse; what are you go 
to do with it? You mim 
buy the harness, saddle and whip. That 
what we do with machinery; we have to bu 
jigs. We have splendid machines and a fa 
amount of jigs to work on these machines. 
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As you go down through the shop you find 
a tremendous machine over to the left. It 
cost $5,000/00, weighs about 100,000 pounds. It 
does wonderful work in truing up our pump 
heads. There is absolutely no wobble to any- 
thing. On the right hand side you see seven 
beautiful drills. One of them is one that we 
did have and we purchased six others. 


We put a lot of lathes out of commission 
because in the lathes you squeeze your work 
hard, so that it 
will stay where 
youputit. One 
man will be 
much more ac- 
curate than the 
other fellow. 
Therefore, if 
you have six 
lathes you 
have about six different kinds of work. We 
had 16 or more lathes. Allen A. got on to the 
notion of operating these automatic drills, and 
they got them jigged up in pretty good shape. 
What happens? They take a piece of work for 
these drills and lay it there; just drop it in 
tight enough to keep it from turning and your 
machine cuts down just to the one-thousandeth 
part of an inch. It jumps out of its own ac- 
cord. Therefore, you see, you can make 100 
pieces and every one is just alike. He jigged 
them up and made quite a number of pieces. 
It is wonderful how you can work if you have 
the jigs to hold them. 


We are going to fix up six more just like 
them, and when you come back next year you 
will find twelve right in one row. Therefore, 
you are getting work now such as was never 
turned out in the shop before. 


That is what you will see next year, twelve. 
I have told you of the importance of the drill 
presses and the jigs we are making right now 
and bringing together. But it will be some time 
however before all of the jigs are made, but 
we have got a great many of them now. For 
the parts that we have it requires an immense 
amount of these jigs. 


Our Selling End of the Business. 


That is on the making end of the business. 
On the selling end of it we have, as you know, 
z00ds that we have carried for the last num- 
ber of years—some of them probably 20 years 
vithout very much change. We have been ad- 
ling the best that we knew ever since. We 
have always added until we have now a large 
ind varied line, so much go that our warehouse 
acilities were taxed until we contemplated 
mulding a new warehouse. 


We hope every one has been in our ware- 
house. it is a building 150x290. 


We know it is big. We went through our 
catalogs and looked over the matter and ex- 
pect to eliminate, and have eliminated, a great 
number of these different makes. We have 
eliminated 12. We have been working off the 
surplus to the very best of our ability so as to 
have goods of a high-grade line—this fine, su- 
perb mechanism. 


I don’t believe that many of you go into the 
stock room. I do wish that all of you would 
go into the stock room; up for 20’ so many 
shelves and pigeon holes and drawers for a 
length of over 200’ You wonder that they can 
keep track of this. Kverything is marked and 
you ask for anything, you get it. 

Our stock room is one of the most interest- 
ing things that you can go into about this 
whole plant, and it is great. I think we use 
something like seven tons of castings a day and 
a ton or more of brass. 

If you were living where I do and see wagon 
loads coming by every morning loaded up 
with castings you would wonder where in the 
world they went. It is just a few days ago I 
saw a big load go by and I asked how many 
pounds he had. He said 11,000 pounds; on one 
load. 

So you must know that we have got to have 
a warehouse to take care of these things. 
Therefore, the line will be reduced and you 
will have a high-grade line to handle the com- 
ing year. 

Our shop throughout has been adjusted to 
the needs. You will see where we have our 
dinner. By the way, I hope to see every man 
have his dinner there. That was our pattern 
shop, and we have just transferred the pattern 
shop to the other end of the faetory, and this 
little room where we eat and that little room 
divided by muslin will all be put in one and 
will be given to the painting of the 5 gallon 
pumps. We need the room. 

The other rooms we have adjusted so as to 


be just as good for pattern making. Our en- 
arte taiey gine room, I wish you 
a would visit it. We have 


a sprinkling system. We 
have 55 pounds of pres- 
sure all the time. The 

city was kind enough to 
give us a 12 inch main right into our engine 
room, and our pump must always be in order, 
and according to insurance regulations we must 
never have less than 50 pounds of steam, and 
that pump will give us 1,000 gallons per min- 
ute under 150 pounds pressure. That is why 
we save just about $1,000.00 a month on our 
Insurance, 


y 6 t ag 
we APRS law 
ee ren 

y 9) a . > 
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You nave SoS AFA a CH nye 
BEEN RALSING | > ves 

HE DUST FROM Tia Z 7 
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That tank out there holds 50,000 gallons. 
That will run us for 50 minutes in the dis- 
charge of 1,000 gallons per minute. That will 
give us abundance of time 
to get our pump in shape. 
These are the improve- 
ments we have put in— 
the prominent things we 
have done. 

Many other additions have been made and 
we are now in splendid shape to make square 
tanks so we can corrugate the sides, and thus 
relieve ourselves from putting in angles. 


YoU CAN COUNT ON YOUR FINGERS THE MEN WHO 
ANE THERE AND BO THINGS 


I want you to see all of these things and to 
go through the factory from top to bottom— 
through the printing office, the warehouse and 
stock room. It will do you good. You will 
know what kind of backing you have as you go 


out to sell. 


Outlook for 1915. 


I don’t know of anything else to tell you. 
I do hope that every point will be touched 
upon—that you will go away as at previous 
conventions, better equipped, and I know that 
we are able to deliver the goods as never be- 
fore. 

The past year has been fairly satisfactory. 
I told you last year what we expected to do 
and what we did do the forepart of the year, 
but things changed, owing to the change in 
the government. Dunk’s party got in power 
and things were going to the bowbows, and 
the war came on and helped them out. We 
are paying a war tax. Where in the world is 
our war? 

Things are not as good as they were. I 
don’t know what to say to you, but if you fel- 
lows are telling me the truth, and you got the 
right steer, while it is not right here, yet it is 
like the rainbow, just a little farther ahead, 
and I will drive the peg on what you tell me, 
that our business this year exceeds four mil- 
lion dollars. 


I don’t feel that business is lying around 
loose. If you get it you must 
work for it mighty hard. 
From what the papers say it 
will be better thirty days 
from now—as the sunshine 
of the spring comes on busi- 
ness will resume. 

I read this morning Mr. 
Edison said that we would 
have a wonderful prosperity. 


These men are not dreamers, and you fellows 
are not dreamers, and from what you say 
things are going to pick up, and the Officers of 


the Pacemakers’ Club are going to be re-ar- 
ranged, or else a lot of fellows have been giving 
me a bum steer. 


Never did we have a gathering where our 
men were as enthusiastic as at this time. I 
don’t know how much of it is coming to pass. 
I don’t look for much increase of business this 
month. We told the boys in the shop we were ~ 
going to run full time until April Ist. I told 
them at that time I hoped that our business 
would warrant our continuing that schedule. 
I hope to put on more men April Ist. 1 have 
a confident feeling it will be a fact. I hope 
you will clean out our warehouse and we will 
have to say: 


“Hurry up, Mr. Grosvenor.” It has been 
some little time since we have had a chance 10 
push him.’ 


It is up to vou. Step lively and get the busi- 
ness. 


In Conclusion. 


Now, gentlemen, | thank you for your atten- 
tion and I hope that I have told you some — 
things that are of interest. It is a great pleas- 
ure for me to have you with us—we enjoy your 
presence here—have a good time and may i 
Lord bless our coming together. May his bless- 
ing rest with us as it did before. 


I 


A 


“RED SENTRY” WELL GUARDED | 


= = ” rca 


NS - A friend of 
Me ’ Salesman W. Ty 
Lawrenee, of the 
Chicago District, 
sent the above 
photo graph to. 
him without any 
explanation as to 


the identity of 
the fair guard 
His interest 1 
excited, and af 
he knows where 
the ‘‘Red Sem 


try’’ was located 
the next time bl 
is in that towy 
it is his intentior 
to find out wh 
she is. 


Response for the Club 
By Mr. G. H. Reuben of the San Francisco District 


Mr. Bowser and Officers of the Company : 

I know of no more pleasant duty of which 
I have been the recipient in the year that has 
closed, than the one now imposed upon me 
the pleasure of responding to the Address of 
Welcome to the Pacemakers’ Club. 

We have listened pa- 
tiently and attentively to 
the expression of grati- 
tude and welcome from 
the Master Workman. Its 
genuine ring and touching 
sentiment appeals to the 
best there is in us and we 
respect all the more Mr. 
Bowser, the President. 
But we honor to the full- 
est Mr. Bowser, the man. 


Alexander, of Macedon, 
has left a saying behind 
him which survived his 
sonquests. He said, ‘‘Nothing was nobler than 
work.”’ Through your labor it has been possible 
for each and everyone of your great company 
© earn a livelihood for many years Through 
your labor it has been made possible for Joy, 
lappiness and gladness to visit the firesides 
of many—an achievement, sir, of which you 
night well be proud. You have labored and 
hrough your labor your genius owes the best 
ind proudest of her achievements. 

For what is there glorious in the world 
hat is not the product of labor, either of the 
nind or of the body? What is history but its 
ecord? What are the treasures of genius and 
rt but its work? What are cultivated fields 
ut their toil? The busy marts, the rising cities, 
he enriched empires of the world are but the 
reat “‘treasure houses’? of labor. The pyra- 
nids of Egypt, the castles and towers and 
emples of Europe, the buried cities of Italy 
nd Mexico, the canals and railroads of Chris- 
endom are but tracks all around the world 
f the mighty footsteps of labor. 

Permit me to say, sir, that without it, an- 
iquity would not have been. Without it there 
‘ould be no memory of the past and no hope 
or the future. Let me say to you in the 
ords of the great Roman, ‘‘Man never so 
losely approaaches the Deity as when he is 
omnferring benefaction on mankind.’’ Man’s 
reat function is labor—his pecuhar distine- 

on and his privilege. Thus it was that De- 
osthenes, clause by clause, sentence by sen- 
née, elaborated to the uttermost his immor- 
1 orations. Thus it was that Newton plo- 

ered his way, step by step, of an escending 
ometry to the mechanism of the heavens 

id Le Ferrier added another planet to the 

lar system. 


MR. G. H. REUBEN, 
San Francisco Dist. 


The year that has closed is past history. Its 
failures and mistakes will act as our inspira- 
tion, and whatsoever of strength there is in us 
will be recorded in the future work we do. 
The new year has dawned radiant in its splen- 
dor of possibilities, and it will be but soon 
when the Virgins of Spring will herald the sea- 
son of blossoms. 

With its incoming will be brought new du- 
ties and large responsibilities which must be 
met with abundant hope and renewed courage. 
Each one of us will be called upon for the 
best there is in us; to be prepared, to be fully 
equipped, will be the difference between sue- 
cess and failure. 

Mr. Bowser, on behalf of the Pacemakers’ 
Club and those of your boys that are absent, 
we bring you salutations and greetings. We 
offer you heartfelt assurances of loyalty, eo- 
operation and reciprocity—heaven’s own ordi- 
nance for human Improvement; and throwgh 
the coming year, fraught as it may be with 
troubles and trials, we commit you and those 
that are near and dear to you to providential 
protection. 


SPORTS AND SOCIAL TIME. 


Thursday Evening, January 7th, Was Open, 
and Devoted to Sports, Social Time, 
Reminiscences, Games, Etc. 


In the ‘‘Personals’’ you may find some men- 
tion of what occurred in the billiard hall and 
on the bowling alleys. However, we do know 
that the visiting members’ wives and loeal la- 
dies were present in force at both the alleys 
and billiard hall, where they enjoyed the even- 
ing to the usmost. 

The management had reserved the Bruns- 
wick Billiard Academy and the Metropolitan 
Bowling Alleys for the entire evening. The 
ladies were cordially invited to attend, which 
they did, much to the enjoyment of the gentle- 
men. Some of the ladies demonstrated their 
ability with a cue to a surprising extent, and 
when it comes to bowling they don’t have to 
take a back seat for any of the men. 


A BANKER’S OUTLOOK FOR 1915. 

The following extract is taken from a letter 
received by the editor from a President of a 
Farmers’ State Bank in Illinois: 

‘Business is not rushing with us at_this mo- 
ment, but the farmers are holding their grain 
and borrowing money from us until they sell 
their grain or stock. 

“Things look good, especially when you read 
the papers. So many lay all to the party in 
power, but I know if we have the stuff to sell, 
it brings mighty good money. And the stuff 
is in the eribs and barnyards.’’ 
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A Good Talk on Value of Character in a Salesman 
By A. Z. Polhamus, Chairman of Executive Board 


Gentlemen, as I come before you today I wish 
to say the same thing that I said to the boys 
the other night, and that is that I am impressed 
with the fact that you are men, men of ability, 
and what you 
want is some- 
thing that will 
be of help or 
benefit to you. 
1 feel” the rez 
sponsibility in 
coming before 
you and I feel 
you have the 
right to expect 
that. [brim s 
something that 
is worth while. 

On the other 
hand, I feel that 
I have the right, 
if I bring you 
anything worth 
while, of see- 
ing, during the 
year, that you have tried at least to benefit by 
what was said. 

Mr. Bowser spoke this morning about the 
early days of the business when Mr. Ross was 
Salesmanager, or Superintendent of Salesmen. 
I thought that was very nice of him. I do not 
know if it would not have been just as proper 
if he had said he was window-washer or por- 
ter about the office, because we were all things 
at that time. We, of course, who were in the 
business in those days, miss such men as Mr. 
Ettinger, who was with us 25 years ago. 


MR. A. Z POLHAMUS, 
Chairman of Executive Board 


My talk this afternoon is going to be a lit- 
tle along the serious line. I come before you 
in a little different capacity than I have in the 
meetings before. I do not come before you as 
General Manager to bring up subjects that 
come within his jurisdiction, but I come be- 
fore you in a little different capacity. So that 
I might not get on any one else’s ground I 
picked a little different subject than I have 
at any other meeting—one that I know every 
man, and I do not care how good he may be, 
ean profit by, if he wili take it to himself, for 
it applies to each and every one of us. 


I rather hesitated in picking my subject for 
my speech, as | do not want to deliver a ser- 
mon, and | do not know if I would have haa 
the courage to have selected the subject had 7+ 
not been for the facet that Mr. Sheldon, while 


in the office a few days ago, told me a thing 
or two so that I feel justified in what I have 
to say. 


Good Ethics Is Good Business. 


In the course of the talk Mr. Sheldon said 
that ‘‘good ethies is good business,’ and there 
is no good business where there is not good eth- 
ics, and | believe, gentlemen, that that is the 
truth. I believe that the man who is the squarest 
and the most honest in his business is the man 
who will be in the long run the most success- 
ful. I do not know how it was, but I found 
this on my desk this morning. I do not know 
where it came from. I will just read it to you: 


‘What are you going to be this 
year; better or worse, or the same 
If you are not better, you sure- 
ly will be worse. Nothing stands still 
in the universe.’’ 


man? 


The subject that I have chosen for my little 
talk is the ‘‘Value of Character in the Sales- 
man.’’ Now, at first, | wrote value of charae- 
ter to the salesman, but I changed it because 
there is a large part of the subject beyond the 
value of character to the salesman. The value 
of character in the salesman is not only of 
value to himself, but it is of value to his trade, 
it is of value to his firm—it is of value to the 
community in which he resides and to the uni- 
verse at large for we, all of us, have our influ 
ence, and our acts, each of 
them, have their effeet on al 
the rest of mankind. If you 
throw a little pebble into the 
sea, the result will show or 
the other shore, though it be 
miles away. 


EVERY ONE = 
OF THEM /; ; 
REPRESENTS !? 
A BATTLE gi Py 


— Weg 


That Magic Force of Rea 
Manhood. 


Sheldon says of charactel 
that character is that cer 
tral magic force of real mat_ 
: hood or true womanhoor 

born of a combination of th 
positive faculties and qualities—mental, mora_ 
physical and spiritual. i 


Webster says, to sum up character, thi 
character is that which a person really is. i 


had in this sales organization I have tom 
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that character has a great deal to do with sue- 
cess of salesmen. I have found that it is the 
man who does the square business and the 
right thing all the time that wins, but, alas, 
we have had salesmen in the 
organization for a little while 
who were brilliant men but 
who did not always work 
along just the right lines. 
They did not last long—in 
a few years or a few months 
they were out and gone. 

We are continually, in our 
business, running into situa- 
tions which show that sales- 
men are somewhat defficient along the line of 
character. They do those things that are not 
for their best interests and not for the best in- 
terests of the firm. What we want in this or- 
ganization is efficiency, and in addition to effi- 
ciency we want stability. This organization 
would be better today with 300 absolutely effi- 
cient and reliable salesmen than it is with the 
organization we have. When I say that I do 
not mean to reflect on any salesman we have. 
I do mean that efficiency and stability tend to 
the upbuilding of the organization and not 
only to the organization, but to the individual 
member of the organization. 


Each Order Represents a Battle. 

Now, then, what are some of the things, what 
are some of the points where salesmen. slip 
sometimes? In the first place, let me say to 
you, gentlemen, that | know you are up against 
an awfully hard proposition. This life to any 
of us is no easy thing. It is a fight and we know 
that when we get a couple hundred orders on 
Monday, 100 orders on Tuesday, 200 orders 
on Wednesday, and so on until we get 1,000 
orders for the week, that each order represents 
a battle. At the same time we also know that 
if the 1,000 orders are secured in such a way 
that when the time of payment comes, that 
there is no dissatisfaction; that the payment 
is received promptly, that there has been no 
misrepresentation, and when the goods are re- 
ceived and installed that the customer it satis- 
fied and everybody is satisfieed, we are all 
pleased, we all profit by it; the firm profits by 
it, the customer profits by it, and the salesman 
profits by it. 

Now, I have been a little fearful the last year 
—I have not said it but to Mr. Savereool— 
that with this filling station proposition some- 
times you might press the matter on the man 
whom it is not policy that you sell. Not from 
the standpoint you would not possibly get your 
money, but from the standpoint that later on 
it might reflect on the salesman, on the firm, 
and prove a detriment to the business, and I 
believe that danger we are facing. 


THE SALES- 
MAN NEVER 
TOLD ME }’D 
HAVE TOPAY 


we 


USINESS 


—— 


IT ISN'T GOOD 


A\\ 


G| 


We want all the business we can get, but 
we do not want business from men that we 
know ought not to buy oil tanks, and I wish 
you to understand that we do not want busi- 
ness from men who ought not to buy oil tanks. 
We would sooner have less business than ac- 
cept business from men who ought not to buy 
and we believe that we will have more busi- 
ness by not selling the man who ought not to 
buy than by selling him. 


I believe that as you gentlemen go about 
you should be so strong physically and 
morally in your character as a man that your 
influence will count mightily for this business. 
I know there is a feeling among you men, a 
number of you, that this is the thing to do, and 
that is one of the things that is counting for the 
success of this business. We want you gentle- 
men in this organization unless you ean do bet- 
ter somewhere else, and we are always glad 
to see any man better his condition, but if not, 
we want to aid you to better yourself and sue- 
ceed in this business. 


Turn Ability Into Stability. 


We want to see you become a stable mem- 
ber of the organization and do those things 
that will result in a continuation of this busi- 
ness rather than be detrimental to the business. 
It is not good business to go to a man and make 
promises to him that you. do not put on the or- 
der blank. It is not good business to go to a 
man and expect him to pay interest on par- 
tial payments and not let him know it until 
he comes to settle his account. 


A square way of doing business will make 
you and us the most dollars, and so as time 
goes by, I hope that you will get stronger phys- 
ically 


and morally, that your character 

~ will become stronger and 
that you will have a greater 
influence and an_ influence 
-for good business in your 
* community and the territory 
* you work. I also hope that 
you command the respect 
and the confidence of the 
people, and that everything 
that goes out from the S. F. 
Bowser and Company is just 
as it ought to be. That is 
the thing that will count for 
success. 


IN THE LONG RUW : 
IT WILL PAY : 


Now, I might tell you some reasons why that 
will count for success against some tacties that 
may be employed by other people. The ‘‘square 
deal”’ is the thing that is going to count, and 
the thing that I want to get before you is 
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that it pays to do business absolutely straight 
and on the square. I do not mean to say that 
you have not, but that is the reason a good many 
men fall down. They do not get that view- 
point, and I want you to get 
| real that view-point. If you will 
«, Ss Swe = W ork along that line and 
a “attmines ALON the right line, in the 
fet AIH long run it will pay, and I 
tj pa 
Se know it will pay S. F. Bow- 
ory ser & Company. 
Above All Be Honorable. 
Now, this year, as Mr. 
Bechtel was telling you, we 
are going to put out a num- 
ber of different outfits. You 
of them. We are going 
We expect to do a large 


have 


seen 
to work 


some 
hard. 


business in your community and the territory 
and we are going to try to do that which will 
result in a stable and efficient organization, 
and we want your hearty co-operation along 
these lines. 


I had a shock in San Francisco several weeks 
since. In the office there were a number of pic- 
tures of the different members or meetings of 
this organization, and I found among the first 
pictures I looked over, on which appeared less 
than 40 men, that more than 331-3 of those 
men have passed on, and time is passing with 
us all. So let us make the most of the time 
and do the best we can as the days go by, not 
only for ourselves but for our fellowmen. Let 
us try to develop characters that will be an 
honor to ourselves, to our firm and to our God. 


Our 1915 Line and Plans 


By Mr. S. B. Bechtel, General Manager 


The Management has for some time been care- 
fully analyzing and studying our business, and 
the general business conditions of the past few 
years, and 1914 
in particular, as 
a means for 
for drawing 
conclusions and 
framing policies 
and plans for 
the year upon 
which we are 
just starting. 

We have 
found many 
things which 
are highly grat- 
ifying, and we 
feel. that, on 
the whole, in 
view of the fall- 
ing off of gen- 
eral __ business, 
we have reason 
to be pleased. 


MR. S. B. BECHTEL, 
General Manager 


In analyzing the past year’s business, we 
found that a number of outfits which we were 
cataloguing as part of the line, were sold in 
such small numbers that the cost of manufaec- 
ture was so high that it was unprofitable to 
handle them, We have accordingly gone over 
our line of outfits and have made a number of 
changes, dropping out a number of outfits 
which did not seem to be needed; combining 


two or more, where possible; and so have re- 
duced the number of outfits to a considerable 
extent. This is an advantage to us from the 
manufacturing end, and to you in selling, 


The New Line Is in a Class By Itself. 


We have also completed several new outfits 
which are added to the line, which will practi- 
cally make every territory a new field. These 
outfits are entirely new to the self-measuring 
tank business, and are way in advance of any- 
thing ever sold. They are handsome in design, 
and the best possible in construction, material 
and workmanship. They are absolutely in a 
class by themselves, and in pushing the sale of 
these new equipments, you are getting beyond 
and ahead of any competition. The added ef- 
ficiency, convenience and style will far more 
than compensate for the additional price and — 
should make them easier to sell than the old 
style. 


These new pumps are all Quick Return Ac- 
tion, so that in pumping they operate easily and 
pump as fast as the oil or gasolene can be put 
in car or receptacle, but on the return stroke 
they operate six times as fast, 1. e., the piston 
and cog bars travel six times as fast compared 
with the handle as on the pumping stroke, so 
if it takes six turns of the handle to pump a 
gallon, only one turn of the handle is required — 
on the return stroke, so it is practically instan-_ 
taneous. Another feature of these new out- 
fits is that they are equipped with special valves” 


| 
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at the bottom of the cylinders, so arranged that 
when the pump is not being operated, the valve 
is automatically closed under a high pressure, 
thus preventing any ‘‘leaking back’’ as some. 
times happens. The Gallon Meter and Filter 
are included as integral parts of the outfits. 
The fact is, these pumps are wonderful, and 
too much cannot be said of them in their favor. 


The price and commission rate which we 
have made on these outfits were based entirely 
on estimates of costs. We are not sure that 
they can be maintained inasmuch as the fac- 
tory may not be able to manufacture them as 
low as estimated. It will depend somewhat 
on the number sold, so it may be possible that 
im six or eight months, when we have had an 
opportunity of trying it out, that some adjust- 
ments must be made. In the meantime, we 
trust that every man will push this line of out- 
fits, as the number sold determines the quan- 
tity we make, which, in a large measure, will 
determine whether any change or adjustment 
must be made. 


The Gasolene Equipment. 


Our Gasolene Line for 1915 will consist of 
the following outfits, which are described in 
detail in the Bulletins: 


Cut No. 101—Five gallon Quick 
Long Distance Outfit, ‘“Red Chief.”’ 

Cut No. 102—Five gallon Quick Return Out- 
side Outfit—‘‘Chief Sentry.’’ 

Cut No. 103—One gallon 
Long Distance Outfit. / 

Cut No. 241—One gallon Curb Pump—‘ Red 
Sentry.’’ 

Cut No. 41—One gallon 
Distance Outfit.’’ 

Cut No. 125—One-half gallon Long Distance 
Jutfit. 

Cut No. 128—“‘Junior’’ Long Distance Out- 
ts 

Cut No. 94A — Detachable Pump — Under- 
xround Outfit. 

Cut No. 116A—Long Distance Non-measur- 
ng Outfit. 

Cut No. 121—Portable Wheel Tank. 

Cut No. 424—Portable Wheel Tank. 

Cut No. 122—Combination Portable Wheel 
hank. 


Return 
Quick 


Re turn 


“Standard Long 


Kerosene Line. 


This will remain very much as before, with 
he addition of: 


Cut No. 105—Five gallon Quick Return 
iong Distance Outfit. 
Cut No. 106—One gallon Quick Return 


iong Distance Outfit. 


Paint Oil Line. 


Same as last year except that, in Cut 111 
outfit, we will use pump of Cut 125 construe- 
tion, and in Cut 115 we will use pump of Cut 
No. 41 construction. 


Discontinued Outfits. 


Among the outfits discontinued you will note 
the Cut 95, Cut 47 and Cut 124, as we feel we 
have a very complete line without these, and 
prices on the other similar outfits have been 
adjusted so as to make a good range of prices. 


Salesman ’s Contract. 


Practically no change has been made in the 
Salesman’s contract, except one provision re- 
lating to Terms on Orders. 


We found that some salesmen sold a very 
large part of their business either cash with 
order, or on comparatively short time, while 
others in adjoining: territories, sold all, or prac- 
tically all their orders on the full time limit. 
In talking with the different salesmen, we found 
this was due to the viewpoint of the salesmen. 
Because of many salesmen overlooking the ad- 
vantages to them and the firm, of short time 
and quick payment, and selling their orders 
on long time, we found our Accounts Receiv- 
able were constantly increasing, thus tying up 
money, and creating added expense in inter- 
est and collection cost. We carefully esti- 
mated the cost, and have arranged our credit 
to salesmen so that, for those men who appre- 
ciate the advantages to themselves, and to us, 
and keep the matter of terms of payment in 
mind, the earnings will be increased accord- 
ingly ;, while those who do not will bear part 
of the added expense. 


Cash Discounts. 


Customers will be granted the following dis- 
counts for prompt payment—5 per cent. for 
full cash with order—2 DeErcent ae Ohak A Y - 
MENT THIRTY DAYS AFTER SHIPMEN ok 


Prices. 


In the main, our prices for 1915, effective 
Jan. 16, 1915, will remain the same ag last 
year. 


New prices are effective Jan. oat. and. 
all orders sold after that date should be on 
that basis, and all new contracts for this year 
will be effective Jan. 15 also, and commission 
will be computed on new basis, although new 
contracts may not yet have been received. 


You will note that on many accessories, which 
have heretofore carried no commission, we have 
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CUMTIOS 


NEW EQUIPMENT For 1915 


CULO 
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found by making in larger quantities the cost 
has been reduced, and we are giving the sales- 
men the advantage of this by putting commis- 
sion on these items. 


Price Sheets. 


You will note the changes in the form. We 
hope the change will be found to your advan- 
tage, as the sheets are now much simpler and 
more clear; and on the reverse side will be 
found priced all accessories which are used with 
the outfit. 


Exchange Basis. 


We have had some complaint that the Ex- 
change Basis last year was complicated and 
not understood by the men as a whole. This 
we have endeavored to correct by having the 
Exchange Basis worked out and tabulated so 
that exchange allowance of any old equipment 
ean be found given in money value by simply 
referring to exchange sheet. This will obviate 
all figuring and we trust will be found a de- 
cided advantage. 


Some other additions have been made to the 
plan, among which is that we have extended 
the Exchange Basis so an allowance can be 
made where an old self-measuring outfit of 
other make is taken in part payment. 


The Exchange Allowance has been extended 
so that credit is given for some accessories ; 
also on some complete outfits, such as portable 
wheel tanks, the allowance has been materially 
increased. 


Quantity Discounts. 


The same plan as last year will be followed. 
We believe if our salesmen will study this 
closely, so as to understand it fully and keep 
it in mind when at work, many opportunities 
will be found where it will be a decided ad- 
vantage and will result in increased business 
and earnings. 


Quantity Purchase Agreement. 


Some slight changes have been made in this. 
plan which are fully outlined in the Rules and 
‘Instructions. This should be carefully studied 
and we ask that you keep in close touch with 
your District Manager or Superintendent re- 
garding this plan, taking up with him the 
question of submitting to any firm a Quantity 
Purchase Agreement before making the pros- 
pective customer a proposition regarding the 
Agreement. Properly handled, we feel this 


) 


plan can be of material assistance in securing 
and increasing business. 


Quota. 


Our quota for this year will be the same as 
for 1914, and we believe that we can make it 
easily if we start NOW with the determina- 
tion in the mind of every man that this year 
‘‘T will do better work than last year.’’ If 
every man will make this resolution, and carry 
it out, there will be no doubt as to the result. 


Better work means putting more thought, 
more study, more energy, more enthusiasm, and 
more time into the matter of selling tanks. It 
will result in more sales, more commission to 
you, more profit to the house, more pleased cus- 
tomers, and a general feeling of satisfaction 
which can never come without the knowledge 
that we have done our best. 


We will, this year, assign a quota to each 
county in the country. This County Quota 
will be the least business which we consider 
should come from that particular county this 
year. This quota will not be assigned: haphaz- 
ard or by guess, but will be set after a full con- 
sideration of all the facts which have any bear- 
ing on our business in that county, such as 
population, number of merchants and garages 
in business, number sold, business sold last two 
years, crops business in general, ete. You will, 
of course, understand that this quota is not 
assigned with the thought in mind that this 
amount is all the business we expect from that 
county, but is the minimum we will consider 
as showing the county has been worked. By 
careful, hard work and selling all lines, the 
business from any county should be much more, 
and in some eases, double the quota assigned. 


We are starting this year with conditions 
better than a few months ago, but not as good, 
probably, as a year ago. Notwithstanding this 
fact, we must, right from the start, begin to 
make good on our quota, and hard work and 
keeping at it will turn the trick. The main 
point is, start NOW—TODAY. 


Your earnings, and our earnings, depend 
upon the ‘“‘keeping at it’’ of our sales force, 
and we have confidence that this year will be 
the best ever for salesmen and firm. 


We wish to assure every man on the firing 
line that the Management stands back of him, 
and will co-operate with him in every way pos- 
sible, to make this year of 1915 the most suc- 
cessful year possible. 
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“OLD LIM JUCKLIN.’ 


Mr. Opie Read’s Lecture at the Majestic The- 
atre, Wednesday Evening, Was the 
Finest Fort Wayne Has Heard 
in the Last Decade. 


Although the weather was anything but fa- 


vorable, it being slushy under foot and rainy 
over head, the theatre was very comfortably 
filled. The Officers and Directors of the Pace- 
makers’ Club, together with the Executives, 
stockholders and a few prominent guests 0c- 
cupied the stage. In the boxes were the visit- 
ing ladies and wives of the Officers of the com- 
pany, who formed the committee of entertain- 
ment. In the first four rows of the orchestra 
were seated the Pacemakers, and the rest of 
the house was thrown open to the factory and 
office employees. 

Preceding the lecture was a musical half 
hour. The audience was entertained by some 
fine music by a full orchestra, interspersed 
with voeal selections by Mrs. Edith Nichol 
Baihle, Soprano, and Mr. Earle Thompson 
Baritone. This was a treat in itself well worth 
coming to hear. 

Mr. Opie Read is too well known through- 
out the literary world to need any introdue- 
tion. He is the same Mr. Read to-day that he 
was ten years ago, with the possible excep- 
tion that he has advanced in intellect faster 
than he has in years. 

Mr. 8. F. Bowser introduced Mr. Read with 
a well chosen speech. Mr. Read took the cen- 
ter of the stage and introduced ’’Old Lim 
Jucklin.’? This is a character in fiction that 
he has created and whose reputation is na- 


tional. He impersonated ‘‘Old Lim Juckhn”’ 
and for over an hour and and a half held the 
audience spellbound. At the conclusion of 
his talk the applause was so spontaneous and 
prolonged that he was forced to give a char- 
acter reading of the old darky who fooled the 
conductor and reached his destination without 
either paying for his transportation or giving 
a ticket. 

We wish that we had Mr. Read’s lecture to 
reproduce in this Boomer for the benefit of 
all. However, we know that it would lose a 
great deal of its force through your lack of 
seeing Mr. Read and hearing him deliver it. 

The magnetism of the man is wonderful. 
He earries his audience from the sublime to 
the ridiculous with such rapidity and so 
smoothly, that before the tears can really start 
there is a hearty laugh to drive them away. 

He certainly carried home some _ strong 
points in regard to our social system, and 
touched on many things which are in the pro- 
cess of reformation at the present time. 

He makes his hearers almost laugh and ery 
at the same time. With the sides shaking 
with laughter one feels that life is too short 
for any worries, yet at the same time there is 
a feeling that we should be constantly on the 
alert to be doing something to better our- 
selves and our fellow-man. He makes a man 
feel how small he is and yet how great, and 
his points are driven home with such force 
that they are not soon forgotten. 

We are in hopes that next year we will 
again have Mr. Read with us. As one man 
said at the conclusion of the lecture: 

‘‘Isn’t it a pity that a man like Mr. Reads 
cannot live forever?’’ 


The Bowser Sales Proposition 
By E. J. Little, District Manager Fort Wayne Sales 


We are assembled here today for business 
purposes. We are not here to be amused nor 
to hear high sounding phrases—in that respect 
I am glad for my own sake as well as yours. 


I am coming before you in my regular role, 
an employee of S. F. Bowser & Company, per- 
forming my daily task, and the task which 
has been assigned for me this day is to try to 
focus our minds upon the peculiar features of 
the Bowser Sales Problem. I say peculiar fea- 
tures, meaning those which are applicable to 
the sale of the Bowser product and not ap- 
plicable to a general sales problem. Our em- 
ployers have given careful consideration to 
the arrangement of this program, having in 
mind giving us the maximum of definite per- 
manent help in our daily work, and knowing 
this we should be prepared to absorb and re- 


tain all the helpful suggestions that are pre- 
sented. 


The Bowser Sales Problem. 


From a business standpoint, there is no sub-_ 
ject of so much importance to every one of us 
as the Bowser Sales Problem. We are all 
banded together in a compact Organization, 
cemented by mutual sympathy and respect be- 
cause we have all voluntarily selected the same — 
vocation. It is perfectly natural that we should | 
stand together in this spirit of helpfulness one 
to another, inasmuch as we have a common 
interest and a common object. Sinee we have 
all voluntarily chosen this same voeation, our 
mutual material welfare and the degree of good 
things which we are to get out of life are 
largely dependent upon the sueeess with which 
we meet and handle this problem. 


ae me —————————— 
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These things being true, it is of the highest 
importance that we should apply ourselves 
earefully to everything suggested that may in 
any way be used to our advantage in the im- 
provement of 
our individual 
efforts. Our em- 
ployers have 
given careful 
thought as to 
how they could 
help us most. 
They have 
searched the 
ecouutry for the 
best teachers 
and to-day pre- 
sent again a 
man of recog- 
nized ability. 
Further than 
that, they have 
planned on how 


Mees LITTLE, 
Dist. Manager, Ft. Wayne Sales we might get 
the most out of his good teaching. Dr. 
Krebs has spent a great deal of time and 
effort on the subject of the Sales Problem 
and his conclusions will be presented to us 
in a very short space of time compared to the 
time and effort expended to make a man com- 
petent to handle the subject. Therefore, this 
effort on my part to prepare our minds pre- 
ceding Dr. Kreb’s lecture, that we may apply 
what he says directly to our daily problem in 
the field. What we should do, as I see it, is 
to put aside any idea of being amused and 
prepare ourselves to catch every suggestion 
that comes from Dr. Krebs in the short time 
that we are privileged to hear him and to study 
the application of each suggestion to our own 
individual problems. That, it seems to me, is 
the way in which we ean get the greatest good 
out of this afternoon. 


The Marketing of Any Article. 
The marketing of any article is a sales prob- 


lem. The marketing of 
the Bowser product 1s a 

Y IT IN THE 5 
ING OR ON YOUR problem peculiar to the 
product. No two prod- 


ucts present exactly the 
same sales problem, al- 
though though there are 
many general rules of 
* salesmanship applicable to 
all. Now, what are the 
pecuhar features of the 
3owser problem? I can 
best illustrate by a sim- 
ile, what I consider one 
of the most important. You may eall upon 


THE EVERLASTING 
PROCRASTINATION 


twenty merchants who handle kerosene oil 
in small quantities, asking simply the ques- 
tion, ‘“‘Do you wish to buy a Bowser Kero- 
sene Tank today?’’ and all twenty will answer, 
» NO, not today. . .You may call upon the 
same twenty merchants representing a house 
handling a leading brand of crackers, present 
the question in the same manner, and some 
of the twenty merchants will be sure to ask 
the price of your erackers, and if their stock 
is depleted and the price is right you will 
very likely secure some orders. Let us go 
a little farther. You may call on the same 
twenty merchants when you have time to go 
into the subject and you can secure admission 
from every one of them that the tank is a 
good thing, and in many eases they will ad- 
mit that it is a profitable investment ; still they 
are not anxious to buy. Now, what elements 
enter into this situation to create that differ- 
ence? Just this, that the merchant has been 
in business for many years probably, and has 
been able to get along, after a fashion, with- 
out a Bowser Kerosene 
Tank, and he naturally 
feels that he can wait an- 
other week, month or year, 
as the ease may be, before 
buying it. That is not the 
situation with the sale of 
the crackers—if he runs 
out of crackers his cus- 
tomers will be asking 
for them and he will be daily reminded of them 
until he replenishes his stock. 


“T Will Buy it in the Spring.’’ 


Let us go just one step farther—you can get 
these merchants to agree that it is not only 
a good investment, but in some eases they 
will promise the order at a later date. We 
have all heard many, many times, the old story 
of ‘‘I will buy it in the spring, or on your 
next trip.’’ I beleve that on account of the 
peculiar features of our product and its nat- 
ural market, that one of the greatest problems 
we have to solve is that of overcoming the 
everlasting procrastination on the part of the 
prospective customer. I call this purely pro- 
erastination. This applies not only to the kero- 
sene tank, but to the public and private gar- 
age and the factory sales as well, so that prac- 
tically every salesman in the Bowser Organ- 
ization is daily confronted with this same prob- 
lem—how best to overcome procrastination, 
how to arouse the buyer’s imagination and 
enthusiasm to the point where he will over- 
come the negative impulse. Dr. Krebs may say 
that this is not procrastination, that it is a 
matter of our failure to thoroughly convince 
the customer, and if we were looking at this 


ALL TWENTY 
WILL ANSWER 
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problem from the standpoint of the Bowser 
Company we could say that our problem Was 
to properly instruct the salesmen, but we are 
not looking at it today from the standpoint of 
the Bowser Company. We are looking at it 
from the standpoint of 
each individual salesman. 
We make our best effort 
~ and we are still unable to 
overcome this procrastina- 
tion. Therefore, the prob- 
lem presenting itself to us 
as individual salesmen is 


1OAN BUY ATANIN A 
GOOD DEAL CHEAPER, 


Yes, Bur | MiNowW WHERE 
THAN You CHARGE FOR 


how to overeome_ this 
lack of decision on the 
part of the customer. We 


have gone our limit and 
there is still delay, so let us pay close attention 
to Dr. Krebs and see what we can gather that 
will help us in this particular phase of our 
work, 

We have one general problem of edueat- 
ing the merchants as to the benefits to be de- 
rived from the ownership of a Bowser Outfit. 
That is true of all new products, but here is 
a product which has been a leader thirty years 
and still we have a big problem in education. 
There are thousands of merchants that do not 
know of its value to them. For example, let 
us take the storekeepers in medium sized towns. 
A great many of them handle kerosene, but 
owing to the extensive use of gas and 
electricity they sell only comparatively small 
quantities, and they will tell us it would not 
pay them to buy a tank. Theré is no logical 
reason why any merchant who handles a gal- 
lon of kerosene should not buy a tank. We 
sell a tank for $28.00 that 
will last twenty years. 
The interest on that 
amount invested at 6 per 
cent., which is a high rate 
of interest for a safe in- 
vestment, and deprecia- 
tion at 10 per cent., which 
is double what would be 
necessary considering the 
full life of the tank, would 
amount to between five 
and ten cents a week, or a 
fraction over one penny a 
day. Each year the investment is reduced, which 
lowers the interest charge, and at the end of 
the ten years this penny-a-day has paid for the 
tank and it belongs to the merehant without 
any cost for the balance of its life, 


Cleanliness Alone Worth a Penny a Day, 


Now, can any merch: ight 
ne i i 5 a J me rehant rightfully contend 
é om the standpoint of cleanliness alone 
4 j : 
not mentioning the many other excellent fea- 


tures, that this outfit is not worth a penny a 
day to his business. The fact that he may 
make only a small profit on his kerosene, be- 
cause of the small quantity handled, is not a 
logical reason for failure to buy, because the 
merchant cannot afford to give up the sale of 
kerosene. Eliminating the kerosene from his 
store drives trade away from which he can- 
not afford to lose, and in order to protect his 
trade it is necessary for him to handle the 
kerosene, even though it brings him an in- 
significant profit. This serves to illustrate just 
one phase of the needed education. 

One of our great problems is the conserva- 
tion of time; the salesman’s principal asset _ is 
his time, and to properly manage his affairs 
so as to get the greatest amount of applica- 
tion to the actual work of convincing the cus- 
tomer is of great importance. Under that head 
we have 


Transportation. 

Securing interview promptly. 

Closing without necessary delay. 

Covering territory thoroughly so as to avoid 
dupheate trips. 


These problems, of course, are applicable 
to other lines as well as ours. Another prob- 
lem is how best to gain 
favorable attention to our 
product. This, also, is ap- 
plicable to other lines, but 
let us keep it in mind as 
the program continues and — 
endeavor to learn some- ae 
thing that will help us on 
this feature of our work 
which is of great impor- 
tance. In our daily work : 
we are constantly coming in contact with 
merchants who are busy with their own 
affairs and who are thinking of matters 
foreign to our business. How best to approach 
those men, get their attention and gain favor- 
able consideration of our goods is a problem 
worth giving very serious consideration. 


Overcoming Tendency to Buy ‘‘Cheap Goods.’’ 


We have another problem which is peculiar 
to our product, that is, of overcoming the ten- 
dency on the part of some people to buy ‘‘cheap 
goods.’’ We present meritorious goods at a 
reasonable price, competing with a produet 
with which we are not familiar, sold at a lower 
price. There is a very large percentage of 
business men who will buy only the best goods 
on the market, and to those men our higher 
price 1s in itself a strong recommendation. 
Those men will often pretend that they are 
attracted by lower prices, when in faet they 
are convinced of the value of our goods and 


“HAS BEEN 
ALEADER FOR 
THIRTY YEARS” 


will buy only the best. The highest priced line 
with a substantial Company, one enjoying a 
reputation for fair dealing over a long period 
of time, is most attractive to a large percent- 
age of business men. 
With them we have no 
price problem, but with 
the class of men who are 
naturally attracted by a 
low price, where another 
firm appeals to their cu- 


THERE ISNO LOGICAL 


AND MR.LITTLE FF 
PROVED THE 
POINT ,TOO 


(ZB pidity, we have a prob- 
a lem. 


In this case, as I see 
it, our problem is to pro- 
duce on the part of our prospective cus- 
tomer a proper mental attitude toward the 
proposition which we present. Logically, there 
is no reason why a lower price on an oil or 
gasoline outfit should be attractive, and it is 
only so when the mental processes of the buyer 
magnifies the item representing the difference 
between the prices. This is particularly true 
in our business, for the reason that no matter 
how well trained the buyer may be, as a rule 
he has had no opportunity to learn the tank 
business and he is buying an article with which 
he is not familiar and one to be used over a 
long period of years. He will have no oppor- 
tunity to buy and diseard, as he can do in 
many lines, and his duty is to buy that which 
will give adequate service for the money ex- 
pended. Our problem is to bring about the 
proper mental attitude so that all the points 
involved are properly weighed by the buyer. 


In presenting the Bowser product we have 
no way of physically measuring it as against 
the lower priced. We cannot take a rule or 
tape line and convince the buyer that ours is 
larger. Neither can we put it on the scales 
and weigh it before him. We are most al- 
ways presenting our product with a model or 
printed pictures and the model and pictures of 
the other fellow’s goods 
are often exceedingly at- 
tractive. It is most likely 
the case that we are not 
familiar with the product 
of the other firm, probab- 
ly never have seen it, and 
if we were familar we 
would not want to talk 


THERE IS No 
PROFIT IN KEROSENE 
—" Gans DON'T HANDLE 


HE DRIVES 


disparaginely of another AWAY TRADE 
C H nN‘ 
firm’s product. We will  afroro ro 
. hose 
only explain the good 


points of our own and let the buyer draw his 
own conclusions as to the lower priced. 
In Conclusion. 


And now, gentlemen, in conclusion, I will 
review a few of the individual phases of our 
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business which in part make up the Bowser 
Sales Problem, and then we will hear Dr. Krebs 
and we will eudeavor to apply what he says 
to our own daily work. I know that Dr. Krebs 
is sincere. He, as well as our employers, wants 
his lecture to be of the greatest help to us, 
and by being attentive we will make it so. 


We find that we have, first, procrastination. 
How shall we best handle 
it? We have the problem 
conservation of our 
time, the education of the 
trade to the value of our 
goods, and we also have to 
deal with the bad mental 
attitude of the men who 
would buy cheap product. 
How shall we best meet all 
these things? I believe 
that to sell Bowser prod- 
uct successfully we need 
the very highest type of 
salesmen and the highest 
type of salesmanship. We 
are marketing a specialty. 
We are meeting all classes of men. We must 
interest them; we must arouse enthusiasm in 
our goods. We must correct the wrong mental 
attitude and we must bring about favorable 
decision. We are doing this now, but we want 
to do it better, so we are in a receptive mental 
attitude and stand with open arms for Dr. 
Krebs. 


HOW MAY | CONSERVE My 


TIME WITH REFERENCE t 
TO TRANSPORTATION, | 2 
SECURING INTERVIEWS 
PROMPTLY, CLOSING WITH- 
QUT UNNECESSARY DELAX, 
COVERING TERRITORY 


: 4 
ONE OF THE SALESMAN 5 
GREATEST PROBLEMS 


© ® © 


HERE’S ANOTHER EVIDENCE OF HIGH 
GRADE SALESMANSHIP. 


January 7th, 
Mr: A:.W: Dorsch, Dist. Supt., 
Washington, D. C. 
Dear Sir :— 

Referring to my order No. 37 enclosed here- 
with, I just want to let you know that it will 
be the first sidewalk gasolene station in 

I tried all the garages in town and present 

gasolene merchants, but none of them seemed 
es think needed a ‘‘Red 
Sentry.’’ So I picked out a good hardware 
man and spent seven hours with him, called on 
his insurance man, Mayor of the town, Chief 
of Police, Chairman of Street Committee and 
City Clerk, (this is not an exaggeration) and 
had to hold matches over his bookkeeper’s head 
while he wrote the cleck, as the electric light 
system of the town broke down as he reached 
for his check book. 

Please send me ‘‘Chief Sentry’’ 
some ecards. 

Kind regards, 

(Signed ) 


1915 


prices and 


L. Gleaser. 


FIVE STEPS IN EVERY SALE. 


‘“‘How to Take Them and Make Them,”’’ by Dr. 
Stanley L. Krebs, President American 
Institute, Philadelphia, Pa. 


To those of you who were present at the 
Convention last year, Dr. Stanley L. Krebs 
needs no introduction. Dr. Krebs is devoting 
his time to reducing the science of Salesman- 
ship to writing and putting it in such form that 
all may grasp the- fundamental principles un- 
derlying this profession. 


As evidence of his progress in this line, we 
may state that the Institute of Berlin has adopt- 
ed Dr. Krebs’ Text Books on this subject as of- 
ficial. This honor was given him after careful 
consideration of all other Text Books on this 
subject that have heretofor appeared through- 
out the world. 


Dr. Krebs held the Convention’s close atten- 
tion for over an hour and a half. During his 
talk he drove home many strong truths and 
applied to Bowser sales many of the principles 
set forth. In order to give you an idea of his 
lecture we are presenting herewith his chart 
entitled ‘‘Five Steps in Salesmanship.’’ 


He went on to explain that the first step was 


Attention. This was purely mental. Interest 
Confidence and Desire were emotional and 
from the heart. Decision was another mental 
quality and was arrived at through the will. 


Now, he states that it doesn’t matter what 
your training has been or what vou sell, every 
sale has these five principles involved. It is 
true you may sell a man after you have aroused 
his Interest, but more often you cannot sell him 
until you have secured his confidence. If it is 
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necessary to go clear up the hill to decision, 
you have accomplished the hardest sale of all. 


As an example of how he illustrated some of 
these principles he cited the ease of a man see- 
ing a flower across the street. His Attention 
is called to it; his Interest is aroused, which 
soon grows to Confidence and Desire to have 
it. He then reaches the point of Decision and 
crosses the street to pluck the flower. 


As an illustration of how he applied these 


principles of Salesmanship as set forth by him, 
we present the following chart. 


POTERTLEM 


_ In explanation of this chart he stated that 
if he was presenting our proposition to an el- 
derly prospect, he would first bring out the 
Comfort and Convenience of the equipment, 


following this by a talk on the Protection and 
close by showing how it would Wear and its 
if the prospect was 
about the Style and~ 
Beauty, and close with its Wearing Qualities 
The other classifications are 


Durability. However, 
young, he would talk 


and durability. 
indicated by the numbers on the chart. 


Of course, you have to use common sense in 
applying these principles, and you must be able 
yee intuitively just 
What 1s going to appeal to the prospect. This 
comes, however, from deep study and long ob- 


to read character and know 


Servation. 


We would like 
of Dr. Krebs’ lee 
mit in this issue. 
through the Boomer. from time 
of Dr. Krebs’ talk as it @ 
will permit, 


[OLE Young [Slyke Oredumniany | 
| 
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to go on and give you more 
ture, but Space will not per- 

It is our intention to give 
to time, more 
omes to us and space 
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Working Territory 
By E. H. Briggs, Sales Manager. 


In speaking to you on the subject of Work- 
ing Territory I am not unmindful of the fact 
that the body of men before me represents the 
most successful 
salesmanship in 
our Organization. 
You are the men 
who have ‘‘bro’t 
home the bacon.”’ 


Whatever your 
methods are, they 
must have merit. 
They are also un- 
doubtedly capable 
of improvement. 
What is said here 
will be of little 
use unless it helps 
you in working 
your territory. 
You undoubtedly 
feel that youknow 
the conditions on 
your territory 
and how to deal with them better than any- 
one else. While this is true to a certain extent 
we ean all derive benefit from the study of 
such an important subject, and it is in the 
endeavor to show you how the Policy of the 
Company will aid in your work and why you 
should co-operate with us that these few re- 
marks are made. 


MR. E. H. BRIGGS, 
Sales Manager 


There are three main topies which I want 
you to bear carefully in mind: 
1. Co-operation. 
2. System. 
3. Work. 


In field work there are two factors to con- 
sider: 
1. Salesman. 
Dee issine nods: 
It is with the second of 
these, namely, the Sales- 
man’s methods, that we shall 
deal this morning. 


The Vital Element Is 
Operation. 


Co-¥ 


The most vital element in 
our sales work is co-opera- 
tion. This statement is true IT WILL PAY TO FURNISH IT 
because co-operation, as I am" ©? YF THE SvsTEM 
using the term, is comprehensive. When you 
co-operate with us you follow out the carefully 


thought-out policies of the Company—you 
work by approved methods. 


What I want to impress upon you is that the 
policies of the Company and the information 
in regard to means and methods as given you 
in printed instruction, letters, bulletins, ete., 
represents hours of thought, careful investiga- 
tions and the costly experience of thirty 
years. Every letter which is sent you from 
the Home Office or from your Branch Man- 
ager is sent with the purpose of aiding you 
in some way to close business. If you get 
the business we both profit thereby—you get 
your commission and the Company gets its 
profit. I cannot too often say that our in- 
terests are in every way mutual. 


In this brief talk I want to get your confi- 
dence to the extent that you will realize that 
I am saying these things because I thorough- 
ly believe them. We write and talk to you 
because we know from long years of observa- 
tion and experience’ that 
what we say is true, and 
that if you follow our direc- 
tions your efficiency will be 
increased. 


iar 


We want you to believe 
= . thoroughly in the methods 
y ot work which we ee out, 


medi ve fullest tere in » firiaana: 
* them into execution, because 
LOCATION IS NOWTHE cRITERION Wwe know that by this course 
mutual profit will result. 


Efficiency and Co-operation. 


Early in the year Mr. Bechtel, in a General 
Memorandum, said something about co-opera- 
tion. What he said was so good and is so ap- 
plicable to the present discussion that I want 
to quote it here: 


‘Efficiency and co-operation are words of 
which we hear a great deal these days—they 
are used in and out of season, and, as a natural 
result, they have become more or less com- 
mon and meaningless, and we fail to think 
how broad their real meaning is and what an 
effect an application of them to our work 
would have. 


The success of our firm has been largely due 
to the co-operation of all, since without such 
co-operation there can be no great efficiency. 
The hearty support and co-operation which 
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has and does prevail, has been greatly appre- 
ciated by the firm, but with the rapid growth 
of the business and the consequent broaden- 
ing of the organization, even closer working 
together is needed in order to maintain the 
high efficiency necessary to carry matters to 
success. 

The responsibility for suecess or failure of 
any project in the final analysis devolves upon 
the Management, but no matter how thor- 
oughly or carefully plans are made, unless we 
have the enthusiastie support of the Organiza- 
tion, as a whole, the highest possible success 
cannot be attained. 


As you know, the Officers of the Firm are 
all intensely interested in the business in all 
its phases. Everyone of us devotes his entire 
time and his whole energy to planning for, 
and directing the business along lines which 
in our judgment, in the light of all facts, fig- 
ures, reports and other information obtain- 
able, and after full discus- 
sion and consideration, we 
belheve will make for the 
“success of the business as 
a whole. We appreciate the 
fact that others might plan 
and act differently, with 
possibly better results, but 
since the RESPONSIBIL- 


TY IS OURS. = ours plans 
THEMEN WHO HAVE and policies, when 
BROUGHT |T HOME 

adopted and promulgated 


should, in fairness, be carried out, until other 
Instructions are given.’’ 


The Old and the New Salesmanship. 


There are two kinds of Salesmanship and 
two kinds of Sales Organizations. These may 
be designated as the Old and the New. 


In the Old way of selling goods, which was 
prevalent not many years ago, the salesman, 
who was known as a ‘‘drummer’’ or ‘‘ecom- 
mercial traveler,’? was assigned a_ territory, 
and this was about ali the firm did for him 
except to compensate him for the business re- 
ceived. The Salesman had to devise his own 
means and methods of working territory. He 
had to work out his own sales arguments, 
create the demand for the article he was sell- 
ing, develop the territory as best he could, 
and in general shoulder the whole load so 
far as the field work was concerned. The 
Salesman was judged wholly by the amount 
of business which he produced, and while this 
was and is the proper criterion of Success, 
means and methods have vastly changed. | 

The New way is represented 


by modern 
sales methods and organization. 


Today the 


‘other locality. 


firm and the salesman co-operate to produce 
profitable results. The firm takes the lead and 
furnishes the salesman with every aid and as- 
sistance in its power. Before going on a ter- 
ritory the salesman is 
thoroughly familiarized with 
the line of goods and 
with the arguments which 
help in convineing custom- 
ers. He is not left to de- 
velop his territory single- 
handed, but is aided by 
high grade 
through catalogues, bulletins 
and other literature, as well 
as by general publicity mm va- 
rious magazines, ete. Working models are 
furnished where applicaable so that the sales- 
man can demonstrate the various features of 
the device he is selling. The salesman is con- 
stantly in receipt of letters from his house 
giving him up-to-date information about the 
product and furnishing suggestions as to meth- 
ods of work as well as general encouragement. 
Conventions are held during which a mutu- 
ally profitable general discussion prevails and 
in numerous other ways the firm works with 
the salesman in order that his efforts may pro- 
duce maximum results with minimum effort. 
This is Co-operation—This is Efficiency. 


IDIONT SELL 
A SINGLE 

PROSPECT IN 
THIS TOWN 


Organization Spells Efficiency. 


Our Army and Navy methods furnish a no- 
table example of organization. Can you imag- 
ine the soldiers of Germany or Great Britain 
being provided with guns, ammunition and 
other paraphernaha of war and then told to 
go and fight in the north of France or some 
What is it that makes the mod- 
ern army efficient? Why is it that when 
Unele Sam wants a half-a-dozen battle ships 
and eruisers at Vera Cruz, or ten thousand 
men in Arizona, that almost coincidentally 
with the decision the forces 
are on the move? The an- 
swer is System. The object 
in view, viz: the Nation’s 
Safety, is of such tremendous 
and vital importance that 
every motion, every detail is 
anticipated and arranged for. 
Then when the army or navy 
does launch forth an ef- 
fort, the results are shown. 
Reasoning by analogy is a 
_ dangerous expedient, and the 
comparison with army methods cannot be 
profitably carried farther in this instance. 
With an army victory or defeat is inevitable. 
With a sales force the contest is one of peace, 
and victory and success are the results. 


CO-OPERATION 


advertising ~ 
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System means 
method—proceeding 


Organization means System. 
Efficiency. System is 
with a definite plan. Efficiency means maxi- 
mum results with minimum effort of time, 
brains and labor; whatever of these is saved 
can be used for some other task. 


When, as in the modern sales organization, 
the firm furnishes the method and directs the 
salesman in his work and 
the salesman in turn accepts 
the firm’s method and works 
by this direction, we have 
real efficiency as the result 
of systematic work because 
the salesman and the firm 
co-operate. 

As an example of system, 
let us suppose a ease. If 
you, as a salesman, were turned lodse in a 
territory, you would, if you were sensible and 
alive to your own best interests, immediately set 
about devising some plan to work the terri- 
tory systematically. Could you think of any 
better means of accomplishing this result than 
to compile a list of all the merchants in one 
territory, making the list by counties, listing 
the towns alphabetically and the merchants in 
the towns the same way? You would want to 
inelude in the list the merchants in every line 
of business which would furnish probable 
prospects for Bowser equipment—i. e., 


General Stores. 
Grocery Stores. 
Hardware, Paint 
Stores. 
Drug Stores. 
Department Stores (in cities where 
commercial trucks are used). 
Public garages. 


"\ LIKE MY BOWSER OUTFIT 
SO WELL THAT | WISH YOU WOULD 
SELLTO MY FRIENDS SmiTH= AnD 


THE F 
SALESMANS 
FRIEND 


and Implement 


In the event that your contract permitted 
you to work them ,you might include the 
names of lumber companies, coal mining com- 
panies, etc. 


Financial Responsibility of Firms. 


It would also be a great help if you would 
get the commercial ratings of these various 
concerns so that you could judge their finan- 
cial responsibility. Now about the only place 
you could get this fund of information would 
be from the rating books of Dun or Bradstreet. 
In these books the various lines of trade are 
denoted by different symbols. A symbol rep- 
resenting his line of business is placed beside 
the name of each merehant and firm in the 
books. 


in order to classify the general stores in, 
say, New Castle, Maine, it is necessary to se- 
leet those names having the general store sym- 


' 


| 


bol appended. You would rightly judge this 
to be quite a task and that your time could 
be used to much better advantage in selling 
3owser Tanks. It is true, nevertheless, that 
if you could not otherwise get the informa- 
tion it would pay you well to make a business 
of compiling such a list. You would later on 
more than compensate for the time expended 
because you would be able to work system- 
atically and, in general, system and efficiency 
20 hand in hand. 


In addition to all this, if you could get ad- 
vance information as to which merchant had 
Bowser Outfits, this would be a further help. 
Taking the whole scheme a step farther, if 
the data on each merchant was compiled on a 
separate shp with sufficient space for you to 
make your report, that would save a good deal 
of time and prove a great convenience; if, 
farther, a series of reasons was printed on the 
ship so that you could indicate the results of 
each call by check marks, the aeme of con- 
venience would be attained. 


Planning Your Work a Week Ahead. 


Armed with such a mass of data you could 
plan your work for, say, a week ahead; map 
out a week’s campaign—resolve to work cer- 
tain towns in such order that there would be 
little or no lost motion. On reaching a town 
you could at once get under way, complete 
your list in the shortest possible time and 
move on to the next place. 


Now consider the matter from the stand- 
point of cost to you. It costs you a certain 
minimum per day to live and travel. This 
minimum will vary somewhat according to the 
territory you are working, your personal 
tastes, etc. Whatever the minimum is, it in- 
cludes your railroad fare, lodging, food, ear- 
riage hire, ete., ete. The greater number of 
calls you can make per day the less the cost 


per call. This is your cost of getting business. 
Time is money. The longer you spend hunt- 
\\ W/Z ing for prospects, the higher 

= Sv /74 your cost. Another value of 

“ae =< systematic work is_ here 

28 shown. If you have ealled 

on all the prospects and 


have achieved unsatisfactory 
results, then it is time to 
make a vigorous hunt for 
the reason—your line of 
talk and general presentation probably needs 
some thought. You cannot tell whether 
or not a merchant can be sold until you 
have called on him and tried to sell 
him. The value of your lst consists, in part, 
that you have the names of all the people who 
may be sold, and you ean readily eliminate 


THE OLD METHOD COMPELLED 
THE SALESMAN TO WORK OUT HIS 
OWN MEANS 


the useless names, if such there are, but not 
until you have called upon them. You are 
wor king your territory systematically. When 
you have finished you know beyond a reason- 
able doubt what conditions prevail and you 
have come in contact with every man who can 


be sold. 


The Calling List System. 


You have probably recognized ert I have 


been leading up to, viz: The Calling List 
System. You have _ had 
drawn for you a_ mental 


picture of the task of com- 
piling such a list. Now, sup- 
pose that, learning of your 
endeavor to make a_ list 
Ifo merchants to aid in sys- 
tematic work, the Company 
should say to you: ‘‘ We will 
compile your list so that you 
can see everybody and not waste any time. 

This is exactly what Bowser and Company is 
saying to its Sales Force. We will do the wor k 
and pay the bill to help you—the Salesman— 
get the business expeditiously. We will pro- 
eure new Dun and _ Bradstreet books every 
ninety days so that you will be supphed with 
the very latest informatioin. We will keep 
records of all reported sales, as well as loca- 
tion of Bowser outfits reported in the field, so 
that you will know just what the conditions in 
your territory are before you enter it. It will 
cost a lot of money to do this—but the system 
will inerease your efficiency and our profits 
so it will pay, provided you use the system. 


THE NEW way 


One person cannot co-operate—it takes two 
No matter what trouble and expense the firm 
ineurs to make Calling Lists and collate re- 
ports, it will be profitable to the extent that 
you use the information, i. e., work the Call- 
ing list, and to that extent only. A system not 
worked, or not systematically worked, is as 
useless as no system at all. When you don’t 
use your calling list you are robbing yourself. 
No one is shrewd enough to tell who can be 
sold and who ecaannot be sold except by ecan- 
vass. ‘To work on prospects and leads isn’t 
fair to yourself or the Company. Why? Be- 
cause you are not developing your territory. 
You cannot get the business out of it which 
belongs to you and the Company. 


Now, don’t assume that you know how to 
work the territory. System is one factor of 
organization. The Calling List System is a 
System, and as such will aid you in locating 
your prospects in the most efficient way. Here 
are some points briefly stated which have 
come to light as a result of close observation 
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of the Calling List System. They should help 
you in your work. Remember, we are not 
giving you theories, but well developed plans 
from ripe experience. Lay out your work 
carefully. Don’t leave your plan of operation 
to a livery-stable man to take the long- 
est drives over the best roads, at your ex- 
pense. See everybody. You can’t tell who’s 
a prospect until you have called. Don’t miss 
the little fellow—he is just the man you may 
be able to sell. People are prospects now 
who were not once so regarded. This is es- 
pecially true in the gasolene line, where small 
merchants are situated on a much traveled 
highway. Location is now the eriterion fully 
as much as some other factors. 


Get All the Information Available. 


Don’t neglect the towns not on the railroad. 
Surely you cannot sell the people you do not 
eall on. You eannot tell how much business 
you miss by not working the isolated towns. 


The user of a Bowser outfit is the salesman’s 
friend. He will not only buy more outfits as 
needed, but will also furnish the names of 
prospects and give other valuable information. 
When you eall on a man, find out something 
not only about his business but as to what is 
going on in the town. Get information in re- 
gard to new enterprises, ete. All this will 
help. 


_ The most consistent users of the Calling List 
System are its strongest. advocates. Use your 
calling lst as soon as you receive it. Don’t 
let it grow stale. Remember, the Agency 
Books are revised every ninety days and in or- 
der to get the highest degree of efficiency from 
your list you must have a new one. Plan re- 
quisitions accordingly. 


Be systematic in all that you do. Get start- 
ed on time with the day’s work. Have defi- 
nite hours. Keep models in 
trim. Have your literature 
clean and up-to-date, your 
order book in shape and 
everything ready to do busi- 
ness. You will 
so doing that you will ae- 
complish better and bigger 
results with less fatigue than 
when working along a half- 
way efficient and haphazard system. Be sys- 
tematic, not for the sake of working a system, 
but to get business. 


Pa Ay > 
WO 


IT COSTS A CERTAIN 
MUNIMUM TO LIVE AND TRAVEL 


Again let me say, it takes two to co-operate. 
Use what the Company has provided. Remem- 
ber, too, that your privilege carries with it an 
obligation. Don’t fail to do your part. Send 


find by 


a 
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in your reports promptly. Be sure and give 
all information about Bowser outfits in use. 
This will help the salesman who next covers 
the territory—probably yourself; the other 
fellow is doing the same for you in some 
other territory. Remember that all these 
things which the Company is doing. cost 
money, and for us to get adequate returns 
on the investment you must use the means and 
methods placed at your disposal, so that you 
can increase your business and ours. 


Co-operation Is Comprehensive. 


I have said that Co-operation is comprehen- 


sive. When you co-operate you become sys- 
tematic and _ efficient because these other 


things are included in the policy which you 
adopt when you work with us. We want you 
to work with us, and we want to work with 
you. I beheve that it is hardly necessary to 
say a great deal to you gentlemen about 
work, because you all work. It is well to bear 
in mind, however, that without work every- 
thing fails. The best System imaginable fails 
unless it is backed by good, hard, consistent, 
persistent work. 


What we want is your co-operation. I be- 
heve that if you understood what we are try- 
ing to do for you and for ourselves that you 
will appreciate the co-operative idea involved 
and that together we will work to the end of 
selling more goods—selling the people who 
haven't been sold—the people who haven’t 
been called on, to the end that we will get the 
one year’s quota and add a handsome margin. 
| Don’t forget this though—It takes TWO to 

co-operate. We need you and you need us. 
| Recognize this principle in the right spirit and 
|we have true Co-operation. You are the 
-workmen—we supply the best tools that 

money, time, labor and thought can supply. 
When you co-operate you get the benefit of all 
we have to give. So, co-operation is compre- 
hensive—it includes the whole scheme. 


as 


| 
| 


j 


Remember these three things— 
CO-OPERATION. 
SYSTEM. 
WORK. 

These three, but the greatest of these is 
CO-OPERATION. 


© ® © 


Atlanta secured 13 Pacemakers in 1914 and 
also had the honor of having the 13th high 
man in the High Forty. Now  Brown’s 
goat escaped its keepers and wandered into 
the Aalanta Office the 13th day of January. 
And yet they say 13 is an unlucky number! 
How about it, E. Jay? 


A WELL MERITED PROMOTION. 


Mr. T. D. Kingsley, Special Salesman for the 
Store and Garage Sales Department, has been 
promoted to District Super- 
intendent, with headquarters 
at Philadelphia. 


Mr. Kingsley is one of 
these all-round efficiency 
men. He demonstrated his 
ability here in the office and 
later went with the Chicago 
Delegation, proving his sell- 
ing ability there. When he 
outgrew the Chicago District, he took up spe- 
celal work for the Store and Garage Sales De- 
partment and finally was chosen to manage the 
Philadelphia Office. 


Many times we have mentioned Mr. Kings- 
ley in the Boomer, and it is hardly necessary 
for us to go into further details regarding his 
advancement. Personally, we congratulate 
him from the bottom of our hearts, and beleve 
that Philadelphia will come to the front fast 
under his management. He is a born leader 
and ean fulfill all that he undertakes. There 
is one nice thing about him, and that is that 
he never asks any one to do anything that he 
is not willing to do himself—and another, he 
ean do it. 


Mr. T. D. Kingsley 


The above picture shows Mr. J. S. Carrington 


in his Hupmobile. You will notice that he is 
sticking very close to his friend, the ‘‘Red 
Sentry.’’ And his model case is there, too. 
Also note the miniature model of a Cut 19-A 
on top of the radiator cap. Some boat, be- 
heve us. 
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Closing Address 


By Mr. A. Z. Polhamus, Chairman Executive Board. 


I have been very much interested in the dis- 
cussions that have taken place at this conven- 
tion. More or less of these problems have been 
vone over by members of the Executive Board 
of the corporation from time to time. We do 
not expect an impossibility. All we do ex- 

pect is for you to do the best 
execunves—> a good salesman can do. 


I do not know how a man 
SALESMAN i (YO can make money faster than 
by getting 5 per cent. for 
F Va hemes cash with order. If you 
“al are selling him on 30 days 
he is making 60 per cent. on his money, and 
if you are selling him on 60 days he is making 
30 per cent. on his money. It is all a matter 
of confidence if he has the money. 


Your Efforts Are Appreciated. 


I saw Mr. Dunkelberg pass out the checks 
this afternoon that you have earned as Pace- 
makers. I thought what does that represent 
in the way of work and endeavor and anxiety 
to these men, for I know that it does mean 
anxiety and work on your part. You have done 
what most men cannot do to earn that money, 
and I feel that you ought to be congratulated 
and that you are to be appreciated for what 
you have accomphshed. 


I believe that you believe that you are ap- 
preciated; that your work is appreciated by 
the firm and that they do know what it means 
to do what you have done to earn this reward 
and be here and receive this money. Nearly 
all of the executives have had road experience. 
They have been to a greater or less extent where 
you are, so that they know what it means. 


We try to show this appreciation of what 
you do. There may be sometimes some things 
come up that you feel may be not altogether 
right. It is possible that in some cases you may 
not seem to get treated altogether right, but 
there is one thing that you can depend upon, 
and that is that you are always treated right 
as far as it is possible from the view-point of 
the firm. 


We do not always see things alike and we 
do not always know everything that may be 
done. The firm, like any other firm, must make 
some money, or they would not be in the busi- 
ness. That is a thing to bear in mind. The 
thing that I want to ask you this afternoon 
is that you have just as much faith in the firm 


and in the executives and that you co-operate 
in the business just as much as you expect the 
firm to have faith in you and to co-operate 
with you, and you will make a success in your 
business. 


My Position With the Firm. 


Since you have been here a few of you gen- 
tlemen said to me: ‘‘Mr. Polhamus, I hardly 
know: just where you fit in the organization. 
Am I to address you on any matter, or am I 


99? 


not? 


So I want to say a word or two about the 
organization. I might say that I fill the 
same position that I have always filled, or as 
much of it as I ean, but the position got so big 
that I have had to have some pretty good men 
to help fill up the hole. I fill the same po- 
sition as I have always filled, except that Mr. 
Bechtel is General Manager and Mr. Zahrt is 
Assistant General Manager and Mr. Briggs is 
General Sales Manager, and I can assure you 
that I still have plenty of problems to wrestle 
with, and if you do not believe it, just take 
my place for a moment or two and have Mr. 
Eggimann come and say to you that it is cost- 
ing us 1 per cent. to make our collections, and 
you know all the while that the way business 
is coming, you are not making 1 per cent. Run 
around that problem so when dividend time 
comes you ean shell out to the stockholders. 


Also, so that enough money is here to pay the 
bills. 


Another problem we are face to face with 
on account of the strong competition, and that 
is we should reduce overhead expense. And 
you want to begin to reduce overhead expense. 
How much is our advertising costing us? 


a omer Let us cut out that 

OF COURSE, TO Pay $ , and a great many 
other propositions of this 
kind. 


I want to 


that we lose sleep at 
\ night wondering how 
\\ we can cut down over- 


head expense, only to a cer- 
GETTING 5% FoRcasH tain limit; when we get be- 
yond that we cut down efficiency. When we cut 
down. efficiene xy we cut business, and are worse 
off. So you see we have plenty of problems to 
work on. 


say to you . 
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I want you to know these things and appre- 
ciate that we have our problems as you have 
yours, and to ask you to co-operate with us as 
much as you ean. 


Things Sometimes Look Different Viewed From 
the Other Side. 


There is a difference in the view-point you 
eet from our point of view. I feel that, in a 
sense, 1t 1s as if the firm 
sees things from the top of 
a mountain, while the view- 
point of the salesman is from 
the valley. 


Your view-point comes 
from your territory. That 
is the only view-point you 
have. The view-point of the 
executives covers not only your territory, but 
all of the territories. It is a big problem to 
adjust the business to suit every territory. 


THEY 


MUST HAVE FAITH IN EACH 
OTHER. 


For instance, one man says, in his territory 
it is absolutely no use under any circumstances 
to sell goods on more than nine payments. An- 
other manager says, to lmit us to nine pay- 
ments would ruin our business. 


It is up to the management to adjust that 
matter. They get together and talk it- over 
and decide on what is best for the whole or- 
ganization. 


The thing | want you to understand is when 
you get a ruling that may not always apply to 
your case to the best advantage as you see it, 
bear in mind that it is made for the whole or- 
ganization. Probably a great many things en- 
ter into the question that you do not know any- 
thing about. I said to Mr. Savercool the other 
day in quite a serious argument, you cannot 
have your pie and eat it, too. I want to say 
to you that you cannot have your pie and eat 
it, too. You cannot have the best organization 
there is and do a lot of other things and then 
sell goods on the price of some fellow who 
starts up and quits sixty days after. 


I wish that: the salesmen could be on the 
Executive Board and act for a little while in 
solving some of the problems that the Execu- 
tives have to handle. We know that you 
sweat sometimes in getting an order, but you 
would sweat considerably more on some of the 
problems handled here. 


One Price the Best Basis. 


Just a word about the matter of one price, 
: cutting price, etc. I was pleased at the hotel 
the other evening in talking to some of th? 


gentlemen to have them bring up this matter 
and say that the best firms in the country are 
the most independent in a sense, and the most 
independent firms in a sense were the biggest 
and most successful. 


When I was a boy of 14 years or a little bet- 
ter, | went to work in a clothing store and they 
at that time were run entirely by Hebrews. 
It was a great custom to ask about two or three 
prices for a thing and then eut down the price. 
This firm I worked for said: ‘‘We are going 
to do business on a one-price basis.’’ 


Everybody said: ‘‘You cannot do it.’’ 


It was not many moons before that firm had 
the business of the town, and they did not cut 
their prices, either, and did not throw in any 
suspenders. Today one of the largest and best 
clothing line houses, you know who, would not 
sell you a $9.99 overeoat for one cent less than 
their price, but they would sell at their price. 


There are many other firms like that. The 
thing I want to say to you is that Bowser & 
Co. is to be considered quite an inidependent 
firm. I beheve that you are stronger when 
you stand for one price, for high grade quality, 
and for that which is best in business, and | 
believe that this is our success and your sue- 
cess. [| am sure from what I have seen of sales- 
men and have known of salesmen for twenty- 
five years that the salesmen who stand on that 
are the strongest and the most successful sales- 
men, 


I am glad to see you all here. I know that 
you have had your difficulties. You have ac- 
ecomphshed great things, but I don’t believe, 
boys, that you have aeccomphshed anywhere 
near what you are capable of. You are woe- 
fully short on some things. There are some 
things that show that you are not on your job. 
You get sometimes the wrong view-point. The 
thing | want to say in closing is this. 


Co-operate With the Organization. 


We have our organization. Almost anything 
ee you have to take up should 
nee 3) 


cae aan be taken up with your Man- 
a ge Ngee ager. If it is a matter that 

td A should be taken up with Mr. 
~ Briggs, as General Sales Man- 
ager, write to him. Then if 
you cannot get justice from 
your Manager or Mr. Briggs, 
you can go to Mr. Bowser, 
the whole buneh of us. 


THAT FIRM HAD THE ~ 
BUSINESS OF THE TOWN 


and he may fire 


The place for you to go is to your Manager 
or Mr. Briggs, not to Mr .Zahrt, Mr. Bechtel, 
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Mr. Dunkelberg, Mr. Bowser or myself. Do 
not think that if we say, go to Mr. Briggs, 
that we have no sympathy with you. It is sim- 
ply for the good of the whole 
organization and to make for 
efficiency that you follow 
along the line of organiza- 
tion that we lay out. We 
have outlined our organ- 
ization to make it effi- 
cient. Within’ the last 
two days I have received 
two letters which ought never have come 
to me. I never heard of the salesmen. One 
wrote me and wanted me to advance him on his 
note $100. My initials are ‘‘A. Z.’’ He must 


THE 
EVER-PRESEN T 
PROBLEM 


Prizes For 


The following will give you in alphabetical 
order a list of the Bowser Pacemakers who 
were entitled to the cash prizes awarded the 
winners in this year’s Contest. You know from 
the rules that those who make the Club the 
first year are entitled to $50.00; those who 
make it the second year consecutively are en- 
titled to $75.00; and those who consecutively 
repeat the third year are entitled to $100.00. 
This coming year the prize is $125.00. 


The following were awarded $100.00 as win- 
ners in the Contest: 


OFFICERS 
Benhant Ms Ga eresidentimnweruh cick ecee ett Chicago 
Crandall Weayi ev 1Ces bresid CliGerninccs. San Francisco 
ReEUbeI Govbln ~SCCRELAIY marca mmt tee sieteis San Francisco 
DIRECTORS 
Carpenters Crist awe crateetcts re tar tere a oie cresoretenel > Albany 
MGONATC,. Ree Di wren recreate te oe tet ec oerias Harrisburg 
IPOtts, wl 3C. lees tamintice easiest atc Fort Wayne 
IN OAK ee Nels casomimon onc aoae saa Eng. Sales 
SMiviy: We '\Caecectonsne eee erate lors cucta isons San Francisco 
MEMBERS 
Coddington, R.- ...Denver 


Darden; 5 Wisc aces 
Washington 
B....Chicago 


Leonard, H. A... 
Merickel, J. W.. 
Milliron, E. L.. 


.Chicago 
. Toronto 
Eng. Sales 


Darling, A. 


Deming, W. N....Toronto Motiatt, AS see. Toronto 
Devereux, F. W...Albany Purdy Eis ho SA tliat 
Puncan, A. Lb: Je Chicago Richardson, F. H..Albany 
Eggleston, C. R...Albany Shepherd, W. P...Chicago 
Eiarteen, JA. (Giga esr Sherlock, R. H...Chicago 

Bret s ise os Fe Harrisburg Sterling, J. G.. .Chicago 
Johnson, R. S..Eng. Sales ATW eo PB SA care a tye Chicago 
FOLOGZ. Weac Her cps ates Ue oo MBIA” Anche cae Chicago 


have gotten it mixed with ‘‘E. Z.’’ I also re- 
ceived a letter that Mr. C. E. White got a 301 
outfit instead of cut 1, and a whole lot of lingo 
about some order that I do not know anything 
about. 


The thing that I want to plead with you for 
is ‘‘co-operation.’’ You can help us and help 
yourself by doing those things. 


I have enjoyed this convention very much, 
and I believe it is productive of a great deal 
of good. 


You are pretty good on the repeating game. 
Most of you have come back, have been here 
two or three times. We hope you all will be 
here every time. 


Pacemakers 


The following were awarded $75.00 as win- 
ners in the Contest : 


OFFICERS 
Bachman, Ei. Be Lreasurer scan eee Atlanta 

DIRECTORS 
Paquette w iN... Saastee ane aloo oe eee Toronto 
Scott, ‘GP SW ase eoe cree ee tel oe cee New York 
eG) W AAs hel aoe cloaks siete arene eee St. Louis 
Tnce,.. Wa Ws. Bilis otis tered c Snide Rae eee Dallas 

MEMBERS 
Bradshaw. weit ede merit Lahon, .L., H....San’ rane 
see Soha oF Harrisburg Lawrence, R. T...Chicago 
Carrinestonsy Jomo Atlanta Lawther, P. W.....Dallas 
Casey, A, Leese Louis Lowe, HH: -Hi.acs ee Dallas 
Collins? (S27 Ssnee eau pany Michaux, W. F...Atlanta 
Evans, C. Bias est.) Lomis McConnell, D. W..Albany 
Fisher, R. G: . Denver Pack, Ta. "O... 3.7.0. s.Acblamees 
jalewwa gbary wae, diy 6 os cron Peeples, F. H...New York 
Stele uate ae Fort Wayne Ring) IN. Ave .kcs eee) Dae 
Hessenmueller, K. F... Roberts, J. G. 7. s7Albanm 
eatin crores ‘Harrisbur g Schuster, F. C....Atlanta 
Sava Wie ae Atlanta Spurgeon, T. J.Ft. Wayne 


The following were awarded $50.00 as win- 
ners in the Contest: 


DIRECTORS 
Deftiler;* Bs Ase oc wc aetna nc eee ee Chicago 
Mattingly; Nee .. ..at dee eae eee Denver 
‘Vortigern;*H? "Ay 22.400 oe ee ee Philadelphia 
Stovall, (Gl Pats dcee Cote Le ee Washington 

MEMBERS 
PMNS ope ce Mien ao ape lente ie) Foster, W. A. ....Chicago 
Ashley, IY DNC agua Sota EH OEE Greer) Lac Bute Chicaae 
Babbitt, H. F..Eng. Sales Hartsough, J. C..St. Louis 
Behen, J. J. ......Chicago Jewell, Ry WwW. enon Denver 
Bowen, G. B..... Chicago hipesjs Ras aeeee Chicago 
Carpenter, W. H..Chicago Manning, J. J.....Chicago 
Cheney, L. W..Ft. Wayne Offerle, W. B..Harrisburg 
Glinie; ey onan rue Atlanta Prigg, J. M....Harrisbure 
COX Le Rea Atlanta Redford, S. J. ..San Fran: 


Crow, DY Wee A clamta, 
Daley, Ole... oe ALO amy 
Harle. Elen Denver 


Tomlinson; RiaBaw 
Williamson, S. P.. 


.Dallas 
Atlanta 
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Closing Address 


By Mr. S. F. Bowser, President. 


We Are Never Tco Old to Learn. 


It is getting late and there has been so much 
said that there is not much left to say. But 
this is what is on my heart and uppermost in 
my mind. You men have come here for a pur- 
pose. We wanted you to come and you have 
wanted to come, and consquently we met here. 
If we have not given you a licking, then your 
coming has been a failure. Just to give you a 
little line as to what I mean by giving you a 
licking. 

“Mr. Carpenter says: ‘“‘I am licked. Mr. 
Gallmeyer can sell five kerosene tanks in his 
territory where I only sell one.’’ 

He is not the only one. 

There are several of you men who have said: 


““T see things different that I used to. When 
I first came here I thought I was all right. 
was here last year and I got things better. 
Iam going to get better this vear.’’ 


_ 


I am pretty old in this game. The fellow 
who comes here with a bit in his mouth, as I 
have seen in my time, a man 
that we never reached when 
he was here and when he 
went away from here he 
went with the bit still in his 
mouth. He did not learn 
anything. He knew more 
than we did when he came 
here. 


e 
STEEL MEN COME IN WITH A GRIN 


There is no child under 
God’s heaven so good as the child who is obedi- 
ent. You ean tell an obedient child something. 
tod loves an obedient man. If there are two 
men, one of who is obedient and the other who 
makes sacrifices, God loves best the obedient 
one. The man who stands high in the estima- 
tion of Bowser & Co. is the man who, as Mr. 
Briggs says, is working in co-operation with us, 
a part of us; a man who is willing to tell us 
something and the man who is willing to be told 
something. 


We have learned a lot of things from sales- 
men, but it was thru their co-operation. As 
big as the organization is and httle as | know 
about it technically and mentally, there are 
some whose names I love to hear, because they 
co-operate with us, they make no trouble. 
Trouble is only business if we get at it in a 
business way, but foolish men get into trouble. 

We have a lot of men we never have trouble 
with, we simply have a nice business proposi- 


~C eae 
roe on) 
Nee Se 4 
we ants 
OSes Lots Caen 


tion. It is splendid that we can get together 
in hearty co-operation and I have heard it 
said by men who have been to a great many 
conventions : 


“‘T have never seen such a splendid spirit 

of co-operation, willingness to work, willing- 

s ness to help, to get out of it 

what they can. I am getting 

steamed up to the notion 

that we are going to do a big 
business. ’”’ 


(Biges) 
Business Is Better. 


I went over to Mr. Steger, 
our Purchasing Agent. 
Whenever I want to feel the pulse of busi- 
ness, I ask him how things are looking. Our 
Mr. Steger knows more about anything 
along these lines than anyone else in our or- 
ganization. He has to do with the metal men 
of this country in a very substantiai way, 
and he says there is a wonderful change within 
the last few days. It is absolutely better. 


“| SEE THINGS DIFFERENT THAN 
1USED TO" 


Steel men come in with a grin on their faces. 
They mean it. There is absolutely a better feel- 
ing. Boys, with a better feeling and with a 
hearty co-operation, what is between us and 
a splendid success this year? 


Some of the boys have told me: 


‘‘T got in by just a narrow margin. Believe 
me, I am going to get into the game right off 
the bat next year.”’ 


That is fine. I am giad to know that, I am 
glad to have so many of you tell me of the 


splendid things and the good things. Even 
the best man can learn something. He gets 


a different point of view and a grat deal of 
help. 


Obedient Co-operation Means 
Success, 


Brethren, hear me, the 
greatest thing is obedient co- 
operation. Co-operation will 
bring efficiency. If you are 
heartily efficient, you will be 
efficient and if you are in ac- 
cord and efficient, you will be interested enough 
in your work to get out and work, as I have 
said previously, like you did before. I am no 
spring chicken. 


THAT'S FINE 


Some of you 
If you have 


I have been around a little. 
fellows ought to punch a clock. 
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a boss over you, he sees that you do something. 
In a sense you have no boss. It is only your 
own good heart and your conscience to acquit 
yourself before God and before yourself. This 
is about the only boss you have. 


You know how you ought to work while you 
are on the field. Put in a full day, do good, 
hard work. 


Start early this year and get into the club. 
We want to see every last one of you here next 
year. I hope the number will be multiplied at 
least three or four times. It would be a real 
pleasure to see the Pacemakers’ Club spring 
a surprise on us. | am sure that it is with- 
in the reach of ever so many more to sue- 
ceed. I am glad that every one of you is here. 
I know you are glad. | hope that we will have 
the great pleasure of meeting you next year. 
I want to leave this thought with you. 


This, | think, has been the most serious con- 
vention we have ever had. I want to empha- 
size all that I said regarding your hearty co- 
operation with the Manager of your Divis- 
ion. Co-operate with your Manager and you 
will please not only him but the man- 
agement at Fort Wayne, as nothing else that 
you ean do, and if you are a hearty co-operator, 
vou will be successful and you will be a Pace- 
maker and be here next year. 


God bless you all. 
©' ® © 


THE CLOSING EVENT 


The Best Ever—At the Same Hour at the Hotel 
Anthony the Ladies Were Entertained 
With a Farewell Banquet While the 
Men Did Likewise in the Big Din- 
ing Room on the Second Floor. 


With two banquets at the Anthony Hotel, 
one attended by about sixty-five ladies, the 
wives of the visiting Pacemakers and Execu- 
tives and Managers of the organization, and 
another attended by over two-hundred and 
twenty-five Bowser Pacemakers, Executives, 
and members of the organization, the Third 
Annual Convention of the Pacemakers’ Club of 
S. F. Bowser & Company came to a close. Mr. 
Bowser declared that the Convention was the 
‘“pest ever’’ held and in his position as toast- 
master, lauded the star salesmen who belonged 
to the 1914 Pacemakers’ Club. 


Preceding the banquets, an informal recep- 
tion was held in the lobby and on the baleony 
at the hotel. Here the fun started. <A life-size 
imitation goat was shown by the Fort Wayne 
delegation as ‘‘Brown’s Goat.’’ Mr. H. W. 
Brown, Manager of the Atlanta District, won 


the cup in 1912. Atlanta had led Fort Wayne 
almost to the finish when Fort Wayne nosed 
Atlanta out of fourth position. This, the Fort 
Wayne delegation thought was sufficient to get 
Atlanta’s Goat and they tried to rub it in ae- 
cordingly. But—and thereby hangs a tale. 


The Chicago delegation suddenly appeared 
on the scene in green capes and colomial sol- 
dier-like hats, armed with sword and _ rifle. 
They marched around the baleony, downstairs 
and around the banquet table of the ladies, 
back again upstairs where they presented arms 
and finally fired a real salute with real blank 
eartridges in honor of their vanquished foe, 
San Francisco. 


Fully up with the ‘‘Windy City’’ crowd, 
however, was the combined Fort Wayne and 
Engineering Sales Delegation who wore red 
paper hats with appropriate shoulder decora- 
tions. The fun that was started at this recep- 
tion continued on an increasing scale as the 
banquet progressed. 


The following menu for the men’s banquet 
was also served for the ladies. The ladies, how- 
ever, were given beautiful French nosegays as 
souvenirs while the men had bouteniers: 


CELERY OLIVES RADISHES 


SALTED ALMONDS 
FRUIT COCKTAIL 
GREEN TURTLE SOUP 


BROILED WHITE FISH SARATOGA CHIPS 


MONGOLIAN PHEASANT 


EARLY JUNE PEAS POTATO CROQUETTHS 


WALDORF SALAD 


ASSORTED CAKES NEAPOLITAN ICE CREAM 


COFFEE 


The program as originally outlined, was as 

follows: 
Toastmaster : - - Mr. 
Music - - - - - - Orchestra 
Announcement Tablet Cutters - Mr. A. Z. Polhamus 

Mr. W. V. Crandall, San Francisco 

Mr. R. T. Lawrence, Chicago 

Mr. J. H. Armstrong, Engineering Sales 
Presentation Senior Office Cup - Mr. S. F. Bowser 


Winner: Chicago District, Mr. L.- P. Murray, 
Manager. 


Presentation Junior:Office Cup - Mr. S. F. Bowser 

Winner: Denver District, Mr. C. C. Barnet, Mer. 
Address - - - Mr. W. D. Headrick 
Address - - - Mr. Frederick Landis 


The ladies were entertained by music and an 
appropriate program of recitation, song, ete. 


S. F. Bowser 
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CHIC 

LOVING CUP. 

TABLET CUTTER. 
WHO’ 


) 
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Down at one corner of the Banquet Hall 
were the Factory representatives with a ‘*42- 
centimeter gun’’ and an appropriate sign. This 
sign read as follows: 


THE SHOP 
Haven’t you heard of this branch—Eh? 
Listen! 
425—Pacemakers—425 
425—Tablet Cutters—425 
425—Live Wires—425 
1—Loving Cup Every Hour—1 
Speed: 
57 varieties. 

We are not Pigs in Taking Orders but Hogs on 
Filling. 

They broke in every once in a while with 
several songs and yells, two of which are re- 
produced to show you what they were doing to 
make the banquet a success. 


SONG 


Is dos nicht der Factory Bunch? 
Yah, dos is der Factory Bunch. 

Is dos nicht der Grosvenor there? 
Yah, dos is der Grosvenor there. 
Is de Factory always busy? 

Yah, de Factory is always busy 
Making Bowser Pumps and Tanks, 
Making Bowser Pumps and Tanks. 
Factory Bunch—Grosvenor there, 
Always busy——Pumps and Tanks, 
O! you Bowser Factorie. 


YELL 
Oskie, Wow, Wow, 
Skinny, Wow, Wow, 
Bowser Factory—Wow. 

The Chicago delegation, nineteen strong, 
with Mr. Murray and Messrs. Carriger and 
Kingsley with them, made the great ‘‘hit’’ at 
the banquet. Their yell, 

Sit down, sit down, sit down 
Sit down, you’re rocking the boat, 


Sit down, sit down, sit down, 
Chicago’s got your goat! 


Answered every argument that was brought 
forth by the other delegations. Their song, 
We’ve been working for Chicago 
All the live-long day! 
We'll keep working for Chicago 
Until we pass away! 
When Gabriel’s trumpet starts blowing 
We'll be working still; 
Now we're started we'll keep going— 
Will we? You bet we will. 
Was appropriate and contained a sentiment 
that if followed in 1915 will land them the Cup 
again another year. We reproduce for your 
benefit one more of their songs and another 
vell. 
It’s a long way to San Francisco, 
It’s a long way to go. 
It’s a long way to Harrisburg, 
The saddest place we know. 
Goodbye old Harrisburg, farewell Frisco too, 
We’re going back to old Chicago, 
The grandest place we know! 


YELL 
Come on you rooters if you want to cheer, 
For Chicago’s team it is right here, 
They know they’d win and you see it is so, 
For Murray’s team is not so slow. 

Every Chicago man wore a clear, artistic 
Chicago badge with Chicago on a bar at the 
top with a green ribbon by which was _ sus- 
pended a minature hog. At each plate was a 
buttonhole bouquet, the Chicago boys being 
especially favored with green roses in honor 
of their ‘‘Irish.’’ 


The Denver delegation displayed a banner 
which was as follows: 
DENVER IS NO PIG— 
JUST A SHOAT 


1st Class, Denver 128 4-10% 

2nd Class, Washington Less 

3rd Class, “Chi-the-Windy” Still Less 
“Nuff Said.” 


San Francisco, Albany, Harrisburg and the 
other delegations all had their say at appro- 
priate times. Mr. Gallmeyer, the one and only 
from Lexington, had two yells of his own, the 
purport of which was to ask the Pacemakers to 


“Watch Lexington Grow!” 


Mr. E. J. Little, Manager of the Fort Wayne 
Sales District, together with Mr. H. C. Storr, 
Manager of the Engineering Sales, led the dele- 
gation in that corner of the banquet hall. They 
had some excellent parodies on the other 
Offices. Mr. Little conducted the songs, 
a la Sousa with beard and wig. It was an ex- 
cellent impersonation and worthy of mention. 


As the menu was about finished, the ladies, 
who had been enjoying a less noisy but just as 
happy a time in the main dining room on the 
first floor of the hotel, marched into the men’s 
banquet hall singing to the tune of ‘“‘It’s a 
Long Way to Tipperary,’’ the following: 

It’s a long way to January, 
It’s a long time to wait. 
It’s a long way to January, 
Be sure you’re not too late. 
Good-by Pacemakers, 
Farewell everyone. 
When you come again next January, 
Bring the girls; we’ll have some fun. 


Seats were provided and they spent the rest 
of the evening listening to the program pre- 
pared for the men’s banquet. 


Mr. Bowser introduced Mr, A. JZ. Polhamus, 
Chairman of the Executive Board, who person- 
ally addressed the Tablet Cutters for 1914 and 
the twelve men who ranked next to them. In 
presenting the men, Mr. Polhamus character- 
ized them as the ‘‘cream”’ of the Bowser Sales 
Organization, and declared the present meet- 
ing the best ever held by the firm. 


a alc 
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Mr. Bowser then presented the Senior Office 
Loving Cup to District Manager, L. P. Murray, 
and his nineteen Pacemakers from Chicago. He 
then presented the Junior Office Loving Cup 
to Mr. C. C. Barnet; District Manager at Den- 
ver, and his five Pacemakers. 


Mr. Bowser’s keynote in his talk of presen- 
tation of both cups, was the fact that it took 
ability, salesmanship and business to win these 
cups, and the results showed that every. man 
had given the best that was in him. Mr. Mur- 
ray and Mr. Barnet both made an appropriate 
response, pledging their respective Districts to 
retain the cup in 1915. 


W. D. Headrick, an Indianapolis attorney, 
who was to have made an address, was unable 
to come and Frederick Landis, of Logansport, 
former congressman and candidate for heuten- 
ant governor on the progressive ticket, took 
both Headrick’s and his own place on the pro- 
gram. Landis delivered an able eulogy on 
Abraham Lineoln, tracing his hfe from the 
time of his birth in a Kentucky log cabin, to 
the presidency and death. Interesting anec- 
dotes portraying phases of Mr. Lincoln’s char- 


acter were told by Mr. Landis, and his talk was 
full of interest. Frequent applause interrupted 
the speaker and his address was enjoyed to the 
fullest extent. 


Preceding his talk, Mr. Landis took time to 
make a few comments about the last election 
and here are some of them: 


““T think any member of the Progressive 
Party is entitled to something, if he is even able 
to sit up and take nourishment now. I have 
come to the conclusion that there is little re- 
ward for good in this world, anyway,’’ he said 
in considering the results of the 1914 contest. 


The remarkable showing made two years ago 
was mentioned, and Mr. Landis declared that 
many speculations were made as to what 
caused the change in the political complexion 
of the state a few months ago. That the Pro- 
eressives still have their platform and right to 
habeas corpus was the substance of one of his 
expressions. he last etection refuted the say- 
ing that the Progressives were a one-man party, 
anyway, said Mr. Landis, because it showed 
that there were two or three left. 
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At the close of his address, E. F. Yarnelle, 
upon special request of Mr. Bowser, sang “Old 
Fashioned Mother,’’ a feature that Pacemakers 
have enjoyed for severai years. 


In concluding the convention Mr. Bowser 
said in part: 


‘(We are coming to the end. This has been 
the best convention we have ever had, not the 
largest, but it has been a convention of high 
order. We have been driven fast through our 
business career. Since we have been preparing 
for this convention, we have gone on in such 


THE SOCIETY OF THE YEL- 
LOW DOG. 


One of the fine hits of the 
Convention was the establish- 
ing of a branch of the Ancient 
and Independent and Efferves- 
cent Order of the Yellow Dog. 
This is a little social order 
founded upon Friendship, F1- 
delity and Fun, fun being the 
potent factor of the degree. 


You might wonder why we 
would eall such a magnificent 
order as this the Yellow Dog, 
but fidelity always cuts a large 
part in this order and there is 
nothing in this world so faith- 
ful to his master as a little yel- 
low dog. 


You ean kiek him, euff him 
around and starve him to death 
and yet he is willing to lay at 
your feet and guard you while 
you sleep; hence we take that 
name for our noble order. 


The picture reproduced shows the Officers of the order. 


It matters not where your travels may lead, you will find Yellow Dogs 
and when you find one you have found a sincere, true and faithful friend 


haste that we have searcely had time to get 
ready. But never have we come into a con- 
vention with such good preparation as we have 
for this one. We have tried to eliminate all the 
disadvantages possible, and have been able to 
do so pretty far with the co-operation of every 
man.’’ 

Mr. Bowser then thanked the men for their 
hearty co-operation and predicted that with 
their spreading it among the men now in the 
field, that: ‘‘I am sure as it has been said, that 
1915 will be a record-breaker in our line of 
business. ”’ 


b) 


All were initiated from Mr. Bowser 


down to the youngest member of the Pacemakers’ Club. 


RECEPTION AND TEA 


The Visiting Ladies Were Entertained Thursday and Friday 
Afternoon by the Local Ladies. 


lhe following invitations are really self-explanatory. 


They, however, do not convey the 


splendid time the ladies had at both the reception and the tea. 
As we have had no training as Society Editor, we are not going to attempt to say anything 


more about these two events. 
at each place. 


MRS. ROSSER McCLURE 
MRS. “A. Z. POLHAMUS 
MRS. S. B. BECHTEL 
MRS. C. A. DUNKELBERG 
THREE TO FIVE 
McCLURE PLACE 
FRIDAY, AJNUARY EIGHTH 
NINETEEN FIFTEEN 


TEA 


We believe that the ladies ean think for themselves what occurred 


MRS. W. G. 
MR Siti aide 
MRS. A. 
MRS. L. 
MRS. H. 


ZAHRT 
TtROSVENOR 
S. BOWSER 
F. JOHNSON 
M. BOWSER 
RECEPTION THREE TO SIX 
2334 HOAGLAND AVENUE 
THURSDAY, JANUARY SEVENTH 
NINETEEN FIFTEEN 


wy 
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Collection And Terms 
By Mr. C. A. Dunkelberg, Treasurer. 


There are four steps to every sale. 


(1) Seeuring the order. 
(2) Asecertainng the customer’s credit 
standing. 
(3) Shipping the goods. 
(4) Settlement, collecting the amount due. 
Making the Sale. 
Mr. Polhamus and Mr. Bowser told you 


something yesterday about how a sale should 
be made. 


I want to emphasize what they have 
said, for the rea- 
son that the out- 
come depends 
upon what the 
Salesman has 
told the ecusto- 
mer,. or: led the 
customer to be- 
lieve. The sales- 
man is a mission- 
ary to good prac 
tices, and it lies 
within their pow- 
er to correct a 
great many of 
the difficulties 
that are experi- 
eneed in the 


MRC. A. DUNKELBERG Credit and Col- 
Treasurer lection Depart- 
ments. You men 


should understand that you are missionaries, 
not only for the goods of the house, but mis- 
sionaries of good business practices. You 
have the opportunity to do your best work in 
accord with the spirit which underlies the fin- 
est charity, ‘‘To help a man help himself.’’ 


In making a sale the salesman should be 
eareful not to oversell; to sell on the short- 
est time possible; to be sure that the customer 
understanrs just what he is 
to receive; to know that the 
city or town will permit the 
outfit sold to be installed, 
which will preelude the pos- 
sibihty of our being obliged 
to take back the goods, in 
mc, which event the salesman 
oe SApe Ne Sine Se et not only loses his commis- 

sion, but is also charged the 
outgoing and incoming freight; to see that the 
customer understands that he is to pay in- 
terest on payment accounts; to see that the or- 
der is made out properly; that the order ‘s 
| 


SURE,IF YOu CAN'T 


signed; that the correct amounts are stated in 
the terms; that where eash is received with 
the order, the receipt is properly filled out, 
dated and signed, and that the proper amount 
of money is received. 


Under the heading of ‘‘Making the Sales’”’ 
properly goes the matter of terms. Mr. Bech- 
tel explained the terms yes- 
terday in his talk. I just 
want to call your attention 
again to the premium paid 
for short time orders, and 
the penalty for long time or- 
ders, and will try to tell you 
briefly why it is to your ad- 
vantage, as well as ours, to 
short time. Aside 

from the increased commis- 
sion, when a sale is made on short time, the ac- 
count is paid more promptly, there is less 
chance for loss by failure, less chance for cus- 
tomer to imagine there is something wrong 
with his outfit, less cost to collect and, finally, 
the salesman is credited with the commission 
held in reserve. 


TO SELL HIM MEANS A WASTE 
OF TIME AND 4 LOSS TO BOTH sell on 
OF us, 


Cost of Making Collections. 


The cost of collecting accounts at the best 
is quite an item. The cost to collect partial 
payament accounts is from — to — per cent. 
This is occasioned by the bank charging for 
collecting notes, clerk hire, overhead, ete. It 
costs us at least — per cent. for every letter 
or request that is made for payment. It has 
been found that it requires on an average 
two requests to secure payments. There 1s 
a difference of about — per cent. between the 
number of short and long time orders that 
are placed with attorneys. When an account 
is placed with an attorney, 
the firm might better have 
not had the gale, for after 
they pay the collection ex- 
penses, such as attorney fees, 
ete., the profit is wiped out, 
to say nothing of the expense 
that has been incurred in an 
effort to collect the account 
before placing it in the hands of an attorney. 


| aM WOUNDED, 
But Nor 


We have had brought to our notice in the 
past that some of the salesmen give the cus- 
tomers the impression that if they cannot 
pay at the end of 30, 60 or 90 days, all they 
have to do is just write the house and we will 
be only too glad to extend their time of pay- 
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ment as long as they want us to. I might say 
here that where it is shown that the salesman 
left this impression with the customer, or told 
him that we would extend the time of pay- 
ment, the premium paid for 
short time orders will be 
___ charged back to the sales- 
sy man. We are obliged in the 
“ yvegular course to carry a 
-ereat many accounts longer 
than the time specified in the 
wits vow terms. — You will recognize 
THE OUTFIT TOBE that it is a pretty hard mat- 
INSTALLED a - 

ter for us to turn a customer 
down in making request for extension of time 
if the salesman has told him that we would be 
glad to extend the time of payment. 


BE SURE 


Credits. 


This is a very important step in the trans- 
action. Ninety-five per cent. of the business 
done in this country is done on eredit. The 
salesman should make due investigation as to 
the man’s ability to pay, for if he cannot pay 
it is not only a waste of time to try tose- 
cure his orders, but it means a loss to both 
of us in the end. 


Credit information can be secured through 
banks, wholesale dealers, and others. 


We have promulgated a system this year, 
which has been tried out in several districts, 
and has proven entirely satisfactory in every 
respect, and it will be extended through the 
remaining districts. In brief, the system is 
this: You will be furnished with a pad of 
requests for special reports. Where the party 
does not bear a rating or is rated less than a 
certain amount, a request 1s 
made out and forwarded to 
the district office of the Re- 
porting Company, who will 


“IPS ONLY ANOTHER LETTER 
FROM THE HOUSE, AND 
THERES NO HURRY ABOUT 

% ANSWERING 17 


forward the report to us 
through their main office. 


You will recognize the value 
of this for the reason that 
the report is received in the 
same mail, or the following 
mail after the order is re- 
ceived by us. This enables us to handle the 
order more promptly, make shipment more 
promptly, ete. 


THIS ISWRONG, AND GETS @& 
THE HOUSE IN BAD WITH THE 
CUSTOMER 


Shipping the Goods. 


We are abundantly able to take care of all 
shipments promptly, therefore, there will be 
no difficulty from this source. 


Collections Made Easier by Co-operation of 
Salesmen. 


The salesman feels, of course, that making 
the sale is the most important event in the 
transaction. The Collection Department 
naturally feels that the collection of the ae- 
count is the most important event, and I be- 
lieve you will agree with me that it is a very 
important step, for if collection is not made, 
there is no use in selling goods. 


The Collection Department work can be 
made easier by co-operation on the part of 
the salesman. I do not mean by this making 
a collector out of the salesman, but. by keep- 
ing in mind the points brought out in the fore 
part of my talk you ean help the Collection 
Department to a great extent. I appreciate 
the fact that there are some customers in the 
world who will claim that the salesman said 
thus and so in order to delay payment. If 
the salesman will see to it tha the has done 
everything in his power to make the matter 
clear and plain to the eusto- 
mer it will help us to a very 
great extent in the collection 
of the account. 


Another point is that sales- 
men should answer letters 
addressed to them promptly. 
In some instances it is nee- 
essary to write the second 
and sometimes the third letter before receiv- 
ing response. This is wrong, as it delays 
settlement and gets us in bad with the eus- 
tomer because we do not answer his complaint 
promptly. I know that osme salesmen do not 
like to write letter, also that it is not always 
possible for them to see customers at the time 
the letter is received, but the least you ean 
do is to write: 


THE BANK AT LACROSSE CLOSED 
IT'S DOORS 


‘‘Letter received. Will see Mr. Jones with- 
in seven days, or whatever time may be nee- 
essary.”’ 


The Collection Department will then know 
that the matter will have your attention and 
can so advise the customer. 


Things for the Salesman to Remember. 


That the War Tax Stamp is to be placed 
on the blanket note form of contract ognly, 
not on the short time order blanks; that the 
tax is 3 cents on every $100.00, or fraction 
thereof; that the stamp should be placed on 


the back of the note and canceled by the eus- 
tomer. ; 


To see that payments on the blanket note 
are figured correctly; to see that the dates on 
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the blanket notes are filled in properly. We 
have had cases where the salesman would in- 
sert the month only, and some would leave off 
the year. Insert the full date—month, day 
and year. 


Long term order written on short term 
blanks, also optional term orders written on 
short term blanks. If op- 

eZ ee ee terms are desired, they 

- should be written on long 
filling out the 


term blanks, 
~ blanket note. 


2 ‘That when an old outfit is 

- taken in exchange, you are 

ae Mincwremanaers eXpected to send in an ex- 

change ecard promptly filled 

out, being sure to give the serial number of the 
old pump. 


That 5 per cent. discount is given purchaser 
on small orders, such as foot valves, portable 
nozzles, ete. Where the salesman fails to de- 
duet this discount, it means that we have to 
make a refund. This apples, of course, as 
you understand, when cash in full is received 
with order. The five per cent. discount, how- 
ever, does not apply to repair parts. 


Salesmen should see that envelopes trans- 
mitting the orders are properly sealed. We 
had a ease the other day where a letter was 
received containing an order and a $10.00 bill, 
and the envelope was not sealed. You will 
recognize at once what it would mean had the 
$10.00 bill been extracted before it reached 
destination. 


Letters That Are Amusing. 


It has been said by a great many of you gen- 
tlemen that you would not have the Collection 
Manager’s job if it was the last job on earth. 
You evidently appreciate what he is up 
against. You can lighten his burden materi- 
ally by co-operating with him in the ways 
that have been suggested above. 

We occasionally receive letters that are 
amusing, and I will read you several. 


“Dear rFend 


i got your leter some time ago and i roate to 
my wife to try and huary som of them feloesup 
1 got 284 on my books when i left the last i heard 
them got in 50c. 

I had Bad Luck last someer at Madison, But i 
come out all rite i wate on the farmers and no 
crop so they cant Pay and the Bank at LaCrosse 
close it dorer and that made it still Worse i had 
in 40 akers of Flax and nevey Cut it and When 
i got hear the 3 day i took sick the Water is so 
bade i was sick 10 days the Dockr thought i was 
gon to have tifoord feaver But i got over it all 
rite. 


i got a house in Kenosha Wis and ant got no 
rent for 6 monts i nevy was stuck like this 


if you will wait on me a little i pay you good 
intres i will pay my bills that is why i come out 
hear this Winter to Pay Wat little i owe and 
have some money to start in the spring dont 
thing i Beat you out of one cent. 


Hoaping you will give me ae litl more time 
and you get your money and intres i may get in 
mony at any time. 


Hoaping this Will be all rite i Pay the Bill as 
soon as i got Plenty money if i could get it.” 


© © © 


“ij rout you some time eago eatt i mitt vitt ean 
axidantt i bact over de graid witt an AUTOMO- 
BILE eand var ol brustopp eand i heay leidein 
bed for 3 monts eand i am nott jett so i cantt 
dou enyting eatt presentt bott i try de bestt i can 
wen i gett over mi siknes de out fitt stands ein 
my grages sem eeas var seipt” 


© © © 


“With great shame I am answering yours of 
Nov. 21—1914 begging you warmely, to have 
more kindness, as you have had, in waiting for 
my account of $80.25. 


“Do not afaird pleease. If the luck has been 
in my favor, I could give you all what I ow you, 
with out your request. But as you know proper- 
ly that the work is scarse, the business runs 
slowly, and what is out is too hard to collect, 
it brings me in position to stay arrier with your 
account owned you. 


‘Remember (this ward Gentlemen) [ am 
wounded, but not dead, and if your great courte- 
sy helps me in giving chance, I hope and prom- 
ise you to do the best possible I can paying, you 
up to every cent that I ow you with out any 
dout at all. 

“Hoping that your dignity gets pity allowing 
me the accommodation possible, being obliged 
for my life, I remain,” 


ORO MEO) 


COMPANY DINING ROOM. 


One of the bugbears of previous Conventions 
has been the necessity for the boys going down 
town for their noonday luncheon. This re- 
quires practically an hour’s time coming and 
going, which cuts the day much shorter. This 
time, however, the Management very effective- 
ly overcome this objection. A special dining 
room was enclosed in the faetory and fitted 
up with all things neessary to quickly and et- 
ficiently serve a large number of men. The 
Pacemakers and all visitors, together with a 
number of the Home Office force, were invited 
to take their noonday luncheons in this din- 
ing room four days of the week ,beginning 
Tuesday, until Friday. 
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Mr. Keenan, who has charge of the kitchen 
and dining room at the Fort Wayne Country 
Club, served the meals, and they certainly were 
gotten up in great style. To say that we were 
all agreeably surprised would be putting it 
mildly. Remarks were heard on all sides that 
‘“‘This is a real banquet,’’ ‘‘Some feed,’’ “‘My, 
that looks good,’’ ‘‘Some elass to that, believe 
me,’’ ete., ete. 

The boys who remained over for Saturday 
were invited over to the Company Club House. 
This arrangement for the noonday meal made 
it much pleasanter for all, as it gave the boys 
that much more time for visiting throughout 
the factory and studying methods of construc- 


tion. 
© © © 


WHAT HAPPENED TO ‘‘BROWN’S GOAT.”’ 


At the Convention Banquet the Fort Wayne 
boys got together and borrowed from a local 
furniture store a very handsome, stuffed Billy 
Goat. They labeled this ‘‘Brown’s Goat.”’ 
During the banquet they 
had a great deal of fun 
over this goat, which was 
prominently displayed 
right back of them at the 
table. 


a That neh tevin Pocus: 

Ss,‘‘T. Cadwalloper,’’ put 

the stuffed goat in his 

room for safe keeping. When he awakened in 

the morning, the goat was gone. No matter 

how diligently he searched, that goat had ab- 

solutely disappeared, leaving no footprints or 
trace after it. 


| 


THE GOAT WAS 


Now the Fort Wayne delegation is passing 
the hat to take up a collection of $9.50 to pay 
for “‘Brown’s Goat.’’ Mr. Brown wears a 
sphinx-like smile and looks very much like the 
eat after he had eaten the canary. 


But, mind you, we make no insinuations at 
all. We simply give you these facts for your 
own consideration. 


© ® ® 


DISTRICT MANAGERS, VISITING AND 
SPECIALTY SALESMEN ARE 
GUESTS OF THE BOWSER 
EFFICIENCY CLUB. 


Tuesday evening, January 12th, was the 
time for the regular meeting of the Bowser 
Efficiency Club, composed of office employes, 
Managers and Executives at the Home Plant. 
As the District Managers and some of the Spe- 
cial Men and Salesmen were here, they were all 
guests of the Club. 


The evening supper was taken in the dining 
room in the factory. Approximately 125 were 
in attendanee. Talks from several of the dif- 
ferent Branch Managers were listened to with 
a great deal of interest. 


Mr. R. S. Colwell, Manager Harrisburg Dis- 
trict, spoke on ‘‘How We Lost the Loving 
Cup.’’ As this was a very painful subject with 
Mr. Colwell, he did not speak at length. 


Mr. W. R. Hance, Manager Toronto District, 
gave a most instructive talk on ‘‘ Personal Feel- 
ing and Attitude of the Canadians in Regard 
to the War.’’ He spoke at length and held the 
interest of the Club throughout. 


Mr. W. G. Zahrt, Assistant General Man- 
ager, talked on ‘‘How I Changed My Name to 
get Into Canada.’’ It took some work on the 
part of Mr. Zahrt to explain this move on his 
part. 


Mr. H. W. Brown, Manager Atlanta Dis- 
trict, must have been advised by Mr. Little 
several days in advance, because when he spoke 
on the ‘‘Buy-A-Bale-of-Cotton Movement’’ he 
was cocked and primed to a finish. He carried 
his audience from the time the seed was put 
in the ground until it was sold to the cotton 
mills. 


Mr. L. P. Murray, Manager Chicago District, 
spoke on ‘‘Complamts.’’ This was an excep- 
tionally good paper and surely started some- 
thing. 


Mr. S. B. Bechtel, General Manager, was 
never in better trim, and his talk on ‘‘Effi- 
ciency’’ was clear and to the point. Every- 
ohne present got the lesson and took it home 
with him. 


Mr. 8S. F. Bowser spoke on ‘‘Co-operation.”’ 
He clinched all that had been said before and 
complimented the Club on the good it was 
doing. 


C. A. Dunkelberg, Treasurer, made ‘‘A Few 
Well Chosen Remarks.’’. He didn’t tell any 
stories, but what he said supplemented all that 
had gone before. 


Mr. A. Z. Polhamus, Chairman of the Execu- 
tive Committee, made ‘‘A Few Observations of 
the Evening.’’ These were short but well re- 
ceived. 


At the conclusion of Mr. Polhamus’ talk the 
meeting adjourned. 


Everyone present declared the evening well 


spent and from which a great deal of good was 
received. 
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A LETTER FROM A NEAR PACEMAKER. 


Salesman L. B. Robinson of the Dallas Dis- 
trict, wrote Director W. W. Ince of the Dallas 
District, an interesting letter before he came 
to the Convention which is well worth read- 
ing. 


December 21, 1914. 
W. W. Ince, 


Oklahoma City. 


Dear Bill: It seems useless for you to try 
any longer to conceal the information that you 
have gone and went and been and elected your- 
self our Director. 


Outside of good looks, comfortable disposi- 
tion, night-and-day-working disease, ability 
and keeping everlastingly pegging away, and 
a few odds and ends of that sort, | don’t think 
you are quite so many pumpkins. 


But in view of the fact that you have seen 
fit, notwithstanding all such handicaps, to be- 
come a Director all by yourselif, and that you 
are not only a Director, but that extra-refined, 
super-nickel-plated person, to-wit :—a DALLAS 
Director, why, here is my neck on which. to 
place a part of your foot, my hat in hand, one- 
half of my ‘‘makins,’’ and a tickled-to-death 
expression all over me to think that YOU are 
Me 


As the proper sphere of any good Director 
is ‘‘to direct’’ I feel in the approaching con- 
elave at Fort Wayne that Dallas need take a 
back seat for no other division, and you must 
grab a chair away up in front—vote early and 
often—and holler for the cotton and oil country 
every chance you get. 


I am red-heeaded, too, but only temporarily 
and because I am not going along with you. 
Hope you don’t get lonsesome with only one 
Mann along, but try to live it down in public 
at least. 


When you respond to a toast up there be 
eareful to explain that while appearances are 
against the Dallas bunch we actually do have 
an assortment of workers who do not have ru- 
fous hair, but that we have every size, shade 
and shape, as well as samples on display at the 
Convention. 


But as I personally prefer Directors in long 
sizes, moderately red-headed (all the time) and 
of at least 20-bbl. size in 14” gauge, | have no 
kick to make this year. 


Remember you alone are carrying all our 
bets, our good wishes and our votes; that some 
of us would cheerfully vote twice for you if 
required. This is not a handicap weight you 


are carrying, but is designed to lighten 
and increase speed like a flock of balloons. 


you 


We have a better Director and better able to 
do either high-class, or plain and faney direet- 
ing than anybody else’s Director—and we 
know it. You don’t need help but we wish we 
could give it to you. Switch your tail and 
paw the earth in Indiana, Bill, and snort fire 
whenever it seems necessary. 


‘‘Rare’’ back and sneeze every time one of 
them wants to tell your age by your teeth, and 
tell ’em the only reason we don’t have quarter 
eracks in our hoofs down in Dallas country 
is because we haven’t got the asphalt pave- 
ments—not because we don’t know how to 
travel. 


Tell them a whole lot of the rest of us have 
now got the ashes thrown in under us and we 
can grip the road and be up there near the 
judge’s stand early in the next ‘ace, and that 
the whole Dallas bunch put together couldn’t 
and wouldn’t want to put up a better front 
than we are doing with Ince carrying all our 
colors. 


If one of those Fort Wayne autos hoots down 
the back of your neck, don’t yell and jump. 
Remember the best of them couldn’t run a 
foot without a BOWSER station to nurse it. 
And even if you don’t wear a license tag on 
your tonneau remember we all down here ree- 
ognize our smoothest steen-cylinder when we 
sit in the hotel and see you pass outside the 
plate glass. 


So go over that suit with care and take off all 
the price tags before you get on the train; 
sleep with your head towards the engine; don’t 
give the porter more than a quarter even if 
you do have an expense book; take a taxi right 
from the depot to the hotel; have the time of 
your life and come back safe to us, to start 
the gang out right for 1915. 


Sincerely, 
(Signed) LEONARD ROBINSON. 
© © © 


NEEDLESS TO SAY IT WAS A BOWSER. 


A. B. Snyder, proprietor of a garage in Grass 
Valley, Cal., has the unique distinetion of op- 
erating a gold mine in connection with his au- 
tomobile business. In exeavating for an un- 
derground gasolne tank the workmen uneoy- 
ere a ledge of gold quartz at a depth of six 
feet. After running down one hundred feet 
bad air was encountered, which hindered op- 
erations. To overcome this arrangments were 
made to force pure air, utilizing the air com- 
pressor in the garage for that purpose, 
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THE McCONNELLSVILLE FIRE REPEATED instance no lives were lost. You will recall 
the MeConnellsville fire, under like eireum- 


A Big Fire Occurred at Parkersburg, W. Va., in stances, destroyed nine lives: 


the Same Manner as the one at McCon- 
nellsvile, O.. But Without Loss of 
Life. 

The following letter from Salesman KE. W. 
Cady, Jr., of the Washington Office, together 
with reproduction of the clipping from the lo- 
eal paper, is self-explanatory. It is simply an- 
other evidence of the insurance afforded users 
of Bowser Equipment. Fortunately, in this 


ue 


GARAGE LOST | 
‘| INBAD FIRE 


oh 

rot FUMES FRQM DRUM OF GASO- 
‘ LINE IGNITED BY FIRE IN 

A STOVE. 

©? BUILDING AND CARS A MASS OF 

: FLAMES IN A FEW 

é SECONDS. ¢ 


™\ FOUR NEW CARS AND THREE 
OLD ONES WERE BADLY 
DAMAGED. 


me 


When an employe of the Parkers- 
burg Overland Co., opened a gasoline |. 
drum at the plant on Seventeenth | y 

| street yesterday afternocn the Liquid | of 
e 
O 
Cj 


mom * we YF 


and gas fumes shot out into the room 

and caught fire from an open, gas 

11 stove in the rear of the garage, prac- 

bP} tically destroying seven automobiles 

-! and doing much damage to the build-| Vv 

ing. The estimated loss ig apprexi- |] 

-| mately $6,000, wth no insurance eith-}V 

;| er on the building or the mobile prop- | 
erty. The building is owned by|{§ 

© / Thomas Savage, and the principal t 

{| steckholders of the Parkersburg Over- | © 

{| land company are O. C. Pratt ‘and 

George McDonald. The loss entailed 
fiin the damage to autcmobiles was 
tb; placed roughly at $5,000. 

At the time of the . ‘blaze seven 
people were in the garage, and it was 
stated following the fire by some of} ¢ 
those thene at the time that an. ex-| ed 
plosion which would have wrecked |v 
the plant completely and probably} A: 
have resultel fatally for those stand- |W 
ing near, was narrowly averted, R 

cur of the cars destroyed were 
new Overlands ,the others being own- 
ed by Ernie Mallory, Clyde ‘Fouse] li 
and #. A, Meade. 

The fire started when a drum. of | 
gasoline was opened in front of one | 2% 


m= iD C 


RS a a eS 


‘Tt enclose clipping from local paper that I 
think will be of interest to you. I came very 
near losing my life and was badly singed. We 
will sell these people as soon as they move in 
their new garage. 

“T am as enthusiastic as ever about our line 
and expect to send in a big tank and pump or- 
der Monday. 

“Yours respectfully, 
(Signed) ; “Bdward W. Cady, Jr.” 


of the new cars which was to. be ‘filled |: 

with the liquid. When the tap was 
taken off the gasoline shot clear to]_ 
the ceiling, When the fumes were 
detected immediately by O C, Pratt 
he shouted to a boy im the front office 
near the drum to turn off the gas fire. 
Thig was done, but tthe gasoline 
caught from a stove in the rear. A 
sheet of flame at once covered thejc} 
building. 

The tap ion the drum was replaced} | 
at once, but was not screwed on ti¥ht- 
ly. It was pointed out later that if it 
had been screwed clear down that an 
explosion Would ‘have occurred. AS] | 
it was, the gasoline. was allowed to] ¢ 
burn itself away through the opening | © 
around the tap. It acted in this way 
as a blow-pipe. 

All the fire departments of the city 
were called to the scene. ‘Nothing 
but water was used in fighting the 
flam'zs. As the ceiling had become so 
saturated with the liquid and the 
pbuilding was so filled with fumes 
which were burning and had caught 
to various parts of the plant and cars, 
it was a difficult blaze to fight. It 
took some time to get the flames en- 
tirely under control sia they would not 
endanger other nearby property. 

H.W. Cady, representative of the S. 
I. Bowser & ‘Co., Washington, D. C.,} 
was in the garage at the time. He 
stated to The News soon after the fire 
that a sheet of flame spread over the | * 
| Plant in an instant, when all started | 
h| for the exits. Mr. Cady stated that 
| the peculiar thing about the matter. 
J was that he had gone to the garage 
| purposely to inquire oz the Overland 

company why it had not been using| | 
gj the Bowser tank manufactured by his VV 
“| company which was'installed under-| 
ground in the corner of the garage, 
which equipment tig claimed by his 
company to be fireproof and a safe- 
guard against such an accident as_ oc- 
J curred, 
ae Mr, Cady on running from the build- 
sg! ing Sent in the alarm by telephone, 
1], €ach of the departments being called! 
-| in turn. 

Mr. Savage stated last night he 
would repair the garage, 


IFES 
Ihe Prayer 


B 
Mrs CA.MsFarland 
SAN ANTONIO, 
TEXAS 


Hear, O Father, on Thy throne, 
Thy servant’s prayer this night; 
Good and holy is Thy name; 
Oh, guide me now aright, 


Oh, Thou who bidst the widow come, 
The fatherless, poor, and cold— 

I claim the promise of Thy word 
Which comes to us of old. 


A widow—nay, my husband lives, 
Strong in his arm and heart ; 


But days and weeks—yea, months oft pass, 


And we must dwell apart. 


His heart for me is true as steel, 
He loves with fond devotion ; 
For all the world he kindly feels, 
But mine’s the larger portion. 


Within the hollow of Thy hand, 
O God, let him be ever; 

Wild dangers lurk about his path, 
Oh, leave him, leave him never. 


So oft he moves on speeding trains, 
Cross swollen, treach’rous stream ; 

Ilis keeping in Thy hands I leave, 
Then sweetly can I dream. 


I do not pray to Thee, O God, 
To shield him from temptation ; 
In his pure heart no guile is found; 
He’s the noblest of creation. 


But, Father, when in honest search 
For trade—a ealling true 
Help him to fill his order book, 
And give him strength anew. 


Then when his very soul is sore, 
When merchants are so hard, 

Give him courage, strength and lght 
To win his just reward. 
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Written 
For the 
Firing Line 


When panic comes or trade is dull— 
The world to him is blue— 

Then, heav’nly God, inspire with hope, 
As Thou alone ean do. 


Be near to comfort and to cheer 
When Sabbath day shall come, 

My darling husband—bless his soul — 
Will miss his precious home. 


No business then his mind to fill, 
No wife to speak in cheer ; 

But in his room he spends the hours— 
Oh, wilt Thou then be near? 


Now, Father, give my head and heart 
A strength that will not tire; 

For mother, father—both I am— 
Our children to inspire. 


< ee _~ 
To other wives my heart goes out; 

For them I, too, would pray. 
These, hke myself, in loneliness 

Must live from day to day. 


Hasten, Lord, the time to come 
When he the road ean quit; 
Then “round our own sweet fireside 
We may together sit. 
® © © 


BOWSER STOOD THE TEST ALRIGHT. 


Drittwood, Texas’ 12-22-14. 


S. F. Bowser & Co. 
Dear Sirs :— 
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Please send us a measuring pole for our 
4-bbl. Gasoline outfit purchased from you some 
time ago. Our building and contents was de- 
stroyed by fire and the Bowser was the only 
thing that stood the flames. You can saw the 


pole in two and mail it and we can splice it. 


Yours truly, 


PURYEAR & WISE. 


© © © 
here’s many men who fail just when 
They’re about to make a hit, 
And the reason why, they can’t deny, 
They get cold feet and quit.”’ 


AAG R 


‘This old world we’re living in 
Am mighty hard to beat, 

We get a thorn with every rose, 
But ain’t those roses sweet?’’ 
(Signed) 


P. W. LAWTHER. 
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Kerosene-Lubricating Contest 


The Following Standings have been Figured in Accordance with 
the Rules as Given you September 1 


The final reports are all in regarding the 
‘‘Kerosene-Lubricating Contest.’’ The results 
are very interesting and we wish to congrat- 
ulate the winners. We have ordered the medals 
which intrinsically are valuable, and as far as 
the honor is concerned, are invaluable. 

The medal itself consists of the Bowser 
trade-mark in sterling silver. Attached to this 
are sterling silver bars with appropriate word- 
ing designating just what each bar signifies. 
Mr. R. G. Fisher, of the Denver District, is the 
only salesman who will have three bars. He 
qualified according to the number of outfits, 
was in the District that sold the greatest num- 
ber of outfits according to population, and he 
sold more outfits in his own District than any 
other salesman, 

Harrisburg captures two of the capital cash 
prizes, Mr. R. D. Leonard being first, and Mr. 
A. G. Hartgen being third. San Francisco is 
not left out as Mr. R. J. Coddington secured 
second place for the greatest number of out- 
fits sold by an individual salesman in the 
United States and Canada. 

The following is the official record and is 
self-explanatory : 


BRANCH OFFICES IN ORDER OF STAND- 
ING IN K. & L. CONTEST, 1914. 

The following standing has been figured in 
accordance with the rules as laid down in arti- 
ele 2, which designated that the district selling 
the greatest number of outfits according to pop- 
ulation would be declared the winner. 

1. DENVER 
2. WASHINGTON 
3. TORONTO 
4. SAN FRANCISCO 
5. PHILADELPHIA 
6. HARRISBURG 
7. ATLANTA 
8. CHICAGO 
des uOULS 
10. FORT WAYNE 
11. DALLAS 
12. ALBANY, 
13. LEXINGTON 
14. NEW YORK 
15. ENG. SALES 


The following salesmen are entitled to the 
capital cash prize as designated in Article 4. 
Each of these salesmen sold individually in the 
order named the greatest number of outfits in 
the U. S. and Canada. . 


NAME PRIZE 

1. Re D: Leonard, Harrisbure... 4.44 eee $100.00 
in gold 

2. RR: J: Coddington; San’ Francisco... 2s ee 75.00 
in gold 

3. A. G. Hartgen, Harrisburg... 3. eee ~ 50.00 
in gold 


THE LARGEST NUMBER OF OUTFITS IN 
EACH DISTRICT 
(Article 3) 

The following salesmen are entitled to the 
award under Article 3, having sold the great- 
est number of outfits in their respective dis- 
tricts: 


Wao E. "Holey* costa fhe cae ceaee ce sa epee ee Albany 
BE. Ce Schuster. 4 ice 6  « aarntecievete ve eich eee Atlanta 
Gs W..“Allen osc, seats s simielercints Sus ergo tree Chicago 
BH; P3. Dolan) = 2 dnote ths pikes oes ee oven oie ket een Dallas 
R... Ge Fisher % oases oacgie cecavels scateince omen nee Denver 
S$: -Bo Taylork:.Agt. ore ieee ee Eng. Sales 
R.. DeLeonard' *..ises shee eee Harrisburg 
H. 3A; Vortigerne..7. 0 eee ee Philadelphia 
R.. J. .Coddingtonwer... cee eee ee San Francisco 
N.~ Paquette’ -s. Sive aed ee oe oe ee OE eee Toronto 
Di) W. + Darden? ©. .2nee eee te ae eee Washington 
W:. He Pritchett... eee eee Fort Wayne 
MEDALS 


The following salesmen are entitled to the 
medal with one, two or three bars attached, ac- 
cording to the amount specified after their 
hame: 


NAME BARS 
R. Ds Leonard, Harrisburg epee. eee 2 
R. J. Coddington, San’ Prancisco™u....o0 se: cee 2 
A. G. Hartgen, Harrisburg). 2s soe cee I 
H. A; Vortigern> Philadelphia) (2.10. sees 2 
N: Paquette, Toronto 2..8>.. -s.Gee. ol eee 2 
D=W-Darden, Washington <. i...0-) se eee 2 
Wim Hon Moley;Albanyece.. © c= coe cineca eee 2 
BH. Ps Dolan). Dallas ss oo 2.0 < sake iehe sicne tee PA 
J. B. MeCormack;, ‘Toronto 2)... oe o eee 1 
G. W.. Allen, Chicago...) 2.0 ccs ccs = eee ee 2 
FE. C.-Schuster, Atlanta). .......0..% 22 ee oe eee eee 2 
W.. Vv. Crandall, San Francisco ....2.-20 oes 1 
BK. FY Klotz, San’ Francisco 3.2. ose.) ee ih 
R.°T. Lawrence, Chicago... : 2.20. oe ace eee 1 
D. W. McConnell, Albany \..5.\... 9.010 ee 1 
J.P» Michie; Washington °... .soenc.e eee 1 
B. M. Smith, Washington ..5.2))22.02) ee ee i! 
L, W. Crow, Atlanta 20. .%0. ct eae ee uh 
R. Gs Fisher, Denver’ <...0.¢.<).2 ote 3 
C.. Po Law, Harrisburg... 22. css outecloeechn 1 
S.-E. Taylor; Eng. Sales*,.... ... 20s e eneee am 
A. M.: Lucas, Denver j.0.4. . ocd os oe ee 2 


W.. H. Pritchett: 2. .ca5.6 200 ses ee 2 


argument; itis a waste of time. - 
Nothing produces so many failures as the fear _ Boomerette 


of failure. 


Then keep ahead of your job. 


LOO OD OOO DO OOO ODO OOOOOOOOOOOOOGOOOOOOOOOOO6O60O66666666@ 


Let your story be short but convincing. Avoid 


(FOR ALL BOWSER SALESMEN) 


Would you catch up with a better job ahead? 


$$ O+ Oe Deo Sor ee @erGee@® 


GENTLENESS has in recent years become a business 
virtue. It has proved far superior to rovghness and bullying. 
With very few exceptions, the men who are now at the top of 
the great corporations are men of quiet manner and courteous 
speech, 


It is a good thing for a man to have a roar in 
his lungs in case it may sometime be needed. It is necessary 
for him to be strong-willed and resolute at all times, But 
no matter how strong he is, or how resolute, is always wise 


to try the gentle way first. More flies are caught with sugar. 


than with vinegar. A pat upon the back stiffens ones backbone 
while a roar oft'en-times melts it. 


In the early days of commercialism, men under- 
valued gentleness. They undervalued steam until Watt and 
Stephenson and Fuiton showed what steam could do, They under- 
valued electricity until Morse and Bell proved what could be 
done with the tiniest of electric currents. 


They undervalued air until the Wright Brothers 
began to fly with aeroplanes. And in the same way they under- 
valued kindliness and courtesy, until they saw in almost every 
line of industry the gentle-mannered men moving to the top. 


Slowly and after many mistakes, we are learning 
that the way to build up any business is to make friends for 
Lis We are outgrowing that juvenile idea that business i8 a 
game or a fight. And we are being taught, in the college of 
Hard Knocks, that the best asset any corportation can have 
is the good will of the general public. 


Very truly yours, 


ie 


‘Editor Boomer. 
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Whether you experience hard times 
or not depends more upon what you 


A pleasing personality and 
a charming smile are at high 


: : do to get business than upon any gen- 
water mark in value right NOW: % Bo QO VW Ys } ette | eral condition of affairs throughout 


the country. 

A salesman who pees (FOR ALL BOWSER SALESMEN) f 
both will not only make sales, The less you have to say about your 
but pave the ‘way for many competitors the better, but if you 
No. 2 Jan. 20, 1915 must talk about them, see that you 


- more sales in the future. 


say something good. 


> OOOOO OOOO OOO GDOOOOD OD OOOO OOOOOOODOOOOOOOOOOOOOOGOOOOOOOOOOOOO 


"I propose to fight it out on this line if it takes 
all summer," was a famous message from General Grant in his 
advance on Richmond, and it did take all that summer and’well 
into the next spring. Arm-chair strategists and newspaper 
tacticians criticized and stormed,.but Grant did not swefve. 
In the scheme of the commander-in-chief there was one thing 
to be done first. He did it, and ended the most lamentable 
war of history. 


Of necessity, our daily work is made up of different 
tasks, all of which are in pursuance of some definite aim, and 
the aggregate of the accomplishment of individual purposes is 
the measure of company prosperty and success, : 


We all recognize and appreciate the value of ef- 
ET CLency, We look up to the man who does things--who makes 
good. We have an inward feeling of satisfaction--even one of 
justifiable pride when we know that we have faithfully per- 
formed allotted duties and borne our part in producing desired 
results. Hach task assigned to us involves minor elememts 
which lead to the ultimate end--a chain, as it were, mad¢ up 
of connecting links. 


Hach of these minor components must be taken care of 
Peervselie aa if 4.S Order, and if: this is not properly dgme, 
at-means that as one goes ahead there is always the possipili- 
ty of trouble behind. In the end it means that the whole 
chain will be no stronger than its weakest link. 


"Have a work for every moment and mind the moment's 
Work”, 2s an old saying. Do one thing at'a time and do that 
with you whole heart and soul. it isi not for you to womey 
about what others may or may not be doing. You have the 
Pren. tO rely on their co-operation and to assume that tley 
Waii=periorm their part in the general plan. 


. The first principle instilled in each member of a 
"boat erew by the coach is to mind his own: oar and watch @ 
point in the middle of between the shoulders of the man ‘jn 
front and not to look to the right or left under any cir¢um- 
Stance--to concentrate his thought, strength and skill upon 
his individual position, for experience has demonstrated) the 
value of this requisite as a factor in the winning of the race. 


it is to be admitted that concentration requires 
strength of will and self-denial. We are prone to yield to 
distraction and outside influences. It is not always easy 
tO Subordinate other interests to the matter in hand, but 
results are secured and knowledge or skill in any line is 
only valuable because they are obtained with effort. 


at Ove Will strive Dor-and cultivate the habit sof 
Pencentravion.-its practice will constantly take the place 
Of. uncertainty and confusion. Unceenteréed energies: mean 
misdirection and waste. In short, in the elements which 
we recognize to constitute the difference of power in men, 
none is more potent than that of concentration. 


Very truly yours, f 


oe si ~~ pe 


Editor Boomer, 


¢ 
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Features in This Number 


The Service Department - - - ---...... Mr. D. A. Corey 
Seo tdolictingy iewshotitee-s,)>-, 2>..) y heatee eo ce Mr. A. W. Macleod 
eros anu Quantity) Discounts. --- 9-920... 2 ceo kL. Mr. W. G. Zahrt 
Bea crmetioml Geir te ONsiig | est) Sons ner AMS tang LN Illustrated 
Ee eaige-andiModern-Piblic Garage. -- -- 2 2 2 et Illustrated 


One of a Series of Advertisements Appearing in the 
Grand Rapids, Mich, Papers 


= sabia 
Another Step Forward! 


We have just installed another Bowser gasoline tank and pup at.our Down Town Service Station 
located at intersection of Lewis, Fulton and Commeree. 

This new pump is equipped with a tive gallon stroke, which means that we can gas your car in-one- 
Afth the usual tine. 

This feature is a big time saver and should appeal especially to owners of trucks and delivery ears. 

This added equipment gives us three pumps instead of two and insures a better and prompter serv- | 
ice to our ranidly ineveasing trade 


For Winter Motoring 


‘To those who drive their ears during the eold weather we ean honestly recommend our high grade 
XLCR Brand of Gasoline—high in test, high in power. Your motor starts easier, gets away quicker, and 
the results ave more satisfactory all the way around. 


Our Service Station Price, 16c per gallon 


We are prepared to put this high grade gasoline directly into your car from one of owr pumps whieh 
is located on the Lewis street side of the service station, , 
The next time you fill vour ear, give this NLCR gasoline a trial—and note the difference, 


We Invite Your Patronage. 


The Great Western Oil Co. 


F. H. BARNES, Mgr. 
ry ont General Office and Warehouse, Webster St. and G. R. & I. R. R. "Wie M 
mua" Office Phones, Both 2893. Service Station, Citz, 6654. 3a! 
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Press 


DO YOUR DUTY TO YOUR CUSTOMER. 


There are many things in this world that we 
all know but do not think of very much unless 
they are forcibly brought to our mind. 


During the Convention Mr. Paquette, of the 
Toronto District, was in the office speaking of 
a trip he made through the country. On this 
trip he passed through territories covered by 
different salesmen and of course, when he came 
to a place where they had a Bowser ‘‘ Red Sen- 
try’’ his first thought naturally was to ask 
the proprietor as to the satisfaction he was get- 
ting from his Bowser Outfit. 


In one instance when this question was put 
to the proprietor, Mr. Paquette asked him the 
size of the tank, and he found he had a 170-gal- 
lon. The man said: 


‘‘T like the outfit fine, but I could use a Lt- 
tle larger tank.’’ 


In another instance where the customer had a 
170-gallon tank, Mr. Paquette asked him if he 
could not use one of larger capacity and the 
reply was again: 


““Ves, I really should have a larger tank.’’ 


Now, you are supposed to be an oil storage 
expert. If you are not, you do not measure 
up to the full limit of your possibilities. You 
are not making as much money as you should, 
neither is the Company receiving as much busi- 
ness from you as it should. 


Possibly the two parties mentioned did not 
want to buy a larger tank—probably the mat- 
ter was not pressed upon them by the sales- 
man. It is up to you, however, as a business 
man in your territory to study your customer’s 
needs—look to his future increase of business. 


— It is just as unfair to sell a man a smaller 
tank than he should have as it is to sell him 
one that is entirely too large. Of course, it is 
not always possible to judge correctly, but usu- 
ally a little investigation and study of the 
situation will guide you correctly. 


THE VALUE OF A REAL SMILE. 


There is one thing which I always admired 
about Jones, said an officer of the company, 
and that is he keeps a cheerful smile. No mat- 
ter what the provocation may be or how heavy 
the work may become, he smiles. 


This doesn’t mean he is always grinning— 
he smiles. There is a big difference between a 
smile and a grin. Repeatedly Jones has been 
called to take over a lot of rush work and get 
it out on time. He seemed to look upon it as 
a pleasure, for he accepted it with a smile 
and with the same pleasant countenance re- 
turned it when completed. 


If enjoying one’s work makes it go easier, 
Jones ought to have light work. Nothing ruf- 
fles him; from all appearances, nothing even 
annoys him. While all of the work is done 
accurately and efficiently. Jones leaves at the 
end of the day in as cheerful a mood as he 
begins it. 


It is a pleasure to work with such a man. 
Do you suppose we could spare Jones? 


We need men like him and his cheerful coun- 
tneance to make the work grow lghter as it 
increases in bulk. That’s what he does seem 
to accomplish. 


OStO FXO) 


A SALESMAN’S SOLILOQUY. 


A little while ago, I stood by the ‘‘career’’ 
of a salesman, and I thought about the num- 
erous prospects of his territory; I gazed upon 
the reeords of his daily reports; I saw the few 
ealls made, and I saw the multitude of blank 
reports; I thought of the sales he had missed 
and the miniature bank account he had made; 
I saw him walk the streets contemplating 
Worry; I saw in my mind’s eye his trips to the 
Isle of ‘‘other personal interests’’; | thought of 
the limited demonstrations he had done, and 
I saw the “‘why’’ of his failure to become a 
Pacemaker; I thought of the Banquet and the 
Prize he had lost, and I said to myself it is far, 
far better to work continuously and systemat- 
ically at one thing, than to have been like that 
salesman, 


(Signed ) 


J. MILTON TUCKER. 


OROREO) 
70 Park St., Sydney, C. B., Jan. 2, 1915. 


Mrs. William Robertson and family wish to 
acknowledge with the deepest appreciation the 
expression of confidence in their loss, and the 
flowers which accompanied same, received from 
the late Mr. W. Y. Robertson’s fellow members 
of the Bowser Pacemakers’ Club. 
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S. M. Chilton, has’closed a very fine business 
in the past month. 
© © 
Our old friend, B. M. Smith, who works in 
the Mountains of West Virginia, is a consistent 
worker, and is always helping the Washington 
District. 
© ® © 
Mr. A. A. Gates,.Jr., is a new recruit under 
the Washington Office, from whom we are ex- 
pecting to hear great things very shortly. 
© ® © 


© iS) 


Sales 17B 50M-9-5-13 


Summary of Daily Reports 


No. of Calls Made. / 
No. of Sales Made. 
Total Amount of Sales 2 8~O.78” Bee Sn A Shane 


Uf no calls made, give reQSOMS ec ccvsssvrsennennemenn 


= CKIYED AT 


Remar hscxa on ta eee 


/ 


Dnecaers Salesmay 


NOTE:—This summa ‘ust accompany eachMlay’s report. 
If for any reason Salesman does not work, a summary sheet must 
be filled in and mailed to the Branch Office, so stating and giving 
the reason. This is imperative. 


Atlanta, as evidence of her intention to take 
the cup this year, has put the following new 
men in territories: Messrs. C. E. Mills, C. M. 
Reidinger, 8. W. Shelby, S. T. Schoolar, W. 
Van Keuren, M. Winstead, O. W. Watkins. 

We will look forward for word from you 
boys through the Order Department and wish 
you the greatest of success. 

© ® © 

Watch Lexington Grow. Mr. A. Merkel has 

taken territory under the Lexington Office and 


we hope to sce him near the top of the Lexing- 
ton list in the near future. 


A Pertinent Fact. 


It is the little leaks that should be watched. 
You insure your business against big things, 
against fire and tornado and such things, but 
you do not insure against the little petty drains 
and leaks that are apt to be sapping your busi- 
ness, 


The above is a good likeness of Mr. N. A. 
Ring in his new Cadillac five-passenger touring 
ear. He is about to start to burn up some of his 
hard earned commissions and hit the trail in 
the wilds of Maine. 


(ORORRO) 


Several of the New Dixie Salesmen have 
been showing a great aptitude recently in tak- 
ing orders ‘‘F. C. W. O.’’. Mr. H. J. Fite is 
the most recent salesman to become addicted 
to this habit. We have before us an order 
which he recently secured in Montgomery cov- 
ering a 2-bbl. 19-B, and it was on an “‘F. C. W. 
O.’’ Every District seems to have its fighters, 
but we are willing to lay a good-sized wager 
that Atlanta District is the only one capable 
of putting up a real dyed-in-the-wool, born and 
bred Fite. 


‘OROREO) 


‘‘Another Pacemaker.’’ 


Born, to Mr. and Mrs. William Hemenway 
of Arsenal street, Watertown, N. Y., this day, 
the 18th of January, a SON, SEVEN POUNDS. 
Mother and Baby all well. 

This is for your information. 


(Signed) C. R. EGGLESTON. 
aoe ee ee 


We regret to advise the passing on of our Mr. 
R. E. Aiken, formerly of the St. Louis Dis- 
trict, the 9th of this month. 

Mr. Aiken represented us in Omaha during 
the past year, but left there in November to 
regain his health. He was doing nicely and 
was about ready to take up his work again 
when he had a sinking spell which resulted in 
his death. 

Yours very truly, 
GEO. H. HASTINGS, 


District Manager. 
Cae eeG SS a ea ea ee a 


for over three hundred cars. | 
floor will be devoted to the housing of com- 
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A LARGE AND MODERN PUBLIC GARAGE 


Brown’s Garage, Des Moines, Iowa, Is Another 
Example of the Enterprise Shown by Bus- 
iness Men in This Up-To-Date State. 
The Garage is Completely 
Bowserized 


It occurred to us that a detailed description 
of a modern, up-to-date public garage might 
be of interest in showing the progress made 
in this direction. 


This garage is designed essentially to take 
care of electrics. However, they have not neg- 
lected the gasolene cars and have completely 
Bowserized the plant so as to care for both. 
It just goes to show how an enterprising busi- 
ness man can seize the opportunity to make 
the utmost in the automobile business. 


Des Moines, 
Iowa, showing the Bowser “Red Sentry’? completely 
equipped with electric lights. This pump is connected 


Front view of The Brown Garage, 


to a 1100-gallon Bowser tank. The garage faces 
north on Chestnut street, near Fourth. The entrance 
for the commercial vehicles is the alley-way to the 
left, while the incline to the second floor is seen to 
the right. 


The Brown fireproof garage of Des Moines, 
Iowa, is the last word in automobile storage 
accommodation. It is not only the largest 
garage in the state of Iowa, but is the most 
modern and best equipped building of its kind 
in the entire West. The building is of beautiful 
architectural design and is of solid concrete 
construction faced with terra cotta and sand 
stone. 

The Brown garage affords roomy capacity 
The basement 


mercial motor trucks. A large portion of the 
main floor is especially equipped for the ac- 
commodation of electric vehicles. Especial 
automobile electric charging devices are used 


Here is shown four Bowser Cut 41 pumps, three 
used for lubricating oil and one for gasolene. These 
pumps are installed in the basement for use with 
the commercial cars. Note the Bowser Cut 174 fill 
boxes for the underground lubricating oil tanks. Also 
note the drop cylinders for the Bowser Cut 44 pumps 
installed on the first floor which are also connected 
to the lubricating tanks. 


which are self-regulating, thus insuring against 
storage battery injury. The second floor will 
be utilized by gas cars. Thoughtful attention 
has been given to provide the proper atmos- 
pheric conditions within the building during 
all seasons. All the inside walls are finished 
in white, and Cleanliness coupled with service 
will be the watchword of the Brown garage. 


The absence of unnecessary piers within the 
building facilitates the easy movement of cars 
and provides extraordinarily roomy accommo- 
dations. The scientific arrangement of the ven- 
tilating and lighting windows affords unusual 
ventilation and light conditions. The studied 
arrangement of electric, gasolene, air and oil 
supply taps affords the most complete service 
ever installed within a garage building. <A 
modern innovation is the concrete run-way on 
the outside of the building which carries the 
ear to the second floor and eliminates the an- 
noyance, delay and danger of the old style 
elevator. 


This view shows three Bowser Cut 44 pumps for 


lubricating oil on the first floor. It also shows a 
completely equipped Bowser Cut 121 Wheel Tank for 
handling gasolene on the second floor. 


An interior scene on the second floor showing the 
commodious arrangement and absence of piers in 


this up-to-date garage. Note particularly the fire- 


proof construction. 


A large, comfortable rest room has been in- 
stalled for the convenience of lady patrons. A 
chauffeurs’ waiting room comfortably equipped 
is also provided. Courteous uniformed attend- 
ants will care for and deliver cars for the ac- 
commodation of patrons. 


The cost system established is complete in 
every detail although simple in operation. It 
shows how the garage can be run on a “‘storage 
pay-in-advance basis.’’ They have a $20 coupon 
book good for trade at The Brown Garage. 
This book is not good, however, on monthly 
storage. Monthly storage is payable strictly in 
advance. The book is divided into coupons 
amounting to 10e, 20e, 50e and $1.00 each, all 
of them totaling $20. 


The illustrations accompanying this article 
will give a better idea of our equipment, the 
way it is installed, and the general appearance 
of the garage. 

© ® ® 


The three R’s of our schov! boy days are no 
more. It is now four R’s. Mr. 8. Roberts has 
taken up the line under the Albany District, 
which means four R’s for Albany instead of 
three. Remember, Mr. Roberts, the R’s all 
come to the Pacemaker Convention, so we will 
look for you. 


Messrs. A. W. Schroeder and H. J. Weath- 
erbee are also new recruits in the Albany Dis- 
trict. 

® © © 

Mr. C. Rocklage has taken up the work under 
the Philadelphia Office and we are looking to 
him as one of Philadelphia’s ‘‘Boosters’’ this 
year. 

© oe © 

Messrs. E. R. Garner, P. B. Green, O. H. 
Thomas, H. H. Lee, J. E. Lipsey, 8. W. Scroggs 
and M. D. Shelby are new men who have en- 
tered as contestants for the Pacemakers’ Club 
under the Dallas District. Suecess to you, 
boys, and we hope to record all of you as Pace- 
makers before the year closes. 


HOW KEROSENE CONTAMINATES 


The Penetrating Odor of Kerosene When Im- 
properly Handled Destroys Most 
Foods That It Reaches. 


It is sometimes a difficult matter to make a 
merchant see the truth of the statement that 
the odor of Kerosene contaminates most foods 
that it reaches. However, manufactureres of 
foodstuffs know it from eareful investigation. 


As evidence of this, there is now appearing 
on all corrugated paper boxes in which Quaker 
Oats is shipped, the following warning: 

‘““CAUTION !! 

Store in a dry, clean place and keep sep- 
arte from old stock of cereals. Keep 
Kerosene, onions, fruit, soap and all other 
odorous articles as far away from your 
cereals as possible to avoid Taint. 


Quaker Scotch Brand Oats. 
(Formerly Called Seotech Brand Oats).’’ 


© ® © 


A STRONG TESTIMONIAL FROM 
MINNESOTA. 


Cambridge, Minn., Dec. 11, 1914. 
S. F. Bowser & Co., Inc., 
Fort Wayne, Ind. 


Gentlemen:—In answer to your inquiry, in regard 
to Red Sentry which we bought from you, will say, 
that from April 1st, to December 1st of this year, we 
have sold over 15,000 gallons of gasolene out of this 
system, and had no trouble in getting five cents 
profit a gallon, which has netted us something over 
$750.00 profit. 


Will say that I am more than satisfied with these 
results as I have paid for system and have left in 
clear profit over $450.00. If I should ever have an 
occasion to buy an equipment for another garage it 
would be Bowser’s and nothing else. We have never 
had any trouble in any way with this outfit, and 
would recommend it to any one contemplating buying 
an outfit for handling gasolene. It is a pleasure to 
me to give you this information. 


Respectfully yours, 


(Signed) H. P. HANSON, Prop. 
Per HARRY COCKBRIM. 
© © ©® 


ANOTHER GOOD TESTIMONIAL. 


John H. Cheek, President 
CUMBERLAND MOTOR CO. 
15TH AND BROADWAY. 


Nashville, Aug. 7, 1914. 
To Whom It May Concern:— é' 

This is to state that we have a Bowser gaso- 
line tank installed under side walk at our garage, 
and are entirely pleased with it. Being located 
as it is, it is very convenient for our patrons, and 
a space saver for ourselves. We consider a tank 
installed under sidewalk a good thing. 

(Signed) G. B. CHAPMAN, 


Manager. 
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The Service Department 
By D. A. Corey, Manager Engineering Department 


This paper was hurriedly written by request 
after the opening of the Convention for the 
purpose of giving some information regarding 
the Service 
Work maintain- 
ed by the Com- 
pany. It does 
not pretend to 
cover nor even 
mention the de- 
fo lWe20 Leah e 
work, which 
are complex 
and numerous. 
At the time of 
writing it was 
not dreamed 
that so little 
was known of 
this work, and 
the many ex- 
pressions of 
;, Surprise and in- 

terest by the 
hearers was the cause of equal surprise on the 
part of those connected with the work. Mr. 
Corey is to be congratulated on the fine paper 
he prepared and we are sure you will all read 
it with profit to yourself and the company. 


MRS DD. As COREY, 
Manager Engineering Departmen 


The Service Department. 

The designation ‘‘Service Department’’ is 
perhaps the best that can be apphed to the 
work done by that Department, in view of the 
wide variety of work done, but ‘‘Service’’ in 
itself may mean little or much and be of nar- 
row or wide application. In our organization 
‘‘Service’’ is accepted as having a_ broad 
meaning, for the reason that our Service De- 
partment handles everything which savors of 
the unusual or irregular—complaints, troubles, 
criticisms, brick-bats of various kinds ,(but 
few bouquets)—and seems to be the general 
unloading place for anything which cannot 
be readily straightened out and satisfactorily 
adjusted elsewhere. 

“««Service’’ means everything in connection 
with reports and complaints of defective ma- 
terial and workmanship of every nature; mis- 
takes in shipment, wherever made; materials 
broken, damaged or lost in transit; installa- 
tions, and the direction of Installation and 
Repair men ( a corps of whom operate from 
Fort Wayne, and individual workmen are kept 
in numerous large centers) and all matters 
arising after shipment of goods and materials. 


It is the only department, aside from the 
Sales and Collection Departments, which has 
direct contact with the customers, and its work 
is of a peculiar and often delicate character. 

The Magnitude of the Work. 

That you may have some conception of the 
work done, let me explain that the records 
show that the Service Department here at Fort 
Wayne handled, in the year 1914, 15,545 sep- 
arate and distinet transactions, to which must 
be added Installation and Repair Orders issued 
at the Branches, to the number of 4,425, mak- 
ing a total of 19,970 items. Furthermore, from 
the daily expense reports, invoices, letters, and 
other information sent in is computed the cost, 
overhead, profit—when tiere is any—and dis- 
tribution of charges, and records of all these 
details are kept. 

The Service work in 1914 necessitated the 
issuance by the department of miscellaneous, 
exchange repair and sales orders to the num- 
ber of 11,918. 

I wish it were possible to give some idea of 
the volume of correspondence necessary to take 
eare of the work, but a reasonable estimate is 
an average of 110 letters a day, or 33,000 let- 
ters for the year. These figures doubtless sound 
large, and they are, but the number of trans- 
actions and volume of business handled must 
be kept in mind. 

Remember the many thousands of sales or- 
ders taken during 1914, each covering anything 
from a single outfit to a complicated dry clean- 
ers, factory, railroad, or filtration order, often 
embracing many outfits on a single order and 
thousands of pieces to make up the shipment. 
Figure the percentage of troubles and you will 
be surprised at the small figure. 


Mistakes in Shipments. 

Consider, for instance, one item—Mistakes 
in Shipments. I have heard it said a number 
of times that there seems to 
be an enormous number of 
errors made in shipment. 
The Service Department is a 
clearing house for all kinds 
of mistakes, and we have a 
record of those errors. 

This record ineludes er- 
rors not only on all sales or- 
ders but on all Service De- 
partment orders, which are 
very often based on informa- 
tion so indefinite that it 1s necessary to guess, 
and the average for the year shows mistakes 
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in shipments to be less than 22 errors per thou- 
sand orders shipped. It is fair to assume from 
our experience that not all of these so-called 
‘mistakes’? are actual, but that some are due 
to carelessness in unpacking, to misuse of ma- 
terials shipped, and the desire to secure some 
kind of concession. 


WELL, ILL BE 
~ DAWG -GONED 

. igeaas. 

“THE ONLY THING 
THE MAITER 
WITH AT IS THAT 
YOUR TANK 49. 
EMPTY” 


These figures I have given 
simply that you may have a 
faint idea of the amount of 
work involved in handling 
this branch of the business, 
believing that the knowledge 
will serve so far as you here 
are concerned in helping to 
reduce the amount of this 
work by the realization that 
every unnecessary item adds 
just so much to the cost of operation of the 
business and that means to the selling price. 
You will understand, too, that those figures do 
not apply merely to complaints, but to every 
phase of the work which comes under the Ser- 
vice Department. 


NOT AN OVER= 
DRAWN CASE 


Complaints, however, form a large part of 
the work, and hundreds of these come from 
salesmen. In this connection remember that 
the service work deals not only with current 
sales, but with all outfits in use sold since 
the beginning of the business. 


Complaints Present Serious Problems. 


Those complaints which are fully and clear- 
ly made frequently present serious problems, 
but there would be nothing gained by diseuss- 
ing them here. However, there are scores upon 
scores of reports and complaints made in which 
the information is so indefinite that consider- 
able correspondence is necessary to arrive at 
a basis upon which an adjustment can be made. 

As an example, here is the correspondence 
with one salesman, which makes apparent the 
result of his failure to make clear what was 
wanted; shows the effort made in the Service 
Department to meet the rush eall; and although 
the matters treated of are of relatively small 
importance, the attitude and feeling of the 
Service Department are so well expressed that 
I propose to read the correspondence: 


Letter From Salesman. 


“Subject reports that one end of his hose 
for his Red Sentry came minus the fitting to 
which to attach his filling tip. I will ask you 
to send such fitting at once to his address. I 
ask for prompt attention to this, as he is now 
serving gasolene through the empty end of 
the hose, and this is not ‘Bowser Service.’ 
Also, a team ran into his pump today and 
broke the shade on his lamp, and he wants you 


to send him a new one at once by express, with 
bill for same. Hoping T may get prompt at- 
tention to this, | remain.’ 

That letter bears the Department stamp 
‘Special Rush’”’ 

‘‘]__lamp shade for 241 electric attachment. 

‘*J__3/,’? male hose coupling.”’ 

A few days later the salesman again wrote— 

‘You will recall I wrote you about a week 
ago in regard to the porcelain shade with the 
word gasolene on it above the Red Sentry hay- 
ing been broken on subject’s lamp, and asked 
you to send him another globe, which he is will- 
ing to pay for. He has informed me by phone 
that he has received instead of the globe an 
aluminum shade. I ask you, therefore, to send 
him a globe. In the same letter I reported 
that there was no fitting on the end of the hose 
to which to attach his filling pipe. He reports 
you have sent him something he cannot use. I, 
therefore, suggest that you send him by ex- 
press prepaid a length of hose properly fitted 
and allow him to return his old one. 


“Tf it would make for greater efficiency in 
our factory for me to report specifically the 
numerous cases that have lately occurred of 
short shipments and errors in our shipping de- 
partment and also in our Service Department, 
I will report them in detail, but I have no de- 
sire to place myself in a position of a kicker 
without accomphshing anything by it except 
to make myself unpopular.’’ 

Although this is a specific letter, the last 
paragraph may almost be regarded as a com- 
posite of many letters from numerous authors. 


Reply of the Service Department. 


The reply of the Service Department to that 
letter was as follows 

‘““fo one who is as much interested in his 
work as you are, it 1s, of course, highly exas- 
perating to find that your instructions have 
not been fulfilled as you have a right to expect 
they will be. On the other hand , to those who 
are-as much interested in their work as we 
are, it is mighty discouraging to receive such 
letters as yours. Our association has no doubt 
convineed each of us that we are both very 
impatient with anybody or anything which 
tends even in a slight measure to interfere with 
our efficiency or depreciate our service in con- 
nection with the Bowser Company. 

‘A salesman has no easy time. He is con- 
fronted with conditions which vary widely. 
Along with his pleasurable duties he is com- 
pelled to accept much that is downright dis- 
pleasure to him. The fixing up of broken 
pumps, the adjustment of complaints and other 
things of this nature must be placed in the 
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latter class. We know that you get your fun 
(and profit) out of the selling end of the game, 
and repairs and complaints are accepted as the 
necessary thorns and roses. No salesman can 
be blamed for raising a strenuous kick when 
on account of a misunderstanding somewhere 
along the line, he is compelled to handle the 
same thorn several times. 


‘“Service Department work consists in the 
handling of thorns most of the time. We are 
prepared for this work. It is what we are paid 
for, and as a rule we are able to get some fun 
out of it, though that may seem strange. It 
will not need to be said, perhaps, that one of 
the most difficult features of service work con- 
sists in the handling of letters, both from cus- 
tomers and from salesmen, which lack that de- 
gree of definiteness and helpfulness which is 
necessary if the matter is to be handled prompt- 
ly and accurately. Perhaps 50 per cent. of the 
letters received by us need ‘interpretation,’ and 
to the best of our ability we set ourselves each 
day to the task of interpreting that day’s cor- 
respondence. 


It is strange that sometimes we ‘miss our 
guess.” We take chances many times, but due 
to the fact that those who handle service mat- 
ters have had much experience in the work 95 
per cent. of the guesses we have to make are 
correct, and in just that percentage of cases 
we save delays which would possibly be more 
exasperating than the receipt of the wrong 
information or material. 


“‘T am going into this detail to show you, if 
I ean, that your letter is a harsh eriticism of 
the Service Department’s work, as in reality 
it was one of those few cases in which we miss 
our guess. If possible, [ want to show you 


wherein it was necessary for us to take a chance 


AND (HAD BEEN 
THINKING OF BUYING 
ONE —$—— at 


in the handling of your let- 
ter on this subject. 


‘‘In that letter you asked 
us to send to the subject the 
‘hose fitting to which to at- 
tach his filling tip.’ If ten 
people were asked what was 
meant by this expression I 
am confident they would all 
say that for some reason or other the hose was 
shipped without the male hose and band. Those 
we shipped. 


A CUSTOMER WITH A GROUCH CON DO 
@ GOOD DEAL OF DAMAGE 


‘‘Your letter goes on to say that a team had 
that day run into the subjects’ pump and had 
broken the shade on his lamp. Inasmuch as 
there is only one thing on a lamp attachment 
which has ever been called a shade, we assumed 
that we knew exactly what you wanted. A 
shade for the lamp attachment was shipped. 


‘““You say now in your last letter ‘you will 
recall that I wrote you about a week ago in 
regard to the porcelain shade with the word 
‘“oasolene’’ on it.’ Now, had you mentioned 
that the word gasolene was on this particular 
piece which you wanted there could have been 
no further question in our minds. We would 
have known at once that you wanted a globe 
for the lamp attachment, and not a shade. 
Don’t you see that we had to ‘interpret’ your 
letter? We did not feel at the time that we 
were taking any chance whatever. Your let- 
ter seemed to be explicit, but you used the 
wrong terms, and we feel that you must agree 
that we did the very best thing possible under 
the circumstances. 


“Your first letter has been gone into very 
carefully, and notwithstanding the fact that it 
is often possible to see at a subsequent time 
how it came about that previously a mistake 
was made, there is no indication or hint of any 
nature in your first letter which even today 
with the information which we have at hand, 
would make your wants any more clearly 
known to us than they were at that time. 


“The Service Department is not infallible, 
without question we make mistakes, but we 
do ask simply as a matter of fairness that you 
allow something for the indefinite, or perhaps 
absolutely incorrect, data with which the Serv- 
ice Department is compelled to work; and if 
the results are not just exactly as you would 
have them, remember that men who are wide 
awake to the interests of those whom they serve 
did the best they could under the cireum- 
stances. We believe the Service Department 
shipped just what you would have shipped 
had you received such a letter as yours; and 
we cannot but feel that your letter does us 
an injustice. 

‘““An order has been rushed to our factory 
for shipment of a length of hose and a globe, as 
you have requested.’’ 


The Salesman’s Reply. 


In fairness to that saiesman I want you to 
hear his reply. 


‘“My Dear Sirs: Your letter has opened my 
eyes on the subject of the Service Department 
work, and what you have to contend with. I 
should lke to write you a long letter, but 
haven’t the time. All I can say is that with 
your letter as a guide and with care on my 
part, most of my troubles are at an end. I 
will be explicit and you will be prompt, and 
we shall make it go lke a greased machine. 
You are all right.’’ 


The department wishes to have that feeling 
gveneral. 


98 THE BOWSER BOOMER 


Best Service Possible to Customers. 


The question of service is becoming a more 
important one to manufacturers every day, and 
there is unquestionably a tendency on the part 
of all reputable manufactur- 
ers to keep in touch, through 
some equitable means, with 
the operation of their prod- 
uct so that the best service 
possible may be rendered 
their customers. This special 
service has become a fixed 
part of our modern method 
of doing business; but there 
THE NECE/ssarY tHorNs 1S no reason why such ser- 

vice must always be free. 
We must get away from the notion that the sel- 
ler is everlastingly indebted to the buyer; there 
is no reason why a manufacturer should allow 
his selling department to offer gift coupons 
and premiums in the shape of special service to 
make sales. 


COMPLAINT 


We have reeived many requests from sales- 
men for concessions to customers on both new 
and old equipment on account of its effect on 
future business or to please some customer to 
whom he wishes to sell additional equipment, 
or because someone in the same town claims 
to have equipment which is not working to his 
satisfaction, but for which we may have no 
responsibility whatsoever. 


We realize, of course, that a customer with 
a ‘‘grouch’’ ean do considerable damage to 
the reputation of a device or a manufacturer by 
a few unfair innuendoes and insinuations, but 
the kind of man who will resort to unfairness 
of that kind can only be met firmly and square- 
ly by ‘‘ealling his bluff’? and, to use an ex- 
pression of one writer on the subject, ‘‘It is 
doubtful if any manufacturer is wise in being 
blackmailed into giving valuable service for 
nothing.’’ 


The manufacturer should, of course, guaran- 
tee his produet to be satisfactory so far as ma- 
terial and construction are concerned, and 
should stand ready to make good any defect 
which might manifest itself within a reason- 
able time. He should not, however, guarantee 
the machine nor its opration beyond the point 
where he is responsible for its installation. 


It is estimated in our Service Department 
that diplomacy on the part of our salesmen 
would reduce the service correspondence rela- 
tive to complaints made by them fully 50 per 
cent., for easily one-half of the complaints are 
minor or imaginary and could be adjusted by 
the salesman to the satisfaction of the cus- 
tomer in a few minutes. 


Study the Service Bulletin. 


Instead of that, it is not infrequently that 
letters are received from salesmen saying that 
‘* John Doe’s’’? pump does not work right and 
I told him you would look after it.’’ This 
makes it necessary to look up the order, all 
references there are on it, and enter into cor- 
respondence with the party only to find, per- 
haps, that the union at the base of the pump 
needed tightening up, or that he had no oil in 
his tank (and these illustrations are not over- 
drawn). 


In a ease of this kind, if the salesman is not 
able to advise the customer definitely how to 
overcome the trouble, he should give us full 
information regarding the type of equipment, 
the number on the name plate, and a definite 
statement of the trouble, so that the matter 
ean be adjusted with the least possible delay 
and expenditure of time and trouble. There 
should be no promises given that such adjust- 
ments will be made without expense to the cus- 
tomer. 


The following letter from one of our sales- 
men shows how to do it: 


"THERE, IVE GONE 


‘“‘Their trouble was with 
the 2-bbl. cut 125 which I 
sold them for handling kero- 
sene. I was there yesterday 
and took the outfit up and 
found that they had no foot 
valves on the suction stub. 
They declared up and down 
that they never had any. 
Pratt was very positive he unpacked every- 
thing that came. He had sold the crate for 
kindling to a man living on a ranch five miles 
from town. I insisted on his going with me 
to get those valves, so we drove out there, and 
the man had them. Thought they did not 
amount to anything so he had not mentioned it 
when in town. They are now on and he gave 
me a check to balance his account. So I think 
our trouble is over with him. Yours very 
try oe 


SOME"MISTAKES' ARE DUE TO 
CARELESSNESS IN UNPACKING- 


Salesmen Should Not Obligate the Company in 
Expense. 


Furthermore, the salesman should ineur no 
expense in connection with the adjustment of 
a complaint, nor promise anything involving 
expenses without first taking the matter up 
with the Service Department through the 
proper channels. 


Most complaints, where an expense is jus- 
tifiable, can be adjusted at less cost by the Serv- 
ice Department than by anyone else; and there 
should in no ease be any promises made regard- 


; 
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ing work to be done, or materials to be sup- 
plied without charge, for the promotion of 
sales. Whatever is to be done in connection 
with the care or repair of an equipment 
should be handled as a matter independent of 
all other considerations. 


It is not intended to use salesmen for Sery- 

ice Work, but when they do undertake it, 
they should be so thorough that it will not be 
necessary to go back to the 
customer to get the informa- 
tion the salesman should 
It doesn’t speak 
=, well for the salesman. 
It is the business of the 
SSX + Service Department to ex- 
ntincr ricci eeeeaNene” tend efficient service at. all 
times and in all cases. However, gratis service 
will be extended only when justifiable and 
there must be a clear understanding that we ex- 
pect to be reimbursed for service extended un- 
less this company is clearly responsible for the 
fault. 


Lifting Standard of Our Literature. 


There will always be the service of free ad- 
vice, free suggestions, and free lterature. 
These the customer may rightly expect of us, 
and we are endeavoring to lift the standard of 
the literature by which we are trying to edu- 
cate Bowser users. The Service Bulletin 1s 
a product of the year’s work and every sales- 
man should be fully acquainted with it. 


An article by Mr. Heaton of the Service De- 
partment appeared in the Boomer a few weeks 
ago relative to this. Doubtless all of you re- 
eall it, but I cannot do better than quote a 
paragraph just to emphasize the usefulness of 
the Bulletin. 


‘““There is no excuse for ignorance on gen- 
eral causes for undermeasurment. At consid- 
erable expense and labor a Service Bulletin 
has been issued covering this very point. It is 
full of ‘Facts which Every Bowser Salesman 
should know.’ Conduct a little self-examina- 
tion right now: Do you know how to deter- 
mine positively whether undermeasurement is 
due to a defective piston? The answer is given 
in paragraph 26 of the Service Bulletin. 


“Do you know what ‘blended’ gasolene is, 
and what effect it has on measurement? Para- 
graphs 33 to 35 of Service Bulletin explain 
why it is that we can pump gasolene but not 
gas. (Take up with us when such eases arise). 


“Do you know you ean discover whether 
a suction pipe leaks without digging up a foot 
bf ground? It’s a little trick explained in 
paragraphs 16 and 17 of this Bulletin. 


“Do you know that litharge and glycerine 
must be used on the foot-valve connection in 
the tank just the same as on any other con- 
nection; and do you know that usually when 
you say Mr. So and So’s foot-valves leak the 
trouble may be in the foot-valve connection and 
not in the valves at all? Paragraphs 24 and 
45 give facts well worth knowing. 


‘“These are points of efficiency which it will 
pay you in dollars and cents to master. The 
mastery of them will add confidence to your 
sales talk. Although you may not care to 
use a wrench yourself, you will be able to tell 
someone else what to do and how to do it, 
which, after all, is Service just as truly as 
actual performance of the work.’’ 


More material of similar character, treating 
other subjects, is being prepared, some forms 
being now in the printers’ hands, all with a 
view to bettering conditions for the user and 
the general business service. 


Salesmen Should Assume Our Equipment Is 
Right, 


Salesemen must not assume that we or our 
equipment are always wrong. You will be 
safe in registering a strong denial of such claim 
until you at least have tested—actually tested 
—every detail of the installation and know. 


Foot valves 


Let me mention one item only. 
have been the greatest 
source of complaints, all 
years considered. New foot 
valves were for a long time 
looked upon as the unfailing 
remedy for pump troubles of 
every kind and were usually 
preseribed without much 
thought as proper ‘‘first 
aid’’ for disabled equipment, 
but early in the year the 
Service Departmnet set a policy fone against 
the belief and started a campaign of education, 
and the factory went into the details of manu- 
facture more thoroughly than ever before, and 
as a result of this work the complaints, which 
in 
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6 in November. 
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The following letter received by the Service 
Department illustrates the possible uses of foot 
valves: 


‘“‘Gentlemen: Your letter of July 23rd at 
hand. On receipt of your letter, I took it to 
the plumber. He said that there was no foot 
valve with it. The air vent protector he has 
on is about three inches in diameter, brass, 
with wire screen, zine top, put on with two 
screws. Is that the foot valve? We thought 
it was the vent. If possible send someone who 
knows how it should be and get us out of this 
muddle.’’ 


The Foot Valves Are Right. 


If footvalves are properly used and placed 
they will be found to be right, but the top 
of a vent pipe is hardly the 
place for the best service. 

Be sure to look into the 
details of construction, and 
testing and packing the foot 
valves in the factory while 
you are here. They are just- 
ly proud of their work in the 
factory and if you see for 


| WOULD RA@THER. 
HAVE COMPLAINTS 
MADE TO ME THAN 
ABOUT ME 


yourselves you, too, can 

é speak with authority and 

REMEMBER DR.KREBS whe ‘ ia pea De of 
eee ee When some salesman sug 


gests a stock of two or three 
to take care of his territory, as has been done 
only this week, reeall the statement made here 
that only eight foot valve complaints were re- 
ceived here in the month of December from the 
whole United States. 


I have spoken of the necessity and propriety 
of giving full information when writing in 
connection with complaints. 


Another point which should be borne in 
mind, and which I am speaking of here, not 
because you as individuals may need the ad- 
monition, but for the purpose of covering all 
points, is that when a promise is made to one 
of our customers that any legitimate ground 
for complaint will be reported by you, don’t 
fail to do it. We will then avoid the dis- 
tressing necessity of being obliged to make 
apologies when we receive a letter from a ecus- 
tomer saying that ‘‘your salsman promised to 
have this matter attended to; why haven’t 
you done it?’’ when, as a matter of fact, no 
report has been received. Remember Dr. 
Krebs’ statement yesterday? 


““T would rather have complaints come to 
me, than go out about me.’’ 


Take care of your promises. 


Make Reports on Letter Heads. 


Do not report complaints on the Daily Re- 
port blanks. This is confusing and may result 
in the information not getting through to the 
Service Department. Make such reports in a 
separate letter devoted to that single subject. 


The same care should be taken in the mak- 
ing up of orders that is called for in making 
reports of complaints. Be specific in that re- 
spect and so eliminate some causes of com- 
plaints. 


Now that many of you are to take up the 
Dry Cleaners’ line this year, you should be 
sure that you are fully informed regarding the 
proper making up of orders for that work. 
There are special forms for this class of busi- 
ness, and no order should be acepted which 
does not give fully all the information ealled | 
for on those forms. This will save trouble and 
expense to you and dissatisfaction to your cus- 
tomers. 


Be careful, also, in making estimates of in- 
stallation costs. These are not infrequent 
causes of dissatisfaction and trouble. One 
case which came up only yesterday shows a 
cost of approximately $50.00 more than the 
estimate made by the salesman, and you may 
readily believe that such cases are not easy to 
handle when there is an effort made to dispose 
equitably of the extra expense. 


Conclusion. 


This tells but briefly of the Service Work 
maintained by this Company at no inconsid- 
erable expense for looking after the welfare 
of the equipment manufacturd by them and 
for assisting their customers and their sales- 
men, and to make the way easy. (No mention 
has been made of the Engineering problems 
involved in this work, of the complheations re- 
sulting from insurance requirements and some- 
times from pecuhar State or Municipal regula- 
tions, but these all add to the work, call for 
careful and thoughtful handling, and require 
much time). 


Trials and troubles cannot be wholly avoid- 
ed, but everything possible is being done to 
reach perfection, and if any suggestions can 
be given by the men in the field that will help 
us reach this goal, we are open to them. 


With your co-operation in the work much 
can be done, but if fewer of the minor and 
imagined troubles are sent to us we will have 
more time for the many real matters which - 
deserve and must have attention. 
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These are some of the amusing things, but I 
commend to you, gentlemen, the serious points 
I have endeavored to make. They are worth 
while from every point of view. 


“Regarding your tank which leaks, beg to 
. state that I expect to get married in a short time 
and wish to take the tank out when I move, or 


if I decide to leave it here, will have it taken out 
very shortly and inform you as soon as possi- 


ble.” 
“Would you pleease send me a catalogue of 
oil tanks for mine has sprunk a leak.” 


A salesman sold a Cut 241 with lamp at- 
tachment in a town where there is no electric 
eurrent. Now the customer wants us to ex- 
plain what we mean by our. advertisement that 


“this 241 pump with lamp is a good thing, espec- 
jially for small towns.” 
Extract from another letter: 


“He (the salesman) told me it would be a 
Bowser Tank and he sent me a Premier. 
going to send it back.” 


lam 


A customer had trouble with a Cut 241 pump 
. and complained to the sales- 
\eeigen man that he wanted some- 
Nacnee thing done about it and 
ie 17, cy wanted the best thing we 
Ppt, had. The salesman told him 
that the best thing was the 
Yellowstone Trail pump at 
' $35.00 more. As this pump 
was located a_ thousand 
miles or so from the Yellow- 
stone Trail this hardly ap- 
plied, and in any event the Service Department 
failed to see just wherein the color of the pump 
would correct the troubles. 


‘ ‘i , 

SZ Wh Aor: 
HE THOUGHT THE VALVES DIDN'T 
AMOUNT TO ANYTHING 


“It has been so long since I shipped the meter 
I forget what was done with it, but think it was 
shipped.” 


“There is three bung holes in this barrel, two 
of them with tin corks, one with iron bung, we 
don’t know what it is for. Could you please tell 
us, and let us know at cnce?” 


OO FOESO) 


Mr. Dorsch, Manager of the Washington 
District, has added eight new Senators to his 
list of live wires. The following men have 
taken territories under the Washington Office: 
Messrs. W. O. Bickle, H. Morgan, W. L. Hall, 
B. F. Sublett, L. R. Simpkins, F. T. Mooty and 
J. bE. W. Lindquist. 


We congratulate Mr. Dorsch on being abie 
to secure this valuable addition to his force. 


“TERMS AND QUANTITY DISCOUNTS” 
By Mr. W. G. Zahrt, Ass’t General Manager. 


The above heading is the subject Mr. Zahrt 
talked on at the Convention. He took up the 
qiwestion. oi 
plans for 1915 
as outlined by 
Mr. Bechtel 
and continued 
them. However, 
when making 
up the Conven- 
tion Number of 
the Boomer, we 
found that this 
talk was so vVi- 
tal to the poli- 
cies of the com- 
pany and con- 
tained so many 
figures, that we 
deemed it ad- 
visable to omit 
it entirely. 

Most of Mr. 
Zahrt’s talk was based on the information you 
now possess in your price books. It is confi- 
dential with the employees of the firm and is 
not for general publication. We regret that 
we are unable to give you this in detail as Mr. 
Zahrt’s talk was exceptionally good and those 
who heard him were much enlightened as to 
the interpretation of this all-important subject. 


MR. W. G. ZAHRT, 
Ass’t General Manager. 


We are going to refer from time to time, 
over Mr. Zahrt’s signature, to this subject so 
that you can keep it well in mind during the 
year. The plan as outlined by- him gives the 
salesman the best kind of a proposition and 
one that will enable a great many of you to 
profit greatly thereby. 


The above cut shows two “Red Sentries” sold by 
Salesman W. H. Graham, of the St. Louis District. 
This is a very fine installation and shows the “up- 
to-date” qualities of Troup Bros., Proprietors of this 
garage. 
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A Londoner’s Viewpoint 


Mr. A. W. Macleod of the London Office Writes Most Interestingly 
About our Pacemakers’ Convention and the Home Plant 


Fort Wayne, Ind., Jan. 18, 1915. 


Dear Mr. Editor: 

It gives me much~pleasure, in response to 
your invitation, to record my impression of 
the Convention just closed, in which it was my 
good fortune to participate. 
As it happens to be not only 
my first experience of a Bow- 
ser Convention, but also my 
first personal introduction to 
the firm and its officials, I 
may perhaps be allowed to 
go rather farther than a 
mere expression of opinion 
about the Convention and 
take advantage of the ocea- 
sion to give you my impres- 
sions in a rather wider sense. 


MR. A. W. MacLEOD, 
of the London 
(Eng.) Office. 


Although it is some fourteen months since 
i jomed the London Office of the firm under 
my good friend H. E. Anderson, the name 
‘‘Bowser’’ had hitherto been more or less an 
abstract quantity, and it was with somewhat 
mixed feelings that I received the suggestion 
of my Chief to accompany him to Fort Wayne 
and take part in the 1915 Convention. It hap- 
pened like this: 


We were sitting one day on the empty soap 
boxes which serve us for chairs. It was about 
10:30 a. m. when, having disposed of our mail, 
the serious business of the 
day was over. And so, as I 
say, we were just ‘‘sittin’ 
there,’’ whittling toothpicks 
and busy with thoughts of 
the war, storage tanks, 41 
pumps, and other peaceful 
subjects, -when “‘H;, E:’’ 
startled me with the exela- 
mation : 


‘““Mac! You’re no good as 
a salesman, you don’t know 
the first thing about the Bowser Organization 
and its Officers and its army, all that it is and 
al] that it ean do, and so I think you’d better 
come along with me and make its acquaintance 
and get put wise about all these things.’’ 


After I had recovered my mental balance 
a bit, he went on to paint in glowing colors 
all the excitement and glories and enthusiasm 
of a Convention. Of course, I didn’t believe 
him, but it is due to-this fact, Mr. Editor, that 


I was able to go through all these recent ex- 
periences in such apparent calm. 


You will readily understand, sir, that hav- 
ing regard to the present very unsettled state 
of things in Europe, the danger of Zeppelin 
bombs from the sky -above and of floating 
mines in the sea beneath, it was no hght matter 
for a family breadwinner to start out at a 
moment’s notice, as it were, on a 4,000-mile 
journey to a far and unknown country. 


As, of course, you will be aware, our Eng- 
lish ideas of America are derived chiefly from 
the ‘‘Movies—(What a wonderful people you 
are for touching the exact spot when you in- 
vent a new name for any- 
thing !)—and so, in journey- 
ing to ‘‘the Wild and Woolly 
West’’ I was full of antici- 
pations of meeting gentle- 
men with wonderful hats, 
woolly things down their 
legs and their hips, the 
Movies > HEFY FROM ME ever-ready pocket) suns wila 
which all minor troubles are so quietly and 
rapidly smoothed out. Sir, I have been disap- 
pointed; my faith in Picture Shows has been 
shattered and destroyed forever. 


We English folks have a sort of self-satis- 
fied way of thinking that London is the hub 
and centre of the universe. The late King 
Theebaw, of Burmah, (before we were foreed 
to put a stop to his playful way of ecrucify- 
ing in a rather painful way any and every 
person who was so unfortunate as to merit 
his displeasure) used to call his own particu- 
lar Palace at Mandalay ‘‘The Centre of the 
Universe,’’ and it is so called by courtesy to 
this day. And I guess, sir, that to its resi- 
dents, Fort Wayne is the centre of their uni- 
verse, aS 1s Creighton Avenue to the world- 
wide organization of the Bowser concern. 


When my mind dwells on the experiences of 
the past two weeks, I feel that my own course 
of rotation has been attracted into a new 
path. The name of ‘‘Bowser’’ has aequired a 
new value, a new significance. I take off my 
hat to you all and I say, ‘‘Gentlemen, I am 
pleased to have met you all and I am proud to 
be one of you.”’ 


Perhaps, sir, by this time you begin to feel 
sorry that you unwittingly opened the flood- 
gates of all this eloquence. You have my sym- 


pathy, for I also have been an Editor. There- 
fore, I will repress my inclinations and be brief 
in what is still to say. 


The Convention far exceeded my anticipa- 
tions. I have traveled a good deal in the 
course of my life and have met all sorts and 
conditions of men, and {| say in all sincerity, 
that a finer set of men than the Bowser Pace- 
makers whom it was my 
privilege to meet at the Con- 
vention, could not be found 
anywhere. : They carry in 
their faces the stamp of 
‘‘top-notch’’ men, every one 
of them. 


Now, sir, a Convention re- 
quires members, and if the 


are all ‘‘top-notch’’ quality the 


members 
Convention itself must be in keeping, and 


indeed it was so! I am reminded of Sir John 
French’s reference to his soldiers in one of his 
earlier reports. He said, ‘‘The men are splen- 
did.’’ The enthusiasm which animated one and 
all throughout the whole of the Convention 
meetings was simply wonderful, and a revela- 
tion to one accustomed only to the more re- 
pressed business methods of England. 


But they had good excuse for their enthu- 
siasm in the very excellent, practical and in- 
structive addresses which were served out to 
them by various officials of the firm. From 
these addresses two words have stood up prom- 
inently and engraved themselves on my mem- 
ory; they are ‘‘Efficiency’’ (the watchword 
for 1915), and ‘‘Tact,’’ than which I can im- 


A close view of The Great West- 
ern Oil Co.’s installation at Grand 
Rapids, Mich. We have _  repro- 
duced one of a series of advertise- 
ments on the front page that they 
are running in the morning and 
evening papers of that city. It 
simply proves the advertising pos- 
sibilities that the installation of 
our equipments affords. It costs 
money to advertise, yet this com- 
pany finds it profitable when con- 
nected with our outfit. 
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agine no more useful word in regard to sales 
work. 


In regard to the former, I was a little dis- 
appointed with Mr. Bechtel’s definition, or 
rather that he did not go a little farther, for 
‘*Hfficiency’’ is a relative term. There is ‘‘high 
efficiency,’’ but there is also ‘“‘low efficiency,’’ 
and I take it that what we want for this new 
year is ‘‘high efficiency.’’ And I believe, sir, 
that every man who attended these Conven- 
tion meetings has gone back to his territory 
with a very ‘‘high efficiency’’ feeling within 
him, and I shall look forward with keenest in- 
terest to noting from month to month the 
progress of the great Pacemaker’s Race for 
Gea), 


And you may be sure that although we, the 
‘‘foreign salesmen,’’ are not directly competing 
in it, we shall be doing our little best to emu- 
late those who are, and in trying to set up 
some little Cup records of our own. 


As to the word ‘‘Tact,’’ I bethink me that 
Dr. Krebs defined it as the faculty of say- 
ing the right thing to the right person, in the 
right way and at the right time, and I won- 
der-——? 


May J, in conclusion, be allowed to express 
my thanks for the courteous and kindly way 
in which I have been received by all, and my 
admiration for the Bowser Works and work- 
shop methods. 


Very truly yours, 
(Signed) A. W. MACLEOD. 
London Office. 
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A TIME SAVING ARGUMENT 


Automobile drives up in front of store with 
the object of filling gasolene tank. 


OLD WAY: 


ves runs out to the machine 
to ascertain what is want- 
ed. After receiving the 
order he proceeds to the 
back yard, where the gaso- 
lene tank is kept under a 
shed. He proceeds to 
draw five gallons of gaso- 
lene. It takes him fifteen 
minutes to perform the 
operation and the cus- 
tomer in the machine gets disgusted waiting. 
Originally he had intended to have his tank 
filled, but mentally he says: ‘‘Must I wait 
here all day?’’ Then he remarks to the clerk: 

“‘T guess five gallons will suffice, George,’’ 
with the result that only half the amount the 
customer originally wanted is purchased be- 
cause of the slow means of handling. 

The clerk, whose pay is 30e an hour, has con- 
sumed 714e worth of time in effecting the sale, 


“QUAKER CITY’’ 
See How Philadelphia, One of the Largest Cities 


with the result that but 12%c profit is made 
on the five gallon sale. 


BOWSER WAY: The ‘‘Red Sentry” will 
discharge 10 gallons in three minutes. The 
customer who desires 10 gallons gets his gaso- 
lene in three minutes, and, as he is assisting 
in the operation by holding the nozzle, says 
to the clerk: 


‘*Put in another gallon, George. I think it 
will still hold another’’—and another and an- 
other, and finally the customer has actually 
purchased 15 gallons, whereas in the old way, 
he would only have purchased five. 


The clerk consumed but five minutes’ time in 
making the entire sale and the merchant real- 
ized 5714e profit on the transaction. 


The old way you hide your light under a 
bushel and people do not know you handle 
gasolene. The ‘‘Red Sentry’’ way you empha- 
size that you appreciate the trade of the motor- 
ing public and by the installation of a ‘‘Red 
Sentry’’ have stamped yourself an enterprising 
merchant. 


INSTALLATION. 


in the United States, Is Becoming 


‘*Bowserized.’’ 


Occasionally some of our men write in stating that the town authorities will not permit 
” Outfit, on the street. 


the installation of a ‘‘Red Sentry 
cities of less than 30,000 inhab- 
itants. The refusal by the 
mayor, council, ete., is gener- 
ally based on a lack of knowl- 
edge of what other cities are 
doing in this respect. 

We have shown from time to 
time in the columns of the 
Boomer, installations in such 
cities as Los Angeles, Califor- 
nia; St. Louis, Missouri; Pitts- 
burgh, Pennsylvania; Buffalo, 
New York, and we want to com- 
plete the evidence as to what 
large up-to-date communities 
are doing with Bowser equip- 
ment, from coast to coast by 
showing what Philadelphia, one 
of the largest cities in the U.S. 
A., has done in this respect. 

These pictures are remark- 
ably good and are taken, you 
might say, in the very heart of 
the business district. One hard- 
ly needs any further evidence 
as to the adaptability of our 
equipment to comply with City 
Ordinances and Insurance Reg- 
ulations. 


The Falls Hardware Company installation. 
“Red Sentries” and also the 2 Cut 52-B Lubricating Cabinets in use 
outside of the building. This is done in Philadelphia, though we per- 
sonally have no knowledge of it being done elsewhere. 
have worked out very successfully for this firm. 


Usually this is in small towns or 


Note the two Bowser 


It seems to 


Exterior view of a Commercial Garage, David Schuyler, Proprietor, 
Broad and Diamond streets. This is a firm of undertakers who do not 
sell gasolene but simply use it to fill their own cars. The “Red Sen- 
try” was repainted a brown color to match the exterior of the building. 


The Philadelphia Motor Mart. Almost every retailer handling 
gasolene has two “Red Sentries,”’ one for Southern Gasolene and one 
for the Pennsylvania grade. The Meters on these two pumps showed 
that more than 300 gallons a day was being sold through each outfit. 
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Interior view of Washington Lane Garage, Philadelphia, Payee nis 
garage is thoroughly “Bowserized” through Mr. Vortigern’s sales abil- 
ity. There are 6 Cut 638-B’s for six different kinds of lubricating oil, a 
“Red Sentry,” Cut 241 in front, and one Cut 121 Portable Wheel Tank 
completely equipped with all accessories, including Cut 73-B Lubricat- 
ing Compartment. 


Here’s a typical view of Bowser installations on Broad Street, 
Philadelphia, the principal thoroughfare outside of Chestnut Street, in 
the city. This particular picture shows the equipment installed for the 
Philadelphia Rubber Tire Company, 680 N. Broad Street. 


BOWSER AND ECONOMY. 


In almost any periodical or newspaper that 
happens to come to one’s attention today can 
be found articles emphasizing that we must 

economize. The very wealthy 

and prosperous nation we 
oxrue\are has had a tendency to 

make us careless about little 
* things. 


ITS ALL THE More 
NECESsaRY FoR You 
To ECoNoMiz e— 


Wasteful and with an ut- 
ter disregard of the mor- 
row, is a charge that could 
be laid at the door of our 
nation as a whole. As soon, 
however, as that “‘little 
fuss’? broke out across the 
water our eyes were opened 
and now we find individuals, municipalities and 
‘‘hig business’? preaching economy. 


But what about the wastefulness in the gro- 
cery stores, in the garages, in the paint stores, 
in the hardware stores, in the dry cleaning 
plants and factories with regard to the hand- 
ling of oils? There is no commodity in the en- 
tire scheme of business that is handled with so 
much waste and so much loss to everybody 
who is brought into contact with same, as oils. 


The merchant who finds collections slow, 
business a little dull, should have forcibly 
brought to his attention the fact that the only 
way to get what is coming to him from his oil 
department is by the installation of a Bowser 
system. Now, aS no other time, is it essential 
for the merchant to get all that has been figured 
for profit! 


When they preach war to you, come right 
back: 


‘Mr. Merchant, it is all the more necessary, 
then, for you to economize now. You say you 
have $18,000 on the books?—that’s too bad; we 
have a million on our books all the time, yet if 
someone should show up at our factory with a 
proposition that would make us more than 6% 
on our money, he has sold something. If you 
have $18,000 standing out, then $75.00 for an 
oil tank which you admit will pay you 100% 
on the investment, is not going to break you up. 
You need it to save every cent in sight. 
B-O-W-S-E-R spells Economy.”’ 


© ® © 


Messrs. B. J. Lorts and J. L. Shifflette are 
new men under the St. Louis District who are 
going to give a good account of themse!ves 
and help to bring the eup to the center of the 
United States. 
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A PECULIAR INSTALLATION. 


This Picture Shows How One Merchant Util- 
ized Doorway Space to Install a ‘‘Red 
Sentry’’ Complete. 
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THE SALESMAN’S BEST FRIEND 


(By E. W. Lewis, Mgr. Card Department.) 


The Card Department and Calling list Sys- 
tem was inaugurated by Bowser & Company 
ten years ago, to assist their salesmen by fur- 
nishing accurate up-to-date information of each 
prospect, showing his business, commercial rat- 
ing, etc. This system has been revised and 
changed from year to year to meet the require- 
ments of the business, until now it is conceded 
to be one of the best in existence, and has be- 
come a component part in a Sales Organization 
which is second to none in the country. 


With the calling list of a county in a sales- 
man’s possession, he has a birds-eye view of the 
entire county before he enters the same. He 
knows the number of towns and number of 
merchants in each town, their business, com- 
mereial rating, whether in possession of a 
Bowser outfit, and if so, the cut number, age, 
etc. In this way he is not depending for this 
information on hotel clerks, livery men, rival 
merchants, ete. He plans his work, routes, ete., 
so as to cover the ground most advantageously 
and completely, thus saving time, which is 
money to him. 


This system in connection with the salesmen’s 
daily reports is taken care of in the Home Office 
by a department by itself, who carefully note 
the results of each salesman’s daily work, and 
this has been reduced to a system whereby the 
company is now able to determine actually the 
cost per call to each salesman. 
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The first ten months of this year, the store 
and garage salesmen in all the sales districts, 
except San Francisco and Toronto, reported 
412,283 calls, working 57,491 days. Two hun- 
dred and eleven thousand and ninety-three calls 
were made from calling lists in 20,798 days. 
While salesmen working without calling lists 
consumed 36,693 days in making 201,990 calls. 
The average calls per day by salesmen who 
used calling lists, as shown above, was 10.1 
and if his daily expense is $5.00 per day, each 
call cost him 49¢, while the salesmen working 
without calling lists averaged only 5.48 ealls 
per day, at an expense of 91 cents per eall. 

This shows that the salesman working on 
calling lists has reduced his expenses nearly 
one-half, inasmuch as he is able to call on 
nearly twice as many prospects in the given 
time as the other fellow. It is also fair to 
presume that his selling chances are increased 
in hke ratio from the fact that he is able to 
see more men in the time, and his prospects for 
selling are further increased from the fact that 
knowing his prospect before-hand, his sales 
talk and line of action are pre-determined. 


The salesman without a calling list enters 
a county, to which he is a stranger, and has 
to spend considerable time in getting informa- 
tion concerning the towns, location of the same, 
and standing of merchants, ete., which he ob- 
tains from unreliable sources. In planning his 
work from this unauthentic information, he 
starts out without any definite line of action 
and sees a few of the prominent merchants and 
has no means of knowing whether he has 
cleaned up his town or not, and takes the next 
train for the next important town in the county, 
and so on, thereby missing some of the best 
ehances and working more for the benefit of 
the railroad company than for himself. Our 
salesmen are recognizing more and more the ne- 
cessity of the calling lst in their work and ap- 
preciating its worth. 

‘OR OREO) 


Meccroe Cc. i. Worth, H. H. Martin, W. F. 
Nerin, J. B. O’Bannon and W. D. Pfeiffer have 
recently connected themselves with the Fort 
Wayne District. 

Congratulations, boys, on your connection 
with us, and may it be mutually pleasant and 
profitable to all concerned. 


© © © 


Mr. L. P. Murray, Manager of the Chicago 
District, is still out for Pacemakers, as the fol- 
lowing men have been assigned territory in the 
Chicago District: C. L. Winterrose, William 
Randolph and C. J. Rogers. 

Evidently that Chicago ‘‘Bunch’’ is just 
what their badges indicated. 


THE CALLING LIST. 


(By Salesman W. D. Alleman, of the St. Louis 
District. ) 


Most salesmen appreciate the true value of 
the Calling List; occasionally one does not. 
lis ish fore this individual, 
the one inexperienced, 
usually a new man in the 
organization, that this ar- 
ticle is intended to help. 


The Calling List is im- 
portant to success for sev- 
eral reasons. First, the 
general line men need to 
get all kinds of business, 
that is to say, sell Kero- 
sene, Gasolene, Lubricating and Paint Oil 
equipment, for his success in selling but 
one, Gasolene Equipment, for example, means 
but to fail or just ‘‘get by.’’ Again, our 
men all enlist with Bowser & Company in 
view of making some money, which ig need- 
ful, logical and right. To do so the first step 
after acquiring a thorough working knowledge 
of the line, is to be methodical about your 
work, and the best method of obtaining re- 
sults is to work on a Calling List. 


Without a Calling List you go into a town, 
work around the Court House Square, conclude 
you have done the town, inquire, ‘‘When can 
I get a train for Jonesville?’’ and are ready 
to go. 


How is it with the Calling List? We find 
after working around the Square and checking 
our list that six, eight or a dozen ealls have 
not been checked off. One is ‘‘Bill Smith, G-3 
G.S.”” Where is Bill? We look up the oil 
man, or from some other source we learn that 
Bill runs a store out at the fork of the road 
in the ‘‘Sub,’’ or is three miles outside. 


The others missed Bill, you are working on 
the Calling List; you did not miss him—re- 
sult, big, fat order.’ 


One Hundred Per Cent. Efficiency in Your 
Work. 


You need all the business you can get and 
the firm is entitled to your best efforts, for 
they want to run the factory up to 100 per 
cent. of its capacity for manufacturing, and 
you want to earn up to 100 per cent. of your 
ability and efficiency. To obtain this result, it 
is up to the saleseman to sell every merchant 
for his every need, be it Kerosene, Gasolene, 
Lubricating or Paint Oils. Your chance of 
success outside of a congested district in any 
one line is not very great, 
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Older men know the value of the Calling 
List. Ask some Ramee how to get the busi- 
ae soiree agin, BESS; he will tell you by 
f working the Calling List. 
Ask Dorsch, the ‘‘order a 
day man,’’ he will tell you 
it is by working the Calling 
_ List. Ask E. E. Lowe, who 
for six months ‘‘hit the high 
places’? in Arkansas trying 
to turn the big tricks. After 
getting down to the Calling 
List he pulled himself out 
of a $600.00 hole, made the 
Pacemakers’ Club and ‘‘made good.”’ 


FP Bur 
We NEED A go wseie ORT 
FIT gusr Ties SAW 


Who EVER. HEARD OF A 
GROGERY STORE NOT 
HANDLING ait ? 


I could give you many examples that have 
come under my observation, working with men 
while with this Company, but to be brief, will 
refer to only one more—Mr. Pendery, who made 
the Club last year, working out of Ardmore, 
Oklahoma. Crops were not good in his terri- 
tory. After calling on every merchant in the 
county but one, Mr. Pendery drove in a buggy 
eight miles to see this one man, who he knew 
from the Calling List had a Bowser before he 
started out. Result was a sale of a 2 bbl. Cut 
19. ‘‘It pays’’ to see them all. ‘‘It pays’’ to 
work on the Calling List. 


My friends will pardon me, I know, for the 
personal reference. As for Mr. Lowe, I have 
several times repeated his experience with his 
permission. The only purpose of this article, 
if accepted for the Boomer, is to help some 
one among the new acquisition to our ranks 
and any other not yet fully convinced that 
this is the most economical plan and the one 
way in which to get the very best results. 


Where Two Were Already 
Installed. 


At Martin, Tenn., last week, while work- 
ing with a new man, we pulled up in front 
of a Public Garage where they had a 5 bbl. 
‘“‘Red Sentry’’ with lamp attachment, in front 
on one side of the driveway into the garage. 
This, one of our men sold last March. On 
the other side of the driveway in front was 
a Cut 242 that had been sold this firm before 
buying the ‘‘Red Sentry,’’ and was in use 
for Lubricating Oil. To our friend, the new 
salesman, it would seem almost useless to eall. 
Result, in less than an hour an order for an- 
other 5 bbl. ‘‘Red Sentry.”’ 


Sold Another 


The next call was on a firm who did not 
handle oil. Their specialty was flour, feed 
stuff and groceries. We were informed they 
did not handle oil and did not care to for the 


reason that oil cost this particular firm 10¢ 
and was being sold for 10e. 


Our man woke up when this remark was 
dropped. Who ever heard of a Grocery Store 
not handling oil before? It was Saturday, but 
he bought a 2 bbl. outfit after being convinced 
that after all it might not be a bad plan to 
have those five-gallon cans coming into his 
store, for these farmers wanting oil might use 
flour and groceries also. 


‘‘It pays’’ to eall and see them all. 


When merchandizing after.a busy day it 
was my delight to see twenty or twenty-five 
bushel baskets of eggs lined up on the floor, 
for the reason I was sure that these same 
baskets, buckets or boxes that held those eggs 
when brought in did not go back to the farm 
empty, they contained goods he had for sale. 
So it is with the cans they bring in for oil, 
something the merchant has to sell usually 
goes back with them. 


See Them All—‘‘It Pays.’’ 


The following, though contributed before, 
might be appropriate on the subject of call: 
He may live in a palatial mansion fair, 

Do business in a big brown stone front store, 


up there, 
Or in a little store, be it ever so small 
That it looks more lke a hole in the wall, 


ORR OREO) 


A GOOD LOCATION FOR OUR 
SENTRY.’’ 


The following picture is a good installatioa 


‘““RED 


of our ‘‘Red Sentry’’ Cut 241, in front of the 
Thomas Hardware Store, Laurel, Nebraska. 
This outfit was sold by our Mr. J. C. Hart- 
sough, of the St. Louis District. It just goes 
to prove that he’s on Ne edt early and late. 


Mr. J. E. Dyer who has taken territory m 
the Harrisburg District, is now one of Mr. Col- 
well’s ‘volunteers to bring the eup to Harris- 
burg. 


IMPROVEMENTS. 

The improvements that a merchant ‘‘gets 
along without’’ never made him any money. It 
is those he installs and uses that are profit 
makers and that he would not do without again. 
Here is a strong example of what a Bowser Out- 
fit will do for the average merchant. The fol- 
lowing table is based on sales of 100 gallons of 
kerosene per week and elerk hire at $50.00 
per month (10 hour working day) : 


(< 


: : Total | Total | Total Cost | Grand 
sive Mins | in. | Hours| Days |per Day! Total 
Week Te per per per Clerk per 
"PD | Week eWearme Vear Hire | Year 
| | | 
Your Way 
14 total sales 
or 35 gallons 
sold in 5-gal- ; 
lon lots. th 38 56 | 
| | 
*%% total sales | | { | 
or 65 gallons 
sold in 1-gal- 
lon lots. 65 4 260 
| | 816 | 274 27 | $1.90 | $51.30 
Our Way | 
44 total sales | 
or 35 gallons 
sold in 5-gal- 3 
lon lots. ti 1 (eek 
24 total sales 
or 65 gallons 
sold in 1-gal- Fe 
lon lots. 65 vA 33 
40 35 | 38% | $1.90 | $6.65 


Total Savings for Each Year $44.65 


How to Use Above Table. 


You say that you sell 100 gallons of oil a 
week. Now to go down into the cellar or out 
in the backyard it takes about eight minutes 
to deliver a 5-gallon can, filled with oil, to a 
waiting customer in your store. May I ask 
what you pay your clerks for, the number of 
hours they give in selling goods in your store? 

Now, if one-third of your weekly sales of 100 
gallons are in 5-gallon jots or 35 ‘gallons are 
sold in this way, this means 7 trips of 8 min- 
utes each, or 56 minutes. As 
it takes longer in proportion 
to sell one gallon than five, 
say 4 minutes to each of the 
remaining 65 gallons, it takes 
65 trips of 4 minutes each 
and 7 trips of 8 minutes each 
—total, 316 minutes per 
week. Fifty-two weeks in 
the year means 274 hours, 
or 27 working days of 10 
hours each, which figured 
-on the basis of $55.00 per month for good 

clerk hire, means $51.30 each year—the amount 

it cost you with your present system to sell 
your oil. 


Iv TAKES AROLY, 
8 MWe yES 
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i 
Now, we ean deliver 1-3 of your weekly sales 
of 5-gallons each in 7 minutes, and the remain- 
ing 65 gallons sold in one-gallon lots in 33 min- 
utes—total 40 minutes per week against 316 
minutes your present method. 


Clerk hire, your way—$51.30; our way, $6.65. 
Actual saving per year of $44.65, 


The Computer on a Bowser Pump gives the 
merchant the exact money value of any quan- 
tity of a gallon or less, sold at any price. The 
Float Indicator shows approximately how much 
oil is in the tank and is a warning to the mer- 
chant that the supply is getting low, thereby 
saving him the profit on the oil he might have 
sold had his supply not become exhausted. 
These two features are generally worth the 
price of the installation. 


© © © 


ANOTHER OPTIMISTIC LETTER SHOW- 
ING THE OUTLOOK FOR 1915. 


January 2, 1915. 
Dear Mr. Townsend :— 


I have been wanting to write you for months, 
but I haven’t been able to honestly brag about 
myself, or my work, so I kept ‘‘mum.’’’ The 
use of this word ‘‘brag’’ is probably far- 
fetched in this particular case, but nevertheless 
the idea I wish to convey is, that business has 
been such that I really didn’t have the desire 
to write my friends and tell them about the 
various people that wanted Bowser tanks and 
couldn’t buy them:on account of ‘‘the times.’’ 


However, New Year’s Eve brought forth 
resolutions, inspirations and lots of enthusiasm, 
and New Year’s morning I had such an abund- 
ance of energy I couldn’t sit still, and finally 
worked it off on a victim which I located at 
' Result—10 bbl. 101. 
Now that I have started the year right, I feel 
as though the Presidency of the Pacemakers’ 
Club is within my reach. 


I am taking care of Mr. Smith’s territory 
while he is attending the Convention at Fort 
Wayne, but expect to be back on my own ter- 
ritory about the 17th. Conditions are improv- 
ing wonderfullyin my territory. Lumber mills 
have resumed operations and business men in 
general have great confidence in the coming 
year. I have some splendid prospects ned up 
and hope to close the most of them before 
May 15th. 


If you happen to see Mr. Smith or Mr. John- 
son, kindly mention this New Year’s ‘‘stunt’’ 
I pulled off. 

Very Truly yours, 


(Signed) R. A. FORD. 
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t Innovation 


| Puts Ou 
In a Gasoline Pamp 


a 


is| The S, F. BowSer Co., Fort Wayne, 
Ind, has just eonrpletéd for the mar- 
ket a new 5-gallon stroke curb filling 

\ pump for gttick conveyance of gaso- 
ling Into automobiles. It Is said to 
be an innovation in gasoline pumps. 
General Manager & B. Bechtel, of 

the esmpany, who is a Toledoan, 
Wished the first one established here 
and has Installed it at Clark’s Auto 
Shop. ‘In a test the pump filled 14 | 


lears in 40 minutes, the average eee y 
4 


teach car being eight gallons of gas. 


7 


~All: 


' 
ee 


Have Your 
Car Filled 
In Less Than a Minute! | 


The only 5-gallon stroke eurb 
filling station jn- Toledo. « Dis- 


penses filtered gasoline at the 


t z1 32 see > 
rate of 10 gallons in 32 seconds 


Clark’s Auto Shop | 
218 Huron St. 


Home Ph, Main 2057... 
Toledo Office of 


S. F.. Bowser 
& Co. 


\| Oil Tanks and Pumps. 
With Clark Auto Shop. 


Home Phone Main 2057. 


SERT FERRE Lo . WALKER PETERSON 
SLE ES LUE TIeS | RUS. REPAIRING | 


Pie 


ELBERT FERRELL CO... 
am 
a AG 
WF. gD iiew ite # 


A NICE INSTALLATION AND TESTIMO- 
NIAL. 


Reproduction of a Bowser ‘‘Red Chief’? Cut 101 
Pump, in Front of the Garage of Elbert 
Farrell & Company, Everett, 
Washington. 


Everett, Wash., Oct. 26, 1914. 


About three weeks ago I installed a Bowser 
five-gallon self-measuring pump for handling 
gasolene, and it has proved to be the best ma- 
chine of its kind I have ever used since being 
in the automobile business, and I have used 
several. The pump is extremely quick and 
easy to operate, which enables me to give my 
customers prompt and efficient service. 


I highly recommend this pump to anyone 
desiring the best to be had. 


Yours very truly, 
, ELBERT FERRELL. 


t 


|inoME Ge: | \- ees te | 
wer tune | CLARK'S q 
| ARMOR | bare 


home of Clark’s Auto f-structure on Eleventh street; now 
has a modern.brick fireproef Ho! 
of pretentious size. ~ 
4 cializes in a score or more of 
“year ago, when he. engaged |gories for automobiles and tites, 
‘automobile and ‘accessory|ploys a corps of high-grade 
dn Toledo, His first location|/ics on automobile _ work» 
; barn; later, as his| practically everything » 
wi) bre moved to a larger |the motorist. — z 
CORDS WIN re eT oe 
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Features in This Number 


A Live Sales Demonstration- - - - - - - - - - Mr.E.J. Gallmeyer 
metosenes alk tovMacemakerst- <2 «fe Rew Mr. J. G. Rodman 
pepe rial Hire: bestuete ee 20 ee ee So Illustrated 
ee roe cnommalcii alice ween st ee 2 LP Oe beg e V Mr. N. Paquette 
Perealesman saWitemaiee rey i Fe bee ok ith eye «tk -. Mr: CG. M. Smith 


: 
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History Repeats 
THE CULVER 


MILLER & CULVER, MANAGERS 


Ashland, Wis. 
January 25, 1915. 


S. F. Bowser & Co., 
Mr. Townsend. 


H 
Dear Sir:—Am enclosing a cut of two ; 
Bowser pumps, that were in a fire at Solar ; 
Springs, Wis. These pumps were at- : 
: 3 : 

tached to two seven-barrel tanks which ; 
were nearly full, one of kerosene and the } 
other of gasolene. ; 


Sad a a Ld Na ee Ot YO St Set Set Se et Te Pe ee 


Same results as formerly: no explosion, 
and the contents as good as if there had 
been no frre. 


History sure does repeat itself. 


Yours truly, 
(Signed) L. W. COOLEY. 


Cro ie meme ter ter ht St Set Pet Pe ee pe eet 


Si a a Na NT Ot St St Set SY ey Et St St he Tt Tt Te ee SN ia EL Oe ee ee St ey et See et Oey ey Tet ee 
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It is interesting to note the names on the list of Forty High men and the Five 
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Put Your Name Here 


High Men from each District. 


Here are men who have gotten an early start on the year’s work. How many 
will remain on the list till the end of the year? 


strive to put it here in a future issue. 


It is worth the effort. 


Standing of Forty High Men, February 10, 1915 


Salesman’s Name. Office. 
Le CG eR abo o lostonine meet ocerneis ascii Albany 
Bee Wisi Ets COdGINGLOM Aare etek mite St. Louis 
So Was rec ease cere te cokers ereieis Fort Wayne 
As a). Gam WI1tG ae citer tablens eters ee aeie ie ore ce Dallas 
Dee tte M GINGOSHMES. ee ots arte love a cule vache sc Toronto 
6 fe aE LO tz nectar eis ahese San Francisco 
lin Ake Aaks, Se AAO M is 66.5 Oo GOe mas Eng. Sales 
8. y HO Bel QUe ays nacre tetas ela oes tye eyateus Toronto 
9 Bees Kenn adc eres Sek San Francisco 
Os, RG eMatt he ws tier 1. citar tets ore ee Dallas 
UT ELS W ebberwannc ace cevcterstrais se orner Chicago 
ae eds) ObSOUMr ae ettere nein cee Eng. Sales 
135 td sole WVIOUCOLOMDSE warn rrais ene rere cee Denver 
14 Grd eRe StYeeben scm Ream tel cet es eee Dallas 
LS eM -Laupheim Cran. seisyie sete St. Louis 
163 Be -Beebin ois hee Waters eae San Francisco 
LEER WEAN RRO NE Sates Me olan ooo e Fort Wayne 
185) CAS Ge Elario Oring. srpeisteie cei cetera Harrisburg 
19. Gi Reuben. stant a. ac San Francisco 
20S Rese COddineton yer ete San Francisco 


Five High Men 


mb WN 


SAN FRANCISCO 
aN 
Sere 
. Klotz 

. Reuben 
». Walters 


ALBANY 

1; C. R. Eggleston 

2 Whee boley 

3. W. A. Hemenway 

4. J. H. Robbins 

5. G. W. Blliott 
ATLANTA 

1. IF. C. Schuster 

2) ele ea COs 

on Ln Os Pack 

4. T. FF. MceWaters 

Byer War O Wi 
CHICAGO 

1. J. T. Webber 

2. G. E. Bowen 

3. H. A. Leonard 

4. A. E.. Darling 

5. Ja J. Behen 


Kennedy 
English 


wn 


wk wwe fwd 


mn & Ww eS 


G. Be Dickey... .ccs pace Senate St. Louis 
BS EW al terse, eres citar eines San Francisco 
He Lat Mall rome ox.7- oie steers salts ie Eng. Sales. 
‘Ay Lea arlin ghar mawdio cher mitra tens Chicago 
HeTA.sleonardn cure cieiee acne ene Chicago 
CUM. Carpenter. amie eerie Fort Wayne 
We sit.) Pritehottenn ccaciseut ree Fort Wayne 
SE Day lor ture pte dee cto aires Eng. Sales 
WE Tousleye es we eee eae St. Louis 
H.-C. Schister xian geo eae eee Atlanta 
Lie A ISOD LOO: ae csstare) eat niet Lexington 
Wee EVA DDOLUR cris elect rleustenariateteiets St. Louis 
Go BE StOvalleany.cotets marae) tae Washington 
J.-H. Bédse@ne® ccistieiioataiee atin St. Louis 
Sic Wie LOth ye ctctstistcnae etree Philadelphia 
W, Dutield 55454 Gam ateono tae Harrisburg 
Re AR Choate: = voxure sitet «= creme Denver 
Es saupihre'yeie cients crerneiets San Francisco 
WEG BOley focw whe ateyere sche tena eaten ie Albany 
GIN SROOB WE, 4 siaie geile gigs Meee gas Harrisburg 


by Points in each District, February 10, 1915 
(Districts Listed Alphabetically) 


DALLAS 


Cc 


ov 
i 


iy Lee 


oes 


White 
Matthews 
Tucker 

Street 
Sigler 


DENVER 
J. Vonderembse 


Ure Ae 


oa NL 


ash 
pos 


Choat 
Dawson 
Fisher 

: Lucas 


ENG. SALES 


A apes & 


De airs 
Ir, 


ye ie 


A. 


Gc, 
Hi 


mn & MO 


wm & & bt 


Armstrong 1. 
Dobson a 
Milliron ay 
Taylor 4. 
A, Armstrong SS 
TORONTO 


H. Beique 
MetIntosh 

A. C. Ellis 

S. Robertson 
J. Jeavons 


FORT WAYNE 


NEW YORK 


W. H. Lease 1. I. H. Peeples 
J. MeDonough 2. G. W. Scott 
L. W. Cheney 3. H. Dalgaard 
Cc. M. Carpenter 4. A. B. De Lacey 
W. H. Pritchett. 5: .W.. H. Ladd 
HARRISBURG PHILADELPHIA 
A. G. Hartgen 1 Beater AA YM DEO 8) 
M. B. Pfeiffer 2. H. A, Vortigern 
H,. J. Bradshaw 3. D. W. Chase 
W. Duffield 4. W. S. Parker 
P. P. Weissi. 5. W. M. Booker 
LEXINGTON ST. LOUIS 
I. L. Alsobrook 1. W. H. Coddington 
J. B. McPherson 2. -G. P. Dickey 
D. Moore 3. W. E. Tousley 
J. P. Neely 4. M. Laupheimer 
W. I. Nerin 5. J. H. Bedser 
WASHINGTON 

1. G. P. Stovall 

2. Ar Ibn Corbin 

Sold Wis, Lueg, 


W. S. Stoner 
L. R. Simpkins 


ak 


If your name is not here this time, 


\e 
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THE SALESMAN’S WIFE. 


In times of war the men go forth to battle 
and to give their lives for their country if nec- 
essary. Many men’s names have gone down in 
history as men who were valiant and courage- 
ous, while the one who was left at home to 
eare for the home and the family has many 
times been forgotten, even though conditions 
surrounding her life may have called for more 
bravery and courage than the one who went 
forth to battle. 


While we are lauding the salesmen on the 
territory we can well give our thought and at- 
tention to the companion who is left at home. 
Many times she is not thought of as being of 
any help to the salesman in his actual work, 
yet she is sometimes of great direct assistance. 
Mr. Bowser, in one of his talks at the Conven- 
tion, mentioned having received a letter from 
the wife of one of our salesmen which letter 
was brimful of enthusiasm and determination. 


The letter, which Mr. Bowser read, stated 
how she helped her husband by answering tele- 
phone ealls and giving such information as she 
could, keeping the necessary records for him. 
She had the same feeling of confidence in the 
Bowser line and in her husband’s ability that 
it is necessary for the salesman himself to have. 
When her husband went out on an especially 
hard proposition; she said she knew ‘‘ We would 
win.’’ Notice she did not say ‘‘He would win,’’ 
but she knew ‘‘We would win,’’ meaning, of 
course, that she is a party to his success. 


Look back over the history of the past and 
you will find if you get into the history of 
the everyday life of many of our great men, 
that there has been a wife, mother or sister 
who had a great deal to do with the making of 
the man. The wife, who is the life companion 
of the salesman, can do possibly more to make 
or mar his life than any other influence. A 
kind and sympathetic feeling, a feeling of faith 
from someone else, goes a long way toward in- 
spiring in a man confidence in himself and his 


abilty. When the salesman knows that the 
dear ones at home are thinking of him, wish- 
ing him well and believing in him, knowing 
that he will win out, he is a mighty poor man 
if he is not braced up, if he does not have a 
determination to fight and fight hard to win 
his battles. 


We have all seen instances where someone 
was fighting for a victory, be it a victory over 
habit or simply to attain a certain end. If 
those standing by were watching and saying, 
Pilescan t. doit sors. He won't do it. He 
hasn’t got it in him,”’ the fight is made that 
much harder. But if those interested in the 
man are enthusiastic rooters, believing in him, 
speaking for him, encouraging him, the battle 
is already half won. 


Possibly some salesman’s wife may feel that 
she is but a little part in his commercial life. 
If so, change your manner of thought. You 
are an important part of his success and can 
make his success greater according to the in- 


terest and faith that you have in him. 


We want to congratulate the ladies on the 
part that they have done toward the husband’s 
success, and we wish you the happiness and 
prosperity that rightfully is yours. 


Messrs. J. ©. McDaniel and J. F. Zoesch 
are new recruits in the St. Louis District, 
whom we are glad to welcome into the or- 
ganization. We hope, boys, you will soon be 
setting the pace for some of the other fellows 
from the ‘‘Show Me’ State. 


INTERESTING STATISTICS 


It is interesting, indeed, to note the records 
of the Card Department showing the number of 
calls made by Bowser salesmen during the year 
1914. The records this Department have, show 
an average working force of 345 salesmen re- 
porting exclusive of San Francisco, Toronto, 
Engineering Sales and Railroad Salesmen. 


One of the very interesting points brought 
out in this report is the fact that the average 
working month of the 345 salesmen was 18.55 
days. Now, we had last year 83 Pacemakers. 
Suppose the entire working force had averaged, 
say 24 days per month, how many Pacemakers 
would we in all probability have had? How 
much more money in commissions would the 
salesmen average? 


When you get right down to the proposition, 
each salesman is a business man with 26 work- 
ing days, more or less, in a month for business. 
Now, each day lost in the territory simply 
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means that much opportunity for business 
passed up. If a grocer or druggist were to 
average 1814 days in a month, closing his store 
the balance of the time, he would soon be sold 
out by the Courts. 


What are you going to do this year towards 
raising that average number of days per 
month? Do it for the Company’s sake, if you 
will, boys, but if you don’t want to do that, do 
it for your own sake. 


PERSONALS 


We have before us three Daily Reports from 
Ww, A, Hemmenway, all marked ‘‘Leave of Ab- 
sence.’ 


Jan. 18th: “George Paul arrived last night. 
Weighs 7 lbs.” E ‘ 

Jan. 19th: ‘‘Paul and mother doing fine. 

Jan. 20th: “Paul says dad can go to work 


Monday if nothing happens.” 


Now, dad if you are going to be an honor to 
Paul, understand that nothing less than 500 
points will do, otherwise, Paul will surely have 
reason to be ashamed of you. 


Me Me we 
i. aS 7" 


Mr. W. F. Jaquis, who has lately taken ter- 
ritory under the St. Louis office will soon be 
‘Tasting’? toward the Pacemaker threshold. 
We will look for you, Mr. Jaquis. 


AA Me a7 
Bo BS 


The following paragraph is taken from Mr. 
Eugene Chrone’s letter of January 20th and is 
self-explanatory : 

“Business is starting out nicely for 1915 in the 

Dallas Division and we are gratified. The new 


pumps, prices, terms and commissions are being 
received enthusiastically by all the boys.” 


We have just received word of the death of 
Mr. Frank J. Casey, Jr., who has been travel- 
ing in territory under the St. Louis District. 


Mr. Casey came with the company in the 
year 1910 and had been a consistent producer 
up until the time of his death. He contracted 
a severe cold while making a long drive in 
zero weather, death resulting from influenza 
meningitis. 


We wish to extend to the friends and rela- 
tives of Mr. Casey our sympathy in their be- 
reavement. 


one who- faithfully took oath to help Murray 
keep the cup. 

Mr. L. L. Patterson, Atlanta’s Dothan, Ala., 
representative, at ‘‘High Noon’’ Jan. 20th, so 
we are informed by the Atlanta Office, was 
wedded to one of the ‘‘sweetest girls in Missis- 
sippi,’’ a true Southern Belle. 


Me 
Zh 


We failed to get Mrs. Patterson’s maiden 
name, but want to take this opportunity of 
wishing Mr. and Mrs. Patterson the full meas- 
ure of happiness and success that we trust will 
be theirs. 


Mr. Patterson did not make the Pacemakers’ 
Club last year but we now expect him to ‘‘show 
himself worthy”? by getting his 500 points. 


Mr. W. M. Swope, who formerly worked un- 
der the Lexington Office, is again carrying the 
Bowser grip. Good luck Mr. Swope. 


" Me 
7 1 


Mr. Bruce Sweet, who formerly worked un- 
der the Albany Office, but who left the Bowser 
fold for a short time, is again back on terri- 
tory in the Albany District. We are always 
glad to see the boys come back. Takes a man 
to ‘‘come back’’ you know. 


% Oe O# 


We incorporate below a verse written by 
new salesman, W. F. Jaques, of the St. Louis 
District, which puts forth the idea of the 
Bowser line gained from a week’s training at 
the Branch Office: 


The Bowser System 


The Bowser system is best on earth— 
The millions used proclaim its worth— 
The highest skill of mechanical art 

Is plainly seen in each point and part, 
The finest materials from forest and mine, 
Are used in constructing the Bowser line. 


sk By 


Mr. W. S. Parker, of the Philadelphia Dis- 
trict, believes in working Saturdays now if he 
never did before. But, of course, he did before, 
for he stayed with a prospect on Saturday 
from 8:00 A. M. until 2:00 P. M. and. came 
home with an $840 order. Not so bad, eh? 
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Mr. F. M. Baker is now preaching the gos- 
pel of Bowser equipment in the Chicago Dis- 
trict, as he has just recently taken territory 
with Mr. Murray. 


we Y 
Me Me we 
a i) 


Mr. J.T. Webber, Jr., is another Chicago 
recruit. He will no doubt be wearing a green 
rose at the next convention. 
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Mr. J. T. Webb, of the Chicago District, blew 
in the other day and spent a couple of days in 
the factory getting acquainted with construc- 
tion methods and ‘‘looking into’’ the line in 
general. We notice, by the way, some orders 
signed ‘‘J. T. Webb’’ in the Order Department. 
Apparently he brought in the “‘bacon,”’ 


Mr. R. A. Choat, of the Denver ‘District, is 
a comparatively new man, but he is there just 
the same, as is evidenced by his order No. 17, 
which is a 28-point store order. Good work, 
Mr. Choat, and send ’em right along. 
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We are glad to know that Mr. B. A. Deffler 
of the Chicago District, who has been in a hos- 
pital for some days, on account of illness, is 
improving rapidly and expects to be in the 
field again very soon. 
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_ Salesman J. C. Able, of Northern Michigan, 
under the Chicago Office, who has been with us 
a number of years, was a recent visitor at the 
Factory. This is his first call at Fort Wayne 
and he was greatly impressed with all that he 
saw. He has gone back with the determination 
to become a Pacemaker this year or know the 
reason why. 
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Mr. T. C. Smith has recently taken territory 
under the Fort Wayne Office in Southern Ohio. 
Mr. Smith has spent several days in the factory 
learning the details of the line and we hope to 
hear from him very shortly in the way of a 
good showing in orders. Mr. Smith will have 
headquarters at Chillicothe, Ohio. 
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Mr. L. W. Cheney, of the Fort Wayne Dis- 
trict, has certainly been sending in some nice 
business since the first of the year. He says 
he is out for an office in the Pacemakers’ Club. 
What Cheney says he means. 
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Mr. H. W. Oattis is now carrying the Bow- 
ser grip, having recently connected himself 
with the organization under the Atlanta Office. 
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Over in the Traffic Department the other 
day, Mr. Goff and Mr. Davies were remarking 
that all the Railroad Representatives who came 
in seemed to be very optimistic about the busi- 
ness outlook. This certainly is a good ecriter- 
jon. One thing that struck us, however, was 
the way the boys put it, that every fellow 
comes in talking optimistically with his right 


hand out, usually saying: ‘‘Give me some 
business.’’ That looks to us lke the right 
spirit, indeed. ‘‘Business is good. I am work- 
ing for the best firm there is and I want your 
business.’ 
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Messrs. I. L. Walker and F. A. Knoche just 
recently returned from Indianapolis where 
they attended ‘the Indiana Dry Cleaners’ Con- 
vention, 


Mr. A. G. Hartgen is right on the job, as 
evidenced by the business sent in on the 29th 
and 30th of January, which totaled nine orders. 
Nothing large about any of them but it made 
two mighty fine days’ work. 
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Over in the Display Room recently. we 
noticed Mr. I. L. Walker, of the Fort Wayne 
Sales District, explaining the virtues of a Cut 
241 ‘‘Red Sentry’’ to a gentleman who wants 
to install one on a wharf. Possibly a great 
many of you boys were not aware of the fact 
that we had boating facilities near Ft. Wayne. 
The fact of the matter is, however, that the 
gentleman was interested in an outfit for one 
of the Northern Indiana lakes where there are 
quite a number of motor boats in use during 
the summer season. It is just possible that 
this is a class of trade that some of the boys 
have overlooked in their territory. It is worth 
developing just the same. 


we 
~~ 


Mr. W. D. Dyer, who covers Indianapolis, 
Ind., has been sending in a nice volume of 
business recently and we expect to count him 
in as a Pacemaker before the year is up. 
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We asked Mr. R. H. Mauk, manager of the 
Order Department, the other day, what was 
new and he says: ‘‘Oh. nothing. I am simply 
snowed under with orders, ‘grief.’ ete.”? Mr. 
Mauk still had his head out so we are not go- 
ing to send him any flowers. 
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Mr. If. E. Dobson has come across with a nice 
36 point Dry Cleaning Order, 12 points of 
which was C. W. O. Good enough, ‘‘H. E.’’ 

We noticed a nice store order from Mr. W, 
B. White of the Atlanta District, amounting to 
11 points. 


Well ‘‘Ground Ilog’’ didn’t ‘‘see his shad- 
der’’ in Fort Wayne, so of course we will have 
some mighty fine weather from now on. These 
nice snappy days are good for ‘‘what ails’’ all 
of us. 
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We are glad to welcome Mr. J. H. Smith as 
a new recruit under the Dallas Office, from 
whom we expect to hear ‘‘big things’’ very 
shortly. 


Mr. D. Mae Gillvray has recently taken up 
the grip in Canadian territory. Here’s our 
hand, neighbor, and may we before. the year is 
up be more yet, even brother Pacemakers. 
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Mr. F. S. Beekwith, who just recently began 
representing the St. Louis District, has de- 
elared his intention to finish the year in the 
Club. He says, ‘‘It looks to me hke a ‘long, 
long way to Tipperary,’ but the going is good 
so | am going to get there.’’ That is the right 
spirit, Mr. Beckwith, and we wish you the suc- 
cess that surely should be yours. 


Messrs. G. A. Baldwin and H. D. Murdock, 
who have recently enlisted under the Chicago 
Office, are just two more men who Murray ex- 
pects to help keep the cup at Chicago. We will 
look forward with pleasure to the time when 
we can meet you and know you personally. 


The Fort Wayne Sales District is certainly 
a lively place at this time. Messrs. J. C. Rog- 
ers, E. Steinhauser, W. B. Moore, Jr., J. H. 
Downs and ©. E. Carter are all now out on the 
firme line knocking down orders to fill Fort 
Wayne’s quota bag. Suecess to you, boys, and 
may you entirely fulfill our expectations. 


Mr. J. M.-MeNey is another new ‘‘Senator’’ 
from the Washington District. You know, Mr. 
MeNey, Manager Dorsch is depending upon 
you to help bring that cup to Washington 
where he claims it belongs. 
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Mr. A. H. Dorsch has recently ‘‘struck.the 
road’? under the Washineton Office. Mr. 
Dorsch, by the way, is a ‘‘chip off the old 
bloeck’’ as he is Manager Dorseh’s son. Under 
the circumstances, ‘‘A. H.’’ we have reason to 
expect great things from you and know that 
you will prove yourself equal to the occasion. 

Mr. R. G. Fisher, of the Denver District, has 
been confined to lis hotel several days because 
of injuries received when he shipped and fell 
on the ice Jan. 30th. Mr. Fisher, however, is 
not seriously hurt and expects to be about 
again in a few days. 


Mr. F. E. Bragg, of the Chicago District, 
sends in an 11 point store order. Store business 
is good business these days. 


BOWSER—FIVE HUNDRED STRONG. 


The Largest Delegation From Any Factory In 
Fort Wayne Attended the Lyon Evan- 
gelistic Meetings, Thursday Night, 
February the 4th. 


For the benefit of those who do not know, 
we wish to advise that there is being conducted 
here in Fort Wayne a revival that started early 
in January and will not be finished until after 
the middle of this month. It is under the 
direction of Dr. M. H. Lyon, of Winona, the 
well-known evangelist. He is probably as well 
known as ‘‘Billy’’ Sunday. <A tabernacle that 
will seat 5,000 people was erected under the 
combined direction of a number of the promi- 
nent churches in the city. 


Thursday night, February 4th, was set aside 
as ‘‘Bowser Night’’ at these meetings. Mr. 
S. EF. Bowser issued a special invitation to all 
of the Bowser employes to attend. Over 500 
of them responded to his invitation. They as- 
sembled about seven o’clock at the First Bap- 
tist Church down town, and then, headed by 
the Elks’ band, marched in double column to 
the tabernacle. While the delegation was tak- 
ing its place the band played ‘‘Onward Chris- 
tian Soldiers.’”’ When everyone was in posi- 
tion, at a given signal, they rendered the fol- 
lowing yell: 


“Dr Lyon—Here’s your gang, 
Bowser! Bowser! Bingo! Bang!” 


This was immediately followed by the fol- 
lowing yell: 


“Who are we, Who are We? 
Foes of the Devil can’t you see? 
Bowser, Bowser, that’s our name, 
Christ’s our King with Might and Main.” 


Two verses of ‘‘America’’ were then sung 
and the delegation was seated. The Bowser 
Factory Quartette mounted to the platform 
and rendered the following selection to the 
tune of ‘‘We’ll Rally ’Round the Flag’’: 


We've rallied to the call to fill this gospel train 
Shouting for Lyon and Christ’s kingdom. 
And we'll help to drive old booze and the joints from 
Fort Wayne, 
Shouting for Lyon and Christ’s kingdom. 
Christ’s kingdom forever—Hurrah! Men, Hurrah! 
We'll shout for Dr. Lyon and enforcement of the 
law 
And we'll ne’er give over the fight until old booze 
is put to flight. 
Working with God and Dr. Lyon. 


The enthusiasm and interest displayed was 


deeply felt. If you men on the road could have 
witnessed this demonstration by all denomina- 
tions in the behalf of Christianity, you would 
be inspired to put forth greater efforts in push- 
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ing the sale of Bowser outfits. When each 


rivet is driven home and the assembling and 
finishing of our outfits done by men who have 
the courage of their conviction to stand up in 
behalf of Christianity, there is more back of 
that word Quality than ever before. 
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Summary of Daily Reports 


No. of Calls Made... at ean = 


No. of Sales Made 


Tolal Amount of Sales. ALI 740. 


Tfno calls made, SiVE PCGSONS oc cecsssapestennssacineeiy 


OT! [This summary must accompany peace “aay? 8 report. 
If for any feason Salesman does not work, a summary sheet must 
be filled in and mailed to the Branch Office, so stating and giving 
the reason.’ This is imperative. 


A FINE FIRE DEPARTMENT INSTALLA- 
TION. 


Mr. J. W. Merickel, of the Toronto District, 
recently sold the City Fire Department of 
Winnipeg, Canada, for their Station No. 1, a 
12-Barrel Cut 81 Outfit for gasolene and two 
65-gallon outfits for lubricating oil. Half-gal- 
lon pumps were installed on the lubricating 
outfits and the gasolene outfit fully equipped 
with all accessories, Cut 210-A Hose Draining 
Valve included. 
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ENTHUSIASM GETS THE ORDER 
Salesman J. M. Duenas, traveling under 


orders of the Home Office, recently sent in a 
Daily Report 'in reference to 
a Private Garage prospect, 
on which he stated: 

“Very enthusiastic — al- 
most decided—hard to get to 
the boiling point—have good 
hopes, however, next week.” 


This was dated on Decem- 
ber 12th. 

On December 14th he had 
secured the gentleman’s ord- 
er for one 2-Bbl. Cut 41, 
complete with 3/16” galvanized tank and F. C. 
W.O. When the goods were received Mr. 
Duenas superintended the installation and sent 
a kodak picture of the garage after he had seen 
the outfit in place. It is reproduced herewith. 


MR. J. M. DUENAS 


A GOOD TESTIMONIAL 


Reisterstown, Md., 1915. 
S. F. Bowser & Co., Inc., 


Harrisburg, Pa. 

Gentlemen:—Yours of January 8th at hand and 
contents noted. The Red Sentry outfit which 
I purchased from you some time ago has worked 
entirely satisfactory and I consider it a good 
investment. I handled gasolene before using 
same and my sales have increased about 100%. 
We average about 200 gallons per week. I would 
not care to be without it. 

Yours very truly, 
(Signed.) ARTHUR H. UHLHER. 


JAN, Be 
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HEAD WORK 
One of Our Younger Members on the Sales 
Force Working Part of Maine Relates Two 
Experiences When Thinking Won Out. 
During the Convention one of the younger 
members of the Albany Delegation, whose ter- 
ritory is in Maine, dropped into the office for 


a little chat. During his talk 
(F YOU DONT CLEAN OUT 
THE O\L ROOT, | WONT HELP 
YOU IN THE STORE 


he related an ineident that 
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occurred last summer that 
shows the necessity for using 
thought in selling. 

He had driven into a small 
town shortly before noon and 
right beside the hotel, across 
the alley, was the store he 
wanted to call upon. He 
hitched his horse and went 
in, introduced himself and 
the proprietor said: 

‘“Now see here, I have been 
in business in this neighborhood for twenty-five 
years and during the last ten years, regularly, 
twice a year, one of you Bowser salesmen come 
in here and try to sell me a tank. Now, it can’t 
be done. I am not going to buy and you might 
as well turn right around and walk out.’’ 


11'S A GOOD THING TO GET THE / 
PROPRIETOR'S WIFE IN ON THE 
SALES TALK 


With this remark he went on about his busi- 
ness in the store. 


Our salesman looked over the store, went out, 
had his horse put up in the livery stable and 
then went into the hotel for dinner. While he 
was at dinner the oil man drove up to fill the 
tanks of the merchant, which could be seen in 
the alley outside of the dining room window. 
Our salesman was greatly interested and 
watched the operation.. The oil man worked 
for an hour and a half. When he was finished 
he started into the store with the bill. Our 
salesman followed. The merchant asked the 
oil man how much oil had been put into the 
tanks and he told him. Thereupon the merchant 
made out a check, payment in full, for 480 gal- 
lons. When the oil man left the store our sales- 
man turned to the merchant and said: 


“You tell me you have been in business in 
this neighborhood for twenty-five years. Now 
I am going to tell you that if you would econ- 
duct the rest of your business as you are con- 
ducting your oil business, you would have been 
broke ten years ago. Ilow do you know there 
are 480 gallons in those tanks ?”’ 


Somewhat nettled, the merchant replied: 

‘“Why the oil man told me. He has been com- 
ing here the last five or six years and I guess 
his word is as good as yours.’ 


The introduction had its effect, however, and 
the merchant and our salesman got together 
in the back room. He was shown the money 
that was lost in the fresh oil that was spilled 
upon the floor and the rest of the talk that goes 
with our equipment on these lines. The up-shot 
of the whole demonstration was that our sales- 
man walked out of that store with an order for 
a 10 bbl. Cut 19. Later in the year this same 
merchant met our salesman and told him he 
would not part with that equipment if he could 
not buy another one, for four times the sale 
price. Later he bought a ‘‘Red Sentry’’ and 
today is the best Bowser Booster in Maine. 


Another case of using his head in selling also 
happened in Maine. The same salesman stopped 
to call on a man who was busy during fair time. 
He said he would not take up the man’s time 
and wanted to know when he could see him. 
The merchant told him this was a hard ques- 
tion. He then asked him when he would come 
home and he said, ‘‘7:30’’ and pointed out his 
house. At 7:30 the salesman was there and 
opened the remarks by a statement to the effect 
that he had been investigating during the day, 
the merchant’s premises at the store and was 
thoroughly convinced that he needed an _ oil 
tank. Up until this time the merchant did not 
know what our salesman sold. 


Finally the merchant called in his wife and 
wanted to know what she thought about it. She 
told him that if he expected her to do any more 
work in the store he would have to clean out 
that oil room or she would not go there. Re- 
sult, another nice order for a 10 bbl. Cut. 19. 

This salesman thoroughly believes that if he 
can get the proprietor’s wife in on the sales 
talk, he will walk out with the order. 


A BOWSER MEANS CLEANLINESS. 

‘‘A Bowser will go a long way towards clean- 
ing up your store. Every good customer is 
worth at least fifty dollars a year to you. 

“‘Tlow about Mrs. Jones who received a taint 
of oil in her coffee and came no more? 

‘““Then Mrs. Long who moved across the 
street from your store—she was in your store 
the first day she came to live 
in the neighborhood but the 
atmosphere of your store was 
impregnated with oil vapors, 
which made her ill, and she 
now deals with your Bowser- 
using competitor. 


‘*We all like to be where 
things are clean. <A clean 
place always attracts—a clean restaurant, soda 
fountain, barber shop, or especially a grocery 
store. 
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‘Tf cleanliness is next to Godliness, what is 
filth associated with? Not you, I hope!’’ 


ONE ARGUMENT FOR SMALL QUANTITY 
OF OIL HANDLED—FIVE GALLONS 
OR MORE PER WEEK. 


When a merchant erects a store costing him, 
say $2,000.00 he does not think of charging 
this amount to a single year’s business. He 
figures on using that build- 
ing fifteen or twenty years or 
longer. Therefore, the year- 
ly cost of that* building as 
against the yearly profits 
therefrom, is not the original 
cost, but the interest and the 
amount invested divided by 
the term of years. 


17's @ SAVING PROPOSITION, 
EVEN THOUGH You HANDLE 
LESS THAN 5S GALLONS 

A WEEK 


Just so in the case of a 
Bowser Oil Tank investment. 
Many Bowser Outfits have 
been in use twenty years or more without a 
single cent expended for repairs. Suppose a 
merchant should buy, say a $65.00 tank, and he 
handles five gallons of oil a week, or approxi- 
mately 200 gallons annually. The cost of that 
tank should not be spoken of to the merchant 
as $65.00, but as 1-20 thereof, or, about $3.75 
per year, including interest. 


Many merchants will admit a loss of 3e per 
gallon. Two hundred and sixty gallons at 3¢ 
is $7.80 per year. Therefore, in the item of 
saving alone, the merchant has gotten back 
‘each year more than double his actual invest- 
ment, and the question to put up to the mer- 
chant most strongly is and should be: 


“Ts it not worth anybody’s $3.75 as an in- 
vestment to make sure of $7.80, when by not 
putting up the $3.75 he gets none of the $7.80?”’ 


As a saving proposition alone, therefore, it 
pays a merchant to have a Bowser, even though 
he handles less than five gallons a week. 


But the item of saving is only one of the 
many advantages and sources of profit from a 
Bowser. A merchant wishes to feel justified 
in making any investment and this argument 
should sweep away his objections offered on 
the ground that it would not pay because he 
‘‘does not handle enough.”’ 


A merehant could searcely handle so small a 
quantity that he is not justified in ‘having one 
of our equipments. His real reason may lie in 
other channels, but the item of saving is his 
justification. More valuable than saving are 
the items of Safety, Cleanliness, Convenience 
and Quick Service, Prevention of Pilfering, 
Prevention of Evaporation, Prevention of Soil- 
ing of Other Goods, ete. 


To sum up, it is a fact that a merchant who 
handles a limited quantity of oil needs a Bow- 
ser even more than his brother who handles a 
larger quantity. Because, where oil is sold so 
slowly, the exposure is of longer duration, the 
evaporation is greater and the risk to other 
goods more than where the oil is passed through 
the ordinary ‘‘tin tanks’’ rapidly. 

That is, in proportion to the amount of oil 
handled, the loss is greater where small quan- 
tities are handled than in the ease of the large. 
The very nature of oil leaves no justification 
for the merchant to stand upon for handling 
without air-tight storage, no matter how little 
is carried or sold. 


Attract Customers—Do Not Repulse Them. 


The up-to-date merchant realizes that he 
must arrange his stock in an inviting and ar- 
tistic manner. You have all gone into a store 
where it was so nicely arranged and looked so 
tempting that before you realized it, you had 
bought something that you had not intended 
to buy. He realizes that he must be: modern 
throughout or lose prestige. 


A man would be fool- 
ish to buy a wagon with 
three wheels and use a 
fence rail to take the place 
of the fourth wheel and 
expect to get satisfactory 
results from it. Yet there 
are merchants who build a 
nice store, put in a good 
stock of goods, then turn 
around and buy a cheap 
L a lot of fixtures, use a cheap 
ii scale that requires possib- 
7m ly an ounce more goods to 

make downweight than a 
good one would, using a faucet tank with meas- 
ures too large, with leakage, spilling, evapora- 
tion, using three times too much time in the 
handling of his oil business which is by long 
ends the most profitable part of his business for 
the amount invested in it, when by the use of a 
modern pump and tank, he could turn losses 
into profits as long as he owned it. No merch- 
ant is so large that he can afford to let his 
profits get away from him. No small merchant 
can hope to survive who does not use every 
method to add every possible profit. 


A CORRECTION 


In the Convention Number of the Boomer, 
in Mr. C. A. Dunkelberg’s article on page 82, 
it stated under ‘‘Things for the Salesman to 
Remember,’’ that the War Tax Stamp was 3 
cents on every $100.00, or fraction thereof. This 
should have read ‘‘2 cents on every $100.00, or 
fraction thereof.’’ 


THE MODERN MERCHANT 
MUST ATTRACT CUSTOMERS 
Noy REPEL THE 
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TWO CONVINCING ARGUMENTS FOR UN- 
DERGROUND STORAGE OF KEROSENE 
AS WELL AS GASOLENE. 


The two pictures accompanying this article 
show a disastrous fire in the business section of 
East Corinth, Maine. The kodaks were for- 
warded through the courtesy of Salesman N. 
A. Ring. 


We particularly call your attention to the 
fact that the gasolene stored in underground 
tanks was found to be intact in each case, while 
all of the kerosene was lost with the destrue- 
tion of the equipment. 


Ruins of the General Store of A. C. Titecomb 
& Company, East Corinth, Maine, after the 
fire. Our ‘‘Red Sentry,’’ Cut 241 Pump is prae- 
tically uninjured and the gasolene in the tank 
was found to be intact. The 10-Barrel Cut 1 
Kerosene Equipment was ruined beyond recog- 
nition by falling walls and the contents en- 
tirely lost. 


Photograph showing the ruins of the General 
Store of L. R. Farrar, East Corinth, Maine. 


Our Cut 41 is shown almost upside down. 
The base rested on the floor, but the entire 
store was destroyed, consequently it fell over. 
The gasolene in the tank was intact. The 
5-Barrel Cut 19 inside the store was destroyed 
by falling timbers and contents lost. 


A KEROSENE SALES TALK BY MR. N. 
PAQUETTE OF THE CANADIAN 
SALES FORCE. 


As men, we are born of inventive minds, 
more so as salesmen. And we should be, for 
our profession demands the greatest breadth 
of mind. Otherwise, it could be said, how 
could one attain to such a high ealling? 


In placing salesmanship thus, with the high- 
est incentive of gifts to men, Providence did 
not, in my estimation, bestow greater capacity 
of mind than the one attributive to a salesman. 
If one places himself in the rank of fellow sales- 
men and has not the incentive gifted to him, it 
follows that sooner or later this one individual 
will drop out of the rank; and necessarily so, as 
he has proven a failure. And in thus speaking 
of our vocation as applying to thorough sales- 
manship, I am not at all trying to advocate the 
idea that salesmen are the only men,—no in- 
deed. But I do believe that the highest of char- 
acter should be formed in one’s person who 
claims to be a salesman. 


So far this will help to bring before the read- 
ers of the Boomer the subject in view. In my 
work as a salesman I have for years followed 
very much the incentive of my mind. And I 
have searcely ever missed making a sale when 
I have followed it closely; and especially so in 


introducing the idea I wish to pass on to our 


fellow salesmen. 


In the early fifties there arose a rush, draw- 
ing many men toward California in search of 
gold. These men in their 
eagerness were led to pros- 
pect in the different parts 
of California and Nevada. 
Some found gold—some 
found none. But one more 
fortunate than others dis- 
covered the ‘‘Comstock 
Mine’’ of Virginia, Neva- 
da, and it was in the year 
1876 that the writer hap- 
pened to be in Virginia 
City, when, with the greatest of admiration, 
I saw two teams of the finest horses hitched to 
one beautiful truck, hauling what they called 
in those days, the ‘‘Bullion.’’? In other words, 
a full truck load of solid gold brieks. So 
much as to the result of one or perhaps more 
men prospecting for gold. 


WHEN THE WAR BROKE 
our 


Lately, in my own work, I have as never be- 
fore, searched out in my own mind some new 
features in Kerosene Oil talk, and how to in- 
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troduce them. And in our present campaign, 
in other words, in our Contest of Kerosene and 
Lubricating Oils, I have 
found a few points which 
might not appear as new to 
many, but have worked out 
successfully with me. 


Has 
you, 


SES 


occurred to 
that 


it ever 
fellow salesman, 


y 
y 


for Coal Oil equipment, you 

perhaps could have sold a 
Piece reas lareer one? Say a 20-, Bb. 
ate esate Cut 15 or a 20-Bbl. Cut 41, ete. 


‘‘Say, Mr. Jones, do you wish to better your 
present conditions in the storing of your oils? 
Would you like to be made an independent 
merchant as to the capacity of buying and re- 
tailing your oils? Most likely you would buy 
a larger quantity at a time would you not, if 
you had proper storage systems? Ete., ete.,’’ 
as I said, addressing Mr. Jones. I then opened 
my case, pulled out my model, and started with 
my demonstration. 


One of the most attractive points one can 
make is with the hanging of the little can and 
taking at the same time, the large size nozzle 
in your left hand and showing how to eliminate 
the use of a funnel. Having shown that, then 
take in connection all the points of neatness, 
such as doing away with the repetition of 
washing of hands, ete., ete. 


The usual points generally used in connec- 
tion with ordinary demonstration have so often 
been taken up and to repeat them all at this 
writing would cover too much space, and suffice 
it to say that any Bowser Salesman that at- 
tempts to solicit for Kerosene or Lubricating 
Oils, (or any other old kind of oils) without 
that wonderful little model, is absolutely miss- 
ing his calling. And for a proof I want to re- 
late an experience that just happened with me 
today. 


I had a prospect in Quebee City that had 
turned me down with a $700.00 order when the 
war broke out. Since that time I have called 
on them different times and recently they had 
coneluded not to buy till next January. But 
this very day I went there with the incentive 
that I was going to close and must have that 
order. And I did. And what did it? The 
model. And how? I simply said: 


““Mr. Jones, I do not want to annoy you with 
this question of your oil storage, but will you 
grant me say fifteen minutes of your valuable 
time, say at 3 P. M. this afternoon?’’ 


The time was allotted and I arranged for 
meeting him promptly at the stated time. 


Promptly at the hour of three, I come in, find 
Mr. Jones and Superintendent in their Office. 
So here was the opportune time. I said: 


“Mr. Jones, do you know with that proposi- 
tion of mine I can save you $300.00 just as slick 
(pulling model out of my case) as running this 
little pump and filling this little can?”’ 


tT had my men and five minutes later I had 
them signing the order. So much for the grand 
opportunity of using a model while attempting 
to interest a prospective buyer of a Bowser Oil 
Storage System. 


So it is with the possibilities in the Kerosene 
Storage Outfits. No merchant will refuse to 
aggrandize his possibilities in the retailing of 
his oils if properly approached. And one ean 
almost invariably draw a merchant’s attention 
with the model, while without, having nothing 
to specially attract his attention he will abso- 
lutely want to get rid of you. 


The point I wish to emphasize in closing is, 
it is easy—just as easy to sell a large Kerosene 
outfit to a merchant that has any ‘‘git’’ about 
him, as to sell a small one. And one ean do that 
when economic points are clearly shown. 


IT generally emphasize much on the evapora- 
tion of the oil. Then on the larger quantity 
bought, which can be pur- 
chased at less cost, and if 
well stored in a cellar or un- 
derground outfit; that is, if 
“a thousand gallons are 
- bought, having proper system 
—of knowing that just that 
quantity is put into his tank, 
the same quantity will be 
measured out at an absolute 
net profit. 

Moreover, this merchant 
will sell more oil than his 
next neighbor merchant, because of the fact 
that his oil is of a superior quality and will 
eventually draw new customers to his store, 
thus increasing his selling possibiltties. 


REAL GOLD BRICKS 


By this time I am generally figuring on 
where to locate a pump, drawing oil either from 
the cellar or from outside. And having ascer- 
tained what proportion of kerosene this mer- 
chant is selling, I begin to figure.out just what 
installation will place this man as an independ- 
ent merchant, and I generally close him with a 
ten, or fifteen, sometimes a 20-Bbl. outfit. 


For truth and duty it is ever the fitting time ; 


who waits until circumstances completely favors 
him will never accomplish anything.”’ 
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Kerosene Talk to Pacemakers 
By J. G. Rodman, Assistant Sales Manager 


The following is Mr. J. G. Rodman’s opening 
address to the Kerosene Class at the Conven- 


tion. It is followed by Mr. E. J. Gallmeyer’s 
demonstration. Mr. Rodman spoke about as 
follows: 


Gentlemen, in asking you to attend these 
talks or classes, we realize fully that you are 
salesmen p0OS8S- 
sessing to an 
unusual degree 
the ability to do 
things and that 
salesmanship is 
y our vocation, 
We donotthere- 
fore intend this 
as a set demon- 
Si act Oo yor 
kerosene talk, 
which we want 
you to memor- 
ize, but we do 
want to submit 
a number of 
facts in connec- 
tion with this 
part of our busi- 
ness which 
learned thoroughly and used in your own way, 
should materially assist you in increasing your 
sales of Bowser outfits for the handling of 
kerosene. 


MR. 
Assistant 


J. G RODMAN, 
Sales Manager. 


As all of you know, the Bowser Oil Tank was 
invented in the year of 1885 for the handling 
of kerosene—nothing else—and with the large 
number of merchants yet remaining unsold and 
the opportunities for exchanges, the field is 
practically unlimited. 


I hold in my hand a booklet entitled ‘‘A 
Dream and a Reality”—Mr. Bowser’s own story 
of his great invention which revolutionized the 
handling of oils, told in print for the first time 
and to those of you not familiar with the origin 
of the Bowser tank, this booklet will prove in- 
tensely interesting. Copies may be had on ap- 
plication. 


That we are not getting the amount of busi- 
ness for Kerosene outfits that we should was 
foreibly brought to my attention by a volun- 
tary statement made by a Pacemaker attending 
the Convention. This gentleman is a member 
of the Club for the first time after two unsuc- 
cessful attempts. 


The Salesman’s Wrong Viewpoint. 


The territory of the gentleman in question is 
in one of our Western states and is made up 
of towns and villages with no large cities, an 
ideal Kerosene territory, the kind that used to 
produce from ten to twenty orders per week 
for Kerosene outfits. This salesman stated to 
me that he had not been successful in securing 
this class of business; that it seemed impossible 
for him to sell Kerosene outfits, ete., ete. 


The explanation is easy—this part of the 
business was being neglected, and he later ad- 
mitted it. He had the wrong view point; his 


selling talk had not been mastered; he was- 


working along the lines of least resistance and 
had become what I term a ‘‘Gasolene Pace- 
maker.’’ From the smile on the faces of a 
number of you all I have good reason to believe 
you were elected by the same vote. 


Now do not get the idea that we do not want 
the Gasolene business, for we do. My conten- 
tion is that you should increase your sales of 
Kerosene outfits without interfering in the least 
with the sale of other equipments. 


gentlemen, for closer and 
harder work in this 
connection is apparent 
when I tell you that 
during the year of 1914, 
up to and including No- 
vember 30th, the com- 
bined sale of Kerosene 
outfits, Cut Nos. 1, 6, 15, 
19, 301, 303, 305, and 
306 represents only 
19.3% of the entire 
number of equipments 
sold. These figures 
show that the grand total sales of these eight 
Kerosene outfits in our line represents less than 
one out of five. Think it over and determine 
what you are going to do in your territory dur- 
ing 1915 to increase the sale of Kerosene out- 
fits. 


The necessity, 


"THE BOYS DONT TRY 4 
HARD ENOUGH TO ¢ 
SELL KEROSENE 


LESS THAN ONE OUT OF FIVE 


Salesmen Are Not Making a Determined 
Enough Effort. 


If I needed any additional arguments to sup- 
port my contention, it would only be necessary 
to. bring to your attention the result of the 
Kerosene and Lubricating Contest just closed. 
The results prove conclusively that with few 
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exceptions, you are not working nor making 
the effort you should to secure the volume of 
this class of business your territory is capable 
of yielding. 


A number of our men have told me there is 
no opportunity for the sale of Kerosene outfits 
in the larger cities, yet 
a canvass of these cities 
show large numbers of 
Kerosene equipments in 
\ use. The mental atti- 
tude of the salesman 
precludes his suecess 
J under such conditions 
unless his viewpoint 
ay can be changed. 

Our representative in 
one of the largest cities 
in the South made this 
statement to me some- 
time ago and I did not 

agree with him, so we 
polished up his model and the result of the first 
day’s work was an order for a 19-B. This 
salesman is a prize winner in the contest just 
ended, as a result of Kerosene outfits sold for 
use in this large city and he was the only man 
from his division to qualify. 


Looking backward, I recall that it was not 
sO many years ago when practically our entire 
business was made up of the sale of outfits to 
handle Kerosene. In those days type ‘‘B”’ out- 
fits were not made and we had only the one 
outfit for each physical condition and this had 
to be sold to the large, intermediate and small 
merchant. 


BE FRIENDLY WITH THE TANK 
WAGON DRIVERS 


Contrast our line then and now—we have a 
Kerosene equipment for the very small merch- 
ant, the man doing a medium business, the big 
merchant, and the largest dealer, an outfit for 
every class of trade, one that will fit all physic- 
al conditions, meet the merchant’s requirements 
and at a price in proportion to his bank ac- 
count. 


Even considering these many advantages en- 
joyed today, I believe the average salesman 
years ago secured more orders, earned propor- 
tionately more money and had fewer annoy- 
ances than today. History would repeat itself 
if practically all your time was devoted to the 
sale of outfits for the handling of Kerosene. 
This we do not ask, nor would such a plan be 
practical under present conditions, but we do 
ask that you make an honest effort to increase 
your sales of Kerosene outfits during 1915. 


There Are Hundreds of Prospects Before You. 


As to the advisability of selling the cheaper 
outfits for Kerosene, I believe there are hun- 


dreds of merchants in this country who should 
have these equipments and nothing else, no 
other equipment should be shown them, their 
requirement can be fully met with an outfit of 
this class, they would not be over sold and the 
bill would be paid when due. 


Often the sale of a lesser priced Kerosene out- 
fit is lost by quoting the higher priced equip- 
ment first and a merchant will answer all your 
arguments by saying that he will not buy now. 
When he does he will purchase the first outfit 
shown him, the sale could have been made had 
only the one outfit been presented. 


Salesmanship does not necessarily consist of 
the ability to sell the higher priced equipments 
in our line. Very often the reverse is true—the 
right outfit should be shown at the right time 
to the right merchant and the right result will 
be accomplished. 


A merchant selling from 35 to 50 gallons of 
Kerosene a week should have not less than a 
two or three barrel Cut 1 or 19 and with the 
proper sales arguments and selling talk you 
ean show a 25 to 100 per cent investment. If 
you are unable to do this, you should analyze 
yourself, turn the spot light on your weaknesses 
and improve your knowledge of these equip- 
ments and their talking points until you can 
accomplish this result. 


More type ‘‘C’’ outfits should be sold for 
Kerosene, show your prospect the many ad- 
vantages of having all his oil outside the build- 
ing under ground. 


How Many Prospects in Your Territory. 


Recently I asked a number of salesmen this 
question: ‘‘How many concerns are there in 
your territory who need 
our equipment and 
whom you cannot sell.’’ 


One man said that 
there were three hun- 
dred, another said: 

“TI will average at 
least one such prospect 
aula. 

While all of these 
were not prospects for 
Kerosene equipment a@ HE1!S A PROSPECT AS LONG 
large per cent of them * Her STS aici 
were. Don’t get the idea that your territory 
is ‘‘sold up’’ on Kerosene outfits—this condi- 
tion does not exist anywhere. 


Call on all of the oil men and cultivate their 
friendship. These boys know conditions all 
over your territory. They have been advising 


128 


THE BOWSER BOOMER ; : 


a number of their customers to buy a self- 
measuring outfit and you with your knowledge 
can sell these prospects where they would tell 
the oil man they would not buy. These men 
know who needs larger storage and where 
there is an opportunity for an exchange. Keep 
in touch with the oil 
man, be friendly with 
the tank wagon driy- 
ers, get upon their 
wagon and make a drive 
‘with them. You. are 
earning a living selling 
tanks, theirs comes 
from selling oil to put 
in your tank. These 
ie men are human—a 
MORE TYPE" C“OUTTITS COULD bond of fellowship soon 

exists—a brotherly 
feeling is established and you have a booster 
who will sooner or later be instrumental in 
your making a sale. 


BY ALL MEANS, HAVE 
YOUR OIL IN TANKS 
UNDER GROUND 


Be Systematic in Your Work. 


Be systematic in your work, use the calling 
lists, keep a record of your prospects and when 
they should be seen. Work the towns thor- 
oughly as you go, see every seller and user of 
oil and talk to each individual as if he was the 
only prospect in the whole world whom you 
had a chance of selling and remember this, no 
matter how many times a man says ‘‘No,’’ he 
is a prospect as long as he remains unsold. 

Try working the towns on the Kerosene out- 
fits first and take all the time necessary with 
each individual, spend a whole day with one 
man, if down in your heart you believe you can 
sell him. Then work the other lines and eall 
on the garages, Commercial, Public, and Priv- 
ate last. If you have not followed this plan, 
give it a trial. 

I would like to see 
every salesman in the 
Bowser Organization re- 
solve to increase his 
sales in 1915 by just one 
additional Kerosene 
outfit each week. When 
you close your case for 
the last time on Satur- 
day, ask yourself the 
question: ‘“‘Have. I 
sold that extra coal oil 
outfit this past week. 


GIVE THIS PLAN ATRIAL 
If you haven’t, sell two more the following 


week and determine to do it when you start out 
Monday morning. 


Efficiency the Slogan for 1915. 


You have all heard a lot about efficiency dur- 
ing this meeting—its to be the slogan for 1915. 


It takes ability to sell Kerosene outfits and I 
know of no better way you can improve your 
efficiency than by increased sales of Bowser 
tanks for the handling of Kerosene. 

I now request your earnest and careful at- 
tention to the remarks of Mr. EK. J. Gallmeyer, 
District Superintendent of our Lexington Of- 
fice. He will give you a number of selling 
arguments successfully used by him in the sale 
of Kerosene tanks. 


Gentlemen—Mr. Gallmeyer. 


A Live Sales Demonstration 


Mr. E. J. Gallmeyer, District Superintendent 
of Lexington Ky., gave the following sales talk 
at the convention and is the second of the 
papers we promised to reproduce for your 
benefit : 


noxious. It is per- 
haps for this rea- 
son that no one 
crows enthusiastic 
about kerosene. 
The groceryman 
dislikes it, his 
clerks do not like 
it, the lady who 
comes to purchase 
kerosene is not 
‘“‘erazy about it,’’ 
in fact, it is almost 
in universal dis- 
favor. Salesmen 
lke to talk about 
things that they 
can grow enthus- 
lastic about and 
as everybody ab- 
hors kerosene, naturally they turn to sub- 
jects that are more pleasing to their hearers. 
The result is that the salesmen prefer and do 
talk particularly about gasolene equipment. 

Kerosene, however, will return just as great 
a profit for the money invested as does gaso- 
lene and it is the obnoxious character of kero- 
sene that has in a measure discouraged the 
people who have to do with it. Perhaps this is 
the reason that our sales on kerosene equip- 
ment have fallen off, as Mr. Rodman states, and 
I will try to show that if properly handled, 
merchants can be interested in kerosene equip- 
ment as easily as they can in other outfits which 
we manufacture. 


MR. E. J. GALLMEYER 
District Superintendent, 
Lexington, Ky. 


Study Your Sales Talks. 


I do not know why I have been chosen to 
make this demonstration. I see so many pro- 
ficient salesmen before me who I am confident 


Kerosene is ob- 
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have the line down better than I have, but since 
it is up to me, I will give you all I have and if 
you can use any of it, all right. It is up to us 
as salesmen, and an argument which will con- 
vince one man sometimes falls on barren ground 
when used on the second prospect. It reminds 
me somewhat of the old saying: 


‘‘Because a hen eats tacks is no saying she 
will lay a carpet.’’ 


Because a merchant listens to what you have 
to say, does not always determine that he is 
going to buy. I do, however, contend that if 
you will work up a good sales talk, your point 
will not go amiss and if you do not sell your 
man the first time, perhaps you sow a seed that 
will be ready for harvest when you come again. 

The four cardinal points to be borne in mind 
in the sale of kerosene equipment, are in my 
estimation : 


First, a perfect demonstration ; 
Secondly, the item of labor; 
Thirdly, over-measure ; 


Fourthly, evaporation ; 

Today it is necessary to 
show a merchant with a 
pencil where he is going to 
pay for his outfit if he buys. 
True all the other virtues of 
the Bowser equipment have 
an influence and should be 
used, but as our time is short, 
we will not dwell on them 
today, such as Safety, Con- 
venience, Cleanliness, ete. 


NO ONE GROWS 
ENTHUSIASTIC 
ABOUT KEROSENE, 


: How to Begin. 

We will assume that our 
merchant handles fifty gallons of oil per week, 
buys his oil for 10¢ a gallon and retails it for 
12c. On entering a man’s place of business | 
rarely introduce myself before starting my sales 
talk. I get right down to business without giv- 
ing him an opportunity to say: 


‘“Oh yes, I know the Bowser line. There was 
a Bowser man here day before yesterday. I 
am busy and I have seen your model many 
times.”’ 


I try to avoid these objections but if I am 
compelled to state my business before I go to 
a man and he tells me he knows all about a 
Bowser tank, I drop everything right there and 
go to the back end of the store and begin to 
search for his tank, saying aloud: 

‘Where is your Bowser tank? How is it 
working ?”’ 

The man invariably replies: 

“T have none.” 


Then my answer is, 


‘My friend you do not know all about a 
Bowser tank for the man who knows all about 
a Bowser tank is using one.’’ 


Produce Your Model and Proceed to Demon- 
strate It. 


Usually, however, I open my sample ease, 
produce my Bulletin Book, turn to the equip- 
ment that I believe he needs, (say for instance 
the Cut 19,) put the Bulletin Book into his 
hand and ask him the question: 


‘Do you keep your oil in a tank like this?’’ 


Regardless of his reply, I procure my model 
and start operating. My second statement is 
that we have here a model of the equipment 
portrayed in the Bulletin before him. I then 
make a complete stroke of the pump saying: 


‘“The action I just went through is the draw- 
ing of one gallon of oil.’’ 


I believe it a very good idea to go very slowly 
and allow the man to appreciate that the action 
you went through was in drawing a gallon of 
oil. 


‘““This is a self-measuring pump, Mr. Jones. 
It does away with all the dirty, sloppy measures 
and funnels and makes it as clean and easy for 
you to handle kerosene as it is for you to take 
a can of corn from the shelf and sell it to a 
customer. No oil on your hands, no oil on your 
clothes, no oil soaked floor, no obnoxious kero- 
sene odor permeating the store, as clean and 
easy as handling package goods.’’ 


Then I return to the model again and go over 
this gallon stroke two, three, four, five, six, 
seven times if necessary, in order that the 
merchant fully appreciates that this is a self-- 
measuring pump; that this does away with fun- 
nels; that this does away with measures; that 
this discharges directly into customer’s can in 
predetermined quantity. 


Prove to Him Where the Oil Should Be. 


‘‘Mr. Jones, you will note every drop of oil 
is in the customer’s can, or in your tank. One 
gallon of oil consists of 231 cubic inches of 
liquid. You are not giving a gallon and 2¢ 
worth, but just exactly a gallon—the gallon 
that the Oil Company delivered to you. You 
see, Mr. Jones, it puts your oil business on a 
par with the rest of the things you handle, not 
a slip-shod method such as Noah employed in 
the ark.’ 


Psychologists say that a man thinks as fast 
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as he talks and I would caution you to be slow 
about making your demonstration to the merch- . 
Because 


salesmen know all about this 
tank and fully appreciate its 
advantageous points there is 
a tendency on the part of the 
salesman to talk fast and not 
be particular about little 
g points and little things. It’s 
@Y the little things in life that 
eount and by going slowly 
you can make the merchant 
fully appreciate the outfit as 
you do. If the merchant 
fully appreciates the equipment you have him 
sold. Do not try to crowd down a poor German 
grocer’s throat in two minutes all it has taken 
you two weeks to learn. This method results 
in nothing but ‘‘Not today. Thank you.’’ 


ant. 


GO To THE BACK END & 
OF His STORE = 


Return Again and Again to the Model. 


Return again to the model. Draw another 


gallon and emphasize : 


‘‘ Just as clean and easy to draw a gallon of 
oil as it is to take a package of ‘‘Uneeda Bis- 
euit’’ from the shelf and hand it to the custom- 
er—no contamination connected with it—no 
loss in spilling—no slopping of any kind. In 
fact you can fill your customer’s can or handle 
bulk sugar, tea or coffee with the same hand 
and be sure there will be no contamination 
due to kerosene perfumed hands.’’ 


Now we come to the intermediate quantities. 
Before you demonstrate how to draw a half- 
gallon, turn your model completely around and 
allow the merchant to see how you set your 
model for the drawing of a half-gallon. You 
are not a slight-of-hand performer, nor can he 
see around the corner. — 


DO YOU KEEP, 


I have seen salesmen who 
would set their model for a 
half-gallon and not allow the 
customer to see the change 
that took place, but simply go 
on stating: 

‘‘Now this is a half-gallon, 
this is a quart, etc.’’ 

This is the incorrect way. 
Turn your model completely 
around and let him see what 
you are doing, stating. 

‘‘Mr. Jones, in order to draw a half-gallon 
I move this little stop around to the half-gallon 
mark. This only permits me to bring my cog 
bar up half way. The result is that we dis- 
charge but a half-gallon of oil. You see it is 
forced accuracy. The pump only allows me to 
draw a half of 231 cubic inches into the cylinder 


hlinow 


IN 
THEN TAKE THE 
MODEL OUT 


and when reduced half the reduction is un- 
deniably correct. The result is that an accur- 
ate half-gallon is drawn. Now here is a fact 
that you can learn about your faucet tank when 
drawing oil. If the faucet on a tank is so tight 
that it will not leak, it is almost a physical 1m- 
possibility to shut it off and if it so loose that 
you have perfect control over it and can shut it 
off by the flip of a finger, you will find oil run- 
ning all over the floor. Now, in drawing half 
gallons, (even if you have a particularly keen 
eye), your gallon measure tapers. When you 
see that the measure is about half full, the fact 
that it is so hard to shut off the nozzle will 
impede your progress and two or three ounces 
of oil, or perhaps more, have gone into the 
measure before you can shut off the flow. It 
being a little thing, of course, you overlook it 
and a sale of this kind is made at a loss.’’ 


Emphasize the Accuracy of a Bowser Pump. 


Return again to the model and emphasize 
that an accurate half-gallon can be drawn as 
easily as a gallon. With a quart it is the same 
as with a half-gallon. Run over this three, 
four and five times showing him how just one 
stroke results in the discharge of a quart of oil, 
then go over the entire operation again, perhaps 
two, three or even four times. 


The Bowser Computer. 


Down South the Computer is one of our best 
talking points. Colored people come into the 
erocery and ask for two, three or four cents 
worth of oil. Then again they will come in and 
say: 


““Boss, fill me this bottle please.’’ 


‘*Or they will bring the oil container of their 
oil stove in and ask to have it filled. Now 
handling oil the ‘‘old way,’’ the merchant has 
no intelligent or correct manner of gauging 
the amount of oil sold and invariably these 
small sales are made at a loss. 


I take the computer in my hand, take it apart, 
place the ising-glass, the three cards and case 
in plain view of the merchant and call his at- 
tention to the fact that this is to his oil tank 
what the computer is to his scales. It enables 
him to sell down as low as le worth of oil ac- 
curately no matter what the gallon price 
may be. 


Any fluctuation in price is taken care of by 
a series of cards that are furnished with the 
computer, so if oil is retailed at 12¢ a gallon 
the 12¢ ecard is placed in front and if oil is re- 
tailed at 15¢ a gallon, the 15e ecard is placed 
in front. Go over this very slowly in order that 
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he may not gain a wrong impression. Now 
take your 15¢ card and draw his particular at- 
tention to same in the following manner: 


A Practical Illustration. 


““Mr. Jones, you will observe that this card 
has 15 spaces on it, running from one to fifteen. 
Run your pencil up the red figures and start 
counting, 1, 2,3, 4, ete. Then come down on the 
black figures and do the same. If oil is selling 
at 15e a gallon and we have fifteen divisions on 
this ecard, Mr. Jones, then each division repre- 
sents le worth, does it not? Well sir, in the 
ease of oil selling at 12¢ you place your 12¢ card 
in front, it also is divided into twelve equal 
spaces, then each space represents le worth.”’ 


Now assemble your computer and place it 
on your tank—draw your prospect very close to 
the model with the remark: 


‘“‘Now Mr. Jones, watch this operation very 

closely. We will run this up to the red ‘‘1’’ 
and bring it down again and we have drawn 1e 
worth. Now we run it up to the red ‘‘2’”’ and 
bring it down again and we have drawn 2¢ 
worth. Now we will run it up to the red ‘‘5’’ 
and down again and we have drawn 5e worth 
and so on up to the 10th, 11th, 12th, 13th, 14th, 
and 15th division, ete.’’ 
Go over this 1, 2, 3, 4, 5 and 
even 6 times until you are 
satisfied that the merchant 
fully appreciates same. 

‘““The known or predeter- 
mined quantities are comput- 
ed in red figures while the 
unknown quantities such as 
fill this bottle for me, fill this 
ean for me, fill this jug for 
me, are computed in black 
figures. 


™ 


VF THE MERCHANT FULLY 
APPRECIATES THE EQUIPMENT 
YOu HAVE HIM SOLD 


We will run up clear to the top. 
serve the black figures. We have Mrs. Jones’ 
bottle under the nozzle now and we are going 
to fill it for her, that is, 1, 2, 3, 4, 5, 6e worth. 
Mrs. Jones’ bottle holds exactly six cents worth. 
No over-measure—absolutely accurate. The un- 
known quantities you see are computed on the 
black figures. 


This too, should be gone over three or four 
times. I have found equipments in use by 
customers that did not know what their com- 
puter was for. It had never been explained to 
them, in fact the computer had not entered into 
the sale of the tank at all and when they were 
told the value of it, they were highly elated. 


Now ob- 


Explain Our Float Gauge. 


In explaining the Float Gauge, I always make 
the statement : 
“This, Mr. Jones is a Float 
Gauge. It is approximately 
eorrect. It enables you to 
buy intelligently and_ con- 
stantly have a record of the 
amount of oil that you have 
on -hand.”’ 


B055, FILL ME 


It is a mistake to tell a 
customer that this Float 
Gauge will enable him to 
check the oil man to the 
minutest degree, but I tell 
them that if a mistake were to occur it would 
always be in the amount of ten gallons, inas- 
much as the oil is usually carried in in ten 
gallon quantities by the man who delivered the 
oil. I never reflect upon the character of the 
man delivering the oil but in explaining this I 
simply ask my prospect: 


“Mr. Jones, did you ever try to put six gal- 
lons into a five gallon can?”’ 

If he has been in business any length of time 
he will admit ‘‘ Yes’’. 


‘*Now this oil man in his hurry is encounter- 
ed by a-friend outside and interrupted in his 
work of delivering the oil into the container. 
Is it not just possible he should lose count of 
the oil he is putting into your container? This 
man is getting $2.00 a day and he cannot afford 
to make a mistake in your favor. You know 
the old story ‘‘When in doubt.’’ If on the 
other hand the oil men were inclined to short 
measure you, this is what would happen.’’ 


Now take your pencil and put around the 
guide on the float gauge and start to raise it 
shghtly with these remarks: 


“This is what the float gauge says, ‘Now, 
Jim do not try to slip anything over Mr. Jones 
today because I am watching you and you know 
I am always a trifle short in my calculations so 
the best thing you can do is to be accurate.’ 
This is the advice that the little float gauge 
gives the man that is delivering the oil, who is 
inclined to put one over on you, with the re- 
sult that you always get what you pay for.’’ 


A Talk on the Drip Tube. 


Take the screen out of your Drip pan and 
remove the drip tube by raising it out of your 
model a little, showing the man that the tube 
runs to the bottom. Do not take it out alto- 
gether but simply enough to show the man that 
it extends below the top of the tank with this 
statement : 
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‘“Mr. Jones, this tube runs to the bottom of 
the tank and never allows more than one two- 
thousandth part of the entire surface of the 
oil to be exposed to evaporation.’’ 


This, the Demonstration, is the first cardinal 
point and by far the most important to be ob- 
served in making a sale. I cannot lay too much 
stress on a careful demonstration and experi- 
ence has taught me that after the demonstra- 
tion has been thoroughly made the greatest 
part of your battle has been fought. 


Sale Talks Upon Labor, 


Now we will make up a statement of our as- 
sets and liabilities as far as the oil handling 
problem is concerned, in the same manner as if 
we were making up a statement of our busi- 
ness which we were to take to our banker in 
an endeavor to negotiate a loan 


ey yen kas oie ce eee rok eee cae artes bee, OL) 
2.0 12%  deprectation oe a2 6 aya 62 
3iceo0 -eallonstoiuleatal Ves. o> eh 5.00 
4. Labor, 50a month clerk.......,. 34.60 
bot! OVeET-“MeasUbe ces see sel eis 15.12 
Gi“ EVaDOrations.... Mace se aoe we ee 3.12 
(7g INterest OSG. wae es cere Soe .60 
. Cost of handling oil per year... 59.06 
9. Assumed profit per year........ 52.00 
10. Loss from working capital...... 7.06 


Explanation. 


Items 1 and 2:—In order to enter the oil 
business at all, we must have some kind of a 
tank so we will buy a $5.00 tank from the Oil 
Company. This tank will last perhaps eight 
years and we must charge 1244% of this tank 
to each year’s business which makes it 62¢ 
per year. 


Item No. 3:—We must have this tank filled 
and so we purchase 50 gallons of oil at 10 ¢ 
which amounts to $5.00. 

Item No. 4:—From the time the merchant 
relieves Mrs. Jones of her can and returns to 
his business after having washed his hands, 
fully four minutes elapse. He must take the 
can, go to the back room, measure and funnel 
the oil into the can, return to the front with 
it, again go to the back room, wash his hands 
and come back to the front of the store before 
he is ready to do business. This is invariably 
the case. 

If a lady comes in to buy groceries and she 
has her kerosene can with her, the first thing 


she hands the merchant is the oil can with the 
statement: 


‘‘Give me a gallon of oil.’’ 


No matter how many other articles she wants 
she wishes first of all to be relieved of the dirty 
oil can. The result is the 
merchant spends at least 
four or five minutes drawing 
the oil before he can proceed 
with supplying the rest of 
his business. 

Four minutes per gallon is 
not too much and on 50 gal- 
lons per week amounts to 
10,400 minutes per year or 
173 hours which at 20e per 
hour amounts to $34.60 per year. This is the 
time consumed in drawing the oil. (See note 
below for plenty of time in which to draw oil). 


Item No. 5:—The next item is over-measure. 
A gallon of oil weighs 6 lbs. 6-2/3 oz. You 
take and place the average can on a scale and 
you will find it over-weighs all the way from 
4 to 9 oz. or even more. The measure thus 
placed will weigh from 6 lbs. 9 oz. to 7 lbs. 1 oz. 
I have found two measures sitting side by side 
on a store floor that varied 8 oz. It is almost a 
physical impossibility to draw two gallons of 
oil that will weigh exactly the same with an old 
measure. You can safely state to your customer 
that you will wager that he cannot come with- 
in two or three ounces of 
drawing two gallons of oil 
alike with his measure. 

In order to give you a basis 
upon which to calculate the 
amount of over-measure, get 
the tare weight on his meas- 
ure and balance your scale 
then fill this measure full. 


It is rather hard to carry a 
measure from the back end of 
the store to the average scale 
and would suggest that you use an empty milk 
bottle or another measure as an auxilliary and 
when you have your trial measure on the 
scale, pour from the other container as much 
as is needed to fill your measure even full, 
This is the way it is usually sold out when the 
measure is standing under the tank and the 
fact that the floor is oil soaked shows that a 
great many times it is spilled over the sides. 


On, CAN 


In doing this,, salesmen should be careful to 
make the most of such a demonstration and if 
the measure is 8 oz. over-weight make your eal- 
culations on 8 oz. If it is 10 oz. over make 
your calculations on 10 oz. but in this instance 
we will use 5 oz. as a basis. Five ounces of oil 
on 2600 gallons at the sale price of 12¢ per 
gallon amounts to $15.12. If the sale price is 
15e per gallon you should compute your over- 
measure on 15¢ per gallon. Some men argue 
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that this should be computed on the purchase 
price. This is a mistake for the merchant has 
the oil delivered into his can and is entitled 
to the profit which he has figured on this com- 
modity. The fact of the matter is he loses the 
whole sale price of the oil and not the purchase 
price of the oil. 


Item No. 6:—Evaporation:—One authority 
says that 7.2% of evaporation will take place 
in kerosene in one year. As I am not familiar 
with the surface that he had in mind or under 
what temperature it was stored, I hesitate to 
say so large a percentage of evaporation will 
take place in the average store, but to state 
to a merchant that 1% of evaporation takes 
place in his oil is a very low estimate and readi- 
ly conceded. One percent evaporation on 2600 
gallons of kerosene per year amounts to $3.12. 


Item No. 7:—Interest on the investment, tank 
$5.00, oil $5.00, total amount invested $10.00, 
at 6% means 60¢ per annum. 


Item No. 8.—This is what it cost you to con- 
duct your oil business annually, handling 50 
gallons per week, namely, $59.06. Retailing 
oil on a 2c margin gives you a profit of $52.00 
on 2600 gallons of oil. 


Item No. 9:—As your oil department costs 
you $59.06 and your profit is but $52.00, you 
have a loss from your working capital of $7.06. 
Bear in mind that this is not a loss of $7.06 from 
the profit, but the entire profit plus $7.06. 


THE BOWSER WAY 


ieeeeouielon Type fA2>:2 bbl... 2.862.00 
2. Depreciation 5%, lasts 20 years. 3.10 
(QELS GEA CE ah Foe ee es ag 5.00 
4. One minute per gallon Bowser 

AUR te Cold ah coo a Oe 8.65 
Dom INOPOVEr-INeCASULe G6 2.00 i. ee ce es 
INO BENADOLAtION ©. 5. ccs aie.2 i «2 —— 
MRO CALIILOL OSIM fee 505 ds islined a. outs, a 3s 4.02 
PMOL (per *Vear wre. aiiitis ts. who. sss 52.00 
9. Cost of handling oil per year.... 20.27 


10. Gain on working capital....... 31.73 

Item No. 1:—Bowser, Cut 19, 2 bbl., Type 
‘*A’’ cost $62.00, lasts 20 years. Hach year $3.10. 

Item No. 3:—Fifty gallons of oil at 10¢ per 
gallon, $5.00. 

Item No. 4:—Kerosene handled at one minute 
per gallon, labor at 20c¢ an hour, $8.65. 

Item No. 5:—Over-measure, none. 

Item No. 6:—Evaporation, none. 

Item No. 7:—Interest at 6% on $67.00 total 
investment in one tank and 50 gallons of oil, 
$4.02. 


Item No. 8:—AIl that can be charged to one 
year’s business is the depreciation on an equip- 
ment plus 6% interest on the money. If I were 
putting up a store building I would not think 
of charging the cost of that building to one 
year’s business, but only the depreciation plus 
the interest. 


Stock Excuses. 


Now, there are a number of old stock excuses 
that come up right along which I will endeavor 
to answer. The first is: ‘‘I am going to sell 
Oulu! 

If your merchant is seri- 
ous and conscientious in this 
statement, you have no 
choice. There is nothing you 
can do. If he is not serious, 
however, drop the matter 
and go ahead with the dem- 
onstration. Sometimes you 
ean relieve the _ situation 
by simply telling a little 
story. 

‘“Oh yes, you are going to sell out. Now if 
you had a horse that you were going to sell 
you would simply tie him out in the street. 
You would not give this horse shelter any more, 
neither would you feed or water him. You are 
going to get rid of him anyway so what is the 
use of wasting any more time with him.’’ 

Another stock excuse you have come up is: 
‘‘T cannot afford.’’ Let us see whether the 
merchant can afford to handle kerosene or not. 


STOCK EXCUSES 


Comparison With Other Goods Handled. 


Total 
Annual Profit 
Turnover. Per Year. 
Canned goods bring profit 

Ombre ys ee Nails Seas Oo, 10 150% 
Shoes pay about 50% 

DEO Micaela cat tee iearal hits 3 150% 
INGIION Sood Oona. oe 4 133 1-3% 
UIE DAV ROO cetera en ae 25 125% 
Kerosene pays 20% ...... 50 1000% 


On all of the above listed articles with the 
exception of kerosene, he spends time and 
money inspecting stock and buying, also he 
uses the best of his ability in the sale of these 
products. 

This same man however buys oil in a most 
careless manner. The oil man simply sticks his 
head in the back way and asks: ‘* Will you have 
any oil today’’? 


His usual reply is: ‘‘Fill her up.’’ 
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In the sale of oil he is equally weak not- 
withstanding the fact that this is a 1000% 
article. © 

Did he ever lean over the 
counter and say: ‘‘Did you 
bring your ofi can with you 
_ today ?’’ 

For all of the above men- 
tioned articles, he has glass 
cases, refrigerators, comput- 
ing scales and other labor 
saving and business inereas- 
ing store equipment while his 
oil that brings him the great- 
est percentage of any article he handles in the 
house, is handled in antique and long dis- 
carded manner (at least discarded by ‘‘up-to- 
date’’ merchants). 


HE BUYS His OIL 
N A MOST CARELESS 
MANNER 


Another old stock question. **‘ What will you 
give me for my old tank? 


‘*T will give you, Mr. Jones, exactly what the 


tank is worth to you. ITlow long have you been 
in business? Six years. Now refer to the tables 
previously given. Subtract the cost of the 
‘“Bowser Way’’ from the ‘‘Old Way’’ and you 
will find an annual loss of $38.79.’’ 

‘Tn six years this outfit has cost you $232.74 
since you have been in business. How long can 
you afford to continue in this manner? What is 
the old tank worth to you Mr. Jones? A loss 
of $38.79 per annum. 


Now I come to the last stock excuse we will 
dwell upon today and thereby close my re- 
marks regarding the sale of kerosene  equip- 
ment. — 

‘“We have lots of time in which to handle 
oil. If I hire a man and pay him 20e an hour 
and he loafs an hour and then does an hour’s 
work I am paying him 40¢ an hour for the time 


he is actually working. If that is true then 


your labor item should be double what we have 
charged in on the above schedule.”’ 


A Wonderful Fire Test 


Never Before Has Our Equipment Been Subjected 
to Such:a Severe Fire Test 


One cloudy day early in the month of last 
December, our Factory Installation Depart- 
ment erected in an open field outside of Fort 
Wayne, a Cut 242 Pump connected to a 1-bbl. 
12-Gauge, Type ‘‘C’’ tank. This installation 
was all above ground and yet made to con- 
form exactly to conditions of an actual in- 
stallation. 


View Showing a Representative Installation All Above Ground. 


The pump and tank were connected by an 
18-ft. suction with a 11-inch galvanized sue- 
tion pipe, and the vent was run up 18 feet 
above the tank and capped with an Air Vent 
Protector, Cut 164. There was a separate con- 
nection made on the tank and pump with 
14-inch pipe and run 90 feet to two pressure 
gauges to show what pressure was reached in 
both the pump and tank during 
the test. 


The tank was placed 8 inches 
above the ground on two cement 
blocks, one at each end, and 
with two others at right angles 
to keep it from rolling. Ata 
distance of 18 feet a Cut 242 
pump was set up on cement 
blocks, so that the suction pipe 
from the top of the tank to the 
pump was level. The tank was 
filled with about 40 gallons of 
gasolene. The suction line and 
gauge were litharged and tightly 
screwed in. The suction line 
and gauge pipes were filled with 
gasolene and the discharge nozzle 
shut tightly. 


soaked barrel staves were then 
placed around the pump and a 
like amount about and under the 
tank. 


Three hundred pounds of tar-. 


U 
5 
y 

i 
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Photographs were taken of the apparatus 
when ready to be lighted, during the test and 
at its conclusion. 


The fuel was lighted at two minutes past 
three and the heat reached its greatest volume 
at 334% minutes. At this time the gauge at- 


tached to the pump showed a pressure of 300 


View Showing the Oil and Tar Soaked Wood Placed Around the Tank 


and Pump Ready for Firing. 


About a pint of gasolene re- 
mained in the tank after it had 
cooled. 


To sum up the entire test, we 
will quote from the Chief In- 
spector’s report the following 
conelusion : 


“The test showed that danger 
from an explosion which would 
throw out any gasolene is prac- 
tically impossible.’’ 


This is evidence sufficient to 
prove the correctness of the 
Bowser principle of storing and 
handling gasolene and oils and 
substantiates the claims of 
thousands of Bowser users that 
the equipment is explosion 
proof. 


pounds plus. At 3:48 the test was over and 
we had proved conclusively that our equip- 
ment was absolutely explosion proof. 


Upon examination of the equipment at the 
completion of the test, we found very little 
damage done. The eylinder on the pump was 
shightly warped and roughened by the heat, 
but did not show any indications 
of the tremendous pressure to 
which it had been subjected. 

It is true that the packing, 
solder, leather and litharge in 
the equipment and connections 
was destroyed. 

However, the equipment itself, 
as we stated before, was practi- 
cally uninjured. For example: 
Upon examination of the foot 
valves we found that the heat 
had been sufficient to burn the 
litharge in the pipe joint. The 
solder on the screen around them 
was also melted, but the screen 
was still in place. The foot 
valve leaked at the rate of 34 
drops per minute when given 
the usual severe test in the fac- 
tory, It did not take much, 
however, to put this valve back 
in perfect order. 


As the fire progressed the fumes escaping from the vent pipe were 
purposely lighted to note their volume and to increase the hazard of a 


possible explosion. 


Mr. S. F. Bowser may be seen standing to the left 


of the picture—proof conclusive of his faith in his own product and 


invention. 


The Pressure Gauges. 


After the Test 


Mr. G. W. Lewis, formerly of the Ft. Wayne 
Office, now traveling under the Washington 
District, just recently gave us his promise that 
he would be at the convention next year as a 
full-fledged for you, 
Geary,” and we are going to hold you to your 
promise to the very letter. We know you can 
do it if you will, and we also know you have 
the determination to stay by until you have 
done it. 


Pacemaker. ‘Good 


Mr. Charles Webb, Atlanta’s Charleston, S. 
C., representative, started the month of Feb- 
ruary right by selling a 2 bbl., Cut 19-B, F..C. 
Ww. 0. , 
people say the ‘‘Ricebird”’ state is headed for 


? 


the ‘‘Bow-wows.’’ No money in cireulation— 
a tale of woe longer than the Mosaic Law. We 
do not believe it. Neither does Charley Webb. 


Ile knows better. 


The Atlanta Office advises that some 


vs 
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BRANCH OFFICE STANDINGS 


7th Week Ending February 20, 1915. 


SENIOR OFFICES 


FIRST - - DALLAS FOURTH SAN FRANCISCO SEVENTH - CHICAGO 


W. M. MANN, Manager D. 8S. JOHNSON, Manager L. P. MURRAY, Manager 


SECOND - FORT WAYNE FIFTH - - ALBANY EIGHTH - - TORONTO 


E. J. LITTLE, Manager J. H. McCONNELL, Manager W. R. HANC 


EH, Manager 


THIRD - - ST. LOUIS SIXTH - - ATLANTA NINTH - HARRISBURG 


G. H. HASTINGS, Manager H. W. BROWN, Manager ~ R. S. COLWELL, Manager 


JUNIOR OFFICES 


FIRST - WASHINGTON SECOND - - DENVER THIRD - PHILADELPHIA 


A. W. DORSCH, Dist. Supt. C. C. BARNET, Dist. Supt. T. D. KINGSLEY, Dist. Supt. 


FOURTH - LOUISVILLE FIFTH - - NEW YORK 


EK. J. GALLMEYER, Dist. Supt. H. C. CARPENTER, Dist. Supt, ; 
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PON the Bronze Tablet, illustrated at the left, 
which adorns the wall in the corridor of the 
main office at the Home Plant is inscribed the 

names of the three salesmen who secure the largest 
volume of business during the year regardless of lines 
worked. This tablet is seen by all visitors who come 
to the plant during the year. The forty likely candi- 
dates for this honor at this writing are listed below. 


Standing of Forty High Men, February 25, 1915 


Salesman’s Name Office Salesman’s Name Office 
ee Cae Reem SS] OSCOMP Sara alersiencienss, crete apes Albany ite Keehs ressenmuellermy. aes. Harrisburg 
2. H. BH. Dobson ..:...... Engineering Sales meee eet SMRIL LU CASh Maar aie heetnn a coiees tse Denver 
- we fer iia b eii60 S,%6ke eee alee Sor ates CS eee Tor CIDDONGS tema oe Lease Washington 
5. E. EF. Kiots ae 4 , ; c ‘ ; ; ea) inichaleree ZA ESE VV AlCerSwe sce oro ance San Francisco 
Gan Vie Kennedy scrape ph Mae te aaa San Francisco Oe Eee se VEALED GIWiSti eats tt oan diene Gtheces Dallas 
ip ee COdGINe ton see « San Francisco PAS, od Ne Wis NOEW G9 BS ines crea cies GORE ep Otome Chicago 
SMC EAE OLOVALL ites so srakotlels os Washington | ENR ELAS CT eager eee is las 5.3 Harrisburg 
CMe VW CHENEY Ge. 45 coe scene Fort Wayne 2 Sa WirtAce TLEMEN Wa yo ee. ccerccic teste e uae Albany 
EL) ee see ES IV CUILS Niet. ret openers, shouche, 6 22)s Fort Wayne OS No Wel TEIBIWOAE 46 a oan ho otc Fort Wayne 
iL, ye IP, IDIEMCEN? coon cord Ou gplo age oes Si Io@wIS freak ea, 1Sk) WENGNIG. 2b Gans ooacueeesusbenon Toronto 
IZ eid, ATMStVONs) 2.4... Hngineering Sales Ste Ge PISNeRhe neta te oe Denver 
(Third Tablet Cutter—1914) Somme Maxcieintze a. sees sae es) Louisville 

ee Near Dine cic OI NOT GION Fort ee | Be, dis do (COMM; coccccoc neni Sales 
se Ses EO ACE SCS SSE AAO IAS Ci ablas | PAGE TOs DOW EDU 5 2 ates Shoes ose Chicago 
on a ee SOF FS Oe ANS ta See Si, IME IDRNDG ONCE 5 bane oobodaoowee St. Louis 
17. J ip Se Salami ie tee Naty SS Chicago ae, (ER 18h, YSU. Foacpaneaoeee San Francisco 
emer dee -VOndeTeMIDSC) onc. su cease ee Denver | 37. J. M. Tucker ............. -++++++-Dallas 
ROmEE Woe Tousley Till sce ob St. Louis | o> Ub, Ib, IEIRO ose a cane Engineering Sales 
DMD LAWLeNCG Uh. chlo eke mokl Chicago | 3 PCA ee Gl) Oc) Ute rrccpe fers tot ck or'eacieniorn cif che Denver 
(Second Tablet Cutter—1914) A) et pe Aa mG COMANG cas go oleae ois users Glavcle ce Chicago 


Five High Men by Points in each District, February 26, 1915 
(Districts Listed Alphabetically) 


ALBANY DALLAS FORT WAYNE NEW YORI 
C. R. Eggleston Jove bueker L. W. Cheney I. H. Peeples 
W. A. Hemenway R. L. Matthews C. B. Evans W. H. Ladd 
. W. Elliott J. C. White H. Dalgaard 
F. W. Devereux HK. P. Walker G. W. Scott 
W. F. Foley Cc. M. Sigler A. B. DeLacy 


ATLANTA DENVER HARRISBURG PHILADELPHIA 


oR NH 
fo) 
ya 
Oe Cobo et 
— 
Om cobs kt 
a 
> 
. ans! 
— 
Ss 
oO 
o 
mn 
@) 
OUR Cobo et 


1. F. C. Schuster 1. J. F. Vonderembse 1. A. G@ Hartgen i Ey Ane Vorticern 
a. RR. W. Maxey ys linea KO, dabiisyaKene 2. K. F. Hessenmueller 2. Di Wes Chase 
SS. Carrington Bo AN IN GO @e TE) 3. W. B. Offerle 3. W. S. Parker 
4, R. D. Shannon 4, B. HH. Kilver 4. H. J. Bradshaw 4. W. M. Booker 
5.-N. B. White ne lat NG of Clanerene 5. W. Duffield 5. Fred Browne 
CHICAGO ING. SALES LOUISVILLE sv. LOUIS 
ie hk. TT. Lawrence tod. HE. Armstrons 1. Max Heintze 1. W. H. Coddington 
Zoe. C2 Webber 2. H. E. Dobson 2. F. L. Alsobrook 2. G. PB. Dickey 
3. G. E. Bowen See eeonne lly: 3. J. B. McPherson 3. W. H. Tousley 
AeA Zi. Caron 4, BH. L. Milliron 4. J. P. Neely 4. W. H. Abbott 
5. R. BH. Clement be sh. Laylor 5. D. Moore DOr He COOK 
SAN FRANCISCO TORONTO WASHINGTON 

1. F. M. Kennedy 1. A. McIntosh 1. G. P. Stovall 

2. E. F. English 2. H. Beique Zu Gibbons 

3. EE. FY Klotz 3. N. Paquette Je ne Oureack 

4. R. J. Coddington LE ICR i DIM by Zev SiN den. COkotial aia! 

5. G. H. Reuben 5. D. McGillvray 5. H. W. Bell 
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CANCELLED ORDERS. 


Every concern has to deal, more or less, with 
the Bugbear of canceled orders. Some of our 
boys are seldom, if ever, troubled in this re- 
spect, while others seem to be especially un- 
fortunate along this line. 


A eanceled order, in some cases, is a reflec- 
tion on the selling ability of the salesman who 
turned the order in, but it is also often caused 
by circumstances the most tactful salesman 
cannot circumvent. Let this be as it may—we 
are unanimous in our desire to minimize or, if 
possible, completely wipe out this evil. 


In analyzing the situation, let us first get to 
the most common reason for cancellations. 
Naturally, the first point would be the buyer’s 
respect for a signed order. Some salesmen 
seem to do their best to impress the idea on 
the buyer that a signed order incurs no obliga- 
tion. They take this action because they fear 
the careful buyer will not sign or at least will 
shy if he realizes that signing an order is to 
all purposes like spending the money on the 
spot. Of course no salesman wants to enour- 
age canceled orders, but by inferring that a 
signed order is an obligation any less binding 
than a promissory note, thus depreciating its 
value, he is unconsciously doing so. This hap- 
pens because the agent in his haste to secure 
the signature does not stop to convince or sat- 
isfy the buyer, but shghts conditions and 
everything else he can and still get the signa- 
ture. 


The next reason is no doubt due to the sales- 
man’s desire to see how quickly he can secure 
the signature, getting it by high pressure meth- 
ods and leaving the buyer really only half 
convineed. 


Another reason is that some salesmen make 
strong statements during the demonstration and 
confuse the buyer as to styles and prices; then, 
when the buyer has in mind a certain style at 
a certain price, the agent writes up the order 
differently, which results in questions, expla- 


nations and some times disputes. As the buyer 
has said ‘‘he’ll take it,’’ he signs the order, but 
with doubt and misgivings, and as soon as the 
agent is gone, makes up his mind he won’t 
take it. 


Many salesmen have experienced a feeling in 
some sales that the buyer would cancel before 
the goods were shipped and in taking the order 
really felt it would not stick. Now, under these 
circumstances, a salesman should secure every 
safeguard possible, as a little extra effort spent 
at this time may save the annoyance of a can- 
cellation and the expense of a return trip to 
reinstate. 


Our order blanks plainly state upon them, 
‘not subject to cancellation,’’ to which the 
buyer may raise an objection. Some salesmen 
Waive this by intimating this clause in the con- 
tract is merely a formality, and being thus as- 
sured, the prospect signs. Whether or not he 
afterward has oceasion to break faith is an- 
other matter, but should anything oceur that 
would induce such an inclination, he would 
have no hesitancy whatever in canceling. This 
situation is especially dangerous should a sales- 
man of a competing line happen along and try 
to bulldoze the purchaser into believing his 
firm can give him a better bargain. 


As stated before, some cancellations are un- 
avoidable—the purchaser having bonafide rea- 
sons, such as business reverses, sickness, ete., 
but 85 per cent. of canceled orders are really 
due to some fault in the salesman’s methods. 
The salesman who bends all his energy to en- 
listing the advocacy of the customer, convine- 
ing him the goods are necessary in his busi- 
ness—and will not only earn a profit on the 
investment, but add to his prestige and stand- 
ing as an up-to-date merchant in his community 
—that they are worth all he pays; inspiring the 
customer with confidence in the transaction, the 
goods, the firm, yourself and your methods— 
will find the trouble abated. The cleanest, sur- 
est, quickest and most satisfactory way is to 
secure a large part—if not all of the payment 
for the goods on the spot. Even a $5.00 pay- 
ment would show good faith and the sincere 
business intention of the purchaser, and you 
may rest assured if each cancellation would cost 
the purchaser $5.00, there would be fewer can- 
cellations. The ‘‘part payment with the order’’ 
rule is a good rule in all cases and greatly 
to the salesman’s advantage, but the salesman 
suffering from cancellations will find it a pretty 
sure cure for that disagreeable bugbear and 
should at least apply it to all cases in which he 
has any misgivings or doubts about the order 
sticking. 
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PERSONALS 

We are advised by our Atlanta correspond- 
ent that Mr. J. H. Adkins, our Nashville, Tenn., 
representative, ‘‘broke out’’ with F. C. W. O. 
again. One lucky prospect was exposed and 
signed up for a 5 bbl. ‘‘Red Sentry.’’ Indi- 
cations now seem to be that Nashville is going 
to be affected with Pacemakeritis during the 


year. It is all right to ‘‘break out’’ when you 
ean do it in that style. 


©®® © 
Mr. P. M. Miller, of the Chicago District, was 
a caller at the Boomer Office recently. He did 
not just say how he was going to do it, but from 
what he said, we expect him to be a Pacemaker 
this year or ‘‘bust.’”’ 


© ® © 
They say, however, that he can’t ‘‘hold a 
eandle’’ to E. M. Dusseau, City Salesman. It 
is said he has Carpenter beaten off the boards 
when it comes down to the fine points in shunt- 
ing interurbans or singeing the coat-tails of 
crossing pedestrians. 
©e® 
Mr. A. Z. Caron, salesman under the Chicago 
District, paid us a short visit the other day. 
With two ‘‘A. Z.’s’’ around we surely had to 
keep right on the job. 


OR OMEO) 

Mr. J. L. MeMorris, working under the Chi- 
cago Office, paid his first visit to the factory 
recently. It is needless to say that Mr. Mc- 
Morris went away more enthusiastic than ever 
about the Bowser line. 


© ® © 


A horse on Hoffay. Mr. J. V. Hoffay, of the ° 


Foreign Sales Department, whose work in the 
interior of his territory requires long rides on 
horseback,, had the misfortune recently of hav- 
ing his horse stumble and fall, throwing Mr. 
Hoffay beneath him. The only thing that pro- 
tected Mr. Hoffay from serious injury was the 
mud through which he was traveling. 

Mr. Hoffay is now laid up, but expects to 
soon be able to continue his work. 


© © © 
If you want to have heart disease right, 
spend a day with C. M. Carpenter at Detroit, 
riding around in his machine. The following 
is one day’s experience : 
Head-on collision with an interurban. 
Out of gasolene during the crowded part of 
the evening. Result: Push car by hand to a 
side street. 
Stopped four times by crossing policemen, 
and warned against ignoring signals. 


Outside of these little incidents he is ‘‘some 
driver.’’ 


Mr. R. E. Clement, a 1915 Pacemaker from 
Chicago, was a caller at the office recently 
soaking up some additional enthusiasm and get- 
ting a line on things down here so he would 
know how to act when he comes to the Conven- 
tion next year. 


© © © 
We have a couple of nice public garage 
orders from Mr. J. C. White, one amounting 


to 12 points, another amounting to 17 points. 
Good work, Mr. White, and keep it up. 


OUR ASSISTANT SALESMANAGER SOME 
YEARS AGO. 


We are not going to give dates as to when 
the picture accompanying this article was 
taken. It might be embarrassing to our Ken- 
tucky Colonel, Mr. J. G. Rodman, Assistant 
Sales Manager. However, those of you boys 
who remember that old model that is pictured 
can form some idea as to the age of the pho- 
tograph. 

Mr. A. G. Ratliff, who traveled for us in the 
South, is receiving his instructions from Mr, 
Rodman as to where the prospect’s signature 
should go on the order blank. Note the earn- 
estness of both during this transaction. How 
many times they posed and the number of 
plates spoiled is, as Kipling says, ‘‘ Another 
story.”’ 

© © © 

J. T. Gibbons, Washington City Salesman, 
has again proven his ability to get the name 
on the dotted line. He has a bad attack of 
C. W. O. getheretis. 

He recently closed a nice garage order for 
one thousand 3-16 inch tank, two Cut 101 ‘‘ Red 
Chiefs,’’ five Cut 125 one-barrel outfits for lu- 
bricating oil, and he got F. C. W. O. This is 
what we call salesmanship of the first class. 


N. B. Steele sent in six orders one day last 
week. Watch him Steele into the Club by 
July Ist. 
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Mr. J. B. Beall, of the Engineering Sales 
Department, is some little mixer. Ask the 
Detroit Office force if this isn’t so. 

ORO MEO) 


Mr. Frank James, the installation man from 
Atlanta, has been transferred to act in that 
capacity at Detroit. He grabbed hold of his 
work as if he liked it, in spite of the zero 
weather. 

© © © 

We noticed the other day a Summary of 
Daily Reports from Salesman L. B. Robinson: 

“Total amount of Sales—9 pts., F. C. W. O.”’ 

Remarks: ‘‘Too much blizzard for my man 
to come in. No livery to drive me out, so 
walked six miles in ice and snow to nail him.”’ 

That’s what ye editor calls ‘‘nailing some.’’ 


(OOM) 

February 4th was Jack Sterling’s fourth an- 
niversary of his connection with S. F. Bowser 
& Co., so, as he tells us, he laid off and cele- 
brated. The result was two 7-Bbl. Cut 41’s, 
two Cut 102’s and a 12,000 gallon tank—total, 
about 50 pts. worth of business. 

Say, that certainly would leave a better taste 
in a man’s mouth than some celebrations we 
have heard of. 


© © © 
Mr. G. A. Townsend, Editor ‘‘ Bowser Boomer : 


Dear Mr. Townsend—I started on only road 
that was open in my territory—and that closed 
when I reached Beaver, Utah. 


Abandoned auto aa started in rig; a se- 
vere blizzard compelled us to leave rig and 
make for a ranch. Some idea of road econdi- 
tions is obtained when I tell you it took five 
hours to walk three miles, and (later) the 
ranch wagon took 27 hours to cover 40 miles. 

The long journey gave me time to think 
3owser Tanks—sell myself again. 

With personal regards, 
Yours truly. 
S. J. REDFORD. 


©® © © 
The Washington District salesmen are right 
behind Mr. Dorsch in his determination to 
win the CUP at all hazards. Denver will have 
to move faster than she did last year if she 
intends to bring home the bacon, for Washing- 
ton has some high grade talent this year that 
they didn’t have last year. They are in to win 
Orisa Dust 
®® © 
We have a treat in store for some of you 
men. The editor has been promised a photo- 
graph of Sales Manager Briggs and his Assist- 
ant, J. Geary Rodman, in the former’s Ford, 
illustrating the ease with which that machine 


climbs telegraph poles. Just when we can get 
them to pose for this athletic stunt is a ques- 
tion, but we are assured they will make the 
attempt in the very near future. 


SALESMAN W. E. TOUSLEY 
of the St. Louis District. 


The following extract was taken from Sales- 
man W. E. Tousley’s (St. Louis District) let- 
ter of February 6th: 


“TI made up my mind after reading the Con- 
vention Number of the Boomer, to be at the 
Pacemakers’ Convention next year in person 
and see for myself what is going on. I want 
to hear every word of the splendid ‘pep-making’ 
speeches. This may be taken as a threat or a 
promise, whichever way you are pleased to 
look at it.” 


We are going to hold you to your promise 
and consequently expect to see you here at 


the Convention next year. 


© © ®@ 
The Washington office has had their share 


of sickness among their salesmen, Michie, Hell- | 


wegg, Bennett, Lea and Dodge having been 
unable to work full time the past month on 
this account. 
© ® ® 

A. H. Dorsh is starting out lke an old-timer, 
and closed a 9 bbl. Cut 241 and a 5 bbl Cut 
241, the first week out. We believe Arthur is 
the youngest salesman on the Bowser force, 
being 22 years of age. 


© ® © 

John Lea, of the Washington District, closed 
a fine business during January, but has been 
off duty since February Ist, on account of ill- 
ness. Mr. Lea has returned home from the hos- 
pital and is now on the job again. More of 
those nice Battery Outfit orders will now be 
fortheoming. 
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This will advise that effective Feb. 15, 1915, 
the Kentucky Office will be changed from Lex- 
ington to 410 Paul Jones Building, Louisville. 
Give us your new slogan, Ernie. The boys 
would like to hear about it. 


© © © 


Sales Manager Briggs and his. charming as- 
sistant, Colonel Rodman, were discussing ter- 
ritories in the East. As there was to be strong 
Fite (ing) at the front, the Company wanted 
to be prepared. They at last decided to take 
Harry Gunn and Walter Schott and put them 
on the ‘‘firing line.”’ 


© © © 

Mr. J. C. White, of the Dallis District, is 
“right on the job’’ when it comes to the ques- 
tion of F. C. W. O. On a business of about 78 
points written in January, 66 points were C. 
W.0O. In fact, every order taken with the ex- 
ception of one; was F. C. W. O., and on that 
one 50% was C. W. O. EHighty-five per cent. of 
the month’s business C. W. O. is certainly a 
record to be proud of. Mr. Mann, Manager 
of the Dallas Office, writes regarding Mr. 
White’s work as follows: 


“Some of the customers have resorted to 
some very strenuous measures to enable them- 
selves to take advantage of the discount which 
proves to be so alluring when described by Mr. 
White. 


“We learn that some of the fellows have 
mortgaged their life insurance and the ladies 
have “hocked” their jewelry. The gratifying 
thing about all of this is that Mr..White’s cus- 
tomers meet him and greet him with a glad 
hand at all times and assure him that they are 
more than pleased with the equipment sold 
them. 


“We will wager that he leads the entire or- 
ganization this year in securing cash with the 
order. If you know of any other ‘silver-tongued 
orators’ whom you want to turn out, let us know 
whom they are and we will put White against 
them any time.” 


ORO REO) 

L. O. Pack, who has taken up territory under 
the Washington District, has started out as 
though he intends to keep up his record as a 
Pacemaker by sending in two nice orders the 
first three days in the field. 


®® © 
Mr. T. L. Prough is now out on Fort Wayne 
territory prying loose orders for his District. 
We are glad to have you with us, Mr. Prough. 
Just keep the ‘“‘prow’’ moving straight ahead 
and you will get there with 500 points this 
year. 
© © © 
Mr. T. Young is now on Chicago territory 
and is one of Murray’s enthusiastic bunch. We 
understand Murray expects to keep the cup 


beeause the members of his. field foree 
Young and full of ginger. 


® © © 
Another Senator, Mr. J. H. MeCall, has taken 
oath to bring the Junior Cup to Washington. 
Mr. McCall is now carrying the grip under the 
Washington Office and we expect to hear great 
things from him very shortly. 


© ® © 
‘““Watch Louisville grow!’’ Messrs. P. G. 
Cantrell, P. C. Catlett and S. Black are new 
Kentucky recruits. We wish you the greatest 
success, boys, in your work with us and have 
every reason to expect that you will have a 
nice business through the year, 


© © © 
Mr. H. W. Brown (not the one who lost his 
goat) is now covering territory in the Wash- 
ington District. We will look for big results 
from you, Mr. Brown, because all of the 
Browns in the Bowser organization are made 
of good stuff. 


are 


OR OEO) 

Mr. I. L. Sawin is one whom we are glad 
to weleome into the organization, working in 
the Fort .Wayne District. You are right in 
the center of things, Mr. Sawin, when you are 
in the Fort Wayne District, and we wish you 
only the greatest success. Let the sawdust fly. 


©® © © 

Mr. R. E. Watson, our neighbor on the North, 
is now one of us, as he has taken territory 
under the Toronto Office. Suecess to you, Mr. 
Watson, and may we see your face at the next 
Convention. 

ORO O 

Talk about business opening up! W. B. 
Stamford, covering eastern territory for the 
Engineering Sales, has sent in a filtration and 
general factory order amounting to approxi- 
mately 232 points. Look out for the Presidency. 

® ® ® 

Mr. S. F. Taylor, also of the Engineering 
Sales, has secured a nice order approximating 
40 points. This surely is an omen of good things 
fOr i alo- 

Salesman Mr. P. B. Green, of the Dallas Dis- 
trict, has been confined to a hospital in Mus- 
kogee, Okla., for several days owing to an 
operation which he underwent. Mr. Green is 
expecting to be back on the territory very 
shortly. Dallas Office says we will soon be see- 
ing a buneh of orders from hin. 

© ® © 

Charles C. Claggett, has demonstrated his 
sales ability, having closed an order for over 
10 points the first day on the territory. 


Sere i Daily Reports 


No. of Calls Made 
Noi of Sales Maden esos i ee) ree 
Total Amount of Sables icecrccB2U3 D0 VD occrccccsersrrersersien 


If no calls made, iV€ r€QSONS cc cceecesssesseesnseseee 


Remarks:....... Another of those "Saturday" _ 
orders thet Townsend dislikes. 


stay with it until 9:90 P.. 


Date11=21-14 Salesman. —yiR iY 


NOTE:—This summary must accompany each day's report. 
If for any reason Salesman docs not work, a summary sheet must 
be filled in and mailed to the Branch Office, so stating and giving 
the reason. This is imperative. 


IT EXPRESSES THE PROPER BOWSER 
SPIRIT 


Houston, Texas, Jan. 12th., 1915. 
Dallas Office. 

I have received Gen. Letter No. 338, in regard 
to the line and plans for 1915, and I wish to say, 
it is the most complete and the most excellent 
line and the best offer that has ever been made to 
the sales force. The attractiveness of it, should 
fill every Bowser salesman full to the brim with 
enthusiasm, and after full efforts have been put 
forth during this 1915, the harvest can be reaped 
Dec. 19th. 

You can count on me during the year; spurring 
and sparring around the top of the “Forty” High 
men mark. If, all the Dallas sales force will place 
their shoulders to the wheel NOW, and KEEP 
it there until the close, there will be something 
’doin, in Ft. Wayne town at the PACEMAKERS 
meet in 1916. 

It will be a good idea for you to chalk me down 
for about $800.00 this week, the UMP has called 
three balls and only one strike, and we’ll admit 
that Rudolph is a good one for the Braves, but, 
a good old hickory stick and a keen eye will hit 
the other two on the nose before retiring for the 
week’s-end bench. 

With kindest regards, I am, 

Yours very truly, 


(Signed.) J. MILTON. TUCKER. 


© ® © 


Our old friend B. M. Smith, of the Wash- 
ington District, seems to have hit a snag some- 
where, for we haven’t seen an order from him 
since goodness know when. What’s the mat- 
ter, ‘‘B. M.?’’ We are counting on you to 
make a showing in the Pacemakers’ race. 


© ® © 


A. L. Corbin is continuing to produce some 
nice business. Corbin is a good salesman, but 


144 _THE BOWSER BOOMER 


he will have to keep moving if he wants to get 
in the Pacemakers’ class as a Director of Wash- 
ington District. 


PATROL HOTORCAR 
DAMAGED BY FIRE 


Can of furning Gasolene 
Thrown From Passing Ma 
chine, Causes Excitement. 


A can of burning gasolene hurled 
‘from a passing automobile at fF our- 
‘teenth street and Pennsylvania avenue 
northwest this morning nearly destroy- 
- ed the motor patrol of the Second Police 
8! precinct, scorched the clothing and 
| hands OL Ca Smithy rivers Onestne 
‘natrol, scattered fire over the pave- 
ment and car tracks for a distance cf 
a hundred yards, and furnished excite- 
ment and amusement for a crowd of 
several hundred persons that zathered 
in a few minutes. 

Charles Loughran, 4 member of the | 
firm of D. Loughran, tobacco dealers, 
“was @riving an electric delivery truck 
Pin which there was a five-gallon can of 
gasolene. <A small quantity of gaso- } 
lene spilled as the car turned at Four- | 

‘teenth and § streets ,sparks from the 
motor ignit*ng the liquid. Loughran jf 
' nicked up the can of burning gasolene 5 
>, and hurled it from the truck, the can 
Gece directly beneath the motor pa- 
trol, which was just being dviven away 
from headquarters. A immoment later 
ae patro] was in flames, and Driver, 
,' Smith and Policeman Hopkins, who 
were in the machine, were obliged to} 
jump out. The burhing gasolene spread 
in all directions. 

An alarm was sounded calling out 
several engine companies, and the fire 
secon extinguishea. The body of the 
i patrol was badly scorched, but only 
slight dainage done to the mechanisin. 


Our Mr. F. H. Kilver, who travels in Colo- 
rado, the so-called ‘‘ Western Slope,’’ has se- 
cured, for the past four weeks, $669.25 worth 
of business on Saturday’s alone. In fact, this 
business was secured in four Saturdays, sue- 
cessively, as follows: 


L1G cat oe yesttalensyciauate Vals AUC eer ete ieee $243.00 
1/23 os ris catessyehapetohatel liters stoniele ise Mme’ 313.75 
VE Perret MOM OOR Dhan Odotc 5.50 
PH he RRS Str SREY ORSON Fes O.e OS, 0c 107.00 


Mr. Kilver states that he is econvineed that 
it does pay to work on Saturdays as well as 
any other day. 


en 
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A Lyon Meeting At the Factory 


Factory and Office Force Assembled at a Special Evangelistic Meeting Led by 
Dr. M. H. Lyon, of Winona Lake, Indiana, in the Factory During Work- 
ing Hours, Tuesday Afternoon, From 1 to 2:15 O’clock, Feb. 16th. 


(By Edward H. Clifford, Minister, Kast Creighton Avenue, Church of Christ.) 


The wheels of industry have often been 
stopped in memory of the death of the head 
of some great business corporation or firm, but 
it is a rare occurrence, not only in this city but 
anywhere in the state of Indiana or the nation, 
that a great factory employing hundreds of 
men, stops at its own 
cost, its entire opera- 
tion to listen to the 
gospel of the Man of 
Galilee as proclaimed 
by a minister of that 
gospel. Such was the 
sight which would have 
greeted your eyes and 
ears had you gone Tues- 
day afternoon, between 
one and two o’clock, to the plant of 8S. F. 
Bowser & Company. It was literally true that 
not a single employe, even to the telephone 
girls, was at work during the meeting hour, 
but there were gathered in the assembling room 
of this great plant about 900 of the employes 
of the company—the entire local force, both 
factory and _ office. 

And what made the occasion the more nota- 
ble was the further fact that for the first time 
in twenty-five years of the history of the com- 
pany the entire working force was brought to- 
gether for other than work, and that in the 
name of Jesus Christ. 


DR.MILFORD 
H. LYON 


Scene Was Suggestive. 


The scene was a wonderfully suggestive one 
to the thoughful man or woman that a great 
factory should see fit to gather together its 
employes, at its own expense, for some other 
purpose than work. Seats had been provided 
for the entire working force with the young 
women of the offices given the places of pref- 
erence in the front rows. Upon the platform 
were Dr. M. H. Lyon, the well known Evan- 
gelist; Mr. and Mrs. Loren G. Jones, his most 
capable choir leaders, and Mr. 8. F. Bowser, 
the President of the Company. 


Mr. Jones sang a solo, ‘‘It is Good Enough 
for Me.’ It was most beautifully rendered 
and enthusiastically applauded. He was ‘ac- 
companied by Mrs. Jones on a portable melo- 
dian belonging to the factory. Before begin- 
ning his song, Mr. Jones asked for ‘‘Tom’’ 
Williams, a factory employee who had given 


him, Mr. Jones, the night before at the tab- 
ernacle, a valuable pocket piece of English 
money bearing the date of 1740. 

President Bowser introduced Dr. Lyon and 
his party. Mr. Bowser spoke most feelingly of 
the work the meetings were accomplishing, 


‘‘The Extra Mile.’’ 


Dr. Lyon’s address upon ‘‘The Extra Mile’’ 
emphasized the importance of doing more than 
required and was founded upon the right of 
impressment, a custom of the ancient Greeks 
and Romans, borrowed from the Persians. 
This custom allowed the impressment of any 
one by whom a government messenger might 
pass upon the pubhe road, and the compelling 
of that one to go as far as the government’s 
messenger might think the puble service de- 
manded. Jesus declared in making reference 
to this custom, that ‘‘if any man compel you to 
go with him one mile, go with him two.’’ 

At the close of the address by Dr. Lyon, Mr. 
Bowser announced that it was the intention of 
the company to hold similar meetings to the 
one just held every month, and that prominent 
Christian men, both ministers and laymen, 
would be called in to address the employes. 


Dr. Lyon’s Address. 

Speaking to the Bowser employes, Dr. Lyon 
said in part: 

‘*T have seen all of you friends before. I re- 
member the magnificent delegation from the 

Bowser plant, and I saw 

so many that night that 
~ | have just been hoping 
=—— that you might come 
~esagain. They tell me the 
railroad men are com- 
ing 1,500 strong next 
Saturday night., and if 
you folks could come 
Friday night I will be 
,glad to have as many 
come as can. I don’t 
know of any people in the city who are more 
welcome than you are. 

‘“‘There is one thing about these meetings 
that is admirable:—it is a union campaign. 
Nothing has been said against any church. We 
try to meet on a broad basis. We meet to fight 
sin, hit the devil and hit him hard and enthrone 


HURRAH FOR THE 
BOWSER PLANT! 
RAH! RAH! RAH! 


OY 185 YON) 
1 | TABERNA 


WHEN THE 

EMPLOYES 
MARCHED TO THE 
TABERNACLE 
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Jesus Christ. We don’t want anyone to leave 
the church. We want to make a better Baptist, 
a better Lutheran, a better Catholie and a bet- 
ter Methodist a better Christian. I want every- 
one to have some church home; to have some 
active definite work just the same as the em- 
ployer depends upon you in this faetory for 
active work. 


The Second Mile. 


‘‘T beheve that I ean do no better than to 
speak to you upon ‘The Second Mile,’’ from 
the words of our Lord Jesus, 5th Chapter of 
Matthew, 41st verse, 
“Whosoever shall com- 
pel thee to go a mile go 
with him two.’ There 
is no principle in the 
Roman law that was 
more hateful to the 
Jewish nation than that 
principle of the law by 
which any messenger or 
courier of the govern- 
ment had the right to 
impress into the service 

Mee, em Ne Oo ange cate 

ey citizen or subject of 

that Empire. 

‘‘For example, if there was some courier go- 
ing upon a long journey, and his horse gave 
out, he had the power to go into the field and 
take a man out of that field and his horse, to 
help further him on his journey. The Jews 
hated this law especially, and now Jesus, in 
place of encouraging them in this hatred, 
comes out with this remarkable statement,— 
out of the clear sky: ‘Whosoever shall compel 
thee to go a mile, go with him two.’ 

‘The story | want to present to you is the 
story of the second mile. The first mile we 
have to go; the second mile is a mile of choice 
—it is the mile that we want to go. The first 
mile is the mile of compulsion, and the second 
mile is the mile of desire. 

‘“There are some things, friends, we have to 
do in this world, whether we want to or not, in 
order to keep from hunger, from cold, from 
suffering—to keep the wolf from the door. 
Emerson, the philosopher, said all of us are 
just as lazy as we dared to be. But we have 
to work. We are compelled whether we will 
or not to go the first mile, but here’s the great 
truth I want to present to you. Do not be sat- 
isfied in doing the thing you would have to do. 


The Extraordinary Man. 


“The difference between the extraordinary 
man and the ordinary man is very simple. It 
is the difference between the second mile and 
the first mile. The difference between going 


just as far as you have to go and going the 
extra amount because you want to go. 

‘‘Kmerson also stated that if you can make 
a better mouse trap, or if you can preach a bet- 
ter sermon than your neighbor, though you 
built your house in the woods, the world will 
make a beaten path to the door. 

‘You see the experience of going the second 
mile in edueation. You will remember, when 
you were in school, there were some pupils 
willing to pass the grade, others who were sat- 
isfied with nothing less than excellent; they 
wanted to be at the head of the class. This 
same achievement is universal. It is in agri- 
culture—in farming. We know that. we had 
some neighbors who were content with small 
and fair crops, content if this year’s harvest 
was equal to that of last year. But there were 
other farmers never satisfied without making 
their crops excellent ; to make them better than 
last year’s crop. They were not satisfied with 
going the first mile, they wanted to go the see- 
ond mile. They were looking up new improved 
methods by which they could increase and im- 
prove their harvest. 

‘“This same principle is evident in business. 
You have known men in the store, or in the 
shop, in the factory who were content merely 
with doing just enough to hold their jobs. Be- 
fore the whistle blew, ten or fifteen minutes, 
they would get everything ready so as soon as 
the whistle sounded, out of the door they went ; 
others were not satisfied, they wanted to excel 
them. They were willing to do just a little 
more than was expected of them. 

‘‘Like that Irishman, who came to the sur- 
geon of the shop one day and said: ‘Doetor, 
I want you to treat my foot. It has been 
mashed.’ 

‘** Well, Pat, how did you mash your foot?’ 

‘“‘The Irishman replied, ‘I was carrying a 
great big piece of iron and the whistle blew 
for six o’clock, and I had to drop it and it 
mashed my foot.’ 

‘‘Some think they must not go a minute over. 
They do only just what is expected of them. 


A Living Exampie. 

“Fred Harvey, who has 
built up a magnificent sys- 
tem of eating houses and 
dining cars on the Santa Fe 
line, was asked what plan he 
was using by which his din- 
ing cars and eating houses 
so far surpassed anything 
which they ever saw His 
reply was simple, ‘Because I “instructed my 
help to eut pies inte four pieces rather than 
Lops s bres 

‘““Do you see the point? 


NOTHING LESS 
WOULD SATISFY 
HIM 
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“Tt is this, if you are a merchant, give your 
customers Just a little bit better grade of goods 
than your trade expect. If you are an em- 
ployer, give your workman just a little more 
than they expect; if you are an employee, give 

your employer just a 
fase little more than he ean 


YES, 1M TRYING 
HARD TO IMPROVE] 
MY CROPS BY 
STUDYING THE 
Ce MODERN 


poured, reasonably ask. Friends 
Eros EN Bg right there is the secret 
s *) ‘aa of suecess in business, 
== in industries, in ¢ 0 m- 
~ merce, yea, it is the se- 
eret in religion; to be 
willing to go the second 
mile; to do more than 
is expected of you. 

‘*President Cassett, of 
,. the Pennsylvania Rail- 
Se ee te CN road, years<ago put. a 

man as superintendent 
of one of the large divisions on the system. 
He was comparatively a new man in the em- 
ploy. He passed over the heads of men who 
had been in the employ of the company longer 
than he was. Some of the employees were a 
little bit dissatisfied and they sent a committee 
to see the President. They stated, ‘We want 
to know about this’ and he said, ‘Gentlemen, 
I have spent several months going over the 
road in the different shops and offices, with the 
idea of seeing the employees at their work. 
Most of them were just willing and content to 
do enough to hold their jobs, but I have noted 
that man that if he was on a piece of import- 
ant work, when the time came to close, if he 
was not through, he paid no attention to the 
time. He kept right at it, if it took him all 
evening and half the night. He was just will- 
ing to give himself with enthusiasm, earnest- 
ness for the welfare of the company. That is 
the kind of a man | want in that place.’ 

‘“Do you see the secret? He was willing to 
go the second mile. 

‘*Mr. Edison, the great inventor, was asking 
how it was he had achieved such eminence and 
excellent inventions. His answer was, ‘It 
comes by not watching the clock.’ 


Individual Reserve Power. 


“One of our great philosophers stated that 
in every individual, there is a great reservoir 
of reserve power that the average individual 
never utilizes; that is, every man and woman 
here today can do more than you think you 
ean. Let me say that vou have a great many 
talents you never thought you had. You ean 
make use of this socially, morally, industrially, 
financially, yea spiritually. 

“In that great principle of Louis Brandeis, 
‘The Conservation of Energy,’ he has shown to 
us how it is possible to manage business meth- 


gone forever.’ 


ods to make great increase in success. Now 
friends, what is true in business, what is true in 
industry, what is true in education is just as 
true in religion. 

‘There are so many people in the Christian 
life that are satisfied merely with being saved. 
Hear them say ‘I attend church every Sunday’ 
—I have been baptized’—I have been con- 
firmed’—‘I have been this and that and I pay 
my debts and I am living a fairly upright, hon- 
est life. What more can anyone expect?’ 

‘‘But friends, that is simply going the first 
mile. Jesus Christ said you must be born again. 
There must be the two births, the physical and 
the spiritual. You were born physically one 
day. I celebrated my physically birthday last 
week but.I will celebrate my spiritual birthday 
upon the 380th day of May. Don’t be satisfied 
merely with having one birthday. Be satisfied 
with nothing less than that excellence of being 
born again, of becoming a child of God, of be- 
coming a citizen of the Kingdom of Heaven. 


‘‘Don’t be content with living a fairly good 
life by attending church, with paying your 
debts, but friends, be satisfied with nothing 
less than surrendering your whole life to Jesus 
Christ, to know that you are born again, that 
you have become a child of God, that you are 
a citizen of the Kingdom of Heaven. No mat- 
ter what line of work you are in, you will be 
a better worker, a better working girl, and bet- 
ter working woman, if you have got the love 
of Jesus Christ in your heart. 

‘‘Let us first of all vitalize our own con- 
science. As one who came forward, said, ‘Now 
when I do wrong it makes me so ashamed of 
myself,’ 


Another Legacy from Washington. 


‘‘Washington said, ‘Strive to keep burning 
in your breast that spark of celestial fire called 
Conscience, ‘for when it is once extinct, it is 
When you do anything that is 
wrong, go to God and ask his 
forgiveness right away, and 
say to him, ‘I will not do that 
wrong thing again.’ 

““Tf I do wrong it is not 
enough that I merely ask 
God’s forgiveness in prayer 
but if I have wronged my 
fellowman, it is up to me 
r to go to that man I have 
wronged and to tell him so, 
and make restitution and 
ask his forgiveness. For 
example: If I stick my hand in Mr. Jones’ 
pocket and steal a dollar, it is not enough that 
I say ‘Mr. Jones I am sorry for it.’ I have got 
to give that dollar back, and so, friends, if I 
have wronged you I might join a hundred 
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churches, I might say my prayers until the 
erack of doom and it would not do any good 
until I have made restitution for sin. 


‘‘Let’s not be content in going the first mile ; 
let us be satisfied with not less than the best— 
with going the second mile. In other words, 
there are some that have the spirit of God but 
they are not filled with the spirit of God. 


Egypt’s Salvation Is the Nile’s Overflow. 


‘‘Egypt always has the river Nile but it is 
the overflow of the river Nile that is Egypt’s 
salvation. 


That fertilizes all of that country. 
— »8o it is with the over- 
flow of the human life. 
| It is the superabun- 
= - danee of God’s spirit 
“WY and power in your life 
‘\af that is going to make 
i you of value to the 
——_ Bee J world. Someone gave 
ff, G—F ne this truth the other 
ie WE lay: he said ‘A little 
A YF cup can overflow lots.’ 
2 It is the overflow from 
your life that helps 
other lives. 

‘“There was a man said one evening, ‘I thank 
the Lord I am not one of those fellows who is 
over-enthusiastic, over-radical in my religion. 
I am like the water in a rain barrel—it is al- 
ways just about so full—it stays that way all 
the year round,’ and one little freckled face 
fellow shouted out, ‘Well mister, I bet that rain 
barrel is full of wiggle tails.’ 

‘‘Now there are many who never get earnest 
and never get zealous; who never get enthu- 
siastie about anything. Emerson said, ‘No 
ereat cause was ever carried to a successful 
conclusion without enthusiasm.’ 

‘That is one thing I like about the devil. I 
don’t like him in any way but I like his en- 
thusiasm. He is always on the job. If Chris- 
tian people had as much earnestness for God 
as the devil has for his work, I believe we 
would bring old Fort Wayne to Jesus Christ, 
—-that’s what we would. Put your social life 
and enthusiasm into it. 

‘‘When I was pastor, I got up a foot ball 
team and I said to the boys, when you are 
playing foot ball, play the game with snap and 
ginger, but when you go into the prayer meet- 
ing, put the same enthusiasm into your prayers, 
into your testimonies as you do on the field. 

‘““Whatever you do, in your political hfe, in 
the shop, in the factory, in society, in your 
pleasures, put your whole heart into it and the 
same way, my friends. put your whole heart 
into your Christian life. Don’t be content liv- 
ing on the lower plane. Go the second mile. 


HE WAS WILLING To GO THE SECONDIMIL 


‘You will remember the Olympic games that 
were celebrated in Athens a few years ago. 
There were English, Irish, Welsh, German, 
Seotch, French, Scandinavian and of course 
Canadian and American, and the greatest feat 
of the entire tournament was the Marathan 
race. The run of the twenty miles from Mara- 
thon to Athens, the greatest runners of the 
world had enlisted for that race, but there was 
only one Greek that qualified. What could he 
do with so many contestants, with so many 
competitors. But that young Greek went over 
every mile of that twenty miles until he knew 
every foot of that distance by heart. 


‘“When the time came for the race, this 
young Greek did not put forth his greatest ef- 
forts at the start. He began slowly and all the 
other runners outstripped him in the race, but 
gradually he kept accelerating his speed, going 
faster and faster and when five miles passed, 
he had gone ahead of some of them; at ten 
miles, he had gone ahead of some more; when 
the fifteen mile post was passed, he had out- 
stripped others, but still there were many still 
ahead. Then he began to increase his speed. 
Tis own countrymen would line up on each 
side of the track and they would run along by 
his side, telling him of the exploits of the 
yreek history, urging him to do his best. 


How the Greek Won the Marathon. 


‘“Now the sixteenth mile, the seventeenth, 
the eighteenth, the nineteenth miles had passed 
—he had indeed outstripped many of his com- 
petitors, but still there were one or two Ger- 
mans and some Englishmen, Irishmen, Secotech- 
men and several Americans and Canadians 
ahead. It came to the last mile. He passed 
one, another and another until finally the last 
Englishman, the last Scotchman, the last Ger- 
man and all but one 
Canadian and still two 
Americans were ahead. 

: The last. half rama 
now the last quarter— 
he had passed the Can- 
adian, neck and neck 
with the American, now 
the last eighth of the 
Nanvane toe he leaps beyond 
mMereLY this one—still the other 


SATISFIED 
WITH Man. 


BEING- 5 
SAVED ‘‘His own brother is 
running at his side, urg- 

ing him to do his best, 
saying, ‘father is waiting at the goal for you.’ 
‘‘And now that young man strains every 
fibre, every nerve, every sinew—he has passed 
one American and the last one is going with 
him neck and neck. It is hard to beat the 
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American, but now the Greek sees his father. 
All the twenty centuries of Greek history 
are behind him and urging him onward and 
as they are nearing the goal that young man 
summons all of his latent powers and with one 
great dash and leap, he 
jumps over the line into his 
A father’s arms. He had won 
tines race voy mas length. He 
had gone the second mile. 


‘‘In this great business es- 
tablishment, in this great in- 
dustry, let me give you that 
ideal, ‘Go the second mile.’ 

‘“When Jesus went upon 
the Mount of Transfiguration, we are told there 
he talked with Moses and Elijah about his 
death. 


~ WITH ONE 
GREAT DASH AND LEAP 


Jesus’ Second Mile. 


‘‘Undoubtedly the Heavenly Father would 
have received him back into glory, and all the 
Angelic Hosts would have shouted praises to 
Jesus who had gone down to the sin cursed 
earth, had suffered for the lost men, but Jesus 
was not content with that. We are told that 
he went down from that mountain and fixed 
his face firmly toward Calvary toward the 
eross, and at last when Jesus the Son of God 
was hanging on the cross, hear him as He ex- 
claims, ‘It is Finished.’ He had gone the sec- 
ond mile. 


‘“‘Paul the Apostle had done a great work. 
He had finished his journey, but He said I must 
see Rome, and Paul despised, persecuted. 
starved and scourged went to Rome, and as he 
was facing his death, as I will speak about more 
fully in the Tabernacle, he realized the end 
was very near and he said with that look of 
joy upon his face, ‘I have fought a good fight 
I have finished my course, I have kept the faith, 
heneeforth there is laid up for me a crown.’ 
He had gone the second mile. 


‘That is all today. Thank you,—God bless 
you.’’ 


MR. BOWSER’S CLOSING ADDRESS. 


I want to say to Brother Lyon that I know 
what is in his heart. He would like to see you 
all down there tonight. There are services at 
the Tabernacle every night this week, inelud- 
ing next Sabbath, and I hope you will get 
down there and hear the splendid sermons and 
help as you ean. 


I want to say a word friends, about our com- 
ing together. When we were smaller twenty 
or thirty of us possibly got together a few 
times, and I suppose it has been twenty-five 
years since we have come together like this. 


It is splendid, and when the thought came into 
my soul that it would be a good thing to see all 
of your faces in one crowd I was surely glad. 
Now I am beholding what I conceived and saw 
in my mind as a dream. 


It is a pleasure to get you together on this 
splendid occasion, and I hope this is not the 
last occasion. I hope that we can have a meet- 
ing similar to this more or less every month, 
I think it would do us all good. We could 
have Brother Nipper come up here and give us 
a talk, or somebody else like him or Brother 
Lyon could give us a talk. Let us stop a min- 
ute each month and count our blessings, and 
remember that we are on earth with both feet 
and we are tied together in our interests. 


Ladies and gentlemen, if you have no work 
it is because we haven’t work for you. We 
have great undertakings. We need your work. 
We need business and we are doing our best 
for that thing and that gives you work, don’t 
you see? If you haven’t got any work the 
firm is likely to become bankrupt. That is just 
the inevitable result. If you haven’t got work 
our expenses would eat us up and we would 
have to quit. 


We need your help and we need business to 
keep you busy. We are doing our best for 
you and then we come in the wake but we 
cannot be separated, and we want to go 
through life hand in hand. Your interests are 
our interests, and may God help us to work to 
one good end and discharge our duty as we 
should. Be honest with ourselves and with 
our God. Then with our happy expectations 
fulfilled in the world to come we can meet to- 
gether where we will never part again. That 
is my hope and my ambition. 


te nixetne waren) .L am trying to dis- 


INARAIN BARREL charge my duty every 
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day as I go through this 
world. Some say, ‘‘I 
wish I had my life to 
live overagain.’’ I don’t 
want one day to:live 
over. The days that 
come I expect to give 
all that I owe each day. 
When I leave this world 
I don’t want to leave it 
very much in debt if I 
know it. 

Now, this will conclude these exercises. I 
have wonderfully enjoyed them. I enjoy your 
presence, and [ am in no hurry to dismiss. 
When we are dismissed turn around and shake 
hands. Don’t be in a big hurry. . Let this 
blessed service soak in. Go back to your work, 
and may God’s blessings go with each and 
every one of you. 
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PAINT OIL TALK 


By Mr. C. M. Carpenter 


The following talk is a report of the session at 
our Convention where Paint Oil equipment was 
discussed. Mr. C. M. Carpenter, of the Fort 
Wayne District, with Mr. W. R. 
Hance, of the Toronto District, 
led the talk each day. Mr. Car- 
penter said in part: 

‘Now, gentlemen, in presenting 
this paint oil proposition to you, 
we come before you thorough- 
ly appreciating the type of salesmen we are 
speaking to. For myself, I will take my 
hat off to the bunch in front of me any day in 
the week, for I know what you have accomp- 
lished. The object of this meeting, as we under- 
stand it, is simply to offer some suggestions 
which may be helpful so that the Paint Oil Line 
imay be more fully developed in our territories. 
For this is one of the most important lines we 
have to handle, and it is a significant fact that 
we are not selling the Paint Oil Equipments we 
should. 

‘*‘Perhaps one reason is—we are not thor- 
oughly familar with the proposition—and our 
first business is ‘to know our goods.’ We 
should study not only the construction of our 
tanks but the application to the purchaser’s 
business. This knowledge will inspire his con- 
fidence, and you want to be mighty careful 
not to lose it. The demonstration in regard to 
tanks must not be thrown at the customer in 
one lump, but we should have this information 
on tap ready for delivery as the occasion de- 
mands. For your ability to answer all his ques- 
tions and your belief in your own goods will 
convince him that you have just what he needs, 
and then you have his attention, and may lead 
him to the point of decision. 

‘An important factor in sell- 
ing is to study your man, and 
remember while doing so, he is 
studying you. If possible, learn 
all you ean about him, his busi- 
ness, and the increase in busi- 
ness before you approach him. 
If you cannot get this advance 
information then learn to per- 
sonally ‘‘size-up’’ the customer, 
and adapt yourself to him. 

“Talk about the conditions 
that exist in his store and what 
you can save him in dollars and 
ecents—in time and oil—and 
how you ean remove the fire 
hazard. Convinee him that you 
do not sell your goods on their 
intrinsi¢e value, but that you are 
selling him so much efficieney, 


C. M. Carpenter 


thereby keeping the price of the outfit a secon- 
dary matter. Kor when you tell him the price 
of the outfit itself, instead of looking at it from 
the point of efficiency, he immediately begins 
to calculate how much it costs to make that 
tank, and you are defeated before you start. 
But show him what the efficiency means to him 
—if a $1,000 equipment—speak of it as $60 a 
year for the equipment—and it does not need 
to be replaced, as it will be as good twenty 
years from now if properly taken care of—and 
that it will be a source of revenue to him all 
the time, ete., ete. 


Tanks Do Not Grow But Business Does. 


‘“Then do not undersell—you want to look at 
the future—sell right goods—adequate storage 
—right cut numbers, as the tanks won’t grow, 
while his business will, and he can add to his 
equipment as his financial condition will war- 
rant. 

“The efficiency sheet which Mr. Hanee has 
prepared, will, if you properly present it, sure- 
ly convince him of his need, and our paint oil 
sales will be increased 200% 

‘‘Another thing to remember in selling is— 
when you have your customer’s statement, then 
start up your enthusiasm, don’t be indifferent— 
have a keen interest in your goods,—put your 
personality into the sale—be truthful in every 
statement. Use only arguments which will stand 
acid test. Single out the points which you see 
have most appealed to him—elaborate on them 
—use your creative force—that a desire for the 
goods may be created,—then he will give you 
his reason for not placing the order at this time, 


WE TAKE OUR OWN MEDICINE. 

The illustration accompanying this little article shows a recent 
addition to our Paint Shop. We have taken a number of mixing tanks, 
equipped them with power agitators and Cut 129 pumps. 
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and if it is logical—leave him pleasantly so he 
will be glad to see you when you eall again. 
‘‘Tf his reason is lack of money—show him 
what the banks are doing business for, and 
prove by your efficiency 
BEE A TS Soot TRAP tice 
oranuracrone tg} Sheet, that by borrowing the 
FS) money he will be making 18 
to 20% on the investment. 
Stick, everlastingly, then un- 
til you have his name on the 
dotted line. For I believe 
the salesman who has 
learned how to adjust him- 
self so as to hang on to a 
prospect to the finish, without -boring or mak- 
ing him mad—will get the order. 


HES TOLD ME THE PRICE” 


YOU ARE DEFEATED BEFORE You START 


Use Your Testimonial Letters Judiciously. 


“Then a letter of recommendation is often 
helpful but let it be of recent date. Merchants 
are proud of our goods and are always glad to 
sign well written letters but use them judicious- 
ly—never present one from a wealthy concern 
to aman of small capital; but use them for men 
in equal financial circumstances. 

‘‘In regards to competition we can always 
say, while we are familiar with our competitors 


line, anything we might say would be accepted 
as a prejudiced statement, and would carry no 
weight. Our goods have sufficient merit to com- 
mend them to the purchasing public, if properly 
demonstrated, as we have plenty of satisfied 
customers in any community. 


‘‘Tn obtaining cash with the order—ask your 
customer how he wishes to pay for the goods, 
if cash, use the 5% discount, but as a special 
favor to him, to insure 
prompt delivery and elimi- 
nate clerical work at our fac- 
tory—or he ean have the 
easy term payment at 6% in- 
terest, if we finance the 
proposition. 

‘‘Now one thing more, al- 
ways be courteous. In the 
business world it is what oil 
is to machinery, prevents 
friction and makes things run smooth. Have 
tact, learn to adapt yourself to all kinds of peo- 
ple and conditions. 


" YES, But THis Man 
WHO RECOMMENDS YOUR 
TANK 15 A BIG MERCHANT 
AND I'M ONLY A SMALL 
DEALER” ge 


LETTERS OF RECOMMENDATION 
SHOULD BE USED JUDICIOUSLY 


“‘Look for Success, not failure—say ‘‘I can 
and I will,’’ for the secret in selling the neglect- 
ed Paint Oil Line is, as in any other occupation 
—a reasonable amount of intelligence coupled 
with hard work.’’ 


A Talk on Paint Oil Equipment 
By Mr. W. R. Hance, Manager Toronto District 


This is another one of the wonderful talks 
given at the Convention. It is given by a man 
who has successfully practiced what he has 
preached for over nine years 
in the service of the com- 
pany. The talk was as fol- 
lows: 

Our work is a permanent 
proposition; every salesman 
should consider it as such, 
just as he would consider he 
had a permanent proposition 

W. R. HANCE, were he to hang out his 
Manager Toronto District Shingle as the result of just 
having finished a course in 
the study of medicine. In order to make our 
work a permanent proposition, it is necessary 
for him to understand well, and work, all lines 
as covered by his contract, just the same as a 
young physician must expect to endeavor to 
treat every disease successfully in his terri- 
tory, if he intends to make a success of medi- 
cine. Too many men, | am sorry to say, have 
entered our selling ranks with the idea of mak- 
ing our line a make-shift proposition, with the 
result that they very soon drop out, and as a 
consequence are unable to profit by the train- 
ing received in the Bowser ranks. 


Our work always reminds me of a doctor’s 
work, in that it is constantly a matter of di- 
agnosis, not only of our patients, but also of 
ourselves... | am just wondering how many men 
to-day have certain trade diseases in their ter- 
ritory, which they are seared to tackle, or, at 
least, do not tackle, but only go after the so- 
called easier diseases, especially gasolene stor- 
age business. As a result, they overlook some 
of the very best money-makers, and further, as 
a result, lose out on the Permanency Idea. 


The Bowser Permanency Idea. 

Now, that Permaneney Idea should be up- 
permost in the mind of every salesman. What 
do I mean by Permanency? I mean, coming 
with S. F. Bowser & Company with the idea 
of sticking to the proposition! 

How can we stick? 

Only by making money! 

How can we make money? 

By selling the greatest amount of goods at 
the minimum expense! 

How ean this be accomplished ? 

By having a territory which is not too large, 
and by being prepared to work everything in 
it! 
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How shall we know when we have the right 
sized territory? 


There is only one way I know of, 1. e., know 
the Bowser line so well that there is not a mer- 
chant nor a publie nor private garage owner 

in your territory but to 


/ in 
ce 
en) whom you ean _ absolutely 
a 


prove without a question of 
doubt—and do take time to 
prove — that his business 
should be Bowserized; that 
| his private garage should be 
equipped with a Bowser. If 
you will do this you will very 
soon fix the boundaries of 
your territory to the entire 


i 


GUR Work IS LIKE A 
Doctor's Work 


profitable satisfaction of not only yourself but 


also S. F. Bowser & Company, and as a result 
eliminate the very perplexing question—the 
size of territory. 


You have all called from time to time on 
a merchant who absolutely felt the prices asked 
by you were too high, and for some reason or 
other you felt it was not worth while to spend 
any time with him, with the result that you 
left him in the same frame of mind you found 
him. Or you quoted him on the highest grade 
equipments only, leaving him with the idea 
that he must pay Bowser & Company a large 
sum of money in order to purchase anything, 
whereas our line is most unique in that we 
have such a wide range of values. Is that the 
way to Bowserize a territory” 

A salesman should say to himself: ‘‘This 
is my farm to cultivate, and here is a very nox- 
ious weed, and if my present avocation is to 
be at all permanent, I must eliminate this 
weed—root and branch.’’ 


How much better it is, then, by some hook 
or crook, to get the attention of this man long 
enough to show him the relation of a Bowser 
system to his business. It can be done, and if 
it is done you will not leave the man in the 
same frame of mind you found him. While 
he may not buy—while you possibly would not 
buy, knowing, as you do, the advantages of a 
Bowser, but taking into consideration the 
man’s present condition, it is not good business 
sense for him to buy—you will have him re- 
mark to himself: 


‘“Well, I was wrong; the Bowser is a good 
thing. That salesman certainly knew his 
business, and just as soon as I get squared 
away I am going to have a system.”’ 


That, to my mind, is the way to Bowserize 
your territory, which means profit to you in 
the future. 


What Percentage of Your Business Is Paint Oil? 


So far as your actual sales work is concerned, 
you all know I am more or less unfamiliar. 
However, I know I am talking to a part of the 
very flower of the 1914 Great Army of Bow- 
sers—I am talking to Pacemakers—to Top- 
Notchers—and as such J congratulate you. It 
goes without saying, your sales were very large 
last year, and I am sure will be again this year. 
However, I am just wondering what percent- 
age of your business last year was gasolene? 
What percentage might have been paint oil, 
had you given the latter line more careful con- 
sideration rather than working in the direction 
of least resistance? L am just wondering 
whether gasolene business was not a big per- 
centage of your business last year, resulting 
from covering a large area of territory, and 
as a result, costing you a great amount of 
money to secure it, as compared with what it 
might have cost you had you been equally ef- 
ficient in other lines, especially the paint oil 
line? You, of course, know whether this is true 
or not, and will understand, and I am making 
no accusations, 


During the course of Mr. Bowser’s remarks 
in his address to you, he informed you that 
there was one line manufactured by the Com- 
pany which would keep the factory running 
without manufacturing anything else, if the 
factories in the United States and Canada 
were only educated as to what this particular 
equipment would do for them. He advised 
the equipment he referred to was our filtra- 
tion outfits, and I am sure we will all agree 
he might have made the same remarks in con- 
nection with our paint oil outfits. I know if 
the salesmen in the ranks of S. F. Bowser & 
Company would only make a study of our paint 
oil line and its POSSIBILITIES they would 
be surprised at the money to be made. 


_ Tsay make a study of our paint oil line and 
its POSSIBILITIES. The study of the line is 


very easy, that is to sa 
HE K © d ip 
ee art a 
RIGHT 

i: 


RAW ONL from a technical stand- 
point. We all know 
about the construction 
of our equipments, the 
value of each particular 
cut number,%and about 
the accessories, such as 
a barrel track, cradle, 
barrel dash, ete. but the 
POSSIBILITIES of our 


You Must : monn Ye ® : 
Have HIS paint oil line is the stick- 
CONFIDENCE er: it is a hard nut to 


crack. I=fthis were not the real difficulty I know 
we would be securing more paint oil business. 
The POSSIBILITIES of this line means simply 
this: Is, or is not, the paint oil and lubricating 
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oil business a profitable one for the merchant 
on whom you are ealling? Is it a department 
of his business that has in it the possibility of 
making him money? If so, you can always in- 
terest him in a paint oil system; if not, you 
cannot. 


The Possibilities of the Paint Oi] Line. 


I know of no better illustration of the re- 
sult of finding POSSIBILITIES than to state 
to you that in Northern Ontario there are the 
greatest silver mines of this Continent, and per- 
haps of the world. These mines have only 
been developed within the last few years, yet 
they were always there. The silver has been 
there for ages and ages and it only required 
the magic wand, as it were, of a high-grade 
mining engineer to discover what the mines 
contained, in other words, to determine the 
POSSIBILITIES of these mines. 


After the POSSIBILITIES were determined, 
then the promoter had no further trouble 
whatever in interesting financiers in his proj- 
ect; had no trouble in raising large sums of 
money with wlich to mine 
the silver as well as other 
precious metals, notwith- 
standing the fact that not a 
7 dollar’s worth of ore had 
been taken out other than 
the samples which were pro- 
vided by the mining en- 
gineer. What is true of the 
silver mines in Northern On- 
tarlo is equally true of the 
‘“undeveloped mines’’ in the hardware stores 
and paint stores throughout the United States 
and Canada. 


HE WILL BUY 


my AS SOON AS 


How should we proceed to determine this? 
The majority of all hardware merchants are 
far from being methodical and as a_ conse- 
quenee do not departmentize their business. 
Therefore, when you inform him of the goods 
you are selling, he will at once tell you his 
paint oil business will in no way warrant the 
purchase of a Bowser system, and very em- 
phatically if you or your predecessor on the 
territory have foolishly given him a price on 
one outfit only, say to handle boiled oil or 
turpentine, as the result of the usual request 
of your prospect, ‘‘What would an outfit to 
handle boiled oil cost me?”’ 


What Does the Oil Business Mean to the 
Prospect? 
It is, of course, presupposed that your pros- 


pect has been given some idea of the Bowser 
system. But no wise salesman will give his 


prospect more than a superficial knowledge 
of our system—just enough to give him a men- 
tal picture of how it would look when in- 
stalled in his place of business, and as a re- 
sult, securing enough attention to permit you 
to begin at the first end of the string. That 
end is, to the uninitiated, the last end. In 
other words, it is a case of last being first, i. e., 
it 1s a case of your finding out what the man’s 
oil business means to him before he finds out 
the cost of a Bowser system. Otherwise, in 
the majority of instances, you will be unable 
to Bowserize him—to departmentize his oil 
busiess, let us say. 


You, as a physician for 8. F. Bowser & Com- 
pany, in your territory, have to diagnose each 
case as you meet it. And I, or anyone else, 
cannot give you a set rule by which you ean 
make your approach. Suffice, however, to say 
there is always a way, and if you are a stu- 
dent not only of your lne, but more particu- 
larly of yourself. It has been said, ‘‘ All roads 
lead to the main road,’’ so all approaches lead 
up to the stage where, to my mind, each for- 
mula incident to making a paint oil sale is the 
same. As we are taught in school, the only 
way to learn is “‘to do by doing,’’ I am going 
to distribute some seratch pads, and ask you 
all to help me to do some figuring. I will do 
the writing on the blackboard, and you will 
put down what you find to be the result of 
the problem at hand, as we will work it out 
together. 


First Know the Cost Price of Oils. 


(Data given as a result of questions asked the class) 


Cost Selling Price 


Name er er Yearly Sale 
Gal. Gallon 
Boiled® Oil) e-..> .45 $ .80 10 barrels 
ise, Ol soccuee 40 75 8 barrels 
Turpentine ..... .45 .65 8 barrels 
Machine Oil .... .25 40 5 barrels 
CylindersOil see .oo .60 5 barrels 
Kerosene ...... .08 12 100 gals per week 
Gasolene 3.2.... .10 Als 100 gals per week 


Let me say, NO SALESMAN SHOULD AT- 
TEMPT TO WORK THIS. UP WITHOUT 
KNOWING FAIRLY WELL THE PREVAIL- 
ING COST PRICES OF THESE OILS. While 
no merchant will refuse this information, at 
the same time, if you KNOW it, it proves to 
him at once that you know your business; that 
you are making a study of the situation. As 
a result, it helps you to secure one of the two 
prime factors in making a sale, i. e., his Con- 
fidence. (Attention and Confidence are the 
two prime factors absolutely necessary when 
attempting to make any sale). 
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We now have the data with which to prove 
to a merchant the POSSIBILITIES of his paint 
oil business ; data which 
=—._ would never have been 
secured had your pros- 
pect known what a 
Bowser system to han- 
dle his oils would have 
cost him; that is, had 


THE ONTARIO 
SIINER. MINES 


I appreciate you cannot hold a merchant 
long enough to make an analysis of this data, 
so you must excuse yourself in such a manner 
that you will have excited his interest in the 
proposition to such an extent that he will be 
anxiously waiting for you to come back. This 
ean be done; it is being done, and you can do 
it if you are thoroughly sold yourself. Let us 
see what we can deduce from this data: 


you given him, previous 
JHE SNVER Hap BEEN THERE tO Securing the data, an 
vitae Shara ade ke approximate price. 


Men who were in attendance at the convention 
supplied the following data: 


Cost Selling 
NAME OF OIL ae Price Value of Stock on Hand Yearly Sale Total Cost Total Sale Total Profit 
gal, rice 
Boilleds@Oilweae eee $ AG $ .80 ( 50 gallons) $22.50 500 gallons $ 225.00 $ 400.00 $ 175.00 
Riawe Oller ace rykeciee 40 BD ( 50 gallons) 20.00 400 gallons 160.00 300.00 140.00 
PUP PEN CLC eres aes 45 .65 ( 50 gallons) 22.50 400 gallons 180.00 260.00 80.00 
Machine’ Oil... .. .25 40 ( 50 gallons) 12.50 250 gallons 62.50 100.00 37.50 
Cylinders Oise. see ESD. .60 ( 50 gallons) 17.50 250 gallons 87.50 150.00 62.50 
Kerosene ..........- .08 AY (100 gallons) 8.00 5200 gallons 416.00 624.00 208.00 - 
Gasolenem see antaces 10 15 (100 gallons) 10.00 7800 gallons 780.00 1,170.00 390.00 
$1,911.00 $8,004.00 $1,093.00 
Gash Discount—24.°9 $715.00) (value dub. & - paints oils) ee acne sient eee mney tenet eee $14.30 
1% 1,196.00 (value refined oils)....7........:...... ae LAR rae a Sena tae 11.96 26.26 
Customer who is a good business man takes ad- $1,119.26 


vantage of cash discount, which is 2% on lubricating Total Profit. 


and paint oil and 1% on refined oils. 


$1,119.26$1,911.00—58.5% Gross Profit on Yearly Purchase. 


‘‘Bowserize’’ a Merchant—Not Barrelize Him 


How many merchants ever were this meth- 
odical? Is not this enough to make him open 
his eyes to the POSSIBILITIES? And no mer- 
chant handled as everyone of you men are 
capable of handling him, will not at once appre- 
ciate the necessity of providing himself with 
tools with which he can be absolutely sure at 
the end of his fiscal year he will make the 
gross percentage of profit as indicated on the 
blackboard. You and I know that there is 
but one way to do this, i. e., Bowserize his 
business. If you and I do not absolutely know 
this, do not absolutely 
believe it as much as 
we believe we are in 
this room this minute, 
then it would have been 
infinitely better were 
we never to have at- 
tempted to make the 
sale. 

Naturally, the next 
step for us, as Bowser 
salesmen is to present a 
system whieh will actu- 
ally handle the busi- 
ness, and make possible the POSSIBILITIES 
which we have worked up for this pre-supposed 
merchant. 


WHAT WOULD AN OUT- 


SHOULD FIRST 


You 
FIND OUT HIS NEEDS 


There is one vital point for all salesmen to 
consider, and if not considered it means certain 
defeat, 1. e., you must be absolutely conscien- 
cious when engineering a system which will 
meet with the requirements of your prospect. 
You must suggest a system which you would 
buy yourself, knowing the Bowser line as well 
as you do. Under no consideration try to sell 
a system which you would not buy, for so sure 
as you do, so sure will you go away without 
the order. 


Do not forget, your customer intuitively 
knows when you are trying to talk him into 
something you do not believe in yourself, would 
not buy yourself, but would soak him simply to 
make a few extra dolars. If you are absolutely 
sincere in. your own convictions, you can look 
him square in the eye, and the expression on 
your face will carry your sincere convictions 
to him and as a result he will believe you. 
Once he believes you, he will buy—maybe not 
today, but he will buy a Bowser eventually. 


A Fine Example Worked Out. 


We will assume that this particular prospect 
has a fine basement, and as a consequence can 
use to best advantage, Cut 115 equipments, or 
Cut 111’s, as the case may be. He also can 
use a Cut 241 ‘‘Red Sentry’’ for his gasolene, 
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Naturally, when the ‘‘Red Sentry’’ causes an 
automobile to stop in front of his place of 
business, he will no doubt have an opportunity 
of selling some of the other oils he handles 
inside his store, in addition to other articles 
he has for sale. 


Now that we have the desired equipment, 


L, how much barrel track is re- 
\\e \\ pe in es j 

a8 May Mig quired? What other accesso- 
aa Kos - ries and cost of same? What 


Wis pnp is the total cost of the equip- 

i My, ment? What is the value at 

ARE You OSorO per cent? Assuming the 

THESE equipment is good for twenty 

: years, therefore reckoning a 

5% Foyt awe instead of 10%, what does the 
depreciation amount to? 


You will observe from the above that the 
value of the stock on hand at any one time is 
$113.00. In other words, this is all the money 
he has invested in oils at any one time, not- 
withstanding the fact that during the course 
of the year he does spend $1,911.00. Therefore 
it is fair to assume that his real investment 
in oils is 6% of the value of the stock on hand. 
What does this amount to? To determine the 
annual fixed charges, we must add together the 
interest on the equipment, depreciation, and 
interest on the stock on hand, making a total 
of how much money? 


With the total gross profits, including the 
eash discounts amounting to $1,119.26, and de- 
ducting from this his annual fixed charges, we 
have how much net profit? Dividing the net 
profit by the total cost, we have his percentage 
of net profit, which is how much? 


(Type of system determined upon, and above ques- 
tions worked out by Class attending the Conven- 
tion.) 


1— 2 Bbl. Cut 115—$102.00 
1— 2 Bbl. Cut 115=— 102.00 
J— 2 Bbl. Cut 115= 102.00 
1— 2 Bbl. Cut 115= 102.00 


I— 2 Bb. Gut 115=— 102.00 


1— 5 Bbl. Cut 115— 138.00 
1—10 Bbl. Cut 241— 291.00 
ijpoebarreler Urack==.— 5:63 
Cradle = eh 
Dash 00 

$951.88 


$951.88 less 7% quantity discount—$885.25, net price 
of system. 


Interest at 6% on value of system ($885 25)....$ 53. 
5% Depreciation on system (for twenty years). 44.00 
6% Interest on value of stock on hand at one 

time ($113.00) . 


otal Annwal Mixed: -Charges ...0....2..-<.09L08.89 
$1,119.26 gross profit, less $103. $9 $1, 015.37 net profit. 
$1,015 37—$1,911.00—53.1% net profit 


Is this interesting to you, as well as to the 
eustomer? You should, and I am sure will, 
look forward to these results with the same 
interest that you do to the last chapter of a 
very interesting book, anxious to know how it 
comes out, for each analysis, like each novel, 
ends differently, and if you are well sold, each 
case will be as interesting as a novel. 


The Real Thing Worked Out. 


Toronto, Ont., February 14, 1915. 
Mr. Geo. A. Townsend, 
c/o S. F. Bowser & Co., Ine., 
Fort Wayne, Indiana, U. S. A. 
Dear Mr. Townsend: 
Re: , Ltd., , Canada, 
Attached find copy of letter just received 
from the subject. On receipt of this first letter 
we wrote them for the cost and selling price 
of their oils, and received their letter under date 
of January 16th, also as per copy herewith. 
They have given us a rather difficult question 
to answer, however, we believe we have an- 
swered it in the main and are giving you copy 
of our letter to the subject, together with the 
efficiency sheet which we have worked up for 
them, and which perhaps you can use in the 
columns of the Boomer in connection with the 
paint oil sales work. 
Yours very truly, 
(Signed) We Re ELANCE: 
January 6, 1915. 


S. F. Bowser & Co., Inc., 
66-68 Fraser Ave., 
Toronto, Ontario. 
Dear Sirs: 

In November, 1913, you installed in our build- 
ing a set of ten steel self-measuring oil tanks 
and among your arguments in making this sale, 
you stated that if we could advise you of the 
number of gallons of oil we handled during the 
old barrel system, you could tell us in dollars 
and cents, from certain records which you hold 
in your office, approximately what we could save 
by installing the steel tanks. 

This, we could not at the time do, as we had 
never kept tab on it before, but since putting 
in your system we have taken a weekly stock 
of all oils from these tanks, and we are giving 
you a list enclosed herewith of the number of 
gallons of each oil which has been sold up until 
November, 1914, or just one year after installing 
the system. 

Could you, with these figures, give us the in- 
formation as to what amount of money we have 
saved during the last year, over what it would 
have cost us, had we used the old barrel system, 
with the same quantity of oil? 

Your early reply will be greatly appreciated. 
Yours very truly, 

(Signed) 5 LAG 

, Director. 


743 Gallons of Raw Linseed Oil 

322 Gallons of Boiled Linseed Oil 

64 Gallons of Black Varnish 

745 Gallons of Turpentine 

390 Gallons of Heavy Red Machine Oil 
63 Gallons of “Y” Filtered Cylinder Oil 
64 Gallons of Elastic Carbon 

559 Gallons of Kerosene 

31 Gallons of ‘A’ Cod Oil 

126 Gallons of Lard Oil 
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; .~ January 16, 1915. 
Messrs. S. F. Bowser & Co., 
Toronto, Ontario. 


Dear Sirs:— 

Replying to your favor of the 12th inst. 
Below we give you the cost and selling prices 
of the various oils we have in our Bowser Oil 
Tank system: 

Selling Price 
Cost per gallon 


Raw? auinsS eed ze saat areas $ .59 $ .80 
Boiled) Minseedas. sae. aes .62 .85 
Blacks Varnish sma ese 18 40 
EPUTPSNUNEG ee erenwne terete eaters .63 90 
Heavy Red Machine Oil... .21 50 
“Y” Filtered Cylinder Oil .. .39 5 
Hlastic= Car DOs. ms ctr tiers 30 15 
Kerosene ae os omit ones cokene 14% 22 
Age COG MOU sxe soca earner ee “3D 50 
IGATOciO) Lich nsec cieaareee neice 50 1.00 


The installation of the Bowser system does 
not affect our insurance, as we have the sprink- 
ler system also insalled in our building, which 
enables us to effect an additional saving in 
insurance. 

Trusting this information will be satisfactory 
to you, we remain, 

Yours very truly, 


(Signed) lst 
, Director. 
February 2, 1915. 
Messrs. Pelitde 
——.——, Canada. 
Gentlemen: 


The writer regrets exceedingly that we have 
not replied to your esteemed favor of the 6th, 
ult, relative to the say- 
ing effected by your 
Bowser system. We 
have been having an 
Annual Meeting of 
salesmen, and there 
were so many matters 
which required immedi- 
ate attention at the be- 
ginning of the year that 
it seemed impossible to 
work up our ideas for 
you. 

We now attach here- 
to an efficiency sheet 
which we believe will 
THERE IS BUT ONE WAY To Demot wale: Dev ON: 
MAWE POSSIBILITIES Possipie- We appreciate you have 

asked us a very difficult 
question, which, however, would be compara- 
tively easy to answer, if we had at hand all the 
data required. In considering the matter you 
will observe we give you below the key which 
will enable you to secure the missing data, 
and as a result, enable you to determine 
the required information. You were unable to 
advise us the cost of labor incident to handling 
oil by the old method, also the quantity of oil 
left in barrels due to faulty drainage, also, 
amount lost or gained? by incorrect measure- 
ment—incorrect measurement because meas- 
ures and funnels become gummed up when 
measuring paint oils, and the operator know- 
ing a correct gallon or portion thereof has not 
been measured, will draw into the gummed up 
measure the amount he thinks is required to 
equal that which is displaced by the gumming. 

This, of course, is guess work, and may not 


have existed in your particular case, but we 
do know has with a large number of people, 
with the result that the operators have given 
customers much more oil than they are entitled 
to. With the Bowser system, if properly oper- 
ated, the customer gets 
exactly what he buys, 
no more—no less. 
We believe in addi- 
- A SYSTEM ») tion to the profits we 
ax have indicated on the 
- efficiency sheet attached 
i = hereto, you can very 
conservatively indeed 
reckon on an increased 
‘ : profit of at least 2% for 
LY fwages—and we really 
WL believe 5%. That is to 


‘VE | WERE 1N Your 
PLACE \WOoULD 


CERTAINLY BUY 
JUST THIS Sy 
IND OF 


unt 


2% to 5% of the oper- 
ator’s time in drawing 
IF You Mean iy Oil by the Bowser meth- 

HEWIULL BUY = od over the barrel meth- 
od. It is about'ten times faster than he could 
with the old method especially when the tem- 
perature is low. You will observe we have 
left this amount in dollars and cents blank, as 
we do not know what you pay the operator. 
This can easily be supplied by you when look- 
ing over the figures to determine the exact 
situation. 


Considering the drainage, we believe a sav- 
ing of at least 2% can be easily effected by the 
Bowser method, over the old method of attempt- 
ing to drain the barrels which were used as 
storage. Your oil costing you $1,399.00, would 
mean an additional profit from this source of 
$27.98. 


We believe you can figure still another source 
of profit by means of the Bowser method, of at 
least 1%, $13.99, for correct measurement. We 
believe you will consider this very conservative, 
and in fact, a low estimate. 


To the above if you can add the 5% saving 
in wages, we believe you will have a very con- 
servative efficient statement of what the Bowser 
system means to you over the barred method, 
in addition to being absolutely sure you sell all 
the oil you buy, besides the many other advan- 
tages which the Bowser system must have 
proven to you, after having used it as long as 
you have. 


In closing wish to say we will be very pleased 
indeed if you consider the points mentioned 
above, as well as our efficiency sheet, very care- 
fully, and write us offering your criticisms or 
commendations. 


Referring to the efficiency sheet attached, 
under caption “‘Value of Stock on hand” we as- 
sume you will at no time have invested in more 
than 100 gallons of each kind of oil for your 
retail department. If we are wrong in this it 
will be a very easy matter for you to correct us, 
and we will be pleased to have you advise us in 
your reply to this. 


Assuring you of our appreciation of the in- 
terest you have manifested in systematizing 
your oil business, and trusting we will continue 
to merit your valued patronage, we are, 

Yours very truly, 

(Signed) S. F. BOWSER & CO., 

W. R. HANCE, Manager. 
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EFFICIENCY SHEET 


NAME OF OIL Cost Selling 

Price Price 

EVA WareilIS COC eres see cis.o ctolovs fe! alsia sls lauee: 6 SEDO $ .80 
OMe GMILINS CO As. cosicseiersidcrctote eus's Coie wwe AB 85 
STAC EL ETN TS Miregatart te srs alone, sv ouckel « euoyetel oel.s 18 40 
AOC OETA RNIN. « 5G GBAR Le Bacchi Gre Oe nec OrTOnG IC .63 .90 
RCA Viva Le Chim era crdine tic. a i cotheucte & « 2d 50 
PU GCred ae Gyles cave cicctssatincle oat. or. 389 75 
IAStICRCALDOMmyce came as cancer. sin alee .30 05 
EROS CMC gtrc  enrcs, che cheater ovale cle focal otto ecehs 14% EE, 
ae ANaaml OO CLMPAEAC Auten ohare, cues ot ccev eine oni chaxeuene Be) 50 
NEAT MMR paper wate Gud cal ae cls a sccchan its ete sebeena.eregel s 50 1.00 

EO tal Seeecaee as Gi scsmenine Vacs Glow alert as 


$719.47$1,399.40—51.4% gross profit. 


Bowser system cost $1,088.00 at 6% interest.. 
5% depreciation (20 years) on $1,088.00...... 
GGG, RETO, Om WRITS Ge itovelte Cova, TENGE TIE) on og ou ooosbuouneoebuumannoooOse ose 


Annual Fixed Charge 


CONC) CeCe eet samt Weil at Sa se Yee) at er te eet et 


159 
Profit : Total Cost 
Per Year’s Value of Stock on Hand Profit per Per 
Gal. Sale Year Year 
SF eal (43 (100) gal) $59.00) $156.08) 9$438537 
W5) 3822 (100 gal) 62.00 74.06 199.64 
Pay 64 (100 gal) 18.00 14.08 il sy, 
27 745 (100 gal) 63.00 201.15 469.35 
29 890 (100 gal) 21.00 113.10 81.90 
36 68 (100 gal) 39.00 22.68 24.57 
45 64 (100 gal) 30.00 28.80 19.20 
071% 559 (100 gal) 14.00 41.92 81.00 
15 31 (100 gal) 35.00 4.65 10.85 
50 126 (100 gal) 50.00 63.00 63.00 
$391.00 $719.47 $1,399.40 
S ahalohageney eRe mo cMakcMsusteneReie’ chsier sire Lhe Gee teres si eiree se whe $ 65.28 
Su SyO (GDS NG Ootkont Be Rar OBA Se CADE RR Ue Me a eae 54.40 
23.46 
re Ohe savh) ONdeE ULE LLOS GSC GION CAM ORC Ae 143.14 


Gross profit $719.47 less annual fixed charge $143.14—$576.33 net profit—$576.33 + $1,399.40—41.1% net profit. 
41.1% minus percentage of business burden which should be charged to oil storage system—actual net profit, 
from which actual percentage of net profit is to be determined. 


Hstimatedasavines in time—2% of operator's WaZeS.. 0 cece crores caso ote eee enue oe on 


Drainage of barrels, 2% of $1,399.40 


Correct measurement, 1% of $1,399.40........ 


Annual Estimated Savings 


Net profit (minus business burden) plus annual estimated savings 


AN EXTRACT FROM A LETTER PROPOSAL 


Salesman F. Clayton, of the Harrisburg District, 
Recently Closed a Nice Paint Oil Order 
by Mail. 


Salesman F’. Clayton, of the Harrisburg Dis- 
trict, has recently been making a study of our 
Oil business and after working on a promin- 
ent Hardware and _ Paint 
Company in one of the 
large cities of Pennsylvania, 
clinched the work with a let- 
ter proposal, part of which 
we are reproducing for your 
benefit. The way he states 
the savings and losses is 
rather unique and we believe 
you can use this data to ad- 
vantage. 

After enumerating our 
equipment, setting forth its 
price, ete., he continued by saying: 


IT NEVER. 
TANES LESs 
THAN FOUR, 
MINUTES 


Yf 7 


rsa 


_ ZA 


‘““We realize that a proposition such as this 
must be proven conclusively to be an invest- 
ment showing a very fair rate on interest in 
the money expended; we ask your most care- 
ful attention to the following facts: 


‘“We gather from the rough estimate that you 
gave us that you are purchasing oils to the 
value of about $4,700.00 a year,—we believe 
that you will agree with us and accept with- 
out hesitancy our statement that you are losing 
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absolute net porfit 


at least 5 per cent of this amount, owing to your 
present method of handling the liquids, these 
losses being due to leakage, evaporation, hard- 
ening up and oxidizing of the liquids, ete., ete. 
This reprehents a loss to you of 235.00 yearly ; 
now this loss we can estimate positively. 


‘“We are asking you to spend, roughly, $760 
and are offering you an immediate return, from 
one source along $235.00 of 31 per cent. inter- 
est on the $760.00 paid for the outfit; this alone 
makes the proposition worth while, but there 
are many other advantages all worth dollars 
and cents connected with the use of our outfit— 
for instance, we figure from careful observation 
in the average store, that it never takes less 
than four minutes for a clerk to go down into 
the cellar, draw a gallon of heavy, slow run- 
ning oil and deliver the can to the customer. 
By having the pumps on the store floor and by 
pumping the liquid in a few seconds instead of 
allowing it to slowly drain by gravity, we can 
at least cut this time down by 50 per cent. 


““Let us look what this means, you are de- 
livering during the year about 10,400 gallons, 
consequently, the clerk is spending 41,500 
minutes or nearly 700 hours delivering oils. A 
$20.00 a week clerk is paid about thirty-three 
cents ($0.33) per hour for his labor, so you will 
be paying him the sum of $231.00 for delivering 
oil in the course of the year. At the most con- 
servative estimate we can, at least, cut this time 
in half, consequently saving you $115.00 in 
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labor, this is all to be added to the credit of the 
Bowser Equipment. 


‘We could continue these arguments in- 
definitely, but we do not think it is necessary 
to do so; to sum it up, you.are going to save 
$235.00 yearly in the saving of leakage, evap- 
oration, ete., and very roughly $115.00 in labor, 
a total of about $350 on the investment of 
$760.00 to say nothing of the advantages to be 
derived by the checking in of the liquids, the 
cleanliness of your cellar, the good moral ef- 
fect of your employees, of taking care of the oil, 
making them realize that oil is money, and, that, 
a gallon of oil should be regarded with as much 
care as a fifty cent piece 


‘There is just one other matter we must 
refer to, the value of this cannot be computed 
in dollars and cents, but it is 
probably the most important 
of all the points referred to, 
viz: The elimination of Fire 
Risk. With a Bowser Sys- 
tem fires and explosions are 
impossible; this we can 
prove by a hundred testi- 
monials, reports and photo- 
graphs relating to fires in 
Hardware Stores and Ga- 
rages. Can you say the 
same of your present sys- 
tem? 

‘“We wish to speak plainly, but without of- 
fense when we say that a soggy, nasty mess 
over the Oil House floor is worse than an 
Anarchists Bomb. The latter needs a delib- 
erate act to explode it, but the oil soaked floor 
will take fire at any moment through spontane- 
ous combustion? How many hundreds of cases 
of fire are reported from Hardware Stores and 
Factories where oil is stored? The report in 
the papers reads: ‘The origin of the fire is un- 
known.’ ‘The fire appears to have originated 
during the night, and its origin is a mystery.’ 
There is no mystery about them. If you doubt 
our statement soak a piece of waste in Linseed 
and Turpentine, shut it up in a room for a few 
hours and watch it smoke. 
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‘“The average up-to-date store is heavily in- 
sured, but are you insured against what is worse 
than the fire, viz:—the terrible loss of business 
and revenue between the time of the fire and 
the re-opening. 


‘It is sometimes hard to get people to rea- 
lize that these are sound business facts, 
from the writer’s conversation with you, we 
beheve that as a keen business firm, you will 
give due weight to all these considerations.”’ 


but. 


THE PRESENT OPPORTUNITY — THE 
STORE TRADE. 


From the Daily Reports, it is apparent that 
some of the salesmen are merely ‘‘pacing 
time’’ until the Garage season opens. Why 
neglect the Store Trade? 

You have at your disposal complete equip- 
ment, particularly adaptable for working this 
class of trade. The Cut 19 model is especially 
fitted. Advertising Matter is furnished gratis, 
upon your requisition. Calling Lists are in 
your possession, which give you every mer- 
chant in business in your territory; further- 
more, give you their ratings, and whether they 
are at present users of Bowser equipment. The 
garage Trade will not open for six or eight 
weeks at least, and if you are losing the cp- 
portunity to secure your share of Store busi- 
ness, you will regret it later. 

Get out your Calling List—make a thorough 
systematic study of it. Plan your trip for the 
week, driving to all the large and small ecross- 
road stores; in many cases they have never seen 
a Bowser salesman. Even though they are 
using Bowser, or some other equipment, they 
are often interested in something better. With 
the splendid exchange basis, a nice business 
can be secured from present users. We want 
you to realize that the opportunity for the sale 
of Bowser goods to the country merchant is 
here, as is being demonstrated by several of 
our salesmen, right now. 

By working the Stores, you will greatly in- 
crease your commissions, increase your Pace- 
maker Points, and hurry your election to the 
Pacemaker Club. It is your’ opportunity. 
What are you going to do with it? 

(Signed ) R. 8S. COLWELL. 


KEROSENE-LUBRICATING CONTEST 
CORRECTION. 

Owing to an error on the part of the St. 
Louis Office in failing to advise the Home Of- 
fice the date Mr. George P. Dickey, of the St. 
Louis District, actually started to work, Mr. 
Dickey was disqualified according to Rule 6, in 
the ‘‘ Kerosene-Lubricating Contest.’’ 


It has since developed, however, that Mr. 
Dickey did not begin work until September 
15th, although our reports show that he started 
work on September 2nd. Under the cireum- 
stances, he has more than fulfilled Rule 6 and 
we are pleased to announce that he is the only 
one to qualify under the St. Louis District and 
therefore is entitled to the first and third 
awards. 


We congratulate you, Mr. Dickey, on this 
achievement and regret that there should have 
been any misunderstanding whatever regard- 
ing this Contest. 
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PON the Bronze Tablet, illustrated at the left, 
which adorns the wall in the corridor of the 
main office at the Home Plant is inscribed the 

names of the three salesmen who secure the largest 
volume of business during the year regardless of lines 
worked. This tablet is seen by all visitors who come 
to the plant during the year. The forty likely candi- 
dates for this honor at this writing are listed below. 


Standing of Forty High Men, March 1], 1915 


Salesman’s Name Office Salesman’s Name Office 
ta heh DODSOnm aii weirs Engineering Sales 21, “M*Laupheimeric <7). <tc see ee St. Louis 
Pe SOAR N OFAN COV, 5s yas oon Hh aaeO OP’ ae Albany 99 i” J Batede hee Soe Fort Wayne 
3. HE. F. English .............. San Francisco 23. 2 BtA. Leonhard natte a2 yee Chicago 
BIS ON AV aig St eee oe She Francisco 24° RY J. Coddingtonaccsan cee ee St. Louis 

(First Tablet Cutter—l‘ Fa 

Ogle CONEY Sy iat pratense Fort Wayne a ie a pias Lae |. oe tans See 
Gia ee eet ironwee merrier Engineering Sales 97. G. soy Reuben pe sae oe Saar Wraticieeo 
De Pee er ee aN eae gations © 29°%0M."C., Benham , .20M 1 eee Chicago 
Oa sca aT a ade oS ang pe setae = seca . I > 99) J.Ou Wihitesaee er Dallas 
" Wa kaaetiy A Sc akin Gaba were a i 307 iAaeG, arteen tes. or eae Harrisburg 

10. J. F. Vonderembse ............. + ss VORVET 4 (=), 31, Ay Ms lueas eck ee eee Denver 

it Gy PaaS toy alin nee ae pees ae Washington 89. A. Darling 2ceee, sas nee Chicago 

ae ae Be hias es PRN es ake Puce as 33. Re EevClement sericea cree Chicago 

oO. ‘ ° ROI) eves’ evictions aireheie celts) cig) wee! © - | 9 . 

14a GR Neatie-s yea he Fort Wayne S46 Ws) ELD DROW eo ae eee St.. Louis 

es ‘ 35.) J Webber eecacecie merece Chicago 

a BSY ee asl NWN Aree ee, & de shoture San Francisco 36... Coddington: 2 as 0o ns ee Denver 

pear a One & PORE eh yee a SENS 376° Re Ty ba wreneceae rai eer Chicago 

17. E. F Klot estat as San F : (Second Tablet Cutter—1914) 

5 : f 

IgG EekBalanetes ice PEE i eanin 88, We EL easer awa oho aeres Fort Wayne 

19. F.M. Kennedy .......; '....San Francisco oa ae rr pers GE Se maine eres Rate ae a 

DEO CVO wine eee Fort Wayne 0 Phe ICE. os inns ieee eee ee - Louis 


Five High Men by Points in each District, March 10, 1915 
(Districts Listed Alphabetically) 


ALBANY DALLAS FORT WAYNE NEW YORI 


Cc. R. Eggleston L JeoM. hireker L. W. Cheney F. H. Peeples 
7’ A. Hemenway 2. R. L. Matthews W. H. Pritchett W. H. Ladd 
G. W. Elliott ou JdvGe White W. A. Merrill G. W. Scott 
D. W. McConnell 4. EK. P. Walker C.-B. Evans H. Dalgaard 
J..G. Roberts 5. GC. M. Sigler i, Coe WiOlee A. B. DeLacy 


ATLANTA DENVER HARRISBURG PHILADELPHIA 


SUE Coho et 
ay, le) 
=a 
> 
Oe oboe 
ore cope 


1. F.C. Schuster do oe Ges Disher 1. A. G Hartgen 1. W. S. Parker 

PAS ya Behe! ENO Yo} 2. J. F. Vonderembse 2. W. B. Offerle 2. H. A. Vortig‘ern 

3. R. W. Maxey 3 A. M. Lucas 3.. K. F. Hessenmueller 3. WwW. Chase 

4). Jis, Carrington 4. R. A. Choat 4. R. D. Leonard 4. W. M. Booker 

5. R: D. Shannon 5: A, Us Marte 5. M. B. Peiffer 5. Fred Browne 
CHICAGO ENG. SALES LOUISVILLE ST. LOUIS 

1M. C. Benham i: Hy EB. Dobson 1 FEF. L. Alsobrook 1. GP. Diekey 

2. G. E. Bowen 20 J... Armstrone 2. Max Heintze 2. W. H. Coddington 

a wh oo. Mannie Bree Ey vee VOLO mn 3. J. B. McPherson 3. We An ee 

4. R. T. Lawrence 42% Jeg. Connelly: 4:> Wi. C.uRogers 4. W. EH. Tousley 

5. R. BE. Clement steaks Seed Gee ARE Maa Wag Dee tds 2. Neely. 5. . CO. be Cook 


SAN FRANCISCO TORONTO WASHINGTON 
KH. F. English H. Beique G. P. Stovall 

W. V. Crandall T. H. Rhodes i Of Pack 

KF. M. Kennedy A, McIntosh J. T. Gibbons 
G. H. Reuben N. Paquette A. L. Corbin 

W. B. Jameson H. M. Fickler D. W. Darden 
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TIME WISHERS AND TIME USERS. 


It is always easier to wish that we had more 
time than to use the time that we have. So, 
by wasting time in wishing, we still further 
reduce the precious asset of the actual and 
only time, that is really ours. 


The person who is not capitalizing all the 
time he has at the rate of sixty seconds to 
the minute would not be much better off with 
forty-eight hours in the day. Those who turn 
out what is, to the rest of us, a discouragingly 
large amount of work, have simply learned 
the art of using all their time—particularly 
the nooks and corners, the odds and ends, of 
their time. They utilize a five or ten-minute 
scrap of time as eagerly as they do a half day. 
And so things get done, and their year’s out- 
put seems stupendous. 


With the average man, unless he can see sev- 
eral hours clear for a piece of work, he will 
attempt little out of the ordinary; and that 
is why he is an average man. 


A well known author whose chief business 
in life was another line of work, and who was 
conspicuously successful in that as well as in 
his writing, was criticised for writing too much. 
He replied that if the quality of his writing 
output was referred to, he had nothing to say 
except in hearty agreement with the criticism ; 
but that if it was suggested that his writing 
interfered with his other duties, he must deny 
that charge, because the only time he spent in 
writing was time that he could not have used 
for anything else. While other people were 
complaining of lack of enough time to do things 
he was using his time, ALL of it; and the 
things got done. 


But suppose we could now be made a pres- 
ent of time that wé have wasted during the 
past year! That is out of the question. But 
there is one thing we can do; we ean add just 
that amount of time to our working hours dur- 
ing the year to come. 


GALVANIZING. 


The term ‘‘Galvanized’’ as appled to iron 
or steel sheets today, is really a misnomer. 
Formerly, zine was apphed to sheets by means 
of electricity, as silver, gold and nickel are 
electroplated on an inferior metal at the pres- 
ent time. 


Sheets are now galvanized or coated by dip- 
ping them into a bath of molten spelter or zine 
after they have been cleaned in dilute sulphuric 
and muriatie acid. 


Sal Ammoniace is most generally used as a 
flux. The old hand-dipping method has given 
way to more modern methods of running rolls 
in the spelter. The sheets pass through these 
rolls on entering.and leaving the spelter bath. 


There is an erroneous impression that zine 
adheres to the sheets as paint does to wood. 
What really happens is the forming of an alloy 
between the zine and the iron or steel. 


What is the weight of the galvanized coating 
applied to the sheets you buy? <A well coated 
sheet should carry at least two ounees of spel- 
ter to the square foot. In very light gauges, 
say, 26 and lighter, 1.75 ounce per square foot 
is desirable if severe bending operations are 
necessary. 


More important than the weight of coating 
is the amount of dissolved steel in the coating 
itself. A large amount of dissolved steel in the 
coating causes it to disintegrate very rapidly 
when subjected to corrosive conditions. 


It is, therefore, obvious that the exceptional 
working qualities and durability of galvanized 
sheets is due as much to the purity of coating 
obtained in applying zine to the steel, as to the 
steel itself. . 


You can see by these statements how import- 
ant is the subject of galvanizing. Our galvan- 
ized Apollo steel plates have a minimum of two 
ounces per square foot of galvanizing. The 
coating is put on by the most careful processes, 
with the result that there is very little steel 
mixed in with the galvanizing and therefore is 
practically pure. 


Our tanks are built on the basis of the old 
adage, ‘‘It is better to wear out than to rust 
outs” 


DON’T TALK TOO MUCH. 


Salesman J. H. Downs, of the Fort Wayne 
District, related an interesting sales experience 
while in the Office the other day. 


He was talking a ‘‘Red Sentry’’ to a pros- 
pect and had led him to the point where he was 
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about to sign the order. The prospect had 
placed his first initial on the dotted line, when 
with a decided sweep of his arm and throwing 
down the pencil, said: 

Not Si 7linot buys 

Returning to his room at the hotel Mr. Downs 
seated himself to go over his sales arguments 
and find out wherein he had failed. Finally he 
picked up a copy of the Boomer and the first 
thing that struck his eye was the cartoon, 
“‘Don’t Talk Too Much.’’ 

Mr. Downs came to the conclusion that this 
was the matter with the situation and was the 
main reason why he lost the sale. He says he 
is going back to see the man again and this 
time he’ll get the balance of his name on the 
dotted line. 

In this connection, Ye Editor has a taste of 
his own medicine while traveling with Mr. 
Homsher the other day in the Southern part of 
Ohio. 


Mr. Homsher and himself were very busy 
demonstrating Cut 63’s to a public garage pros- 
pect. We were both so interested in our con- 
versation that we failed to closely note how 
the prospect was paying attention. During the 
demonstration Ye Editor had shown an instal- 
lation of a Battery of Cut 63’s as illustrated in 
a recent issue of the Boomer. The prospect 
was turning over the leaves of the Boomer 
while we were talking and ran across the ear- 
toon, ‘‘Don’t Talk Too Much.’’ Without a 
word he folded the Boomer back to this point 
and handed it over to Mr. Homsher and Ye 
Editor. 

Needless to say the conversation ceased im- 
mediately, the order was written up, signed, 
and we thanked the prospect for the practical 
application of the cartoon. 


WHAT A CUSTOMER WRITES. 
Gaylord, Kansas, February 3, 1915. 


S. F. Bowser & Co., Inc. 
St. Louis, Mo. 


Gentlemen:—I am pleased to report that the 
Gasolene Storage Tank and Pump which we 
recently ordered from you and just installed is 
working to my complete satisfaction. 

Respectfully, 
- (Signed) Je De SOLU Zs 


Manager Public Garage, Oatis Building, 
Gaylord, Kansas. 


ANOTHER BOUQUET. 


We have received a communeation from 
Charles EK. Schoenberger, Bethlehem, Pa., which 


reads in part as follows: 
“In regards to the gasolene tank, I claim it 
is the finest outfit on the market.” 


ADVICE OF A PURCHASER TO A 
PROSPECT. 


HARDWARE MERCHANT, 


, Ont.; Feb. 20, 19152 
Messrs. S. F. Bowser & Co., 
66 Fraser Ave., 
Toronto. 


Gentlemen :— 


Write immediately to —. —. ————————_—_—_, 
, and mention my name if you 
wish, in regard to a Gasolene outfit which he 
purposes installing in the Spring. Just what size 
I am not prepared to say. possibly 1,000, same as 
my own. I may mention that this young man is 
well known to me, being connected in the family, 
is all right financially. Sell him all you can, but 
not overload him unnecessarily as his career in 
a business way is not very lengthy, having spent 
more time on the farm than anywhere else. 


I understand he has bought what they call the 
What they are 
dealing in principally I cannot say. Advise me 
how you make out. I have written to him advis- 
ing him to buy no other than the Bowser outfit, 
stating that he can buy something a little cheap- 
er but positively nothing as good and durable. 


Yours respectfully, 
(Signed) 
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THE CRITICAL MOMENT. 


When and How to Close an Order—The Most 
Important Feature Is to Close an Order. 


‘““When’’ and ‘‘how’’ to close are matters of 
education, consequently one must be a student 
of human nature to know when and how to be 
able to close other than the 
occasional order which 
would be given by the buyer 
who was really in the market 
before the salesman called 
and who had premediated 
buying. In fact, the sales- 
man should have taken a 
post-graduate course in his 
line and not only be thor- 

oughly conversant with the 
Hig Mino ate tHE ME Simple mechanical details in 
connection with our outfits to such an extent 
that he can give an intelligent as well as correct 
answer to any question which may be asked by 
the purchaser, but he should also give much 
thought and careful attention to everything 
which directly or indirectly pertains to the 
business. 


- Confidence. 

We believe that the whole structure of con- 
tinued, successful salesmanship is built upon 
one word, Confidence. Study it well and you 
will agree with us. No word in the English 
language has been responsible for greater suc- 
cess, possibly no other word is more abused. 


Obtain the complete Confidence of a man and 
you ean sell him anything, providing he has 
use for the article. This has been demonstrated 
by men engaged in illegitimate business, such 
as selling of gold bricks or Lawsonizing many 
intelligent people. To gain or retain the con- 
fidence, of the buying public, one must know 
what one is talking about and what one says 
must carry conviction, which is very necessary 
at the critical moment. The fact must be ap- 
parent that what one is saying to the purchaser 
is based on absolute facts and truths. 


A Great Asset—Know Your Line. 


The buyer, as a general rule, has no intention 
of purchasing one of our outfits and the fact 
that he does give an order is based largely on 
the fact that we are able to convince him that 
it will benefit him or his firm to make the pur- 
chase. 


The mere request on the part of the salesman 
to ‘‘Give Me”’ an order will not get the busi- 
ness. The salesman must be so thoroughly ed- 
ucated in his line that a direct request for an 
order is not necessary, 


In fact, our knowledge of Oil Handling Dev- 
ices and the whole system of oil storage must 
be such that the merchant or buyer, let it be 
the grocer, architect, or mechanical engineer is 
quite sure that we know our business in every 
detail, and are competent to show him a system 
of oil storage which will be to his positive ad- 
vantage to adopt; and that the buying of the 
particular outfit you are presenting, will be to 
his advantage from a financial standpoint and 
positively save money. 

There are, of course, the elements of Safety 
and Cleanliness, Time Saved, Correct Measure- 
ment, perhaps Reduced Insurance and the many 
individual features, with which we are all fa- 
miliar, but it all revolves back to the one thing 
— ‘Will This Save Me Money?’’ 

Very probably the buyer 
will not ask the question, but 
it is in his mind all the time, 
and if we have in our talk 
and demonstration clearly 
impressed him with this fact, 
when the Critical Moment ar- 
rives his mind will be made 
up to buy. In fact, the good 
salesman has earried the 
purchaser right along to this point at every 
stage of the game. : 


To be able to do this the salesman must study 
his business, not only during the day when aec- 
tually engaged in selling goods, but outside of 
working hours—Saturday evenings when the 
ordinary salesman is playing penochle or pool 
—worse still, telling other travelers about the 
hotel all about his business. (Right here, let 
us say, cut that out entirely). 


Get All the Facts. 


The first information salesmen should obtain 
from purchaser is, 


What oils do you handle? 


(Be sure and get them all down; he may be 
a grocer and you think handles kerosene only, 
and by asking this you find he retails consider- 
able gasolene or paint oils). 


Second—How is it stored and kept at pres- 
ent? 


Third—How is it received, in barrels, drums, 
or from the oil wagon, and in what quantities? 


Fourth—How issued, whether in small or 
large quantities; that, is, what are the largest 
and smallest cans filled and the proportion of 
each? 

Take a pencil and paper, put these things 
down. It is strictly necessary for your success 
that you know, in order to talk intelligently and 


166 THE BOWSER 


BOOMER 


it impresses the merchant that you are thorough 
and know your business and 
you at once gain his Confi- 
denee. 

Next show this man the 
best method to handle his 
oils. Do not ramble along 
over the whole line,—do not 
generalize, but get right 
down to business and show 
him how to save money. If 
you cannot do this your edu- 
cation in the Bowser Line is 
at fault, and the longer you talk the farther 
you get away from the Critical Moment—in 
fact it will never oceur. 


= GET RIGHT 
DowWN To Business 


Avoid Criticisms. 


Do not criticize the man’s present methods, 
but carry the conviction that you are an expert 
in your line and he will not only pay heed to 
what you say, but adopt your ideas, and that 
means orders. It will be folly to tell him you 
are an expert, but you ean tell him that you 
have given very careful study to the question of 
oil storage, and that you are sure you can show 
him a plan which will do away with all the 
disagreeable features in handling oil, besides 
positively saving him money. 


It is our belief that salesmen, or a certain 
class, in all lines, either depend on luck or the 
reputation of their goods, OF .,- yeaace Groce e. 
the firm to-sell their goods. *ontty sets 1x7 
In other professions it is not Tafce aw cit) 
so. The medical school turns c 
out a young doctor who is 
theoretically bright, or the 
college turns out a teacher 
who knows his books. They 
go out and make a start in 
their profession, and if they 
do not study and delve into 
their profession continually 
they drop by the wayside. 


Ca 


Mi 


Why not the same with salesmen? 


Ours is a business that is rapidly changing. 
Times are strenuous to say the least, and those 
who do not give much thought to business will 
drop by the wayside. 


Don’t Talk Too Much. 


Some men talk much and make no impres- 
sion. Recently one of our boys came back from 
a trip—business had been bad—We asked him 
what was the matter—anyone need oil storage? 

‘“Yes, lots of them.’’ 


‘*Price too high?’’ 
ESINTO sae 


‘‘Do they say your goods are poor?”’ 

SoN Om ae 

‘‘Got anything against the firm?”’ 

‘‘No, there is no particular complaint; I just 
ean’t sell them. I don’t know whether I talk 
too much or not enough. I get them apparently 
right to the point and can’t get an order; if you 
were there they would buy. I am covinced J 
am not a salesman—in fact, I am a ‘dead one’.”’ 

Now this man has been one of our best sales- 
men—man of sterling qualities, the best of hab- 
its, and is a salesman for the reason that he has 
demonstrated it, but had lost all confidence in 
himself. He had not given the whole questions 
pertaining to it any particular study and 
thought outside of business hours. He is now 
back in his old-time form again haying put in 
some strenuous hours of self-study and exami- 
nation of the line. 


A Story With a Point. 


Once while waiting in a store in Missouri 
we saw the following: 


The buyer was busy. A young man walked 
in, brand new grip, new store clothes, ight tan 
gloves, stepped up in front of the observer, 
asked the buyer, who was weighing some sugar 
for a lady who was in a hurry: 


‘‘Do you want to buy some cigars?”’ 
‘“No, most certainly not,’’ was the reply. 


The young man stepped over to me (having 
enough common sense left to note the Editor 
was also a traveling man) and said: 


‘“Will you tell me, are any of the merchants 
in this town involved.’’ 

We said, 

‘‘T guess you are safe 
shipping any you ean sell.”’ 

Under such conditions the 
Critical Moment is never 
reached. Even with proper 
education and thorough 
knowledge of your business 
and of human nature we 
sometimes think that we pass 
the Critical Moment without knowing it. We 
must educate ourselves to know the physcolog- 
ical moment when to close. 


AFRAIO Fo GET OUT 
Your oRDER, Boot 


Mentioning the Price. 


One important feature in closing an order— 
Do not kill the partial desire to buy which you 
have created by quoting a price on a lot of 
stuff before you know, or have shown him just 
what he needs, both as to style and capacity. 


A very strong point to be kept in mind is the 
fact that you are determined to close the par- 
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ticular order upon which you are working. 
Keep this positive determination in mind all 
the time and the chances for failure are greatly 
lessened. It pays to make the effort whether 
the deal is small or large on account of the fact 
that the greatest volume of business in our line 
is made up of a large number of small orders 
rather than a few very large ones. 

If it pays to see a dealer regarding a small 
purchase, it will certainly pay to earry the deal 
to a successful termination. Probably a weak 
point with all of us is the fact that we often do 
not determine just when we have reached the 
psychological moment, or the time when our 
eustomer has fully made up his mind to buy, 
and sales are lost by not grasping the oppor- 
tunity to close the order at just the right time. 
Only by close study of individual customers 
ean this be determined. 

In some classes of trade, 
like the grocer, we believe 
that, taking it for granted 
and having the order book at 
hand and commencing to 
make out the order is the 
proper thing. This will also 
apply to a considerable ex- 
tent to the owner of public 


ravouvies, Ol private garages, while 
Joy AND e E . 
rameuincrax with large factories, where 


ARE OUT OF ORDER_ 3 
corporations or agents 


acting for others are buying, we must have an 
acceptance of our proposition—even in this case 
always take it for granted that they will ac- 
cept. 


Be Positive—Not Negative. 


Never ask the hotel man if he thinks he can 
eash a eheek or money order, but hand it to 
him endorsed, and ask him to cash it. As we 
have not raised any question, but put him in the 
position where he can see we will expect the 
money, it is reasonably sure we will get the 
money—and we do. 


We have seen a salesman have a man sold, 
fail to realize it, and keep on talking and show- 
ing him other things in the line—in fact, keep 
right on talking when the sale was all made. 
Study this point well—when is the sale made? 

The average grocer rarely 
Says, 

“*Yes, I will take an oil 
tank’’ in so many words, but 
he does show by action and 
conversation that he will 
take one of you. Ask for 
the shipping directions, make 
out the order and get out. 

To be able to interpret 
all that is going on in the 


mind of the customer is impossible, but a good 
judge of human nature, who always makes the 
best salesman, is able, by careful attention to 
discern about what his opponent is thinking 
OL 

We eall him an opponent advisedly for the 
reason, that, as a general rule, at the beginning 
of the interview he is opposed to buying and, 
if so, he buys only on account of your being 
able to present your proposition in such a man- 
ner that he believes it to his advantage to do 
SO. 


We have heard it said of some men on the 
road that their goods will sell themselves. How 
much faster will they sell then they have a real 
strong, live salesman to help? Our line, espe- 
cially high. grade in every respect, has so many 
good features that can be made strong that we 
could talk a week to a man, telling him why he 
should have one or more Bowser Oil Tanks. 

It may be that many interviews are necessary 
to close an order, but hold each one, as far as 
you are concerned, to the point. Always keep 
in mind that you are going to make this par- 
ticular sale. Present to the customer the out- 
fit suited to his needs, tell the truth; believe in 
your goods; know you are right and that your 
prices are right. In other words, first sell your- 
self. 


Be Intelligent On Oil Subjects, 


A question on any point by the customer 
must be answered with decision, which will 
carry conviction and stop argument on that 
point and drive the negative from his mind. 
An intelligent interest in matters pertaining to 
oil storage will help greatly to close an order. 
The well informed man on general business 
questions which have any bearing directly or 
indirectly on the storage of oils, will have a 
great advantage. 


A Gasolene Outfit sale is on; the customer 
questions as to how he ean use the tank on ae- 
count of local fire boards, insurance rates and 
as to whether it will pay to buy the equipment. 
He has ideas of fixing up a gravity system and 
many other things. 


It will be admitted the chanees are all in 
favor of quickly selling this firm a gasolene 
storage system, if the salesman ean readily 
answer all these questions with such decision 
as to carry absolute conviction to the mind of 
the purchaser. The same applies to a kerosene 
outfit sale or any other outfit in our line. 


Costs too much money? Salesmen, believe 
that your goods are the cheapest high grade 
store fixtures in the world and you can answer 
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that question with such a breif, convincing ar- 
gument that he will not discuss it further. 
Sealer of weights and measures will not allow 
its use. Settle that quickly by a guarantee and 
offer of a bonus for information where anyone 
has discontinued their use. 
SLESMENSHIP Salesmen be positive in 
your statements, and by all 
means eliminate the nega- 
tive from your own mind. 
You have presented your 
goods; your customer hesi- 
tates; apparently you can- 
not get the order. You are 
determined to convinee, 
even though you have to 
call several times. Bear 
this in mind, that man 
it will be a good purchase 


) 


CONFIDE NG 
ought to buy it; 
for him. 

You have the sale almost made. Remember 
if you lose that order, it will be just lke taking 
money right out vf your pocket and your en- 
deavor will be so earnest that you will close 
the order. 


Drive Home the Closing Arguments. 


The psychological moment has arrived; you 
are closing or losing the order. Be deliberate 
and convincing. Let every word count; drive 
them home as you would a spike. To our mind 
frivolities, jolly and rambling talk are out of 
order at this time. 

Clear, intelligent, convincing knowledge of 
your business counts now. Do not. talk too 
much; better say little and get attention and 
at the moment do not question as to whether 
the customer will buy. Positively take it for 
granted that the sale is made. Help with your 
decision. The purchaser’s mind is now recep- 
tive and ready to absorb the argument which 
you tersely plaeed before him. 

To close the order requires 
thorough knowledge of your 
business and. all that pertains 
to it. Earnestness, facts 
clearly set forth showing the 
advantage in buying, confi- 
dence of purchaser in sales- 
man who feels he is repre- 
senting in truth and honesty 
the best firm in the world 
and has a line of goods 
unesualed, ete. The sales- 
man should realize that his 


° 
DONT TALK Too 
is one of the most honorable professions for 


high grade men of good business qualifications 


and absolute integrity, neat appearance and 
whose conduct is above reproach. These at- 
tributes will help close the order by command- 


ing the respect due the salesman from the 


buyer. 


In Conclusion. 


In conclusion we would say, let us study our 
business constantly and map out our pro- 
gramme systematically in the evening for the 
closing of the order on the morrow. ‘The oil 
storage and distributing business of today is 
one that requires much thought by the one who 
would sueceed. Unless we do more of these 
things, the other fellow who does will close the 
order. 

| (hd re | fiw, 
adc ‘ERY GROCE 


4 We have given you 
something more in the line 
of a sermon than an ex- 
pose of how to close an or- 
der, but would ask you to 
think it over carefully and 
if someone can close one 
extra order on account of 
giving the Bowser Busi- 
ness, in general, a little 

: more thought, we shall feel 
ao THEY DEAL Mita MET well repaid for the effort. 


Bear in mind we cannot give you the specific 
arguments to fit all of the various conditions 
existing. This is all the more reason why we 
should study our business closely, with the 
knowledge that we will be amply repaid by 
making many more sales and reaping corres- 
ponding benefits in a financial way. 


DEDICATED TO THE BOWSER BOOMER 
IN THE INTEREST OF THE 
SALES FORCE. 


After you have trudged all day, talked until 
the sound of your own voice seems to grate on 
your ears and you feel a salesman’s job was 
the one worst bet (not excepting that of a po- 
liceman) it is not a bad idea to hie yourself to 
a show. You see, Boys, booze does not flow there 
and you do not have to talk and take yourself. 
out of yourself—it’s up to the fellow on the 
stage to do that for you. 

But in selecting your show did you ever take 
notice that you usually pick out the one about 
which you have heard rather than the one you 
know about? 

So it is with selling goods. The buyer is go- 
ing to give an audience to a man representing 
a concern about whom he has heard and be- 
come interested in its product, that he knows 
something about. There is where the Bowser 
Tank comes in. It’s known good qualities is 
the “‘SELF-STARTER”’ of sales and it saves 
the salesman the trouble of cranking it and it 
is the salesman’s single job to run the blooming 
thing into the ‘‘ORDER BOOK GARAGE.”’ 

Some thought this, Boys! 


cERY 


fw 3 


MURDOCK. 
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A FEW FACTS ABOUT OIL 


The word oil as generally used is a term 
applied to a large number of liquids that are 
he) insoluble in water and are high- 
ly viscous. Most of us know 
that oil is not soluble in water, 
but perhaps it will be best to 
explain just what we mean 
when we state that oil ‘‘is high- 
ly viscous.’’ 

Viscosity may be defined as 
follows: When currents are 
produced in fluids, forces are 
observed which retard the rela- 
tive motions of the parts. These 
forees of friction are said to be due 
to viscosity. Plainly this means that 
oils produce a certain amount of 
friction on the walls of the pipe or 
tube through which the liquid is 
passing. The heavier the oil the 
greater is this friction. Hence the 
heavier the oil the higher will be its 
viscosity. ‘‘Sticky’’ is a short and 
comprehensive way of describing it. 


LON VY 
CL 
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A. short synopsis of how oils are 
extracted from petroleum or crude 
oil may not be out of place. All pe- 
troleum when brought from the 
wells to the refineries, is broken up, 
so to speak, into the different kinds 
of liquids and oils by what is known 
as the fractional distillation process. 
This is a rather simple process and 
in its simplest form consists of mere- 
ly placing the oil in a large circular 
still or tank having a dome on its 
upper side. The temperature of the 
oil is then raised and immediately 
vapors are given off. By a pipe con- 
nected to the dome of the still, these 


MAN vapors are led 
Y 
A into water cooled 


cc 
condensers and 


Ss =" 
turned into lq- 
wid. 


The very first 
vapor to pass off 
when petroleum 
is heated is Cymogene, a highly volatile sub- 
stance with a boiling point of 32 degrees F. 
Then comes Rhigolene, Petroleum Ether, Gaso- 
lene, Naptha, the Benzenes, Kerosene, other il- 
luminating and lubricating oils leaving a resi- 
duum from which is extracted vasaline, paraf- 
fine, etc. Hach of these liquids pass through 
more or less refinements before reaching the 
market, but these do not particularly interest 
us at this time. 


Fi 
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Let us discuss briefly lubricating oil. All 
lubricating oils are known as non-drying oils 
and may be stored in tanks that are not abso- 
lutely air-tight, without evaporating or losing 
any of their essential properties. Our Cut 63 
and 64 outfits are especially suited for storing 
oils of this class and while not being absolutely 
air-tight, there is.no possibility of any dirt or 
other foreign matter coming in contact with 
the oil and thereby reducing its value. No 
positive shut off nozzle is needed on this kind 
of an outfit, as lubricating oils are non-drying 
and do not thicken or ‘‘gum up’’ when exposed 
to the atmosphere. 


Viscosity of Lubricating Oils. 


However the viscosity of lubricating oils is 
very high and it is for this reason that nota- 
tion is made on our cut 63 price sheets to the 
effect that—‘‘Double gear must be sold for 
Cylinder, Black, 600W, Transmission and other 
heavy oils.’ These oils all have a very high 
viscosity and literally drag on the pump eylind- 
er walls while being drawn and so it requires 
gears to overcome this friction and make the 
pump work easily. 

The real value of lubricating oil les in its 
viscosity, or its power to adhere slightly to 
metal. When a shaft is oiled, or the guides of 
a piston cross head are oiled, the viscosity of 
the oil plays an important part with reference 
to the quality of oil chosen. For very heavy 
machinery heavy or highly viscous oil is need- 
ed, oil that will adhere well and not be 
squeezed or pressed out from between the 
heavy, swiftly rubbing surfaces. For lighter 
machinery and automobiles the lighter and less 
viscous oils will do, and it will be well for all 
salesmen to fa- 
miliarize them- 
selves with the 
different oils, 
learning their 
principle prop- 
erties, their spe- 


cifie gravities 
and viscosities, 
ete. By doing 


Laboratory For Testing Samples 


this you put 
yourself in a 
position to handle better and more intelligently 
the needs of a man contemplating the purchase 
of oil handling equipment. 


One of the strong selling points of Bowser 
equipment, is the fact that our tanks and pumps 
save time. By selling a cut 63, for instance, to 
handle a heavy and highly viscous oil you 
might so influence the feelings of a purchaser 
towards the Company as to defeat one of our 
best selling arguments. 
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It might not be out of place to mention 
briefly an oil that has a low viscosity. Linseed 
oil of this class and is probably the most com- 


DISCHARGE 
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Illustration Showing Double Gears 


mon and well known of the paint oils, so a 
mention of some if its properties may be in- 
teresting. Ordinary raw linseed oil is obtained 
from flax seed. It is extracted by hot pres- 
sure or with gasolene or other solvents, the lat- 
ter process being the most complete and com- 
monly employed at present. 


Linseed Oil Drys Fast. 


Boiled linseed oil is merely raw oil boiled 
with the addition of white lead or htharge and 
dries very rapidly on contact with the air. The 
linseed oils, both raw and boiled, are non-vola- 
tile, having a very low viscosity, but drying 
extremely fast on contact with the atmosphere, 
and it is for this latter reason that all Bowser 
paint oil outfits are made absolutely air-tight. 
Raw oil when flowed over a clean piece of glass 
and allowed to stand in a vertical position, 
should dry hard and free from stickiness with- 
in seventy-five hours and boiled oil within 
twenty-four hours. 


In the process of drying, boiled linseed oil 
forms a tough, elastic coating which acts as 
a protecting covering to the material under- 
neath. It is this skin that you occasionally see 


100% EFFICIENT. 


The ‘‘Harrisburg Telegraph,’’ December 30, 
1914, gives the annual report of the County 
Sealer, Boyer. 

‘““The miséellaneous instruments inspected 
and reported upon included the following: 


Oil Pumps, Inspected 
Sealed 


Mr. Colwell states that this is 100% of the oil 
pumps in the County that were inspected. It 
is a pretty good record. 


over the surface of paint when left in an un- 
covered bucket for some time. As this coating, 
or skin, is not soluble in water or any ordinary 
liquids, linseed oil is a very essential constitui- 
ent of paint. Outside paints especially, contain 
a large amount of boiled oil mixed, of course, 
with color pigments. 


The rapidity with which the linseed oils dry, 
makes it necessary to store them in air-tight 
tanks if their essential properties are to be re- 
tained. Once exposed to the air long enough 
to cause a skin to be formed on the surface, the 
oil has lost something that’it cannot recover, 
and its value as a paint oil is thus materially 
reduced. Bowser tanks and pumps’ prevent 
this, as the oil is at no time, even during the 
pumping operation, exposed to the outside air. 
When pumping ceases, the shut off nozzle is 
closed, thereby preventing the admission of air 
and consequent ‘‘gumming’’ up of the pump. 
This means pure, full bodied oil, something that ~ 
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Illustration Showing Single Gears 


cannot be obtained when the oil is stored under 
the old. fashioned tin tank barrel method. 
‘‘Moots and fats’’ are merely the product of air 
and oil under poor storage conditions, and are 
something relatively unknown to a man who 
stores his costly paint oil in a Bowser System. 


ACCURACY OF OLD BOWSER PUMPS. 


Bi was in a grocery store some weeks ago 
where one of the very old kerosene oil outfits 
was in use, posibly twenty-five years old. 


“The owner said it was measuring accurately 
and giving perfect satisfaction—that he would 
not give me three dollars and half difference 
for a new one. 


“He also said that on a recent visit from the 
inspector of Weights and Measures, ‘It was the 
only thing he didn’t punch a hole in.’ 


“This is a very high testimonial for the ac- 
curacy and durability of Bowser products. 
Yours, 


(Signed) G. E. BURWELL. 
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PERSONALS 


FINDS HIS OWN STOLEN CAR} 


B. M. D. Millfron’s Machine Taken | 
From in Front of Marion Club. 


Joy riders appear io be able to take any 
f automobile they wish without fear ef mo- 
‘ Jestation by the police to. the second 


time within tio weekg.an automobile has 
been taken from in Font of the Marion 


Club between 5 and 8 p mm. 

A machine belonging to B. M. D. Mill- 
iron, representative of S. F Bowser & 
Co., Ft. Wayne was taken from in front 
of the club, Tuesday evening. A 

Mr. Milliron notified the police bv tele- } 
phone and later started to the police sta- 
tien to give a description of the car. 
While on his wav to police station he} 
found the machine had been abandoned ; 
in North Alabama street, near Washing- ; 
ton street. within a block of the police | 
station. He notified the police that he! 
had found the car himself. 


Salesman W. B. White, of the Atlanta District, 
comes across with a nice Dry Cleaning order amount- 
ing to approximately 30 points and F. C. W. O. at 
that. We do not see very many dry cleaning orders 
written on this basis and it certainly is an interest- 
ing indication of possibilities. 


© © © 
Mr. W. B. Jameson, who formerly worked under 
the Chicago Office, but who has been in Washington 
and Oregon territory under the San Francisco Office 
since the latter part of- 1914, made am exceptionally 
good record during the month of February, the total 
amount received at the San Francisco Office being 
nearly $2,000.00, 78% of which was F. C. W. O. and 

15% of the remainder C. W. OC. 


Five of these F. C. W. O. orders were for Cut 241 
outfits, secured within a period of two weeks’ time. 
Mr. Jameson is certainly to be congratulated on his 
C. W. O. record for it means good business all the 
way down the line. 


© © ® 


We noticed in the Order Department the other 
day, a couple of nice orders from Mr. R. Coddington 
of the Denver District, one taken on Feb. 24th, for 
approximately 29 points and one on the 25th for the 
same amount. Say, Mr. Coddington,. if you would 
keep that up every day——Well, no one would kick. 


© © © 
Mr. J. H. Wilson, of the Denver District, has 
thrown his hat in the ring for a Pacemaker Office 
by securing a 386 point Garage Order F. C. W. O. 
Very nice, to say the least. 


© ®© © 


Mr. C. M. Timberlake, of the Atlanta District, is 
another F. C. W. O enthusiast. His recent record 
along this line since the first of the year is as fol- 
lows: 


2—2 Bbl. Cut 19-A 
1—5 Bbl. Cut 19-B 
1) -Bbl* Cut 19-A 


1—Cut 241 Outfit. 


Mr. Timberlake has not been with us a great length 
oftime but he is out for business and good business 
at that. Furthermore, he is getting it. 


Smiling and optimistic S: A. Collins, of the Al- 
bany District, is always bumping up against some- 
thing interesting on connection with our business. 

Recently he called upon a deaf and dumb Dry 
Cleaning prospect. He tore off part of the conver- 
sation, which is herewith reproduced: 


“Bowser man—Dry Cleaning plants. Are you 
going to make any changes in your place or put 
in tanks?” 

“No—but I am looking for a partner with 
$1,000.00. How much will it cost?” 

“Hard to tell unless I knew just what you 
wanted to do or how big a place you wanted to 
build.” 

“12x12, one washer, three tanks.” 

“Where is the place so I can see it?” 

“IT do not own shop yet and don’t know if I can 
stay long.” 


In conclusion he asked if we had any deaf and 
dumb salesmen. We know of some that are deaf, 
and there might be a few that are occasionally dumb, 
but in the whole organization we know of none who 
are both deaf and dumb at the same time. 


© ® © 

We have a letter from Mr. C. C. Barnet, Denver 
Manager, advising that Mr. R. G. Fisher, who was 
laid up sime time as a result of a fall on the ice, 
has almost wholly recovered and that he has been 
“rolling in the orders,” his last being a nice 17 point 
garage order. We are not sure whether “C. C.” 
means that Mr. Fisher has been rolling orders in or 
whether he really means he has been “rolling in 
orders.” 


les 37D-3uM-7-1-15, 


Summary_of 


If no.calls - give Ba 


If for any reaso Salesman does not work, a st 
be filled in and mailed to the Branca Office, so stating and giving 
the reason. This is imperative. 


© © © 
Mr. BK. J. Little, Manager of the Fort Wayne Sales 
District, is seriously considering putting on the walls 
of his new office, the motto, ‘‘Those who live in glass 
houses shouldn’t throw stones.” 
The new location of the Fort Wayne Sales in the 
cement block building is some “glass,” believe us. 


© © © 
Mr. George H. Hastings, Manager of the St. Louis 
Office, was a visitor at the factory Tuesday, March 2. 
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Mr. J. B. Beall, of the Engineering Sales, now as- 
sisting at the Chicago Office, was a visitor at the 
factory Tuesday, March 2nd. 


© © ® 


Our little salesman “Guy” from Angola, Ind., was 
in the Fort Wayne Office a few minutes the other 
day after an absence of nearly a month. “Guy” as- 
sisted by Mr. Dewey, of the Fort Wayne Sales Office, 
had charge of our exhibit at the Fort Wayne Auto- 
mobile Show. Enough said. Anyway, Guy has not 
lost any weight over it. 


© © © 
Chicago, Ill., Feb. 22, 1915. 


Mr. G. A. Townsend, 
Editor Boomer. 


Dear Mr. Townsend :— 


Your letter of the 12th inst. received. 
for your encouragement. 

With my compliments, I offer you the follow- 
ing, suggesting all Bowser men be like the 
farmer. 

An old farmer stopped in a store to do some 
marketing. 

After the storekeeper had waited on him and 
the farmer had paid his bill, the merchant said: 

“The war is awful, isn’t it?” 

“Is there a war?” asked the farmer. 

“Sure! England, France and Russia are fight- 
ing Germany. Greatest war in history.” 

“Well, they have a nice day for it, anyhow,” 
the farmer replied, picking up his bundle as he 
left. 


Thanks 


Yours very truly, 
(Signed) J. J. BEHEN. 


ONE SWELL ORDER. 


Mr. H. Beique, of the Canadian District, Re- 
cently Closed a Splendid Order for the 
New Fire Station in a Suburb 
of Montreal. 


Mr. H. Beique is one of Mr. Hance’s suceess- 
ful garage men who handles the line in the 
Eastern half of the City of Montreal. He is a 
persistent, consistent producer and is to be 
congratulated on his suecess so far this year. 


Maisonneuve, one of the suburbs of Montreal, 
recently was in the market for an installation 
for their Fire Department. It was through Mr. 
Beique’s sales ability that he equipped their 
new Fire Station with complete Bowser equip- 
ment. Mr. Hance states that the Toronto Of- 
fice has had the pleasure of equipping a num- 
ber of Fire Stations in the Dominion of Can- 
ada, but this order of Mr. Beique’s is the larg- 
est ever sold in his territory for installation in 
one Fire Station. 

You will recall that Mr. Beique was a Pace- 
maker in 1913, but owing to circumstances 
over which he had no control, he failed to reach 
the goal in 1914. However, the indications are 
that he’ll be here this year as this order is sim- 
ply an evidence of his ability in the face of con- 
ditions. 


Each one of you will apprecate what a com- 
plete and perfect installation this will be. It 
consists of the following equipment: 


1—12 Bbl., 12 Gauge, ‘‘Red Chief,’ Cut 106 Pump, 
for Gasolene. 


1—12’ Section of Metal Lined Hose, Wall Hook, 
and Cut 132 Portable Nozzle. 


1—6 Bbl., Type “C,” 12 Gauge, “Red Chief,” Cut 
101 Pump, for Gasolene. 


1—12’ Section of Metal Lined Hose,’ Wall Hook, 
and Cut 132 Portable Nozzle. 


2—2 Bbl., Type “C,”’ 12 Gauge, Cut 41 Pumps 
with Meters, for Lubricating Oil. 

21 *Bbl. Type. {B74 = Gauze a Cuteoeese 
equipped with locks, for Lubricating Oil. 
The whole order totaled about forty-six points. 


MONDAY MORNING’S F. C. W. 0O.’s 


We happened into the Order Department the 
other day when Mr. Mauk’s genial assistant, 
Mr. Carl Hobrock, held up a bunch of orders - 
saying, ‘‘Some C. W. O.’s.’’ Here is a list of 
men who contributed F. C. W. O.’s that he had 
checked up by 10 A. M.: 

AS Ta. COT D LIME erste cs ener Melete Petee aa te anoy elites oi Washington 


LB. “Robinson se. aoe hres oo ie coe ence Siete Dallas 
F. B. Brandt 


W. (Ati Tee fae ee eerie oe ier eae ein ees eee St. Louis 
PS Mia Miller: Sees oat cee rae ae etree aes Chicago 
A. M.,* LATICES Saeed oie ic aele n earn hele eres Denver 
CL Ea Sa rth: Sather cere tee ee errors Fort Wayne 
HH.) Gy Bakeras sis coerce eerie tral. Fort Wayne 
J: Ga Sterling oy rece coc ekere ath stale) atere seein Chicago 
Re.D. ~Hekberver- Sa. aes cee eee er eee Dallas 
H... Qo: Fite aga ae oe oa oO ee eee Atlanta 
Pa Ooms: 0 0\2) Meath Se ihn RAND ora tud oN. OF och © Chicago 
J. EL. CWHSOT Gore oes bacte at deea doer ores Denver 
WA. FMOSECTI Nes cea ye ees Ae ee ae eon Perens Chicago 


John: “AP Tancee orm case sue ser ter einer Philadelphia 


THE NEAR PACEMAKER. 


A salesman gay strolled on his way, 
(Juite early in the year; 

He found things fine all down the line, 
And radiated cheer. 


When summer came, he saw the game 
Of baseball clubs quite frequent, 
And then, alas, he fished for bass, 
Nor thought of things consequent. 


There came a day when the salesman gay 
Needed seventy points or more, 

But he found too late that affairs of state 
Had made it much harder to score. 


He moaned and sighed, then laid down—and 
died ; 
They called in the undertaker, 
There is no use to make excuse, 


‘“‘Here les a Near-Pacemaker.’’ 
(Signed) H. C. BAKER. 


BOWSER |g@r=) BOOMER 


VOL. XI April 1, 1915 No. 7 


DRY CLEANING NUMBER 


Features in This Number 


One Day in March --- - - - - - - - = ~« = = ~- «= + «= Cartoon 
Instructions in Selling Dry Cleaner’s Systems - - - - - Mr. C. B. Evans 
Another Interesting Talk on Dry Cleaning - - - - - - Mr. I. L. Walker 
Fire ina Dry Cleaning Plant - - - - - - - - - Mr. J. H. Mc Connell 


A Dream and A Reality 


From 1885 to 1915, or, From a Room in a Cow Shed, which stood on the 
same ground as the Present Factory, to Twelve and More 
Acres of Floor Space as Shown in Illustration 
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BRANCH OFFICE STANDINGS 


12th Week Ending March 27, 1915. 


SENIOR OFFICES 


FIRST - FORT WAYNE FOURTH SAN FRANCISCO SEVENTH - TORONTO 


i 


in, de LITTLE, Manager D. S. JOHNSON, Manager ~ W. R. HANCH, Manager 


SECOND - - DALLAS FIFTH - - CHICAGO EIGHTH - HARRISBURG 


ry te Be: 
W. M. MANN, Manager L. P. MURRAY, Manager R. S. COLWELL, Manager 


THIRD - - ST. LOUIS SIXTH - - ALBANY NINTH - - ATLANTA 


bh a Le. 
G. H. HASTINGS, Manager J. H. MeCONNELL, Manager H. W. BROWN, Manager 


JUNIOR OFFICES 


FIRST - - DENVER SECOND WASHINGTON THIRD - PHILADELPHIA 


x 


Cc. C. BARNET, Dist. Supt. A. W. DORSCH, Dist: Supt. T. D. KINGSLEY, Dist. Supt. 


FOURTH - LOUISVILLE FIFTH - - NEW YORK 


K. J. GALLMEYER, Dist. Supt. H, C. CARPENTER, Dist. Supt. 
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PON the Bronze Tablet, illustrated at the left, 
which adorns the wall in the corridor of the 
main office at the Home Plant is inscribed the 

names of the three salesmen who secure the largest 


XA 


meSLcoLEIN 2a Li volume of business during the year regardless of lines 
; worked. This tablet is seen by all visitors who come 
to the plant during the year. ‘The forty likely candi- 
dates for this honor at this writing are listed below. 


Standing of Forty High Men, March 27, 1915 


Salesman’s Name Office Salesman’s Name Office 
Le CAR Hgeleston tice ri tie etait Albany 22: Res Clements set co. ene eee Chicago 
DAW Va Cralid alls irene ies San Francisco Lose Ws Hee COdGINS CONT reer St. Louis 

(First Tablet Cutter—1914) 24, J. KeeaVOnd 6rembSeasr somcciee ee Denver 

2 > WoRAS M Orville ie eee ee Fort Wayne | 25, UGl Wi sHliottee cece: Same eee Albany 
ARG ak SA CL seek eet ener Denver | 26. FM. .Kentiedy 2) 2: 2:5 eee San Francisco 
GF ee popscn ee ee Engineering Sales Pie iks aides MWVEWNESY Sie ainsi a. Ae naa.c aos San Francisco 
6.GRst Codd Eton. tetera, aerate Denver || 28. R. T. Lawrence ..............++.. Chicago 
Voce Ac wiGe TLarig Clive. wrest rrhetetein ae Harrisburg | (Second Tablet Cutter—1914) 

8. TE LO VAL err eee eee ae Washington 9 Tete wWebber: cae.) ee eee Chicago 
9. G. H. Reuben............-. San Francisco 80. Ward Bateson: ot. ae Fort Wayne 

10. E. L. Milliron.......... Engineering Sales f=} 31. J. H. Armstrong........ Engineering Sales 

Ja COON W ITE S chads horstsce cucrtetesen hers Dallas (Third "Pablet: Cutter—-1sae) 

12509 EE Hn ehi's hie eeacitcns career San Francisco : 

32 WO Ba HI VANS oo crete cot roettonre Fort Wayne 32s5 CAGAZs Caron saytnn ne er eee Chicago 

145 FIs We Cheme yi mec. ll teetenee Fort Wayne 33.. HH. Beiquex 2c eee Sack ae eee Toronto 

1b: Gabe Schnabel arses centre erences. Chicago 3450 JH KOtziaemimc meee eee San Francisco 

163. Gis EP BOWen a .cscive teeuie rio acts ei Chicago 3D: Wo Ei beas eo satenichee. vrei rene Fort Wayne 

Miia My date Jenb ms lini AAG Gi ce Oe San Francisco Mi AME MbthoyeoKeeaKsIe A Wo Seance oooo ou St. Louis 

13e SR Wie DeVerelix. ante ie ener eer eae re Albany Sie bie la. Ma CVG WSs aes teks ae ee Dallas 

192" Wi EY POUSLeyereeacieeen ce cieeeeieene St. Louis 38 2eWa Ge SUtto he tea Sie ee ee St. Louis 

PAI ard ad Pes E hhobbilaenire.a ao amos othe Chicago 39 ..G. PZ DICKY c..4¢0 te eee St. Louis 

Dla ELPA TieOn ard nnpererentemire ceo tare Chicago 40 Ds) WoeMeConnells. cee Albany 


Five High Men by Points in each District, March 26, 1915 
(Districts Listed Alphabetically ) 


ALBANY DALLAS FORT WAYNE NEW YORI 
Cc. R. Eggleston J. C. White W. A. Merrill F. H. Peeples 
Ir, W. Devereux R. L. Matthews L. W. Cheney W. H. Ladd 
. W. Elliott J. M. Tucker C. B. Evans G. W. Seott 
D. W. McConnell W. W. Ince W. H. Pritchett H. Dalgaard 
N. A. Ring BE. P. Walker W. H. Lease A. B. DeLacy 


ATLANTA DENVER HARRISBURG PHILADELPHIA 


ed ee 
a ed 


MI ooh. 
~ 
sep) 

Oe Choe 


1 he Ce Schuster eR» Gy nisher 1. A. G. Hartgen 1. H. A. Vortigern 

2. ts EL McWaters 2. he Coddineton 2 Ik. D. Leonard 2. W.S. Parker. 

3. KR. W. Maxey 3. J. F. Vonderembse oo MM. Bo Peiffer 3. D. W. Chase 

A eit cll, Sinhine’ tf. A. M. Lucas ff Wi Be Ofterie 4. “W. M. Booker 

Je S. Cannineston 5. RR. W. Jewell 5. G. N. Roos h J.C Comber 
CHICAGO ENG. SALES LOUISVILLE ST. LOUIS 

1. G. EH. Bowen 1, H. E. Dobson 1 EF. L. Alsobrook 1. W. BH. Tousley 

Ps T. J. Manning Dow. te Armstrone 2. Max Heintze 2) W. VAL ee 

8. KR. E. Clement 3. EH. L. Milliron 3. J. B. McPherson 3. Ge PY Dickey 

4. G. H. Schnabel AT Jade Connelly: !. D. Moore 4. W. H. Coddington 

5. R. T. Lawrence 5. W. B. Stamford 5 J. ©) Rogers 5.- W. Go Sutton 

SAN FRANCISCO TORONTO WASHINGTON 


TT. He Rhodes 

W. Hickingbottom 
H. Beique 

C..S. Robertson 

J. W. Merickel 


G. P. Stovall 
J. T. Gibbons 
L. O. Pack 

A; Loe Corbin 
D. W. Darden 


W. V. Crandall 
G. H. Reuben 

. F. English 

I. M. Kennedy 
ot, bird 


oS wtboe 


Ol. to bop 


STH 9 ND eet 
hoe 
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The Bowser Boomer 


PUBLISHED SEM]-MONTHLY BY 
S. F. BOWSER & COMPANY 
Edited by GEO. A. TOWNSEND 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


APRIL 1, 1915 


GUESSING VS. KNOWING 


‘If I were selling nails or glass, or pills or 
shoes or garden sass, or honey from the bee— 
whatever line of goods were mine, I’d study 
up that special line and know its history. 


“Tf Ia stock of rags should keep, I’d read up 
sundry books on sheep and wool and how it 
grows. Beneath my old bald, freckled roof, I’d 
store some facts on warp and woof and other 
things like those. I’d try to know a spinning- 
jack from patent churn or wagon rack, a loom 
from hog-tight fence; and ask some leading 
questions, I could answer with some sense. 


“Tf I were selling books, I’d know a Shakes- 
peare from an Edgar Poe, a Carlyle from a 
Pope; and I would know Fitzgerald’s rhymes 
from Laura Libbey’s brand of crimes, or Lil- 
han Russell’s dope. 

“Tf I were selling shoes, I’d seize the fact 
that on gooseberry trees, good leather doesn’t 
that shoe pegs do not grow like oats, that cow- 
hide doesn’t come from goats—such things I’d 
surely know. 

‘‘And if I were a grocer man, I’d open now 
and then a can to see what stuff it held; ’twere 
better than to writhe in woe and make reply, 


“T didn’t know,’’ when some mad _ patron 
yelled. 
““T hate to hear a merchant say: ‘‘I think 


that this is splendid hay,’’ ‘‘I guess it’s first 
class tea.’’? Ile ought to know how good things 
are, if he would sell his silk or tar or other 
goods to me. Oh, knowledge is the stuff that 
wins; the man without it soon begins to get 
his trade in kinks. No matter where a fellow 
goes, he’s valued for the things he knows, not 
for the things he thinks.’’—Walt Mason. 


“QUOTE MEDIUM PRICE FIRST’’ 

At the Convention Dr. Stanley L. Krebbs 
gave us some very interesting information on 
““Salesmanship.’’ One of the points that he 
brought out was the advantage of quoting a 
medium priced outfit first. In support of this 
claim he argued that in quoting the medium 


priced outfit first, you did not have such a long 
distance to drop if you sold him a cheaper out- 
fit, nor did you have to build him up such a 
great distance if you sold him the higher 
priced equipment. 

It is natural that every man wants the best. 
Ilowever, other conditions prevail such as the 
pocketbook, business, ete. If you exhaust all 
your argument in convincing him that he needs 
a high priced outfit and then discover that he 
cannot buy it, but must of necessity come down 
to one of the lower priced equipments, the drop 
is so far that ofttimes he is ashamed to make it. 

Result: A sale is lost. 

By quoting the medium price first, the pros- 
pect can, with better grace to himself, drop to 
a lower priced outfit and you have many ad- 
vantages in your favor for closing the sale by 
so doing. 

He also advocated a salesman getting in the 
habit of agreeing with the prospect, yet at the 
same time bringing the prospect around to your 
viewpoint. By agreeing with him you do not 
arouse his antagonism and in the end, if you 
have led the conversation, you will accomphsh 
the result and sell him. In other words, it is a 
oreat deal easier to lead a man than it is to 
drive him. 

If you are in doubt during your talk as to 
whether you have the attention of the prospect, 
he suggests pausing and asking a question. 

For example: Supposing you are talking to 
a prospect and although he is looking you 
straight in the eye you are still uncertain as to 
whether his mind is on your sales talk or on 
some personal problem, pause, and suddenly 
ask him, we will say: 

‘‘Now, don’t you think, Mr. Smith, that all of 
this is reasonable for the price?”’ 

If you have not quoted the price you will 
know instantly by his reply whether you have 
his attention. Of course, if you have previously 
quoted the price, such a question will not be 
in line and you will have to adopt some other 
one in order to reveal whether you have the 
prospect’s attention, 


USE THIS ARGUMENT. 


Optimistic Ed French, Mr. Colwell’s smil- 
ing assistant, sends the following contribution 
for the columns of the Boomer and the editor 
believes it is worth serious consideration : 

‘“‘The January issue of the Pennsylvania 
Merchant (Groceryman Journal), under the 
subject of ‘‘Store Management,’’ has cited one 
instance where the merchant’s profits are lost. 
It reads as follows: 


LIQUID PACKAGES—In 
ticularly grocery and general stores, 


many stores, par- 
certain 
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things like oil, gasolene, denatured alcohol, mo- 
lasses, ete., are kept outside the store, or in the 
back end of the store, or in the basement. A 
great many losses occur because an accurate 
system is not used to assemble or bring to- 
gether all purchases on an order and checked 
off before being delivered, either by the driver 
or direct to the customer. Many times the 
customer will pay for the goods bought in the 
store, either in cash or by having them charged; 
but sometimes the can of kerosene or the bottle 
of denatured alcohol, or the gallon of paint, or 
some of the builders’ supplies, will go directly 
from the outbuilding, or the annex, to the driver 
or to the customer’s vehicle, without being paid 
for or being charged. Unless the goods are 
properly assembled and checked off before de- 
livery, the clerks and customers, as well as 
loafers, very soon see that there is a chance 
to get goods which have not been charged or 
paid for. Naturally, anybody who is trying to 
defraud a merchant, or any other business insti- 
tution, will try the weakest link. 


‘All merchants who handle oil in the old 
method will agree with you that they lose con- 
siderable through the failure to make collec- 
tion on the oils sold, due to storing their oils 
out and away from the building. 


‘‘Tlow much easier, safer and profitable does 
this end of their business become through the 
installation of the Bowser Equipment?”’ 


THE BOWSER VOLUNTEER FIRE DE- 
PARTMENT 


Fire Chief IH. M. Bowser gathered his assist- 
ants together in banquet on the evening of 
Washington’s birthday, last. Mr. Detro, of the 
factory force, took a flashlight which is here- 
with reproduced, showing those who were 
present: 


These stalwart gentlemen are highly efficient 
and drill two and three times a week. These 
men, working with the sprinkler system, would 
make it a difficult -matter for a fire to start 


with sufficient velocity to do any great amount 
of damage. We have had several practical ex- 
amples of this since they have been organized. 
One day the dipping vats where we Japan and 
bake part of the equipment got on fire. It was 
confined to that one room and the loss was 
very small. Without the department it would 
have been otherwise. 


PERSONALS 


The following quotation is taken from Salesman 
G. H. Simpson’s letter of March the 9th. Mr. Simp- 
son is one of Mr. McConnell’s scouts, out for the Cup. 


“Yes, Mr. Townsend, I will be a Pacemaker 
this year and it will be by the middle, at the 
latest, as my mind was made up to that before 
receiving your letter, but that has made me 
more determined.” 


* Bo * 

When Manager L. P. Murray goes after a thing 
he believes in starting from the bottom and laying 
a foundation that will stand the actual test of time. 
This year he is going after the Dry Cleaners’ busi- 
ness in the right way. 


On Saturday, March 6th, he had fourteen of the 
Chicago salesmen from his territory into the Office 
for instruction regarding this class of equipment. 
Cn Saturday, March 13th, they had a similar meet- 
ing in the Minneapolis Office. 


These two meetings are going to result in im- 
proved efficiency along the line of selling dry clean- 
ers’ equipment. Evidently Mr. Murray is going to 
leave no stone unturned in attempting to retain the 
Cup next year. 

ok ok * 

Under date of March 9th Ft. Wayne Sales said, 
“We are on top from now on. Just watch us.” 
We are not going to vouch for the truth of this 
statement for they said, “We thought last week we 
would be on top by the last of the week but we were 
not.” Now they are on top and its up to the other 
senior officers to take note. “E. J.’s” going to make 
you all hustle this year. 


* * 


Mr. George McCurdy, who has been doing special 
work for the last two years out of Ft. Wayne, is 
now covering territory south of Saginaw, Mich. 
George has already made a good start in the Wol- 
verine State and we are looking for great things 
frcm him before the year is over. 


ok Bo ok 

Mr. F. C. Schuster, of the Atlanta District, is an- 
other F. C. W. O. member, having produced the 
necessary evidence of this fact by sending in a 17 
point public garage order F. C. W. O. His order 
called for a 10 bbl., C-14, Cut 102, a 2 bbl., C-14, Cut 
109 and a 7F1. 

Mr. I. L. Sawin, who has been travelling territory 
in Indiana under the Ft. Wayne District is now work- 
ing in Michigan—up there where they do things. We 
are going to hear from Mr. Sawin in the future. 

* k 1 

Mr. George Kinsley, who formerly covered territory 
under the Atlanta District is now in Ft. Wayne 
territory. We wish you success, Mr. Kinsley, in 
your new location. 


YING, FEBRUARY 19, 1915 


AUTOMOBILE HIT 
BY B. & 0, TRAIN 
TWO ARE INJUR 


Prominent Huntington Business 


Men Have a Narrow Escape 
From Death 


MACHINE DRAGGED 300 FEET 


Thoursen Able to Leave Hospital 


After Wounds Are 
Treated 


John Lee, 1344 Sixth avenue, dis- 
trict sales manager for the Bowser 
Tank Company of Fort Wayne, In§., } 
was painfully injurad _ and Jack | 
Thorusen, owner of the Taylor | 
Laundry Cempany, ‘and prominent 
Huntington contractor, was painful- | 
lv bruised when an automobile ind 
which they were riding was struck f 


by an eastbound Baltimore & Ohio 

passenger train near the Wayne line 

stop in Westmoreland this afternoon. f 
| The men were placed aboard the | 

train following the accident and 

rushed to Huntington where they 
were transferred to the Guthrie hos- 
pital. An examination proved that 
‘neither was badly injured. 
Thotusen’s injuries were 
vere and he was able fe 
the ambulance ints 
Lee and Tb 

shortly > 
_ | Jape 

Mr. J. L. Barth, who just recently began work 
under the Ft. Wayne District, has already begun 
sending in a nice lot of business and we look forward 
to his being a Pacemaker before the end of the year. 

* BS % 

Mr. C. A.- McFarland, of the Dallas District, went 
out cn Washington’s Birthday and made two nice 
sales amounting to nearly 20 points. A very good 
way to henor the Father of our Country. 

Bo * k 5 

Mr. J. T. Gibbons, working in Washington, D. C., 
recently closed a nice public garage order amounting 
to approximately 50 points F. C. W. O. Mr. Gibbons 
certainly must be a pretty good looking fellow to 
do a thing like that. It’s worth while though just 
the same. 


i 


, 
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Mr. L. O. Pack, covering territory under the Wash- 
ington District, was laid up for several days on 
account of illness, so long in fact that he began 
to run behind on his quota. His Summary of Daily 
Reports of Feb. 27th says, “Still sick, but remem- 
bered I was short of my quota so got up and went 
after one prospect and sold it Saturday, F. C. W. O.” 
A nice 10 point store order. 


KO O€ 


The following Summary of Daily Reports of W. C. 
Sutton, St. Louis District, read as follows: 
“February 17th—6 Calls 
1 Sale 
Amount, $42.00 
February 19th—1 Call 
1 Sale 
Amount, $197.00 
February 22nd—2 Calls 
(Washington’s 2 Sales 
Birthday) Amount, $1053.00 
February 23rd—1 Call 
1 Sale 
Amount, $187.00” 


This is “going some,” believe us. It is only a 
question of days with Mr. Sutton, when the Presi- 
dency will perch on his banner at this gait. 

*&k bo * 

On looking over the Summary of Daily Reports, 
we find W. H. Carpenter’s for February 13th. 

“No. of Calls Made—13 

No. of Sales Made— 1 
Amount—$387.00” 


Under “remarks” he says: ‘“Saturday—Thirteenth.”’ 
Kvidently Mr. Carpenter is not afraid of the mystic 
Bs 

C. J. Rogers reports also on Saturday, February 
as aS 

“1 Call—1 Sale—Amount, $285.00.” 

Here’s another one that puts the hoodoo ‘13” 

out of business. 


ok Bo * 


It surely is wonderful to note the prevalence of 
“cash-with-order-itis” that has broken out among the 
Bowser Salesmen. 


On looking over a number of Daily Reports, we 
find one from Salesman J. H. Wilson of the Denver 
District, dated February 18th, stating that one call 
was made resulting in a sale of $1170.71, C. W. O. 


We’ve got one Wilson in the White House, but if 
this gait keeps up we will have another in the Pace- 


makers’ Club. . 
*k *k *k 


February 20th, 1915. 


“We notice that in February 15th Boomer a Mr. 
J. T. Webb of Chicago District , blew into the 
Home Office the other day, etc.” 


While Chicago may be able to boast of more Pace- 
makers than Atlanta, Atlanta has a leg on Chicago— 
having two Webbs—therefore Webb focted not a 
Web foot. The Atlanta Webbs are brothers, “T. R.” 


and Charles. 
* ik 


We always thought Mr. S. J. Redford, who covers 
the State of Utah, was a pretty good guesser the 
way he piles up the business, so we are a little sur- 
prised to receive a letter from him under date of 
Mar. 2nd, a part of which reads as follows: 

“IT cannot go South yet. Mud and Indian war 
keep me guessing just when to start.” 
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Saturday, February 27th, was not such a bad day 
for Albany. The following boys contributed business 
according to their Summary of Daily Reports: 
Salesman’s Name No.of Calls ‘No. of Sales Amount 


C. R. Eggleston 8 1 $ 303.50 
C. C. Dalgaard 3 2 301.50 
G. W. Ellisen 2 2 662.50 
W. A. Hemingway 8 al 12.00 
G. W. McConnell 3 it 183.25 
N. A. Ring 25 2 202.25 
I. L. Shirk ally 1 284.50 
F. Q. Smith 2 i 37.00 
A, DePlace 2 2 276.00 

Totale2.Syin aa ee ee ere $2262.50 

te * 


Another Saturday salesman is Mr. R. W. Potts of 
the Ft. Wayne District. On February 27th he re- 
ported two calls, two sales, $545.00. Closed first 
order at 10:00 A. M. and second at 2:30 P. M. 


* * * 


I’. L. Alsobrook of the Louisville District, reports 
on March 2nd, “two calls, two sales, $446.00, worked 
all day with these two prospects.” It pays to work 
all day sometimes. It takes a salesman to do that. 
Good luck, “F. L.,”” and may you work all day several 
times this year. 


ok * * 


H. J. Fite, an Atlanta District representative, 
closed up a F. C. W. O. cut 41 deal with filter and 
hose ccmplete the other day. Our fighting Ala- 
baman has acquired “the F. C. W. O.” habit. 


* ok tk 


Another Atlanta District representative, Mr. 
Charles Webb, has sold a twelve barrel, 12 gauge cut 
101. That is a fine start, Charley, make them come 
across with the big stuff. 


* + 


We regret to have to advise that the father of our 
qyreensboro, North Carolina, representative, Mr. W. 
N. Daniel, recently died at Washington, D. C. We 
wish to extend to him our utmost sympathy in his 


bereavement. 
ok % % 


Mr. O. W. Watkins on February 17th put across a 
nice deal when he sold a merchant at Rutledge, 
Tennessee, a two barrel 19-B with transfer pump and 
made it F. C. W. O. 


a oe ok 


THE WAR’S TOLL 


Mr. Robert Granger, of the Paris Office, Was 
Recently Badly Wounded and Draftsman 
Vallet Killed While Fighting in the 
French Army of the World War 


Mr. Robert Granger will be remembered by 
the salesmen who attended the 1913 Pacemak- 
ers’ Convention, and especially will he be re- 
membered by the members of the Efficiency 
Club whom he addressed before he returned to 
France. 


Mr. Granger has been fighting in the trenches 
for his country since November 1, 1914. Mr. 


Vallet was with his regiment since the outbreak 
of the war. Both men were very efficient em- 
ployees in our Paris Office previous to the 
breaking out of the war in Europe. - 


Mr. Robt. Granger, of the Paris Office in His Uniform 
Just Before Joining His Regiment in France. 


We have no accurate advice as to the seri- 
ousness of Mr. Granger’s wounds other than his 
left arm was shattered by shrapnel and all we 
can say is to hope that he quickly recovers. The 
picture reproduced shows him in his uniform, 
ready to go to the front. 

As for Draftsman Vallet, all that we can do 
is to extend our heartfelt sympathy to his fam- 
ily, which is little enough at this time. 
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Instructions in Selling Dry Cleaner’s Systems 
By Mr. C. B. Evans. 


The following article is a reproduction of 
Mr. C. B. Evans’ talks before the Convention. 
He spoke as follows: 

“The object of the Com- 
pany in selecting salesmen to 
instruct the Pacemakers’ at- 
tending the Convention in the 
three important lines of our 
business, viz. : 

Store and Garage line. 

Paint Oil line, 


ae Dry Cleaning yuUM pine 
MR. C. B. EVANS 9 ope DDI. 
and storage systems, 1s to 


bring out a general discussion which will bene- 
fit all the salesmen. 

The men who have been chosen to give these 
instructions are not necessarily the best sales- 
men in the organization, but have, to a more 
or less extent, specialized in the line on which 
they have been asked to speak, so I want it 
understood that we do not pretend to ‘know 
it all.’ I see before me men who have sold 
many a Dry Cleaning System and who know 
as much and probably more than I do about 
selling Dry Cleaning Equipment. 

‘“‘However, for the benefit of those among 
you who have not had the experience of sell- 
ing to this class of trade, I’m going to take 
it for granted that none of you know any- 
thing about the line. As I give you the meth- 
ods I have found suecessful, those who have 
handled the dry cleaning line may take that 
which appeals to them, while the men who 
have not had the experience can use my meth- 
ods and information for future prospects as 
they find them. 


The Various Kinds of Prospects. 
‘““My experience has taught me that there 
are four or five different kinds of dry clean- 
ing prospects. They consist of the dry cleaner 
who has equipment of any make; the laundry 
7 7 Ne (i 
company, who has dry (gy pete) [beset eat atte 
cleaning establishment q ! WHAT YOU HAVE 


and equipment; the 
prospective dry clean- 
er; that is, a man or a 
laundry who are about 
to embark in the dry 
cleaning business; and 
the smaller tailor and 
hand-work cleaner who 


=n 


have no equipment. 
There are sale possibi- 
lities in every one of THE WAY TO BRING OUT THE FACTS 


these prospects for a Bowser salesman. 


““Now, taking them in the order as I have 
named them, we will consider the dry cleaner 
who has a pumping and storage equipment. 

‘‘Tt has been my experience, covering a pe- 
riod of about eight years, that the dry cleaner 
or laundry who purchased an equipment some 
years ago, in almost every case did not buy 
sufficient storage to take care of expansion due 
to increase of business. In a majority of cases 
these people have bought a single pump hke 
Cut 705 or 710 Bowser pump. 

‘*This condition is due to the fact that a sys- 
tem sufficient to take care of their ordinary 
needs cost so much more than they had antici- 
pated, that they cut capacity for price. Ex- 
perience has taught some of them, however, 
that this was poor business. 

‘It will pay a Bowser salesman to call on 
all dry cleaners and laundries who are doing 
dry cleaning, and ascertain if they have suffi- 
cient storage and pumping capacity to take 
eare of them during the busy season. I usu- 
ally follow this method: 

‘‘T see the proprietor or manager of the in- 
stitution and ask him if his present system 
is working satisfactorily. The usual reply is, 
‘Yes, it is.” I then ask if he has sufficient pump- 
ing and storage capacity to take care of the 
busy season. Again, the usual reply is, ‘Yes, 
I have.’ I then ask if I may see their dry clean- 
ing room and go through their plant. This re- 
quest is usually graciously granted. I always 
endeavor to get the proprietor or manager to 
personally escort me through the plant. 


Get the Practical Man Interested. 


‘“When we come to the dry cleaning room 
this gentleman will at once introduce me to 
the practical working _ 
dry cleaner. Then ask “WZ 
the cleaner if his sys- 
tem is working satisfac- 
torily and giving him 
good results. If he re- 
plies in the affirmative 
I then ask if he has 
trouble in handling his 
gasolene during the 
rush days of the busy 
season, that is, if he 
has sufficient storage. 
Before he can answer 
this question I further 


MaY 1GQ UREN 
YOUR PLANT ? 


=a 
| ALWAYS GET THE PROPRIETOR TO 
ESCORT ME 


inquire whether he has to distil his’ settled 
gasolene very often during the rush days. This 


is to bring prominently before the proprietor 
or manager, the fact that he has or has not suf- 
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ficient storage. If he has to distil his dirty and 
settled gasolene constantly during the day, it is 
the best evidence that he has not sufficient 
settling tank storage capacity. 

In a majority of cases I have found that 
the dry cleaner’s answer gave proof that he 
was short on storage capacity. The manager 
usually turns on the cleaner and asks him why 
he didn’t tell him of this condition and the 
cleaner’s usual reply is: 

““*You have put me here to run this plant 
and [| am running it to the 
best of my ability. If I came 
to you with all my troubles 
you would soon put another 
man in my place. I’m doing 
| the best I can with what you 
have.’ 


“This is where I step in 
and explain to the proprietor 
or manager that his case is 
no different from hundreds of others. I then 
tell him it is an expensive proposition to have 
to distil gasolene all day for the following 
reasons: 


1S USUALLY Ant 
EX THUSIASTIC SS 
SUPPORTER_ 


Expensive to Distil Gasolene. 


‘Hirst, that there is a loss of from 10 to 15% 
in distillation of gasolene; second, that it costs 
money for the fuel necessary to make the steam 
to run the still; and third, that if he is pay- 
ing water rent to the City through a meter, the 
expense of having a running stream of water 
going through his condensor all day is exces- 
sive. 

““T further explain to him that if he had suf- 
ficient storage capacity to allow his gasolene 
to settle the necessary length of time, (from 
24 to 36 hours) that it will cut down his dis- 
tillation to a minimum, for the reason that the 
only distillation necessary will be that of the 
dirty settlings coming from the cone or hopper 
bottom of his tank when he cleans it every third 
day. And as he should have three settling 
tanks, this would necessitate the distillation of 
not over 30 to 60 gallons per day, according to 
the size of his tanks. 

‘“About this time the man is vitally inter- 
ested and asks the price of the tank, which, 
of course, depends upon the capacity. - 1 then 
advise him that as this new tank should be of 
sufficient capacity to take care of his needs 
for a number of years, it would pay him to 
buy a tank two or three times the capacity 
of his present units. That is, if his system econ- 
sists of two-barrel tanks, he ought to buy a 
five-barrel one, and if they are five-barrel ea- 
pacity, he should buy a ten-barrel one. I ex- 
plain to him this will be an emergency tank, 
which in the matter of labor saving and time 


and distillation expense will pay for itself in 
a year at least. With his knowledge of the 
business he readily understands this statement 
and buys. 


Sell Two Pumps Rather Than One. 


In the matter of pumping capacity, it is not 
hard, with the assistance of the man in charge 
of the dry cleaning room, to show the propri- 
etor the great loss of time necessary to oper- 
ate one pump during the rush 
season, for the reason that 
the pump must be cleaned 
after every operation of 
pumping settled or dirty 
gasolene through it, and\| 
while this might not have \ 
been so serious a matter to Cay 
him when he first purchased a oo 
the system, the fact that his save niet mance Pencit srercn 
business has probably increased two or three 
times since then, makes it a costly and vital 
matter to him now. The man in charge of the 
room is usually an enthusiastic supporter of 
the salesman in this respect and it is very often 
an easy matter to sell an extra pump or a 
double table pump, taking the old one, if it 
is a Bowser, in exchange. 

‘*So much for the cleaners having equipment. 
Now for the prospective dry cleaner or the 
laundry which is about to go into the dry 
cleaning business. — 

‘* After the introduction I ascertain how large 


a plant they expect to install; that is, whether 


it will be a two, three or four-washer plant, 
for upon the number of washers they intend 
to install depends the amount of gasolene they 
will use and store. It is well to remember 
that you cannot give a price on a system until 
you know the necessary capacity, and you can- 
not arrive at the capacity until you earefully 
figure out the volume of business they expect 
to do, the number of washers they intend to 
install. 

‘* After procuring this information you should 
look up location for tanks, ascertaining what 
space is available for them. If your prospect 
has no plans or blue print of plant, have him 
make a pencil sketch for you showing location 
of dry cleaning room and location for tanks. 
This, of course, in the event that the building 
has not been erected. If, however, the room 
for dry cleaning equipment is ready, go to it 
and get the prospective location of the wash- 
ers and the possible location of pump; then 
go outside and find space for tanks. 


Cut Down Installation Expenses. 


“To eut down installation expenses, locate 
tanks as close as possible to building, that is, 
within regulations of town ordinance or Na- 
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tional Board of Fire Underwriters’ demands. 
This is usually within ten feet from building. 
Then make rough peneil sketch of room and 
location of tanks. This is necessary to enter 
on Data Sheet No. 811 for the use of the com- 
pany in the event of your procuring the order. 

‘“When you draw your sketch, show five or 
six tanks outside and loca- 
tion of pump and washer in- 
, side, with detailed measure- 
ments of distance. This will 

enable the company to have 
a picture of the plant and in- 
stallation which will also en- 
able them to estimate the 
amount of pipe, valves and 
fittings necessary. This tends 
takes. 
to expedite your order and do away with mis- 

‘‘Now, it is well to thank your prospect for 
his courtesy, advising him that you are going 
back to the hotel to figure out a system to fit 
his needs. Bear in mind his financial condi- 
tion, which he undoubtedly will have ‘tipped 
off’ to you by his remarks. If, however, he has 
not done so, and you have any doubts, go to 
the bank and get information on him, because 
based on his financial condition and responsi- 
bility will be the size equipment you will sell 
him and the terms you make him. 

‘“‘To make it easy, we will assume that the 
party intends. to instali a two-washer plant. 
Under this condition the washers would be me- 
dium size, having a capacity of 30 to 40 gal- 
lons per wash, accord- 
ing to the number of 
garments or pieces to 
be cleaned. Now,, to 
properly take care of 
this prospect’s condi- 
tion, 1t 1s necessary. to 
figure the number of 
washer loads of gaso- 
lene he would use on 


GET INFORMATION ON 
DRY CLEANER_ BoM 


ALWAYs SELL 
ALLTYPE "E" 


ITMAKESA . a 

Fan MORE the busiest days of the 
LEXIBL 

SYSTEM rush season, and as the 


volume of business on a 
day of this kind will run from $50.00 to $150.00 
per day, it is well to approximate the number 
of pieces this volume would represent. The 
average price over the country is $1.25 for a 
three-piece man’s suit and $1.50 for a woman’s 
one-piece dress or two-piece suit. This gives a 
grand average per piece of about 45 cents. 


An Average $75 a Day Business. 


“*Now, as I have mentioned, the volume of 
business as running from $50.00 to $150.00 per 
day, we will take a general average of $75 per 
day. With one piece averaging 45 cents and 
the!eeneral volume average of $75.00 per day, 
iti would give an average of 166 pieces, and 


as the average load of a medium washer is 
about 35 to 40 pieces, it would mean that the 
average day’s business would mean four wash- 
er loads or operations of cleaning per busy day. 
This would make four loads of 35 gallons each 
or 140 gallons of gasolene per day for clean- 
ing, and the same number of gallons for rins- 
ing, for it is necessary to rinse each load after 
cleaning, consequently we have a total of 280 
gallons of gasolene per day to clean a volume 
of $75.00 worth of business consisting of about 
165 to 170 pieces. 

‘This volume of gasolene can be cut down per 
day by about one-fourth, where the cleaner 
will use a rinse load where it is not too dirty, 
to wash a load of black or dark materials. 
This gives a volume of about 200 to 280 gal- 
lons of dirty gasolene to be stored from one 
day’s work and as the Bowser System consists 
of three settling tanks, together with a new 
gasolene tank and distil tank, it means that 
the settling tank unit capacity at least must 
be sufficient to take care of one day’s storage 
of dirty gasolene during the busiest day of the 
rush season. And it is always good policy to 
sell the complete system of a uniform storage 
capacity, for it is better to have a little excess 
storage than to be short in it when it is needed. 

‘““As to the pump which should go with 
this system, my previous remarks covering the 
necessity for cleaning a single pump after the 
operation of pumping settled gasolene or dirty 
settlings is a strong point in favor of our Cut 
251 Double Table Pump. 

“Further, you can explain to the prospect 
that it is economy to buy the Double Table 
Pump when he is installing his storage sys- 
tem, as it has been our experience that the 
cleaners who have bought single pumps have 
ultimately taken them out and put in the 
Double Table Pump, and it would be good busi- 
ness for him to profit by others’ experience, 
for in using our Double Table Pump there is 
no delay, as both pumps can be operated at 
the same time without interfering with the 
other’s functon. 

Double Pump Economizes Space. 

‘Another good talking point on the double 
pump is that it econo- 
mizes on space, for the 
reason that separator, 
headers and valves are 
all attached to the 
pump table, which does 
away with the neces- 
sity of attaching them 
to the wall space. 
‘*Now you have con- 
; auisos ducted your prospect 
YoTHEM along the lines of what 

is necessary to give him 
an up-to-date and modern storage and pump- 


IT WILL SAVE YOU 
30% ON THE 
COST OF LIQUID 
AND SOAP 
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ing equipment for his plant, and you have 
surely g gained his confidence and respect from 
the manner in which you have demonstrated 
your knowledge of his business and your line, 
whieh, together with the regular ‘Bowser’ 
talking points, covering quality of equipment, 
service and thirty years’ experience, should pro- 
eure you the order 


The Small Tailor Prospect. 

‘““We will next take up the small tailor, or 
the hand cleaner. This class of prospects usu- 
ally store their gasolene in faucet tanks over- 
ground, which is very wasteful and exceeding- 
ly dangerous. 


‘““As a rule they have very little money for 
the reason that their volume of business usu- 
ally runs from $30.00 to $75.00 per week. Some- 
times this class of prospects 
are in small towns and their 
business expands and they 
find it necessary to put in one 
washer, and as they are read- 
ers of the ‘National Cleaner 
and Dyer,’ the official paper 
of the National Association 
goo” of Cleaners and Dyers, they 
KeePPosten See the advertisement of 
‘Bowser’ and others covering storage systems, 
but delay in buying a system, fearing the cost. 


WHEN THE 
DAYS WORK 
'S DONE 


™ GOOD 


Sell a Man What He Needs. 


‘““To this class of prospects, about 
you ean do is to sell them two or three tanks, 
Premier 2 or 3-bbl, capacity, with a Cut 
710 pump, explaining to them that the under- 
ground storage with its settling facilities and 
its savings on soap and evaporation, will save 
them approximately 30°¢ on the cost of quid 
and soap. 

‘‘This is a big item to them and shows them 
an earning capacity on the investment, be- 
sides the absolute assurance that they can- 
not have an explosion or fire from the storage 
of their gasolene. Also, that it will lower their 
insurance. The latter is a very strong talk- 
ing point for the reason that it 1s sometimes 
impossible for them to 
procure insurane where 


the best 


YER, \onar_(@ 


QQ ERR RY they store gasolene 
a over-ground. It can also 
NB be explained to them 

that as their business 


increases it will be pos- 
sible for them to add 
one or two more tanks 
to their system without 
disarranging their orig- 
inal installation. 


‘‘Now, gentlemen, | believe I have covered 
briefly the general prospective field for sales 
for dry cleaning equipment. I have tried to 
give you the fundamentals as I use them. I 
realize that no two salesmen work alike; I only 
ask you to take what you may find useful from 
my remarks. 


‘*T feel I cannot impress upon you too strong- 
ly this fact. The sale of a dry cleaning SYS- 
tem is different from the average ‘Bowser sale’ 
for the reason that it is an equipment consist- 
ing of separate units connected together and 
working as one, and in promoting the sale of 
this system you have really been doing a job 
of engineering for your prospect, and you 
should use every effort to impress him with 
your knowledge of his and your own business 
and your company’s ability to successfully ca- 
ter to him, thus gaining his confidence. 


Get Your Prospect’s Confidence. 


‘““Treat him as you would be treated—sell 
him that which is necessary, but above all, do 
not over-sell him, so that when it comes to the 
final closing you will have so impressed your 
prospect and his confidence in you will be such 
that the question of price and competition will 
not enter into the proposition. He will request 
you to sell him a system; you will not have to 
make him buy. 


‘‘In conelusion | would suggest that you 
carefully read over your Dry Cleaning Bulle- 
tins so as to become familiar with the work- 
ing of a system and the physical layout of 
same. Also, it is a capital idea to get aequaint- 
ed with a dry cleaner in your territory and 
from him learn the operation of a plant and 
‘why’ he does things. This information will be 
invaluable to you when working with a pros- 
pect, for it will enable you to talk intelligently 
with him on his business. This begets his con- 
fidence, eae , coupled with your own and the 
company’s ability to cover his needs, will bring 
you many a splendid order.”’ 


© © © 


Salesman George Schnabel, of the Washington 
District, sent in an envelope to the Order Depart- 
nmrent on March 29th which “bulged some.” It con- 
tained the following: 


One order for a Cut 241 “Red Sentry’? Pump only. 

One order for a Cut 241, 5-Bbl. “Red Sentry” Out- 
fit complete. 

One order for a Cut 241, 10 ‘Bbl. 
Outfit complete. 

One order for a Cut 241, 
fit complete. 


One order for a Cut 41 Pump only. 


“Red Sentry” 


7-Bbl. “Red Sentry” Out- 


Congratulations, 
your gait. 


George. This is something like 
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A NORTHWESTERN FILLING STATION 


Our “Red Sentry” in Use at One of the Many Filling 
Stations for the Snell Oil Company in and 
Around Vancouver, B. C. 


Another Interesting Talk on Dry Cleaning 
By Mr. I. L. Walker of the Fort Wayne District 


The following article is a reproduction of 
Mr. I. L. Walker’s talk at the Convention. 
Ile worked with Mr. Evans in giving the men 
present the benefit of their 
expert knowledge in hand- 
ling Dry Cleaners’ Equip- 
ment. He spoke as follows: 

The words ‘‘dry cleaning’’ 
mean simply this, that they 
do not use water, in connec- 
tion with soap, as a medium 
for cleansing fine fabrics. 
The term ‘‘dry cleaning’’ is 
used in connection with 
cleaning garments by wash- 
ing in pure gasolene and in this gasolene is 
placed a certain amount of good naphtha soap. 
The advantages are that the gasolene does not 
have any effect on silk or any fine fabrics as 
water would have. 

The Bowser System of Naphtha Storage and 
Distribution has become universally recog- 
nized as the Standard for underground systems. 
Not only have our competitors recognized this 
fact by attempting to imitate its principles, but 
the arrangement and system is used as a stand- 
ard by the Underwriters as a basis to figure 
safe insurance and to provide and make ordi- 
nances for regulation of the storage of gasolene 
in dry cleaning plants. 

The Line for 1915 

The Bowser Dry Cleaning Line for 1915 will 
be very much more simplified, the company giv- 
ing you salesmen just two systems to sell. The 
first system will be the Cut 251 Standard outfit 
and the second system will be the Premier 
Single Pump System arranged so that it can 
be sold either as a hand power unit or arranged 
for power. It is the intention of the company 


MR. I. L. WALKER 
Fort Wayne Sales 


to also sell the Premier System installed or 
uninstalled so that if you master the two sys- 
tems and their possibilities you will have no 
trouble in not only covering all requirements 
of dry cleaners whether they be large or small, - 
but will be able to easily adapt these two types 
of systems to suit every requirement. 

As it is true that every equipment we make 
is constructed scientifically and of the very 
best materials and the finest workmanship, this 
same fact and principle 
is carried out through- We | = = 
out the entire dry clean- 
ing line. Every valve, 
header, strainer and in- 
dividual item in connee- 
tion with our system is 
a talking point. The 
salesman can only make 
a success of selling the 
dry cleaning line when 
he has mastered the de- 
tails and can talk in-' 
telligently about our 
system and about the 
dry cleaners’ own business. 


PREMIER. 
SINGLE PUMP 3$ 


THERE ARE JUST 
TWO SYSTEMS To 
SELL 


There is no logical reason why every prospect 
should not be sold a Bowser System if he has 
the money to pay for it. This is a fact simply 
because the dry cleaner must depend upon 
service and durability of the equipment. On 
account of the keen competition which has de- 
veloped in all lines of dry cleaning business, 
he must lower his cost of operation. One of 
the items in lowering this cost of doing busi- 
ness 1s made possible by the installation of the 
Bowser System. This will enable him to save 
time—save gasolene—save soap—and_ almost 
eliminate entirely the danger from fire, 
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Kvery salesman who is selling the dry eclean- 
ing line should become intimately acquainted 
with the dry cleaning business. He should be 
able to talk to his prospect in the terms of his 
trade and you will be surprised how easily you 
can interest this particular class of trade with 
the Bowser Idea, by applying its many fold 
savings to any particular man’s requirements. 


Why Is a System 
Necessary? 


The Dry Cleaning System 
asaunit is very simple. It 
only looks hard or compli- 
cated when you haven’t 
studied or acquainted your- 
self with the reasons for 
the various valves and pipe 
lines. In the first place, 
why isa system necessary? 
Simply because a dry cleaner must have 
some means of storing his gasolene as he 
uses it. He must have some means of reclaim- 
ing the dirty gasolene as it comes from the 
washers and he must have some means of trans- 
ferring the gasolene from washer to washer, 
from storage tank to still, from storage tank 
to washer, so that the gasolene will not be ex- 
posed to the air, and thus eliminate danger 
from fire. 

Also by storing his gasolene economically 
and allowing it to settle thoroughly after it 


=——7 
PAY 
\Ce BOWSER. 


SYSTEM 15 USED 
AS A STANDARD 


has become foul with dirt, he can draw off the 


clean part of this gasolene and use it over and 
over again and thus secure the greatest pos- 
sible results with the least amount of gasolene. 
If a system can accomplish this you can readily 
see that the dry cleaner must have something 
of this kind in order to do business. 

In an ordinary dry cleaning plant they have 
from one to two washers. 


“A GLANGE TELLS pore 5 
ME How MucH Gas- This washer is the same type 


OLENE THERE |S IN 


eo outs as “ithe laundries ~use ior 
washing clothes, only they 


use gasolene instead of wat- 
er. They must have an ex- 
tractor the same as the laun- 
dries use for extracting the 
gasolene out of the garments 
after they have been washed. 
They must have a ‘‘distill’’ 
by which they can reclaim 
their gasolene after it has become foul with 
impurities. They must have glove machines 
for washing gloves. They must have drying 
‘tumblers’? for quickly drying clothes and re- 
moving the dust from them. They must have 
a boiler for generating steam. They must have 
a motor for operating the machinery. Last but 
most important they must have a system for 


A SPLENDID 
NEW DEVICE 


distributing, storing, pumping and reclaiming 
their gasolene or naphtha. 


A Wonderful Unit System 


The Cut 251 double table pump outfit is a 
wonderful unit and as a system has never been 
equalled as a saving feature, or any other piece 
of machinery or system of machinery as a say- 
ing. You have two pumps on this system, one 
for ‘‘clean’’ and distilled gasolene and one for 
‘““dirty’’ and ‘‘settled’’ gasolene. 

The two pumps are placed upon a table and 
connected to the various headers in such a 
manner that you can draw oil from any one 
of the six tanks by simply opening up the 
‘“packless’’ quick acting valves from the sue- 
tion line on any one of the tanks and opening 
up the discharge valves at the end of the table 
to any particular discharge point desired. 

The pumps are connected on a “‘header sys- 
tem’’ to the ‘‘separator’’ which automatically 
removes any moisture or water from the gaso- 
lene as it is pumped through the system. 


b) 


We also place a ‘‘by-pass valve’’ under the 
table outfit so that eith- 
er pump can operate on 
any line in the system. 
This an an emergency 
feature and is absolute- 
ly exclusive with the 
Bowser systems. That 
means that if one pump 
should be accidentally 
broken or placed out of, 
business you can use 
either pump for pump- 
ing ‘‘new’’ or ‘‘dirty”’ 
gasolene. 


THIS WILL SHOW JUST HOW 

THE WASHERS ,EXTRACTORS |} 

STILLS AND BOILERS ARE 
LOCATED 


It is necessary, when THIS 15 THE WAV TO DO.ts 
using the ‘‘dirty pump’’ for handling all kinds 
of gasolene in a particular case of this kind to 
by-pass the separator. 


With all of our systems you can pump from 
one tank to another, changing the gasolene in 
this manner. You can pump from any one of 
the tanks directly into the ‘‘still’’ or you can 
pump from one washer to another. Or by a 
very simple manipulation of the table valves 
you can pump directly from the washers into 
the ‘‘still.’’ In fact, the entire arrangement 
is so elastic that wonderful results can be ae- 
complished in a dry cleaning plant by very 
simple operations. 


The Premier Systems 


The Premier Systems are only equipped with 
a single pump and in operating these systems 


it is necessary to foree ‘‘elean’’ gasolene 
through the lines after ‘‘dirty’’. has »been 
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This is very easily taken eare of, 
however, and occasions no particular trouble 
to the dry cleaner. We could not expect that a 
smaller system, and a less expensive one, would 
be able to accomplish every- 
thing the doulble table outfit 
is able to do. 


pumped. 


THAT GASOLENE 
SB, (SMELLS SomE— 
SS THING FIERCE 


‘are mae tanks. Weare recom- 
& mending that all of our sales- 
2 ,men sell cone bottom tanks 


ue whenever they find a dry 
~ aie, cleaner short on storage. We 


use cone bottom tanks so that 
distillation is reduced to the absolute minimum. 
This gives you a lot more elasticity in the opera- 
tion of your outfit and that is what the Bowser 
Systems are noted for. 


The cone bottom tank is made conical simply 
to hasten the precipitation and to have the de- 
posit of dirt in the extreme end of cone so that 
it can be easily pumped into the ‘‘distill’’ for 
reclaiming. 


We have one suction line leading from the 
pump suction directly to the center of the tank 
and extending down to the extreme point of 
the cone. This line is only for the purpose of 
pumping the dirty settlings and transferring 
them to the still. Another lne runs into the 
top of the tank through the manhole and down 
to a point about 18” above the bottom of the 
cone and this line is used as a clean suction 
line, 


The Wonderful Saving in Soap 
the 


After 


tank has settled sufficiently the 
gasolene is pumped = up 


cane through this line into the 
washers for the purpose of 
cleaning the darker gar- 
ments. Whenever gasolene 


can be allowed to settle and 
‘‘elear up’’ and not be placed 
through the still, it still re- 
tains its soap, which is 
soluble in gasolene, and per- 
mits the dry cleaner to make 
a wonderful saving not only 
in gasolene, but in soap. If you will stop and 
think of the filth and dirt that is deposited in 
our cone bottom tanks and the ability of the 
cleaner to use this gasolene over and over again 
you can get some faint idea of the possibilities 
of the Bowser System in dry cleaning plants. 


AFAINT IDEA oF 
THE POSSIBILITIES 


We send carefully printed instructions in a 
neat metal case with every system sold. It 
should be the particular business of the man 
‘wile is in charge of the plant, to go absolutely 


according to the directions which are furnished 
with the system. But we find that very fre- 
quently they do not follow these directions and 
allow the tanks to become foul with dirt. Then 
they wonder why their gasolene smells and 
why they have trouble in removing the odor 
from garments. The answer is they do not 
clean out the cone bottoms of the tanks as they 
should and according to directions. If neces- 
sary these tanks should be cleaned out every 
day, especially during rush season. 

Every time a cone bottom tank 
of the clean gasolene, 
should be dumped out 
and if they will follow sr towers tis cost so 
these instructions care- Quseriion 
fully, they will always a ee 
keep their gasolene 
clean and sweet. 

If you know of any 
trouble which any of 
our customers are ex- 
periencing with our sys- 
tems, especially trouble 


is emptied 
the refuse in the cone 


with foul gasolene, you 
tell these people to 
pump out one cone bottom tank at a time. 
To pipe steam from their boiler to this 
tank, filing tank full of hot water. Put 


in about two pounds of ‘sal soda’’ through the 
fill pipe. Now run a rubber hose down to as 
near bottom as possible and boil with steam 
the contents of the tank for at least one-half 
or three-quarters of an hour. Then allow it to 
settle, possibly over night and in the morning 
pump out the entire contents of the tank and 
refill it with hot water as a wash. This will not 
only remove all traces of dirt and precipitation, 
but the tank will be absolutely clean. 
Gasolene which has become foul and rancid 
can never be reclaimed by placing it through a 
still. Please remember this and advise your 
customers accordingly. After the gasolene has 
become sour and rancid there is only one way 
to eliminate this and that is to throw entire 
contents away and buy new gasolene and clean 
the tanks. It will be good business on the part 
of any concerned to at least clean out their 
tanks in the manner mentioned once every year. 


Does Away with the Gauge Sticks 


This year in addition to simphfying of the 
line, the company has placed upon the market 
a new device called the Cut 202-B indicator for 
dry cleaners. This is a splendid new addition 
to the already complete Bowser line. Although 
an Accessory at extra price it has some of the 
best talking points of any umt which we 
have ever placed upon the market. In our 
standard systems you know we furnish 
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eauge sticks and the dry cleaner must always 
vauge his tanks when filling them to find out 
just how much can be removed or placed in 
each respective tank. To do this it is necessary 
for him to go outside of his plant and some- 
times in the Winter time this is very incon- 
venient. 


With the 202-B indicator a float is placed in 
the tank and a pipe is con- 
nected from the tank, run- 
ning over to the building 
in which the dry cleaning 
room is located. This 
goes through the wall at 
least twelve feet above the 
ground and comes inside 
the building. To this float, 
which is placed in the 
tank, we connect a flexible 
copper wire which runs 
over pulleys at the points where it turns at 
right angles so that it works absolutely easy 
and free. This wire and conduit runs into the 
building and is connected with .a standard 
graduated gauge in such a manner that any 
motion of the liquid in the tank registers the 
amount in gallons on the gauge inside the build- 
ing. This is a splendid device and has some 
wonderful talking points and is an absolutely 
exclusive accessory with the Bowser line. 


SHOULD NOT 
Buy IT IF HE HAS 
THE MONEY 


For instance, the dry cleaner can ascertain 
each morning just how many gallons he has in 
his tanks. Ile doesn’t have to leave the room 
to find out just how much gasolene he can put 
in any one tank in transferring. He ean al- 
ways tell how much gasolene he has placed in 
a washer by watching the gauge, which is con- 
nected to the particular tank which he is draw- 
ing from, 


Ile can also learn the exact amount of gaso- 
lene he has used in any particular run by not- 
ing the amount placed in the washer to clean 
the clothes and then using the same tank to 
return the gasolene. By connecting the ex- 
tractor return so that it will go to this tank, he 
will be able to know just how much gasolene 
was used in cleaning one particular batch of 
clothes. Gentlemen, this is one of the finest 
talking points for the Bowser System that we 
know of and every dry cleaning system that is 
sold this year should include a Cut 202-B indi- 
cator. They are simple, they are very reason- 
able and they are a valuable addition to any 
plant. One gauge should be sold for each cone 
bottom tank. 


The Master Strainer, Cut 258, in a device 


which is placed between the tanks and washers, 
or on the return line, and designed to remove 


all heavy precipitation, buttons, and dirt of all 
kinds, before the gasolene reaches the cone bot- 
tom tanks. This is provided with a cover, 
which works quickly, and the sereen baskets 
can be easily removed and cleaned. 


At each washer, when there are more than 
two washers used in a 
plant, there should be used 
a Cut 253 washer strainer. 
This is designed principal- 
ly for straining gasolene 
when pumped from one 
washer to another. 


GASOLENE DOESNT 
STAIN THE 
SILK LIKE 

WATER DOES 


The valves and piping 
that are used with a Bow- 
ser system are of the very 


best. We are using the 
Crane Quick Acting 
Valves, because in the 


years which we have used them with dry clean- 
ing systems, they have given us the very best 
of satisfaction. They are expensive but they 
are the best in the long run. 


Form Sales 5C. 


The salesman in selling dry cleaning equip- 
ment should always include with his order, and 
signed as a part of the order, Form Sales 5C. 
By doing this you will assist the company in 
getting out your order intelligently and will 
give them all the information they need in fill- 


ing of the equipment and sending it complete. 


If this form is not sent you are bound to leave 
off some little thing which you have probably 
promised the cleaner and which will always 
cause dissatisfaction to the customer and your- 
self. Alway be sure when sending in this form 
to turn it over on the other side and make a 
small sketch showing the plant, the distance 
the tanks are from the building and the general 
arrangement of the washers, extractors, stills, 
boilers, ete., and you will be surprised how 
much you will facilitate shipment of your or- 


der. If you will do this, you will be pleased 
with the manner in which the order goes 


through the factory and the way the shipment 
is made. 


You should make it your business in selling 
dry eleaning plants, to understand something 
about ventilation, something about the danger 
and eliminating of fire and you should know 
how the machinery should be placed to the best 
advantage in a dry cleaning plant. 


Editor’s Note:—These columns this year, from time 
to time, will take up these subjects and clearly dem- 
onstrate the possibilities of working the dry cleaning 
business with a view of fitting you out as a dry clean- 
ing expert, by giving illustrations and information as 
to the pertinent questions pertaining to this business. 


FIRE IN A DRY 
CLEANING PLANT 


Huntley’s French Dry Cleaning 
& Dyeing Works, Burlington, 
Vermont, Had a Serious Fire 
Midnight, January 30, 1915. 


Probably the best way to give 
you the facets in connection with 
the fire at Huntley’s French 
Dry Cleaning & Dyeing Works, 
is to reproduce Manager J. H. 
MeConnell’s letter of February 
3rd, which accompanied the 
photographs herewith shown. 


“When I reached Burlington, 
Vt., at midnight Jan. 30th, the 
above business place was burn- 
ing. As it was located in the 
heart of the business section, 
the citizens, including the fire- 
men were considerably wrought 
up over the possibility of a 
gasolene explosion. 


“The following day the lead- 
ing newspaper printed an arti- 
cle advising of the imminent 
danger of the property for the 
reason that gasolene was stored on the premises. 
We called the reporter’s attention to the fact 
that the dry cleaning department was the only 
one that could have been operated the following 
day. Our Bowser equipment proved its efficiency 
under most trying circumstances. 


“From the photographs forwarded under separ- 
ate cover you will note that the walls are 
charred, and that there is considerable ice as 


Interior of Operating Room—Note Our Standard Pumping System 
and Its Fine Shape After the Fire. 


THE BOWSER BOOMER 189 


Another View of the Operating Room—Note the Way the Flames 
Played About the Room, But the Small Damage Done—Thanks 


to a Bowser System. 


a result of the water thrown into the room, 
(the temperature was ten degrees below zero). 
But the machinery in the cleaning room itself 
was in no way damaged. Although there was 
some gasolene in the still I stood in the area- 
way back of the dry cleaning department while 
the firemen were throwing water into the dry 
cleaning room. 


“At no time was there the slightest danger of 
an explosion. The entire build- 
ing was on fire, and had it not 
been for the splendid work of 
the fire chief and his men, the 
entire building with all of the 
machinery would have been de- 
stroyed. As it is, the building 
is a wreck, but a large part of 
the machinery can be re- 
claimed and our equipment was 
practically uninjured. 


Very truly yours, 
(Signed) J.H. McCONNELL, 
District Manager. 
JHM’C-R 
© © © 


KEROSENE DOES CON- 
TAMINATE. 


Most everyone but the merchant, 
using the old method of handling kero- 
sene, knows that the odor of this neces- 
sary liquid will penetrate foodstuffs 
and contaminate them. 

AS an example, we will quote what 
Mr. Alexander P. Robinson, Manager 
of the St. Louis Braneh of the Standard 
Oil Company, says on this subject: 

“To be frank, the people are tired of 


getting their sugar or their flour home 
and finding it tastes of kerosene * * * *”’ 
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MANY HAPPY RETURNS OF THE DAY 


Mr. John L. Handy, of the Railroad Sales 
Department, who is well known to the entire 
organization, celebrated his 59th birthday on 
March 8th. 


In remembrance, a few of the Store and 
Garage Sales Force got together and presented 
him with a fine box of cigars. They aecom- 
panied it with the following poem, which was 
prepared by Mr. Rosser MeClure, another 
equally well known gentleman in the Bowser 
Organization. 

Here’s to you, John, 
On this day of days, 
And may it the happiest be! 


Let it be as bright as the sun’s white rays, 
And as calm as a waveless sea! 


Here’s to you, John, 
For your days to the close, 
May you enjoy each one of your whims 
Aud always remember the wishes of those 
Who gave you this box of Kims! 


ee 
—— 


J.C; WILBAR 


"FRENCH DRY CLEANING — 


BOWSER | SYSTEM ALL SHADES | 


DYEING qe 
rice Puan s09 i 


The above picture shows the Dry Cleaning 
Plant of Mr. J. C. Wilbar, Asheville, 
N.C. We secured this photograph 
through the courtesy of our 
Mr. J. C. F. Knowlton, 
of the Atlanta 
District. 


© ® © 
SOME PLEASED, BELIEVE US 


Centerville, Tenn., March 6, 1915. 

Messrs. S. F. Bowser & Co., Inc., 

Fort Wayne, Ind. 
Gentlemen: 

On March 2nd, 1915, I bought from your sales- 
man one oil tank and I wish to add to this order 
cne good transfer pump. 

I purchased one of your tanks many years ago 
under the firm name of Walker Bros., at Cable, 
Tenn., and am proud to say that its as good 
to-day as it was when first received and set up. 

Do not fail to ship pump. Rush the tank along 
as I am losing time and money by not having its 
assistance. 

Thanking you for past favors. 

Yours very truly, 


ROBT. N. WALKER. 
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AWN ENTERPRISING DRY CLEANER. 


As evidence of the many advantages the pos- 
session of Bowser Equipment affords a Dry 
Cleaner, we are reproducing an advertisement 
taken from a local Burlington, lowa newspaper. 


OESN’T IT MAKE YOU FEEL 
BETTER...... 


when you send your suit to a cleaner to be fixed up and know 
that they are responsible and your suit is going to get the 


bf 
atl 


geanenoe #9 — f=) rT 
\ \ I aa " 
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oe le etter] 


The Bowser Underground Dry Cleaning System 


best. of attention and delivered when you want it, absolutely 
odorless, and know that we have the only system in the city 
o clean and finish your clothes properly? You find 
others that will try and convince you wrong, but there is a 
‘eason for our rapid and continuous growth. 


he Model Cleaners, Inc. 


Just Phone 1442 and We Are on the Job. 


ply 


Exterior of the Building the Following Morning 
After the Fire. 


FOOT VALVES 


In order to emphasize the matter, we are 
calling your attention to the way we are ship- 
ping out our foot valves. We have discon- 
tinued using the machine screw and galvan- 
ized strip on the bottom of the valve to hold 
the poppets off their seats. We are using a 
special arrangement that does away with all 
possibility of the customer using the valve with 
the poppets held up off their seats as has been 
done under the former ‘‘serew and _ strip’’ 
method. 

The valve will be placed in the carton with 
the new cardboard attachment. The customer, 
in lifting out the valve, automatically leaves 
the attachment that holds the poppets off their 
seats. Ile cannot then make any mistake. 

This is a very fine improvement and will 
avoid any possibility of error hereafter. 


TURDAY, JANUARY 9,:1915. 


fH TAPTESBURG NEWS 


PHOENIX’S 
‘| Special $122 Day 
On Next MONDAY 


Just the one day—we will dry clean any lady’s coat suit or 
dress or any man’s suit for 


One Dollar 


We make this splendid offer for this day only. It is an opportanity 
to get your euit cleaned cheap’ that we will 
he unable to repeat and 


: There’s A Reason 


Our Dry Cleaning Department has grown so large that even with our 
present splendid facilities weare tnable to handle it like .we 


want tu. We are now shipping our work into eight 
States and our business is growing all the time, 
For this reasounwe will close down our Dry 
Cleaning Department on January 15 


for two weeks to install the 


Celebrated Bowser System 


We expectcd tu install this, the latest and best known system in the 
dry “leaning world, on the Ist of January, but a tele,ram from the 
mannfacturers informed os that ~he shipment bas een de- 
Jayed about two weeks. Of course while weare closed tuo 
install this $1500.00 plant we will be unable to take 
care of the usual run of business, and that is the 
reason we offer this special inducement for you 
to send your suit down next Monday and get 

and preesed tor one dollar, 


it cleaned 


Phoenix Laundry 


ANOTHER SATISFIED USER. 


Mr. G. E. Burwell, working from the Atlanta 
Office, tells us of a very interesting experience 
he had recently when ealling on a Bowser 
user. 

The outfit in use was, 
well could judge, twenty years old. 


as near as Mr. Bur- 
The owner 
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said it was measuring accurately and giving 
perfect satisfaction—that he would not give 
as much as $3.50 difference for a new one. He 
also said that on a recent visit from the. In- 
spector of Weights and Measures the Bowser 
pump was the only thing he didn’t punch a 
hole in. 

Such endorsements, coming unsolicited, 
indeed appreciated. 


are 


J 


A 


MODERN PLANT IS. 
BEING. INSTALLED 


Sanitary Dry Si ieeeniny Works | 
Puiting in Latest Machinery | 
at Their New Plant—Com- 
olete in Every Arrangement. 


Sunday, January 10. Bh 


siuefield is getting into the city: 
class in one respect at least, and Khat 
is in the line of a inodernly equipped 
Tand well arranged plant for sanitary 
ay cleaning und pressing, whieh will 
jbe able to do anything in this line 
Nine can he done in the largest cities. 
|The Walters building on Bland street, 
hag Leen enlarged-by the addition of 
a meer “Townilicbimes, Geb jaye Gk 12Cic, > Re 
Which is peing installed a new plant 
iter the Sanitary Dry Cleaning Works. 
iThis addition is specially -puilt for 
ihe dry cleaning department, and will 
be used by the firm in~ connection 
wih a pressing department, offices. 
eic., which wilt be lecated in the main 
PUT CIS Zo. Div Gan feet. ait 
So. 34 DCland street. The system be- 
ime installed is kngwm as the Bowser 


cleaning and system, 
Bowser 


bg distributing 
aud iS manufactured hy Ss. F. 
and 


| 
Pe CO, ol Toms Wynne, In. 
nd 


ee 


LD DAILY AEST, 
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is Wal) is known as the wnidergzrou 
“rei@ul,  1ORES Gi Hem JuROaN Woe 
i ructory, headed by the firm's engineer, 
Ry ics. . DeVilbis, is now cngaged in 
Wiinstalling the equipment. There are 
ive tanks which are buried in the 
earth outside of the building and are 
eonnected to a sort of swirchioard 
inside the plant from which it is pos- 
| ible to direct the fluids ftom one 
leewieers to another and “place it all 
pack in the underground tanks <1 
night, thug removing it from the dry 
POE] cleaning machinerve.% « 
ee aS Sanitary Dry Cleaning Works 
begin removing to,this location 
on ee and there Will be no in- 
ierruption @f business as far as press- 
‘na js coneerned, but the crders for 
jcry cleaning cannot be filled before 
sda. 
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THE CHIEF SENTRY 


A Brief Statement Explaining Some of Its Ad- 
vantages and Differences Over 
the ‘‘Red Sentry’’ 


To the salesman familiar with the material 
and type of construction of the Cut 241 pump, 
the Cut 102 pump presents certain radical dif- 
ferences that cause him to ask the ‘‘why’’ of 
them. It is the purpose of this article to take 
up three of the most prominent of thése points 
of difference and show the salesman the desira- 
bility of them—show him whereby greater ulti- 
inate service to the customer is obtained. 

The most striking and probably the most 
radical change that one notices, is the substi- 
tution of sheet steel for cast iron in the outside 
casing or housing of the Cut 102 pump. 

The pump casing itself consists of the lower 
housing or the cylindrical covering for the 
pump and filter cylinder; the pump cover or 
dome shaped piece covering the pump mechan- 
ism; and the upper portion, a tube seven inches 
in diameter and four feet long which covers 
the lamp. 

But to come back to the pump casing itself, 
no better way could be had to bring out the 
advantages of the steel casings than to substi- 
tute cast iron for the present construction. The 
lower housing would need to be at least 14” 
thick instead of 1-16” thick, entailing an added 


weight of nearly a hundred pounds, making 


the covering so heavy that it would take two 
men to handle it and we would lose the present 
feature of a customer himself being able to 
easily uncover it to get at the inside of his 
pump. 

In the case of the upper two housings, cast 
iron would be impractical. First, because of 
the excessive weight to give the same strength 
as the sheet steel. In fact, it would absolutely 
be out of the question to open and close the 
pump as it is done at present. The constant 
closing the pump would shortly crystallize and 
break a cast iron, dome-shaped casing, while 
the lamp and globe at the top would be broken 
by the inertia of the heavy moving parts. With 
steel, however, neither of these will happen, for 
its ightness as well as resilience, will neither 
break the globe nor be broken itself. 

The second important difference between the 
Cut 102 and the Cut 241 pumps is their shape 
and size. It is true that they are both circular 
in the general outline, but at first glance one 
is apt to say, ‘‘What a mountain of a thing. 
It would be an obstruction to the sidewalk.’’ 

A close study of the proportions of the five- 


evallon pump reveals some rather interesting 
things. It is natural that a pump of five gal- 


lons capacity with a double set of gearing 
necessary for the quick return of the plunger, 
with two cog bars ten inches apart instead of 
one, with nearly twice the length stroke, and 
in addition a rack scale, compensator and 
their driving mechanism, would require con- 
siderably more space than a one-gallon pump. 

On the face of things, it might be reasonable 
to expect at least twice the sidewalk space 
would be needed. As a matter of fact, the out- 
side diameter of the Cut 102 is only three and 
one-half inches more than the distance across 
the largest part of the 241. The rectangle of 
the base of the latter will just go inside of the 
niche or circle made by the base of the newer 
pump. When closed, the distance from the 
‘‘breast’’ of this pump to the ground is prac- 
tically the same as the one-gallon outfit. 

In the height of the globe, as well as in the 
size of the lamp post, the difference is so great 
as to be noticeable. The heht on the Cut 102 
is 9’ from the ground to 7’ for the smaller 
pump and 7” and 214” for the respective diam- 
eters of lamp post. Ilowever, one has only to 
see a five-gallon pump to agree that the added 
height is in no way a detriment to the pump, 
and possibly may add to the effectiveness of 
the top hght as a night advertisement for the 
customer, 

The third important difference is the method 
of opening and closing the housings of the 
pump. Everyone is familar with the 241, with 
its horizontal swinging doors, and it is natural 
to suppose that the five-gallon curb outfit 
would be simply a larger edition along the 
same line, but new problems forced a change. 

For example: The added diameter of the 
pump, together with the fact that the cog bars 
and plunger crossbar, that is, the parts that 
move up and down, were 10” wide instead of 
11%”, would have made doors of such size that 
to swing them open would have been a serious 
obstruction to the sidewalk, as well as the 
added danger of breaking. Ilence, a vertically 
movable pump cover was adapted. Not only 
did it solve all the problems involved, but also 
brought in a number of other desirable 
features, a few of which I will enumerate in 
closing this article. 

First, the pump occupies no more room on 
the sidewalk when open than when closed and 
in fact, when open, takes less sidewalk space 
than the Cut 241 with its doors swinging wide 
open, 

Second, all parts of the pump including hose 
and hose draining valve, are completely en- 
cased at all times, and third, but not least, fur- 
nishes, when closed, a water-tight, weather and 
storm-proof covering for all the working parts 
of the pump. 
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After Five Days Return to 


David Bernhardt ‘Paint Co. 


(Limited) 
321-323 Camp St. New Orleans, La. 


We are Large Dealers in Window Glass 


We have installed throughout our paint department the Bowser System of 
Self-Measuring Tanks Tits insures our cwstomers correct: measure. 


A reproduction of the Business Envelope of a Satisfied Bowser User—Note the 
point he makes as indicated in the lower left-hand corner. 


194 THE BOWSER BOOMER 


WITH APOLOGIES TO H.H, MERRICK 
ARMOUR oy COMPANY 
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BRANCH OFFICE STANDINGS 


14th Week Ending April 10, 1915. 


SENIOR OFFICES 


FIRST - FORT WAYNE FOURTH - CHICAGO SEVENTH - HARRISBURG 


eae 


L. P. MURRAY, Manager R. S. COLWELL, Manager 


E. J. LITTLE, Manager 
SECOND - - ALBANY FIFTH SAN FRANCISO EIGHTH = TORONTO 
ae 
as & A‘S {3 x 5 
J. H. McCONNELL, Manager D. S. JOHNSON, Manager W. R. HANCE, Manager 
THIRD SS DALLAS SIXTH. = =) SreLOuUIsS NINTH : ATLANTA 


W. M. MANN, Manager G. H. HASTINGS, Manager 


H. W. BROWN, Manager 


JUNIOR OFFICES 


FIRST - - DENVER SECOND WASHINGTON THIRD - LOUISVILLE 


.\ 


C. CC: BARNET, Dist. Supt. A. W. DORSCH, Dist. Supt. BE. J. GALLMEYHER, Dist. Supt. 


FOURTH PHILDADELPHIA FIFTH - a NEW YORK 


T. D. KINGSLEY, Dist. Supt. H. C. CARPENTER, Dist. Supt. 
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PON the Bronze Tablet, illustrated at the left, 
which adorns the wall in the corridor of the 
main office at the Home Plant is inscribed the 

names of the three salesmen who secure the largest 
volume of business during the year regardless of lines 
worked. This tablet is seen by all visitors who come 
to the plant during the year. The forty likely candi- 
dates for this honor at this writing are listed below. 


Standing of Forty High Men, April 10, 1915 


Salesman’s Name Office Salesman’s Name Office 
le CaRs Ber lestonzeemencmictehlectt oe Albany 20. J. CP White? atone om «5 teeing ee Dallas 
Dime RacGeePisher tens fers ocotee eeyate ola Denver 21) Ne <A Rin 2s td solanfin site Paats 0e ea ea Albany 
Bo) Wee Vie Crandalliee aot ur.teer San Francisco 22.-K, MM. Kenned yous ae os eee San Francisco 

(First Tablet Cutter—1914) 23. “J:8 Hs GOranven moron tae ae nena St. Louis 
Ay OW eA eM Lernil lie ercctcrencectnss« eee Fort Wayne I 24° 3H Re Birds xocnpie ae meee San Francisco 
Feet pe COC GIMME EO me tute kamen teee Denver \|| 2029 2d. Ma sVONCErem DS Chee -. etc a cients Denver 
G2 Acer Galante Cn geeprtart eieiene iene er Harrisburg || 7A Me ID AN ooo ou eso 3 San Francisco 
12 Gio Reubpeneeaeteci- seer San Francisco | 275. -PeMSSMilleree eae Cee Chicago 
QD Wenvie CONIC Laer at aren enna er Albany | 285-6 We Hlliotttestes.. eee eee Albany 
OV BH PAs  ueON aE dan cece tic eudoiaistetncscee Chicago 29. 2J52 On “McCracken anwacnseeee re Fort Wayne 
LOS Gero Che Delia. arcteienereteteiras te aie Chicago” C=] = 30) CHa La Villir- onesies Engineering Sales 
Tet Gee Pe Sto valllic mem tmnie tenowierrss Washington OLhsd Ge, LROD CLUS aeeka terete tenet torn eater Albany 
LO RT Se awrenGee ap me cacace cies ier Chicago 32,0 G2 PeDICkey wee eee eee St. Louis 

(Second Tablet Cutter—1914) >| 33.2 Hw LOUSLeyi soe ene St. Louis 
Sos RY Were DGV Grex cacti minutiae Albany Sa Wi ei ie Cees oar an oy ee New York 
14> Sos Wee Ghen eyo a ci temo. Fort Wayne 35. =GS. Hee BOWel ae tek st eee Chicago 
15 oe Ee DODSONter. cemere Engineering Sales 3622 Ciicds ROSerSaac Sane eee eee Chicago 
165° RY saiClemen tances oucceer coe Chicago 37. DReeWal Sewell ok. oe oe ee Denver 
a lig emmy te ead CT ee ees minchin ex cide Fort Wayne 38.07 CoB HVAT Scassyene «tenses Cees Fort Wayne 
U8, Js db VaN DIS Wen, eerie werenicers Chicago 397o Hs BA ISlOtZe eae oer eee San Francisco 
TO. “Wee Hee Coddinetonmememertiater St. Louis AQS (C2 Ce sWolie wane ate eae Fort Wayne 


Five High Men by Points in each District, April 9, 1915 
(Districts Listed Alphabetically ) 


ALBANY DALLAS FORT WAYNE NEW YORK 
Cc. R. Eggleston J. C. White W. A. Merrill 
D. W. McConnell Wi Wi. 2ince L. W. Cheney 
N. A. Ring. R. L. Matthews W. H. Lease 
".. W. Devereux J. M. Tucker >-B. Hvans 
G. W. Elliott Cc. M. Sigler W. H. Pritchett 


KF. H. Peeples 
W. H. Ladd 
G. W. Scott 
. Dalgaard 
A. B. DeLacy 


ATLANTA DENVER HARRISBURG PHILADELPHIA 


Ole Wbo ee 
Fr 

OTH Who 

CASS: bo 
a 
5: 

OTe Cobo 
an 


in he Cuschuster 1. R. G. Fisher 1. A. G. Hartgen 1. H. A. Vortigern 

2. R. W. Maxey 2. R. Coddington ore etn Ds Meonanrd: 24... W. 8. Parker: 

A A dis, (Culhiale 3. J. F. Vonderembse oe «WB. Offerle on" WJ. i Comber 

Ey Mbp ESS Ole: 4. R. W. Jewell eye Jee aw, 4. W. M. Booker 

5. M Bedingield 5b. AD. warle 5. M. B. Peiffer +. D. W. Chase 
CHICAGO ENG. SALES LOUISVILLE ST. LOUIS 

1 J. J. Manning i, Jn E Armstrons 1. Max Heintze 1. W. BH. Tousley. 

2 R. &: Clement 2 H. EH. Dobson 2. EF. L. Alsobrook 22 G. B) Dickey, 

3 G. H. Schnabel 3. E.. L. Milliron 3. D. Moore 3. J. F. Goran 

4 R. T. Lawrence 4.” Us Je Connelly 1. J. B. McPherson i. W. A. Lee 

5. H. A. Leonard Dy ae lay lor by rd, Ce Roeers do. W. H. Coddington 


SAN FRANCISCO TORONTO WASHINGTON 
W. V. Crandall T. H. Rhodes G. P. Stovall 

G. H. Reuben J. W. Merickel D. W. Darden 
KF. M. Kennedy W. Hickingbottom J. T. Gibbons 

Ase indy Has berel K. J. Murphy L. O. Pack 

E. F. English H. M. Fickler A. L. Corbin 


OVS GOK H+ 
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, 1915: 


Personal Investigations 
of Philip >!>! 


He Discovers Some Remarkable 
Qualities of Gasoline. 


EXPERIENCE COLUMN 


It has been suggested that an ‘‘ Experience 
Column’’ be started in the Boomer and_ so 
an invitation is now extended you men to help 
make that column an interesting feature. 

We believe that there isn’t a salesman who 
has been with Bowser & Company long enough 
to get his ‘‘bearings’’ who has not had experi- 
ences of such a nature as when told would 
benefit to a more or less extent, all the other 
men in the organization. We believe that the 
establishment of sueh a column in our publica- 
tion would draw out a whole lot of what 1s 
at present only known to the individual. 
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There is, as you know, a general invitation 
to everyone of you men to send in anything 
that would be of interest to the organization. 
An ‘‘Experience Column,’’ however, that be- 
longs absolutely to you men for relating expe- 
riences and giving of testimonials relative to 
Bowser business, would be something different 
than anything we have had heretofore. The 
Editor is going to try and keep this column 
open for a few issues and see how well the 
suggestion is received. 

Now, it doesn’t matter how long you have 
been with the organization. As long as you 
are a Bowser salesman this column is open to 
you. When you write, just imagine that you 
are with two or three other Bowser salesmen 
and holding a heart to heart talk on some 
personal experience you have had in connee- 
tion with the business that had an influence 
on your sales work. It doesn’t matter how 
long or short your letter, the Editor will en- 
deavor to present the ‘‘meat’’ of it so that 
all may get the benefit of your argument. 

It is now up to you. 


AN 8S. 0.8. CALL 


ITere is an actual situation which occurred to 
the writer when recently travelling in southern 
Ohio. 

Mr. Homsher and the editor called on the 
best prospect in town for a ‘‘Red Sentry’’ in- 
stallation. Ile was the owner of a prosperous 
grocery store, apparently enterprising and up- 
to-date in every respect. When we reached 
there, about eight o’clock in the morning, he 
Was sweeping the walk. When we started 
talking he lstened attentively for perhaps a 
minute and then suddenly said: 

“Yes, | know all about the Bowser proposi- 
tion and I haven’t time to listen any more 
this morning. This is pay day with the miners 
and I’l be busy all the time.”’ 

As he disappeared into the back room we 
tried to keep him and finally tried to make an 
appointment for later in the day. It was prae- 
tically impossible, without physical violence, 
to get him to listen. 

Now, what we would hke to know is how 
some of you men would have handled the 
situation. Write the editor what you would 
have done under like circumstances and see if 
we cannot help some of the boys who run 
up against propositions of this kind by an ex- 
change of ideas through the columns of the 
‘Boomer.’ 

Do it now—TODAY. It’ll net take you 
long and it may be the means of helping many 
a co-worker over a difficult stile. 
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THE MILL DIDN’T STOP 


He got angry one day 

And threatened to quit; 

Didn't fancy the way 

Things were going a bit, 

And so, in a huff, 

He resigned. It was meant for a bluff, 

For the boy in his mind 

Fondly fancied that they 

Would beg him to stay, 

But they stunned him and filled him with woe 
When they failed to rebel against letting him go 
Keenly bereft, 

With a heart that was sore 

And a weight on his mind 

Such as never before 

The day he resigned 

Had come to oppress him, he left; 

3ut the greatest and saddest shocks was to come, 
For when he stole round on the following day 
He was stricken dumb 

To see that the mill was still grinding away, 
Merrily humming its wonted song 

As if nothing at all had ever gone wrong. 


YOUR JOB 


If you really want the kind of a job, 
Like the kind of a job you like, 
You needn’t slip your clothes in a grip 
And start on a long, long hike. 
You'll only find what you’ve left behind, 
For there’s nothing better, that’s true. 
{t's a knock at yourself when you knock your job, 
For it isn’t your job, it’s you. 


eal jobs are not held by a man afraid 
To start the sweat on his head. 
If you’re willing to work and never shirk 
You can raise your job from the dead. 
And if, while you're making your personal pile, 
Bowser is making one, too, 
Your job will show you are on the go. 
It isn’t your job, it’s you. 


(Signed) J. H. Robbins. 


Best Results From Thoroughness 


An Address by Our Vermont Yankee, Mr. C. M. Carpenter, of Detroit, Before 
the Bowser Efficiency Club, Tuesday Evening, February 23, 1915. 


‘One of the greatest problems that con- 
fronts the business world today is to find men 
fitted for promotion—men who 
have successfully 
required of them and have shown 
by their ability, faithfulness, and 
loyalty that they are ready for 
advancement. 

‘So the pertinent question for us to ask our- 
self is, ‘How can we make the most of the posi- 
tion we now have?’—‘ How can we qualify for 
a better one?’ 

“There is so much that we can do to fit our- 
selves for such promotion. One way is being 
thorough, this implies accurarcy. 

‘‘Whatever our work may be, we should 
know the top and bottom, inside and out, cause 
and effect, and both ends of everything that we 
handle. 

“So many think that they 
work, that if it is not well done, perfect in 
every small detail, who will know the differ- 
ence, no one will thank us for being particular. 

‘Do we ever 
the least work, 


can sheht their 


try to get the most money for 
and fail to realize that work 


not well done hurts ourselves; that it is just 
the same as stealing to slight a job and take 


the pay of work done right? 
Faulty Work Hurts the Whole Structure 


“Then our imperfect work often affects 


done the work 


others, as a faulty foundation of a building— 
no matter how perfect in architecture or de- 
sign the rest of the building may be built, it 
may mean later the loss of the building and 
perhaps life itself. 

‘“We should strive to do our work to the 
finish, first for the value it is to us, and second 
to others. 

‘For the man that works indifferently, does 
no more than he has to with his eyes on the 
clock, he may be tolerated 
but his place could be 
easily filled. 

‘*But the man who puts 
his heart into the work, 
is earnest, enthusiastic, 
studies to get the best re- 
sults in his daily work, : 
will surely be encouraged 
and recognized. Perhaps 
time 


. HE MAY BE TOLERATED BUT HIS 
but 1S Place coutp BE Easily FILLED 


not 
proficiency is sure to pay in the end. 
‘‘For it is the work that is done voluntarily, 
and more than duty calls for, that counts. 
‘“So many seem to think that they have 
no opportunity. In fact there never were so 
ay as at the present time. 


‘Opportunities are everywhere if we are 
only qualified. 


every 


‘Is the trouble because we are looking afar 
off instead of close at hand? 
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Our Present Job is a Gold Mine 

“Are we making the best of the position we 
now hold, doing « our level best, or are we think- 
ing of the great success 
we could make if we 
only had some other po- 
sition ? 

‘‘Perhaps we are like 
the man who sold the 
richest gold and silver 
mine in Nevada for 
$42.00 to get money to 
pay his fare to other 
mines where he thought 
he could get rich. 

““Then we should not 
be discouraged oyer failure, no matter how 
hard the work or what obstacles we meet 
with. We must push our way through and 
make these obstacles stepping stones to suc- 
cess. 

‘““There is something inspiring in one who 
fails squarely after doing his very best, and 
who then enters the contest with undaunted 
courage and redoubled energy. 

‘“When a little boy was asked how he learned 
to skate he replied, ‘All I did was to get up 
every time I fell down, and go at it again.’ 

“Tt is constantly Cane at it that wins the 
prizes of life. 


ane zai 4 


‘“We should all be eager to succeed. And 
while we may not have the ability of a Lin- 


ecoln or Webster, we 
our places worthily. 

‘““We want to realize that we are a part 
of this great business army, and do our best, 
knowing that we are being tested, and should 
measure up to the highest possibilities of our 
being. 

“The present day business methods make 
it possible for employers to better judge our 
qualifications than we our- 
selves. They know how 
our work fits in and harmo- 
nizes with that of others. 


Be Karnest—Be Sincere 

‘‘We must be earnest, 
adapt ourselves to condi- 
tions, love our work, al- 
ways look for the good and 
not the bad, for we usually 
find what we are looking 
for in this world. 

‘CA man said to a boat 
captain, who had run a boat successfully for 
several years, ‘You must know every. shoal 
and rock on these coasts,’ ‘No,’ he replied, ‘but 
I know where the deep water is. That was what 
he was most interested in. 


Cammateleast. (ry Ort! 


MANY THINK THEY CAN SLIGHT 
THEIR WORK 


“Tet us learn to make the most possible 
out of what is given us. Study to improve 
ourselves as well as our work. 

‘So to make a success of our lives we should 
try to get the best results in everything that 
we do, knowing the quality we put into our 
work will determine the quality of our life. 

“For the habit of insisting upon the best 
of which we are capable, of always demanding 
the highest, never accepting the lowest or see- 
ond best, no matter how small the remunera- 
tion, will make all the difference between suc- 
cess and failure. 

In Conclusion 


“Take the lesson to yourself, remember golden 
years are passing by, youth is passing too. 


“Try to make the most of life, lose no honest way, 
All that you can call your own, lies in this today.” 


“Power, intellect, and wealth, may not, cannot last. 
The mill will never grind with the water that is 
past.” 


“Oh the wasted hours of life, that have flitted by, 

Oh the good we might have done, lost without a 
sigh, 

Take the lesson to yourself. Take, oh, hold it fast, 

The mill will never grind with the water that is 
past.” 


FURTHER INFORMATION REGARDING 
MR. ROBERT GRANGER 


Since writing our article for the last Boomer 


we have heard from Mr. George Granger, Mr. 
Robert Granger’s older brother. We quote 


the following from his letter on the subject: 

“On the 6th day of March I received news 
that Robert had been wounded in the Hast of 
France on March Ist, during an attack made 
by the French Infantry on a strongly fortified 
German position. There were many killed and 
wounded in this attack. 

“Robert had his left arm broken by a bullet: 
however, he was able to walk to an ambulance 
on the battle field, and from that point was 
transported to railway station, and thence to a 
military hospital at Bourges, a very antique 
city in the center of France. 

“While Robert shows marks of terrible hard- 
ships he has gone through, he sesms to be pro- 
gressing well. Since I saw him he has had a 
very strong attack of fever, which, so far, the 
military doctors are unable to diagnose. We are 
trying to have Robert transported from Bourges 
to a Paris hospital where he will have better at- 
tention. To do this, permission of the Minister 
of War is necessary.” 

“Bowser & Company were not forgotten in my 
visit to Robert, as I took him a copy of a recent 
issue of the Boomer. It was like a tonic—he 
enjoyed it very much and it did him a lot of 
good. 

Jacques Vallet, draftsman connected with the 
Paris Office, who was sent to the front during 
the beginning of the war, died in a military 
hospital in the Hast of France, his death due to 
illness contracted during the time spent in une 
field.” 
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PERSONALS 


H.W. Browr. of the S. F. 
Bowser Co. Fort Wayne, Ind. 
Manft. of Gasoline & oil outfits, 
appeared before council Monday 
night in the interest of Davis & 
Foley who have purchased one of 


the Bowsers very latest gasoline 
street outfits. The outfit men- 
tioned is of the latest improve- 
ment standing about ‘5 feet tall. 
Itisto be placed close to the 
curb from which filtered and 
strained gasoline can always be 
secured. The outfit wi!l arrive 
this week and will be placed in 
atonce, Davis & Foley should|¢ 
aa ae on the peewee asi i 


id ead at ano oie 


Mr. M. F. McCulloch, of the Dallas 
certainly been sucecssful in his first two weeks’ 
work with us. His first order amounting to $235.00 
has been closely followed by his second, third and 


District, has 


fourth. We hope you keep it up right along, Mr. 
McCulloch. 
Mr. O. L. Lewis, of the St. Louis District, who 


began work about the middle of February has been 
showing some speed. His sales for the month of 
Mareh, that have been recorded so far, amount to 
over $1,200.00. Mr. Lewis is certainly to be con- 
gratulated on his fine showing. 


Vir Elen Gre 
lanta Office, 
business in the South. 


Leak, covering territory under the At- 
has proven that there is at least some 
Anyway he sent in some or- 


ders. Mr. Leak just came with us the last of Feb- 
ruary. 
Mr. J. B. MacKinnon, who has had about four 


weeks so far in the Albany District, is beginning to 
show some speed, and we are looking forward to 
some good business from him. 


Mr. J. A. Williams, working in the Dallas District 
since the latter part of February, has sent in some 
nice business. Evidently these Texas boys are not 
so near Mexico that they get ‘cold feet.” 


Mr. C. B. Powers, now under the Ft. Wayne Dis- 
trict, is a man we have not heard from so very much 
but we are looking for a fat envelope from him most 
any day. How about it, Mr. Powers? 


ed 


Mr. H. A. Folsom, who began with the Bowser 
grip in Harrisburg territory almost the last week 
in February. has come across with nearly $1,000.00 
worth of business which shows that he is there with 
the “big stick” when he once gets started. 


* 


Mr. F. L. Kellogg is one of St. Louis’ new men 
who has sent in nearly $1,000.00 worth of business 
during. his first month. Good work. 


Mr. R. S. Moore started with the Bowser grip 
under the Washington Office the later part of Feb- 
ruary. Since that time we have heard no more from 
Mr. Moore. No more of that, Mr. Moore, we want 
to hear a little more from you. Send in some more 
orders. There is nothing more that we would wish 
to ask of you. 


Our genial Dallas Manager, W. M. Mann, has been 
running around his territory like an old hen trying 
to cover fifteen eggs. He's some wise old bird, how- 
ever, and we expect he'll accomplish it. 

He said that when he visited Mr. J. Milton Tucker, 
Mr. Tucker introduced him to genuine Southern hos- 
pitality. He made him acquainted with a number 
of good dry cleaning prospects which they worked 
together. 

One of these prospects drove these two 
around Galveston. 
own words: 


“He showed us the great sea wall in Galveston 
and elaborated greatly in his description of the 
Galvez Hotel. Of course, a country boy like my- 
self, I could not realize the magnitude of such 
an institution without seeing it and in riding 
down to the place, of course I was all expectant 
in seeing the great place. The first building 
that loomed up along the Gulf was the negro 
bath-house on which I focused my gaze and in- 
quired if that was the Galvez Hotel. Tucker 
laughed and continued to laugh.” 


kk 


gentlemen 
The following are Mr. Mann’s 


ok k 


Salesman KE. P. Walker, of the Dallas District, 
has imbibed from the Fountain of Youth. He just 
secured his two thousand one hundred and seventy- 
third order. They tell us “E. P.” is looking fine and 
will certainly be a Pacemaker as he is going that 
gait fast. 


Salesman J. C. White, of the Dallas District, is 
creating quite a furor at the Dallas Office, having 
secured 65 points the first half of March. 


k * * 


Salesman R. D. Eckeberger, the Arkansas Tray- 
eler for the Dallas District, is certainly getting the 
“hiz.”. His good work is only exceeded by the good 
results. 
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Salesman EH. HK. Lowe. of the Dallas District, has 
been laid low with a severe cold. That’s why his 
record is a little low. 

‘Lo, “E. KH.” Hope you'll be up and out shortly. 


* ok Bo 


Salesman W. W. Ince, of the Dallas District, is 
some peeved these days. His prospective custom- 
ers hold back their signature too long to please 
tee 

eek xe 

Salesman P. B. Green, of the Dallas District, is 
out again on his territory. Some of the other sales- 
men are going to scratch gravel to keep up with 
him. 

2k oo ok 

Senator T. L. Smith, of the Dallas District, shows 
a promise of entering the Club on or about July 1st. 
We always knew the Smiths could render a good 
account of themselves. 

e a * 

Salesman W. C. Sutton, of the St. Louis District, 
while making a trip to Jefferson City, was met at 
the depot by Warden D. C. McCluny, of the State 
Penitentiary, and driven at once to this institution. 
Later in the day he was pardoned and given his 
release, provided the Company would ship a 9-Bbl. 
Cut 41, all complete, without delay. 


* ok * 


Harrisburg Office objects to Washington’s claim of 
having the youngest salesman in the Bowser force. 
They say that their Mr. C. H. Seipp, who secured 
his early training under Warrior Hessenmueller, of 
Pittsburgh, is just twenty-one years of age. His 
training must have been exceptionally good as he 
recently closed a thirty point order. 

k oe ** 


Salesman K. F. Hessenmueller, of the Harrisburg 
District, is busy building a home. We hope he will 
build it Pacemaker style as we cannot afford to 
keep him out of the club. 

oo * * 
of the 
He has over 100 


Just watch Salesman M. A. De Souza, 
Harrisburg District, saw wood. 
points to his credit at this time. 


ste ste ke 
* e ES 


Salesman R. D. Leonard, of the Harrisburg Dis- 
trict, the man who put Washington County on the 
Bowser map, has started with a grim determination 
for an Officership in the Club for 1915. It looks from 
his record as if he would make good. 


ste 
DS 


Salesman G. W. Decker is a new recruit to the 
Harrisburg Mill-workers. He promises to cut some 
wood this year. 

3 3 *% 

Salesman H. A. Folsom, of the Harrisburg District, 
has secured 50 points in the Pacemaker Contest the 
first thirty days he has been with us. 

* ok * 


They say that Salesman A. G. Hartgen, of the 
Harrisburg District, has set his aim for an Officer- 
ship in the Club. Inasmuch as he is a three time 
Pacemaker some of you aspirants had better sit 
up and take notice. 

% us k 

Manager C. C. Barnet, of the Denver District, is 
endeavoring to secure a strangle hold on the Junior 
Cup. Read what he wrote the editor under date of 
March 16th: 

“There is one thing I would like to remind 
you of, which you appear to have forgotten and 


this gives me an opportunity to remind you of 

it, and that is that Denver is right in the Race 

and I hope you will not get the fatal idea that 
we have no chance. I don’t want my good friend 

Dorsch to eat too much crow, but all I can say, 

is: Look Out!” 

ok * ok 

Mr. W. S. Stoner, of the Washington District, has 
discovered the “Jitney’’ bus, as his order No. 233-A 
calls for a 2-Bbl. 14 gauge, Cut 241 for the Jitney 
Association in Richmond, Va. 

As this class of transportation becomes more 
popular, we can look for a great deal of business 
from this source, on Bowser storage equipment. 

Po oo * 

The following quotation taken from a letter of L. 
W. Cheney, of the Ft. Wayne District, is self-explana- 
tory: 

“IT sincerely hope I will be fortunate to se- 
cure business enough, in time to land one of the 
offices. I am straining every nerve. Sold a 
Cut 102 at 5 P. M. yesterday (Saturday). It pays 
to work Saturdays.” 

* 

Salesman S. W. Tilby, of the Atlanta District, be- 
came one of Dixie’s “Bond Holders” on March 9th, 
when he sold a 5-Bbl. Cut 41 complete, F. C. W. O. 
It’s Today and not Manana with Messrs. Tilby and 
EDIEes 


GARBOLIC. ACID 
PFOA Ae me 


IHURRYING THROUGH WITH 
HIS SHAVE AT nS 


Osey Austin Picks up Wrong Bott 
and is Seriously Burned Saturday 
When He Uses Carbolic 
Acid After Shaving. 


To be enjoying a morning shave aK 
Ato be suddenly plungéd into a = 
ture inferno is an experience that. few 
care to pass through. Osey ree 
a traveling man of Chicago, had s 
fan experience Saturday morning aa 
fcame away with a badly burned f 
FAustin, who registered at Hotel Holst 
ihad risen rather late Saturday morn- 
ing and was hurrying through BIN 
shave in order that he might BIN 
breakfast and catch a train. In reach- 
jing tor his face lotion he got hold of 
tthe wrong bottle and consequently 
washed his face with carbolic adid 
}His face was burned very badly bat 
luckily none of the acid got into his 
eyes. First aid remedies were applied 
amd it is thought that beyond an ex- 
treme redness for sometime there wil 
be no marks. 


Se 


: 
8 
wa 
oe 
. 


29 fy) 
ee 6 


ee 
Jae 


202 THE BOWSER BOOMER 


The man who whispers down a well 
About the goods he has to sell 
Won’t reap the gleaming golden dollars 
Like one who climbs a tree and hollars. 
(Signed) H. W. BROWN, 
Atlanta Dist. Mer. 
* ak * 

We have a Summary of Daily Reports from Mr. 
F. M. Baker, of the Chicago District for March 6th. 
This Summary shows one call made, one sale, 
$209.00. Remarks: “I stayed with him all day Sat- 
urday but I got him.” 

Mr. Baker is practically a new man in the Chicago 
District but reports of this kind show that he is a 
“stayer,” at least a good evidence of coming success. 
It is just such bulldog determination that wins many 
times when the other fellow is throwing up his 
hands and quitting. 

ak ak ok 


Mra Wie OLLSas ays: 

“A ‘Red Sentry’ is a letter of introduction, 
placing on a mutual basis, the buyer and the 
‘shyer’ of ordinary gasolene.” 

* 7K * 

We expect to show in a coming issue of the 
Boomer a good photograph of our installation in the 
largest garage South of New York City. This 
garage is thoroughly Bowserized. It has space for 
storing 1500 cars. 

1K ok ok 

Mr. T. S. Russell, who has taken up work under 
the Washington District, has demonstrated his abil- 
ity to handle the line in closing two nice store orders 
the second day on the territory. Mr. Russell is a 
hard and conscientious worker and if he can keep 
this record up we will look forward to having him 
among the Washington bunch of Pacemakers. 

- >. = 


Mr. Alsobrook, of the Louisville District, who- 


entered our employ the first of January, is Bowser- 
izing his field and advises us that he gets the busi- 
ness by working some days from 5:30 A. M. to 7:30 
P. M. He is sure some man on the job. 

On the second page of the ‘““Kane County News,” a 
little paper published at Kanab, Utah, there is a 
headline clear across the three columns reading: 


SAY, FELLOWS, DON’T FORGET 
THAT KANE COUNTY HAS THREE 
BOWSERS. 


* * * 


Mr. Paul Krumm recently took a unique order, 
selling a Harness Shop a 5-Bbl. Cut 241, complete. 
This crumb almost makes a loat. 

ca Ee Ee 

Mr. W. R. Hance, District Manager of the Toronto 
Office, advises that the rapidly growing ‘‘Jitney”’ 
business in Western Canada is going to start Filling 
Stations in unexpected places all over the country. 
Mr. Hance expects his salesmen in the West to sell 
quite a number of “Chief Sentry” Outfits during the 
next three months. 

Mr. Hance notices a very decided improvement 
in Canadian business. This improvement seems to 
be general all over his territory and there are grow- 
ing indications that the Toronto District will soon 
be able to claim its rightful place in the Cup Race 
with the other Offices. ; 

One gratifying feature in connection with the im- 
provement in Canadian business is the fine work that 
is being done by the new salesmen. Mr. Hance par- 
ticularly mentions in this connection, Messrs. A. A. 
Atkinson and C. H. Knodell in the Maritime Prov- 


inces, Mr. D. MacGillvray in the Province of Quebec, 
and Mr. H. O. Cuddie in Southern Saskatchewan. 

We hope that we may have the pleasure of en- 
rolling these new members to the roster of the 
Pacemakers’ Club long before the end of the year. 

ok ok * 

Mr. A. W. Dorsch, Superintendent of the Wash- 
ington District, has blood in his eye this year. He 
is determined to have two Officers in the Pacemak- 
ers’ Club or know the reason why. 

“Gus” evidently has his district lined up and is 
steadily settling down to his “order-a-day” winning 
gait. 

All you other Junior Officers take notice and be 
governed accordingly. 
* k * 

Salesman G. P. Stovall, of the Washington District, 
is making a wonderful record this year and is out 
for one of the Officerships in the Club. Nine orders 
from him in one mail, practically all of which was 
store business, is evidence enough of the determina- 
tion with which he is working. This is salesman- 
ship of the highest degree. 


Salesman H. J. Downing, of the Washington Dis- 
trict, has taken up work on the Eastern Shore of 
Maryland. Mr. Downing is a brother of Mr. H. W. 
Downing who formerly made a success of our lines 
in adjoining territory. We are expecting “H. J.” 
to accomplish as much or more than his brother. 

bo oo * 

Mr. J. B. Neely, of the Louisville District, has been 
confined to his bed with acute indigestion, but ex- 
pects to be out in the next. few days. 

* ok ok 


Mr. Max Heintze, of the Louisville District, drops 
in the office once in-a while with an order or two. 
Recently he surprised his Chief, Superintendent Gall- 
meyer, with a little gift of a 5-Bbl. Cut 102 “Chief 
Sentry” order, totaling more than 15 points. 

x %  & 

Mr. R. W. Potts, our genial salesman in the Ft. 
Wayne District, wrote a little note accompanying 
one of his orders, explaining why it seemed to be 
written in two different handwritings. 

“R. W.” writes sometimes with his left hand and 
quite frequently when he is writing up an order 
the customer remarks about how awkward it looks, 
etc., when he laughingly takes his pencil in the 
cther hand and finishes the order. Mr. Potts says 
this almost invariably puts the purchaser in a good 
humor and he usually signs up without further delay. 
He also says it got him several nice orders last 
month. Our candid opinion is that “R.-W.” will 
some day be a “J. Rufus Wallingford-Morgan-Gug- 
genheim,” etc,, etc. 

* a ok 

Mr. Fred L. Kellogg, of the St. Louis District, be- 
lieves in imbibing all the good he can find that will 
benefit him in his life’s work. Recently he sent us 
a clipping, the following of which is a copy: 


UNCONQUERABLE 

The habit of never being whipped, of always 
keeping up the fight—that is the quality of the 
great leader. The man who never admits defeat 
is the man the world has to take into account. 
Time and again the foe he is fighting may 
think they have him down. But before they 
know it he is on his feet sounding the advance. 

Such a man molds events. He helps create 
the new heavens and the new earth of the 
prophet’s vision. 

A mighty force of the universe is the uncon- 
querable soul! 
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Superintendent Gallmeyer has a thing or two up 
his sleeve and we understand that he has trained 
several live ones who are going out onto the “firing 
line’ about the first of April. He expects then to 
give all the Junior Offices a run for their money. 
Business is looking up in Kentucky and he invites 
us to keep our “weather eye” on Louisville. 

Ernie, you haven’t given us your new slogan. 
We're still waiting for it. 

* a ok 

You can’t keep a good man down. In our last 
issue we reproduced a clipping regarding Mr. J. W. 
Lea, of the Washington District, and his automobile 
accident. His right arm and collar bone are broken 
and therefore he is unable to write. However, Mrs. 
Lea is filling out the orders and his prospects are 
coming to see him at ths hospital where he is closing 
them. 

Some business, believe us. 

po ok * 

Mr. Deniver Moore, Louisville’s hustler, paid the 
Boomer Office a visit on March 17th. This was Mr. 
Moore’s first trip to the factory. While here he ex- 
pressed himself as feeling he had received a goodly 
amount of inspiration which was going to help him 


when he got back on the territory. Just to prove 
that he was right he has already sent in close to 
$2,000.00 worth of business since he went back to 
his territory. 

Say, Mr. Moore, there is some business in “Old 
Kentuck” the way it looks. Keep it up and remem- 
ber we are expecting you here in January. 

* ok ok 

Mr. C. R. Eggleston says he is out for a record, 
and we believe he is going to get it. Saturday, 
the 27th, he sold three curb outfits, all of 10 barrel 
size, two of them with light attachment and ‘‘Sen- 
try shoseeh Cy WoO. Curbs outtitsmon.» three suc. 
cessive Saturdays, too. 


Summary of Daily Report from Mr. F. H. Richard- 
son on the 18th, shows two calls, one sale, and on 
the 20th three calls, three sale¥, amounting to 
almost $1,000.00. Under ‘‘Remarks” Mr. Richard- 
son says: 

“Missed last train for home. Have to drive 
twelve miles to get home tonignt. I should 
worry.” 


Well, who wouldn’t worry. ‘“Ish-Ka-Bibble.” 


OUR MR. A. BE. MOFFATT OF CANADA 


Mr. Moffatt is an Enthusiastic Bowser Salesman as is Evidenced by Noting the Way He Has 
Equipped His Car 


It is hardly necessary for us 
to say much of anything in in- 
troducing Salesman A- H. Mof- 
fatt, of the Toronto District. 


Coming with 8. F. Bowser 
& Company on August Ist, 
1906, he was one of the very 
first men to enter our employ 
at the time the Toronto Office 
was opened. Te has been a 
continuous and consistent pro- 
ducer, being a_ prize-winner 
every year, and since the or- 
ganization of the Pacemakers’ 
Club, been a Director twice and 
a Member once. 


Last year, in spite of the 
catastrophe that overtook his 
family and other conditions 
such as the war, ete., he forged 
his way to the front and be-. 
came a Pacemaker. This year 
he is starting out with the same 
determination to succeed. The 
interest he takes in his work is 
the same sort of interest that 
Mr. Hance has in promoting the 
welfare of S. F. Bowser & Com- 
pany in Canada. 


Mr. A. KE. Moffatt and his Bowserized Roadster. 


Note the Bowser trade-mark on the radiator of his car, and the Cut 41 pump on the cowl- 
dash. Mr. Moffatt evidently wants the world to know with whom and for whom he is working. 
Congratulations, Mr. Moffatt, on this evidence of loyalty on your part. 
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THE ‘‘JITNEY’’ BUS. 


Possibilities of Development of the Commercial 
Auto and What It Will Mean to Bowser 
Salesmen by Salesman W. E. Tousley 
of the St. Louis District. 


The following prophecy regarding the devel. 
opment of the ‘‘Jitney Bus’’ sounds hke a pipe 
dream to some of our salesmen, but the three 
orders for‘‘Red Sentry’’ out- 
fits I have secured through 
it look very real to say the 


least’ Consequently I 
thought perhaps some of the 
organization might like to 
hear what it sounds hke, 
even if it does serve a new 
departure. 


IHIere in Western Missouri 
the Bee ditneye € buss. Ue lite 
ney’’ meaning a nickel) has 
taken hold of the public imagination hke 
a prairie fire in Kansas, and the ‘‘Jit- 
neys’’ have been doing a_ thriving busi- 
ness for two weeks. The cleverness of the 
idea itself, like every other great  con- 
ception, les in its true economic value. It 
has given profitable employment to dozens 
of men in this one town alone. It furnishes 
the puble with a quick, flexible and relable 
means of transportation, minus the exasperat- 
ing delays of the one-route-only, stop-at-every- 
corner service of the trolley cars. It furnishes 
the same possibilities in the smaller towns that 
could not support a trolley system at all. 


THE NEW INTERURBAN SERVICE 


It has brought to service old discarded autos 
which are really no longer fit for use as pleas- 
ure cars, given an extra amount of work to 
repair shops in overhauling them and putting 
them into running order, and this feature of 
the business is Just starting. 

In the small towns of three 
or four thousand inhabitants 
it will enable the garage 
owner to buy and overhaul 
the old wornout cars which 
are found littering up the 
end of each garage, and per- 
mit him to put them to 
profitable use, earning an in- 
come of better than six dol- 
lars a day on each of such ears. 


TOUSLEY HOPES TO MAKE THE 
OZARKS BLOOM LIKE A NURSERY 


It is only a question of weeks, in my mind 
at least, until some of the enterprising car 
owners will begin to see the possibilities of 
interurban service at practically the same rates 
that railroads now charge. Such service will 
bring forth an insistant DEMAND for univer- 
sal good roads, and such demands from the 


pubhe will inevitably bring the good roads, 
with a corresponding increase of pleasure ears, 
and the common use of truck by farmers for 
their hauling. 


Do you begin to get the scope of the dream? 
Does it sound wild and improbable? Doesn’t 
it really look as if we were on the threshold 
of the biggest evolution in transportation ever 
known in history? It does seem so to me, and 
further it seems to me that the automobile 
industry is just now in its swaddling clothes; 
that its development in the next two years will 
exceed that of the past twenty. 


This dream lhstened good to three merchants 
here in the Ozark hill country anyhow. After 
looking at it a little they decided to be ready 
for the business if it does come, and all bought 
‘‘Red Sentries.’’ On the strength of it I hope 
to make this same Ozark Hill country bloom 
like a nursery of ‘‘Red Sentries’’—to make two 
orow where one never grew before. 

OR OREO) 


RURAL “JITNEYS” CONNECT 
TOWNS NEAR KANSAS CITY 


-Auto Services Between Cities Pay in 
Missouri and Kansas Counties. 

KANSAS CITY, Mo., March 18—Scarce- 
ly a town within a radius of 100 miles of 
Kansas City hasn’t a “jitney’’ service, 
Lut the blg boom has been in interurban 
auto lines, between:towns which have no 
direct railroad connection. 

In several cases these rural “jitney”’ 
lines link three or four towns, making 


from One. to three round trips a day on 


regular schedule. Mostly, however, the 
present lines connect only two towns 
and as a rule the fare is a little les 
than the railroad fare would be for the 
same distance. The “‘jitney’” drivers find 
that they can make more money out of 
filled cats at léw fares than a few pas- 
sengers at higher fare, and that there is 
considerable ‘‘way’’ business to be picked 
up along the road, at from 5 to 25 cents, 
according to distance. 

In. several cases lines started with 
small five-passenger cars have resolved 
themselves into scheduled services with 
busses mounted on hog#av chassis. 


AN ENLIGHTENING LETTER ON THE 


SUBJECT 


Springfield, Mo., March 14, 1915. 
Mr. Geo. A. Townsend, 
Editor Boomer. 
Dear Sir: 
In regard to the article on the growth of the 
“Jitney”’ Bus, and its possibilities of expansion 


epetse 


THE BOWSER BOOMER 


in the future to interurban service, etc., which 
I submitted to you over a month ago, I wish 
to call your attention to the enclosed clipping. 
Also to the fact that the South-west Mo. Inter- 
Urban R. R. has ordered four big 16 passenger 


trucks, to be used exclusively in inter city ser- 
vice. These trucks go into service April 1. 
T am, Sincerely yours, 


(Signed) W. EH. TOUSLEY. 


Procuring “‘ Full Cash with Order” 


This phase of the selling end of the business 
was brought up by Mr. Bechtel during the last 
session of the Convention. 

Mr. C. B. Evans, of the St. Louis District, be- 
ing requested to give his method of procuring 
“hh. C. W. O.,’’ spoke as follows: 

‘“As a rule, I do not wait until the 
order is signed before giving out spe- 
cial terms (5% discount) for full 
eash with order. After the prelim- 
inaries attending the demonstration 


C. B. EVANS 


and sale have been finished, the cus- 
tomers usually asks for terms. I . then 
outline our different terms, beginning with 
30 days, and then mentioning that we, 


in some cases, extend longer time, 1f absolutely 


necessary. I further advise him that we 
have a special discount for wise buying 
merchants, who believe in making their 


money earn something for them, saying, that if 
they have money in the bank it is undoubtedly 
not drawing more than 3% per annum, whereas, 
if they will take advantage of our special cash 
with order discount, it will prove the most pro- 
fitable investment they can make. 

To gain their full confidence, I then go into 
details. As all Bowser Salesmen know, the 
average merchant usually looks with suspicion 
on this form of contract and in nine eases out 


of ten, it is the cause of a strong protest in 


the customer's part against paying money for 
merchandise or fixtures before he receives them. 
And let me say right here, that this is the vital 
and dangerous moment for the salesman, and 
he must handle it with care 
aud tact, and as 1 said be- 
fore, it 1s for this reason that 
I go into details: 

I explain to the merchant 
that Bowser & Company is 
a big institution, with a large 
payroll at the factory, with 
Branch Offices in the princi- — THaTis 

Ay . THE TIME 
Bomecities Fol the United zoser aml 
State and Canada as well as OROFR 
foreign countries, and have approximately 500 
salesmen on the road. 

This naturally calls for a vast amount of 
money to operate the business, which at times, 
necessitates our borrowing money from banks, 
for which we pay on an average of 5% interest. 
One of the officers of the company, in making 


NOW, | WANT IT DELIVERED 
RIGHT AWAY 


an analysis of the business, discovered that 
we were paying a considerable sum of money 
every year for interest, and after giving this 
matter thought, realized that if the money we 
were paying to the banks could be turned into 
a cash discount to the buying public, it would 
appeal to the wise merchant with cash, mutu- 
ally benefitting the company as well as_ the 
merchant, inasmuch as it wovld allow the lat- 
ter to buy Bowser outfits cheaper and in turn 
give the company a large proportion of the 
money they found necessary to borrow every 
year. 

Right here, I state with emphasis and dig- 
nity, that Bowser & Company have been in 
business thirty years and that their guarantee 
is as good and valid the moment after order is 
signed, as it is in 30 days or one year there- 
after, so that the merchant is fully protected 
and need have no fear in paying full cash with 
order. Further, it is the most gilt-edged in- 
vestment he can make, for ordinarily he would 
pay his bill in 30 days and as we give 5% dis- 
count for full eash with order, it is really 5% 
for 30 days, which amounts to 60% return on 
his money per year. 

Right at this point, if the salesman has any 
orders on which he has eolleeted full cash, it 
is the psychological moment to show them to 
the merchant, explaining to him that we have 
met with great success with this form of con- 
tract, and this evidence that other merchants 
have taken advantage of the 5% discount con- 
tract usually dispels any suspicion or doubt on 
the part of merehant and results in Full Cash 
With Order. 


ANOTHER METHOD 


Mr. K. F. Hessenmueller next spoke on this 
interesting topic. He said in part: 

“Tn regard to cash with the order, I first 
start several arguments, such as, less 
cost for the Collection Department 
and interest that we usually pay on 
borrowed money and all these dif- 

ite ferent items necessitate an addi- 
Hessenmueller tional cost on the tank and the cash 
with the order eliminates a great many of these 
charges. Therefore, we would be able to give 
this 5% for cash, which we would have to pay 
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out at any rate, so we figured we might as well 
give the customer the benefit. 


‘“‘These arguments work very nicely in a 
great many eases, but I found a great many 
people who did not care very much about what 
it cost us and what it did not, and could not 
see why they should pay for the cost of col- 
lection of other accounts that were not rated 
as high as they were. 


“The way I go at it now—lI find that it 
sometimes takes a long time to sell a man. 
You have to make numerous calls and eventu- 
ally you have the prospect at a point of buying. 
Ile is never in a hurry for the tank until he has 
his name on the dotted line. Probably you 
have been a year trying to sell him, but when 
he gets his name on the dotted lhne he wants 
it quick—he wants it rushed—and that is the 
time to get cash with the order. 


‘‘T simply say then: 

‘“‘Now Mr. Jones, I know that your credit is 
as good as gold and I see you are doing a nice 
business and from personal observation I 
would sell you anything we have but the 
House does not know it. They have to look up 
your rating, making inquiries, ete., which 
naturally necessitates the delay in the shipping 
of the goods. You expect to pay for this out- 
fit within ten or thirty days and to eliminate 
all delay in looking up your eredit, ete., we will 
give you a receipt in full for this order, less 
5% for cash. You give me a check for 95% of 
the face of this order and I 
will attach it to the order 
and send it to the House. 
Just as soon as the order 
arrives, as it is paid for, the 
Order Department immedi- 
ately sends it to the Ship- 


ping Department. While 
other matters are being held 
SS up for credit ratings, ete., 
SQ your outfit gets on its way 


Cx 
THE AVERAGE MERCHANT 
LOOKS UPON IT WITH 


and you get the outfit in half 
SUSPIC)ON ; 


the time and save the cost 
of freight, cartage and very frequently installa- 
tion by taking the advantage of this 5%. 


‘*The first thing he will usually say is: 
Shall I make this check out to you, or the 
Company. 


‘“Tell him to make it out to the S. F. Bowser 
& Company, Ine. as you have nothing to do 
with the Collection whatever, but merely give 
him the advantage of saving 5% and get his 
goods very promptly. He makes out the check 
and you pin it to the order blank, thanking 
him very profusely and proceed to call on the 
next prospect.”’ 


WHAT OUR MR. J. P. O'NEILL HAS TO SAY 
ON THE SUBJECT 


“The, GC. W. OF 8% discount as, Ieclamaema 
dangerous proposition to present unless you 
are a good judge of human nature. I have no 
doubt that a considerable number of 
orders are withheld on account of 
the purchaser’s antipathy for paying 
for something before he sees it, ete: 
_ Again, it quite often happens that 
J.P. O'Neill this business is lost to some imitator 
because the P. P. feels that we are oppressive 
in the conducting of our business and is only 
too glad to prove his ability to purchase else- 
where at what he considers just terms. 


& 


‘“‘In view of these fundamentals I am posi- 
tive that there are two points all. salesmen 
should have in their favor before attempting to 
present the C. W. O. and 5% discount. Un- 
doubtedly, the greatest asset any salesman can 
have is to be able to read his fellowman; to 
possess the ability to draw from him the secrets 
of his mind, his real feeling, and thereby to 
learn the limits of his determination. As you 
undoubtedly have experienced, there are plenty 
of men who, when they once have said ‘No,’ 
consider it a weakness to change that ‘No,’ 
even though you do appeal to their better 


Judgment. 


“In this the first important step connected 
with the C. W. O. offer, the judge of human 
nature has an immense advantage over the man 
who is unscientific and practices the ‘unthink- 
ing’ method of Salesmanship. I believe that to 
be successful in the handling of these terms, it 
is necessary that we know, at least to some ex- 
tent, the mental attitude of the man to whom 
we are presenting it. This art of reading hu- 
man nature cannot be taught; it comes only 
through constant practice and the exercise of 
the faculties of judgment. 


““Now, suppose with the P. P., whom we will 
call Jones, we decide we have, at least an even 
ehanece on closing him on an order for full cash 
in advance. It is well for us to realize that 
when he learns that you are asking for a full 
payment of your equipment before he even 
sees what he has bought, he is hable to do the 
‘Aeronautic.’ As you know, ‘whatever goes 
up must come down,’ so it is well to have an 
abundance of reasonable, sensible and mind- 
appealing arguments with which to catch them 
on the rebound. One of the most successful I 
have ever used is given something as follows: 
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‘“*Now, Mr. Jones, we have a number of dif- 
ferent plans of selling our 
product — we give long 

Sterms, payable in monthly 

installments. This contract 

earries with it an interest 


VI (' i 

Vi | if bearing clause and the pur- 
) 
3 


ehaser pays at the rate of 
6% per annum on all de- 
ferred installments. We also 
sell on terms up to 90 days, 
on what is known as open 
account without interest, and 
again, if this account is paid 
within 30 days, we allow a 
discount of 2%. In the past, 
the great majority of our bus- 
ness 1s written on the latter 
basis. A short time since our sales force pre- 
vailed on the management to devise some plan 
whereby our patrons could, if they desired, de- 
rive some financial benefit from the moneys we 
were then paying as interest on loans to the 
various banks. The outcome of this has been 
our 5% discount to the trade where check is 
attached to the order; (never say cash in ad- 
vance, etc.). Thus, you will see, Mr. Jones, that 
you are simply loaning us the money at a very 
high rate of interest that we have heretofore 
secured from other sources. 


= 
HE \SLIABLE TO DO THE’ 
AERONAUTIC. 


“As a matter of fact, in the past where our 
customers did avail themselves of our 2% ‘dis- 
count, they very rarely had time to test or use 
the equipment long enough to be positive it 
was free from defects. As in most all com- 
mercial transactions of today, the purchase had 
its birth in Confidence. Our customers knew 
the reputation of the company with whom they 
were doing business and had full confidence 
that any human error that may have crept into 
the business would be adjusted to the satisfac- 
tion of all concerned. After all is said and 
done, Mr. Jones, it is the Confidence between 
business men that keeps the wheels of com- 
merece turning. 


“Our eontracts have printed on them our 
euarantee that the outfit will work perfect for 
a term of one year. This guarantee is backed 
by one of the most honorable men alive today, 
as well as by millions of hard American dol- 
lars. Again, the men who make and pack your 
equipment have no knowledge whether your 
bill has been paid or not. You get the best 
money can produce, whether you buy on terms 
or pay in cash. 


‘““<“Then another point, Mr. Jones, we, like all 
large buyers and manufacturers, are compelled 
to borrow heavily from time to time in order 
that we may avail ourselves of the opportunity 


an advantageous market offers. This money you 
know costs us at least 6%, and from that on up. 
In addition to this, we have the expensive 
clerical work of carrying the account of both 
yourself and the bank, so this plan is worth 
considerable to us in dollars and cents and the 
transaction also pays you a surprisingly large 
rate of interest. 


“““«Your outfit will undoubtedly be here at 
your place ready for installation, in five or six 
days. However, if it did take thirty days to 
reach you, your money would then be earning 
you at the rate of 60% per annum, or if you 
are a discounter, we would be granting you at 
the rate of 36% per annum in excess of our old 
2% terms. At the very outside you cannot 
figure, Mr. Jones, on being out the use of your 
money for a longer period of thirty days. A 
mighty good interest bearing investment with 
security that is as sound as Government 
bonds.’ ”’ 


HOW OUR MR. E. E. LOWE TURNS THE 
TRICK 


‘“Tn order to secure full cash with the order, 
one thing is essential; that is, the buyer must 
have the cash. Therefore, | always endeavor 
to learn something regarding the 
financial condition of the prospect 
before calling on him. If unable to 
do so, I size up my man during dem- 
onstration. 

‘‘Towever, the first and last word 
is Confidenee—confidence in your line and con- 
fidence of the buyer. If he has been thoroughly 
sold, why should he object to paying cash with 
order when he saves money by doing so? I 
recall in a number of instances where I made 
EF, C. W. O. sales, I went about it as follows: 


E. E. Lowe 


“T took my time and made a thorough de- 
monstration, never saying a word about price 
or terms until he asked me what it cost. I 
would then tell him, ‘It will cost you $———, 
Ler wo-elormeVavmenimcdiina. 1 have my 
order book ready and he will probably say, ‘I 
guess we will have to have it.’ I will go ahead 
writing the order. If he asks terms I will say, 
without looking up, 2% 10 days, 30 days net. 


‘About this time he has said, ‘Now are you 
sure you are giving me the best price?’ I look 
up from my order book, squarely into his eyes, 
and say, ‘Yes, sir.” Then a shght hesitation on 
Myspart- and i wills say, Ie.cam give you a 
better price in this way: Write a check for 
the amount of this order in full, less 5%, and: 
will send it with the order.’ He may say, ‘I 
don’t pay for anything until I see it.’ ”’ 
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‘« “Very well, Mr. Buyer, you don’t have to. 
We will ship this outfit and as many more as 
you may want, and you can examine them and 


4 then remit at the end of 
aT DONT PAY 
avert ee 


thirty days: To tell you the 
—— .truth, 8. F. Bowser & Com- 
pany would rather you did 
not take 5% discount as they 
know that a coneern like 
hke yours will remit when 
due. This discount was de- 
signed for the benefit of the 
fellow who is perfectly good, 
but who is in the habit of 
taking 60, 90 or even 120 
after his bills become due.’’ 


Fe 


BUT CONFIDENCE WILL GET THE F-G:W0 


days’ time 


‘““If | had the man’s confidence when I sold 
him, he does not hesitate as he realizes he is 
saving money by taking the discount, as well 
as by “buying a Bowser.’ 


SU bh 


his evening, in the lobby of the hotel, I 
met Mr. Bushner, Manager of one of the largest 


saw mills in Arkansas. In 1913 I was fortu- 
nate enough to sell him about 15 point C. W. O. 
J asked him how and why he paid me C. W. O. 
His answer was about as follows 


oie) ae 


Lowe, if I could get four men to sell 
lumber for me who would talk and believe in 
my lumber as you believe in Bowser tanks, I 
would pay them any salary.’ ”’ 


He said: 


“““T)o you remember when you asked me 
for check in full how I ‘eussed’ you” Well, 
you looked me square in the eye and said, You 
don’t have to pay cash if you don’t want to, 
but in order to secure this discount you WILL 
have to give me check in full with order, and 
I believed you.’ ”’ 


‘*So you will see it was Confidence, and by 
having confidence in my line I inspired his 
confidence, and believe me, Mr. C. P. Bushner 
of Freeman Smith Lumber Co., Millville, Ark., 
has the name of being a ‘hard nut to erack.’ ”’ 


Practical Sales Arguments 


A Few Pertinent Sales Talks by One Who Knows—An Interview 
with a Vermont Yankee Special Salesman 


Just before Christmas the door of our office 


was opened and the whole place radiated with | 


the sunny smile of a Vermont Yankee who was 
up to the first of the 
year special salesman 
for the Store and Gar- 
age sales. He only 
spent about ten min- 
minutes with us, but in 
that short time he gave 
out more information, 
sales talk and experi- 
ence than the average 
man relates in a two 
hours’ visit. He has the ability to concentrate, 
and this, combined with his optimistic, enthusi- 
astic, sunny disposition, accounts for his won- 
derful success. 


IT LOOKED VERY MUCH LIKE A GARAGE 


This Special Salesman claims that if any 
salesman will ‘‘study his line’’ he cannot help 
but sell it. He finds that the majority of men 
applying to him for territory are of the opinion 
that just because they see Bowser Pumps every- 
where, that they can sell them. He says they 
fail to realize that every Bowser Outfit repre- 
sents the highest kind of Salesmanship and is 
not the result of ‘‘order-takers.’’ Therefore, 
his remark that a salesman, in order to sue- 
ceed with the line has to be a student—he must 
know what the equipment will do and how it 


ean best be applied. He then must brush up 
his sales arguments, make new comparisons, 
cultivate observation and learn to ‘‘think on 
his feet.’’ 


This Yankee is of the type of man that thinks 
more of getting a good, clean piece of business 
closed than he does of the money that is in- 
volved in the transaction. In other words, he 
bears out our contention that to be a success in 
any line ‘‘you must be in love with your work.’ 


A Call at a Cheese Factory. 


One day last February, while he was break- 
ing in a new man, they started on an eleven- 
mile drive to a prospect located in a little town 
in Northern Wisconsin. They hired fur coats 
and caps, and a livery sleigh with driver and 
started out. 


They had driven probably five miles of their 
trip when our Special Salesman saw a cheese 
factory along side of the road. Back of it was 
a shed that he thought looked very much like 
a garage. He turned to the driver and told 
him to pull in there. The new salesman ob- 
jected very seriously to this procedure as he 
said, turning to our Special Salesman: 

‘“What’s the use of driving in here? This 
isn’t any prospect and we want to get back to 
town tonight.’ 


‘We'll turn in just the same and count this 
as our first eall,’’ replied our representative. 

Entering the factory they found the propri- 
etor loading boxes of cheeses on a sleigh to 
take to town. Upon inquiry our Special Sales- 
man found that he had a Ford ear and kept his 
gasolene in an above-ground faucet tank which 
had been presented to him by the Oil Com- 
pany. 

He didn’t waste any time in getting down 
to business. The prospect admitted all his ar- 
guments were good and after consultation with 
his wife, who lived upstairs above the factory, 
decided that they could not afford to buy. 
They had just purchased a new boiler and had 
made several other improvements and did not 
feel like going into any further expense. 


‘‘Now, with your permission, I’d like to talk 
with your wife and explain to her just what 
the equipment is like,’ ’ said our representative 
as he went to the stairs and started up. 

He went all over the proposition with the 
prospect’s wife, who admitted that it would be 
a good thing, but with a contented little smile 
kept on rocking and said that ‘“‘they would not 
purchase now.”’ 

““T appreciate your viewpoint, madam, and 
will not detain you longer,’’ said our Special 
Salesman, as he started to button his coat and 
leave. ‘‘However, I want to say one thing 
more. I noticed as I came in here that you had 
lightning rods on your house. What are they 
for?’ 

“Why—to protect us from lghtning, 
plied the mupspect ’3 wife. 

‘Just so,’’ he continued, ‘‘here you have paid 
fifty-five or sixty dollars for protection against 
the elements that prob- 
ably jeopardize your prop- 
erty two or three times in 
a year: Yet you and your 
husband will he down 
here every night and 
calmly sleep with that 
sixty-five gallon tank of 
gasolene within fifteen 
feet of your bedroom win- 
dow, jeopardizing your 
life and property every minute. You know, 
madam, that gasolene under certain conditions, 
is more dangerous than dynamite. Now 
wouldn’t it be a sense of comfort to you to 
know that this danger was removed ?’’ 

By this time the lady’s face was serious and 
after a moment’s hesitation she called down to 
her husband to step up. 

It is needless to say that he left with an order 
for 116-A. The entire time of the stop was 
less than a half hour. 


a CE 


AND YET YOU CALMLY SLEEP 
WITH SIXT¥FIVE GALLONS OF 
GASOLENE WITHIN FIFTEEN FEET 
OF BEDROOM MINDS 
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A Call at a Restaurant. 


At another time the same salesman drove 
into a small town with a new salesman with 
the object of working it. The first thing he saw 
were three stores in a row all advertising ‘‘gaso- 
lene for sale,’’ but without any underground 
storage. Across the street was a neat, attract- 
ive restaurant, and as it was about meal time 
they went there for dinner. 

He engaged the proprietor and his wife in 
conversation while waiting for their meal and 
advocated their putting in a ‘‘Red Sentry”’ 
Outfit m front of their place of business. They 
objected on account of the stores across the 
street all selling gasoline, although they ad- 
mitted the value of all his arguments. 

He finally got the two together and _ pre- 
sented this closing argument 

‘Just beeause those three 
stores over there are selling > AA 
gasolene is no argument 
against your putting in the 
equipment. Mental sugges- § 
tion has more to do with our Ae’ 
life than many will care to— 
admit. 

‘‘For example: You and 
your family leave here, we’ll say, to go down 
town, and you pass a soda fountain. The 
thought is suggested, if it is a hot, uncom- 
fortable night, ‘Why not have a soda—it will 
cool us off.’ 

Again you will go down and the sign ‘lem- 
onade’ strikes your eye. This is always appeal- 
ing in hot weather and you go in. Now, sup- 
posing the man keeps the lemonade in an open 
erock alongside of the counter, ladles it out 
with a dipper that has been used for every- 
one, the flies are cireling about and particles 
of dust settling in it. You pay your nickel 
and give your baby a drink of this lemonade. 

‘‘Again, supposing right across the street is 
an attractive place like your restaurant, where 
you can go in and sit down, get your lemonade 
from a clean glass served by a woman with 
a clean apron and everything neat about her, 
and you pay your nickel. Which do you think 
will get your trade—the first or the last place? 

‘‘Now, take your own situation here. An 
automobilist drives up across the street—a 
storm is coming on and he wants five gallons 
of gasolene. The proprietor goes to the back 
shed, gets it, comes down the alley and the au- 
toist sees the wind blowing particles of dust 
and grit into the ean. Every one is more or 
less nervous, a good deal of g easolene is poured 
into the ear, probably onto the clothes of the 
occupants of the ear, and the whole transaction 
is unsatisfactory from the start. Isn’t it a fair 
presumption to think that the autoist would 


"RIGHT HERE 
1s THE PLACE SS 


FoR A ri 
RED SENTRY 
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drive to your place to get his gasolene from 
the ‘‘Red Sentry’’ rather than be subjected to 
these inconveniences ?’’ 


Would Have to Consult His Father-in-law. 


The result of these arguments was that the 
proprietor and his wife said they would buy, 
but his father-in-law, who was backing them, 
would have to give his consent, and as he was 
sick he would have to be seen on the ext trip. 


Our representative said: ‘‘ Now, I’ll not take 
up more than a miute or two of his time, and 
we'll see him at once because I have to get 
back to Chicago and take this order with me.”’ 


Now he had only been in the restaurant two 
hours, but in that short time had won their 
confidence to such an extent that the man 
took*him to his father-in-law, a half mile away. 
He got the order. 


Dorothy’s Little Red Coat. 


He related another good argument that he 
has used very effectively in selling a merchant 
Kerosene Equipment. It is more or less of a 


in ene personal experience that 
WHAT THAT TANK cosy each one of us may re- 
THE COMPANY 0 HAGE oem Dereae WAvins aa Olle 
through with when chil- 

dren. 
‘“‘Between 5 and 6 


o’clock in the evening is 
your busiest time. Every 
other family in the neigh- 
borhood has forgotten 
something and rush in to 
supply the evening wants: 
Not infrequently the 
mother finds the oil has 
run low and ealling Dor- 
othy to her, sends her for a gallon of kerosene. 


‘‘Now, Dorothy comes into your place of 
business, hands to you the kerosene can and in 
the rush you have got to hurry to fill it. It 
is dark and you don’t dare light a lamp or a 
candle, so you must fill the can under the worst 
possible conditions. 


You go out, fill your measure, put the fun- 
nel into the can and pour it in, all by ‘guess.’ 
In the meantime you hear the front door elick 
and know that customers are coming in. You’re 
nervous because you are wondering if the clerk 
can handle all the trade, and when the door 
clicks again you hastily ‘yank’ out the funnel 
before the last drop has been drained, with 
the result that more or less is spilled on the out- 
side of the ean. 


“You hand Dorothy this container and she 
goes home. Her mother finds her little red coat 
with a great big spot of kerosene on it and 
she makes up her mind she’ll not deal with you 
any more. Now, if you were her friend she 
would come and tell you about it, but simply 
being her groceryman she says nothing to you. 
She waits until she gets to the Ladies’ Aid So- 
ciety, where she relates her experience about 
how Dorothy’s red coat was ruined. This 
recalls other incidents to the members and 
here and there you lose customers and wonder 
why. You can trace it all back to that spot 
of kerosene on Dorothy’s little red coat.’’ 


Difference in Buyers.’”’ 


There are some men with whom you ecan ar- 
gue and present strong selling points for their 
consideration. There are other men that you 
must appeal to on different nes. This same 
representative called upon a business man in 
the Twin Cities of Minnesota to sell him our 
Wheel Tank. The following took place: 


‘‘What’s the cost?’’ snapped Mr. M——. 


‘“‘Three hundred and _ twenty-five 
fully equipped as you want it,”’ 
cial Salesman. 


dollars 
said our Spe- 


Mr. M—— went straight up in the air and 
said: 

‘“‘Three hundred and twenty-five ‘nothings.’ 
Why, that outfit didn’t cost Bowser & Com- 
pany one hundred dollars to make, and why 
should I pay them three hundred and twenty? 
Nothing doing, young man, nothing doing.”’ 


Our salesman looked him straight in the eye 
and said: 
“Now, 
you are 


Mr. 
a very 


AND THE 
KEROSENE 
JUST RUINE 


M—, 


much 


older man than I am 

Aue sir ARE OTHER. 
and have a_ broader mi A stones in 
business experience, 


but I am going to ask 
you to listen to what I 
tell you. 

“Tt doesn’t matter 
what that tank cost the 
company to make, be- 
cause you know that 
between the actual cost 
of manufacture and labor and the selling price, 
is included the overhead expense, depreciation, 
executives, etc., to say nothing of the little 
piece of money that I get for selling them. 
You know who pays for the overhead. 


“Take your own place of business. Who 
pays for that fine mahogany furniture, these 
rugs on the floor, that negro who dusts off the 
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car every morning, your attendants around the 
garage, your light, etc.? I might as well tell 
you that that car you sell there for $2,250.00 
didn’t cost the factory any more than $900.00, 
therefore, why should you charge the amount 
you do for it? As a business man, you know 
better than to talk that way. And besides, it 
isn’t what an outfit costs, but what it will do, 
that counts for the expenditure.”’ 


We have cited the above incidents to show 
the resourcefulness of a student who sells the 
Bowser line. They are varied enough to give 
you an idea how and why this representative 
is today a District Superintendent and eduecat- 
ing other men how to “‘sell the line.”’ 


‘““SOME SALE.”’ 


Salesman E. A. Whitlock, of the Washington 
District, Relates a Cold Weather Tale 
That Is Rather Unusual. 


Staunton, Va., January 238, 1915. 


Mr. Geo. A. Townsend, 
Fort Wayne, Indiana. 


Dear Sir:—I just want to tell you about a 
little experience I had in making a sale on 
December 16, 1914. 


IT called on a customer and 
he was working on his new 
Store House. When I saw 
him he was putting on the 
joist for the rooz of his build- 
ing and would not come down 
to see me, but I got on the 
‘job’ too. 

It was cold, about zero or 
colder ,and 1 got my model, 
which will always help you to 
land your man. I had to 
holler up to him and he back 
to me, and make my demon- 
stration in the air. He said 
he could not come down to 
see the model, but he would 
take a 2-barrel Cut 19-A and 
he would get the balance of the argument 
in the spring when it thawed out, for it was so 
cold the conversation froze before it got up to 


|} HAD TO HOLLER UP TOHIM 


him. That was cold some—don’t you think?” 
Yours truly, 
(Signed) EH. A. WHITLOCK. 


The editor could not see how the name was 
secured on the dotted line and wrote for an 
explanation. Mr. Whitlock replied as follows: 


“Replying to your letter of January 15th, will 
tell. you how I got the order signed. 


“Order No. 60, was sold, as stated, to 
of , , and was signed by Mr. 
, Jr., Bro., at his request—he saw him 
sign same. This brother was passing lumber up 
to the workmen and he was on the ground.” 


LUBRICATING OIL DEMONSTRATION 


In trying to create the desire in the minds of 
a prospect for a Bowser Lubricating Oil Equip- 
ment, how to proceed with negotiations will de- 
pend entirely on the conditions in which one 
finds the oil department of the garage, store or 
factory. The oil department of the average 
garage 1S an eyesore and a constant drain on 
the cash drawer. 


Make it very plain to the garage man that in 
one particular he has no choice whatever, and 
that is “‘the paying for a Bowser Equipment.”’ 
Ife will remit regularly for a Bowser whether 
he makes the purchase of one or not, and the 
quickest and easiest way to avail himself of the 
money he is now spending for the privilege of 
handling oil in the ‘‘old way’’ is to place his 
order for an equipment to be shipped immedi- 
ately. 


In surveying the premises note if his oil is 
stored in three cylindrical upright tanks equip- 
ped with ‘‘jigger pumps.’’ Of course, the usual 
aspect meets the eye—oil all over the cement 
floor, all over the side of tanks, spattered on 
the wall, in and on the outside of the hood of 
the tanks, and the funnels and measures are 
cummed up with their quota of dust, dirt and 
grime—the destroyers of the lubricating quali- 
ties of the oil. This is not unusual, but an every 
day condition—one you will meet in eight out 
of every ten garages you call on who handle oil 
the ‘‘old way.’’ 


For this particular demonstration Mr. Gall- 
meyer, Superintendent of the Lexington Dis- 
trict, has had a special demonstrating cup made, 
which is a fac-simile of the gallon, half-gallon 
and quart measures used in the garages, and the 
maximum stroke of our Cut 19 model exactly 
fills this httle cup. For the demonstration he 
takes his Cut 19 model outfit and removes the 
computer, at the same time opening his bulletin 
book to a Cut 63, 64 or 111, or whatever out- 
fit in his estimation the customer should have. 
Then he proceeds as follows: 


‘““This, Mr. Jones, is a model of our lubricat- 
ing oil tank which I want to familiarize you 
with. This equipment has been designed to 
take ‘oil’ out of ‘soil’ and make it as easy and 
convenient to handle the dirty stuff as it is to 
handle other clean automobile accessories. It 
will put your lubricating oil on a level with 
your gasolene business, only on a more profit- 
able one. Oil pays a handsome profit when 
properly handled, but is a detriment when 
handled otherwise. 


‘“‘Mr. Jones, the entire stroke of the pump, 
you see, delivers exactly one quart. This is the 
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quart of oil that the customer buys and the 
quart you can afford to give him.’’ 


'™ FROM THE STATE 
BE TWEEN IOWA AND 
ARKANSAS 


Mr. Gallmeyer proceeds 
with this operation four, 
five, six or even eight 
times, showing him how 
one stroke of the model 
pump exactly fills the 
measure, and repeatedly 
ealls the prospect’s atten- 
tion to the fact that the 
quart you are showing 
him (an even stroke of 
the pump) is the quart OMe@SRtS. SMSF 
which he can afford to give the customer. 
After he has shown him this clearly, he con- 
tinues in the following manner, but very care” 
fully, for here is where the real point is made: 

‘After having filled the little cup even full 
with one stroke of the pump, Mr. Gallmeyer tips 
his little measure forward a trifle and operates 
the pump enough to fill the lip of the measure, 
showing the man how much oil the lp of his 
quart measure will hold over and above the 
amount the customer really pays for. He then 
puts this question squarely at him: 

“Ts it not a fact, Mr. Jones, that this is the 
kind of quart you give in most instances ?”’ 


In making this demonstration it is imperative 


that vou make the:most of an acknowledgement. 


the prospective purchaser 
will make. After having 
asked him this question, 
he will seriously remark: 


{2 
IT TAKES THE Ou Our 
OF Soll 


“Yes, most of the time 
that is the way our meas- 
ure looks,’’ or 


‘Yes, that is the way 
our measures look  fre- 
quently,’? and then again 
smilingly he will admit, 


“Vou are right there, my man. Nine out of 
out of every ten quarts sold are dispensed in ex- 
actly the same manner.’’ 


This mistake can be made in two ways, name- 
ly, intentionally and accidentally. 


Intentionally: The garage assistant does not 
wish to appear small about a little matter and, 
therefore, always gives good measures. This 
is nowise excludes the boss, for he would be the 
first man who would not care to appear nig- 
vardly about a small matter and the extra shot 
of oil is put into the measure unconscious of 
the great loss which accrues annually in making 
one sale after another in exactly the same man- 
ner. Then, too, the boy or man who looks after 


the oil room likes to be known as a good sport 
(on someone else’s money) and intentionally 
elves overmeasure. 


Accidentally: In measuring out oil by means 
of a ‘‘jigger pump’’ it is almost impossible to 
draw a quart without overmeasuring, for this 
reason: The man holding the measure in his 
left hand and operating the ‘“‘jigger pump”’ 
with the right, finds when the measure is near- 
ly filled, that with the last jerk of the pump 
the stream is unbroken. THe has no means of 
checking the flow of the oil, with the result that 
he is compelled to pull the measure away 
quickly, slopping as he goes, or tilting the meas- 
ure forward sufficiently to take up the extra 
amount; then, rather than pour it back, he 
gives the overage to the customer. (Try to 
bring this home with every prospect. If neces- 
sary go through this operation, five, six or even 
ten times, showing him exactly how this lttle 
overage fills the lip.) 


Now comes the time in the course of the dem- 
onstration to place this overmeasure in its relat- 
ive standing with dollars and cents, and should 
be complted as follows: In this case we will 
assume that oil is being sold at 15 cents a quart. 
You are enabled by means of your computer 
and the 15¢ computer card, to prove to your 
customer just how much the over-measure actu- 
ally amounts to. In most garages -lubricating 
oil is sold at from 50¢ to 80e per gallon. In 
cases where the retail price is higher than 60¢ 
a gallon, the weight of your argument is cor- 
respondingly increased. Care must be taken, 
however, that some expression has been gained 
from the garage man, as stated above, that over- 
measuring is actually done; otherwise your 
argument will fall flat. 


Tf oil is sold at 15¢ a quart, then each division 
of the computer represents one cent’s worth of 
oil. Attach your computer, fill the little demon- 
strating cup and bring your prospect very close 
to the model, saying: 


“TH run this up to the red you see in the 
gauge there, and bring it down, That is exactly 
2-15 of the entire stroke of the eylinder, or, in 
other words, two cents’ worth.’’? You will find 
that the httle demonstrating cup very nicely 
accommodates the added liquid. However, in 
order to make the argument stronger, Mr. Gall- 
meyer says to his customer: 


‘“We’ll not figure this loss at two cents, but 
only at once cent on every quart.”’ 


This will be all that is necessary and getting 
the customer to admit one cent loss should be 
your main object, and with his previous ack- 
nowledgment ‘‘a loss’? you will not find it dif- 
ficult to get within a striking distance of the 
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order the moment this demonstration has been 
completed. The average garage owner must be 
shown vividly where his profit will be should he 
buy a Bowser. This can be done if the demon- 
stration is properly handled. 

Assuming that your customer has admitted a 
one-cent loss in overmeasure per quart, this will 
give you $2.00 per barrel 
as a working basis. If 
your prospect sells 40 
barrels of lubricating oil 
per year (this is less than 
one barrel weekly anda 
very small amount, as 
most garages will sell 


week), his admitted loss 
is $80.00 per annum. Three Cut 64’s at $62.00 
each with accessories amounts to an investment 
of $218.00. Eighty dollars is 36 76-109 per cent. 
of the amount we are asking him to invest. He 
can borrow the money to install this equipment 
at 6 per cent. and have a clear gain of 30 76-109 
per cent. on loss from overmeasure alone. Mind 
you, this does not include the loss from evapora- 
tion, spillmg gumming and the amount of oil 
which can not be pumped out of the barrel in 
transferring the oil to the tank. The only way 
of completely emptying the barrel is by means 
of our cradle and track device. 

Then you have all the other price talking 
points of the Bowser system as an argument to 
close the deal. The clean lines which the Bow- 
ser affords him, together with the satisfaction of 
knowing that his oil department is now a cred- 
it to his garage and his customers receive good, 
“‘velvety’’ oil and exactly the amount they pay 
for. 

For small garages you have the Cut 63 to 
offer. Where a garage man sells more than 
forty barrels a year, your arguments will be 
correspondingly increased and the sale more 
easily effected. 


at least one barrel per 


2 | asirneere 
FOR SALE 


A FINE MEMPHIS (TENN.) INSTALLATION 


One of the Many Bowser Filling Stations Owned by 
the Purity Oil Co. in the South. 


WE CUR MAILS THAT CO NORTH. SOUTH, ERSTAND' aso. FROMM PANCUITS 


l= 


55 Miles from a Railroad Terminal on the Grand 
Canyon Route—One of S. J. Redford’s 
Installations. 


ALREADY ONE IN TOWN. 


Yes, Mr. Dealer, there is one in your town 
so near to your store that you have been con- 
stantly reminded of the splendid service the 
Bowser ‘‘Red Sentry’’ has given the auto tour- 
ist, so near your store that you notice the ad- 
ditional business the Bowser equipment has 
brought to your competitor. 

You hesitate to buy now mainly because you 
doubt business will inerease sufficiently to’ jus- 
tify your buying this fine outfit; yet a mo- 
ment’s consideration will convince you it is 
wise not to longer allow competitors to corral 
the gasoline trade. 

Do you know that since the other store 
bought the ‘‘Red Sentry’’ over 2,000 cars were 
sold in the State? Do you know that roads 
were improved and farmers learned it pays 
to have improved haulage? Do you know that 
in the short period the other store has handled 
oils and gasolene on the ‘‘Bowser’’ plan the 
outfit has paid for itself, and their general store 
business wonderfully increased ? 

Do you know—’ Why say more, just sign 
on this line. 

Thank you, sir. 

That name—your name, will be filed away 
at our Head Office and be a record that you are 
in line with hundreds of other high-grade mer- 
chants alive to the present advanced methods 
of doing business. 


Ye Editor and his Staff were delightfully enter- 
tained by a visit from Mr. H. C. Carpenter, Superin- 


tendent of the New York Office, and Mr. H. H. 
Dobson, of the Engineering Sales Department, 


whose territory is in New York City. 

Mr. Dobson was suffering from one of “Job’s com- 
forters” and had to stand a good deal of joshing on 
the part of his traveling companion, “Clint.” 

For full particulars write Mr. Carpenter as he is 
fully informed on the subject. 
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A Good View of Our “Red Chief’ Sentry as Installed 
by the Eastern Auto Tire & Repair Co., Cincin- 


nati, Ohio. Note Particularly the Cut 
128 Used for Lubricating Oil. 


A FINE ACKNOWLEDGMENT OF SERVICE 


BEASLEY HDW. CoO., Inc. 
Hardware, Furniture, Farm Implements, Wagons, 
Buggies, China, Glass, Carpets and Rugs. 
Stamps, Ark., January 21, 1915. 
S. F. Bowser & Co., Inc., 
Fort Wayne, Ind. 

Gentlemen:—In response to your request, 
would advise we have been using one of your 
“Red Sentries” (Sidewalk Auto Filling Stations) 
since June 1, 1914, and it has given me perfect 
satisfaction. 

We are highly pleased with our investment, 
as the increased trade alone has more than re- 
paid us the original cost. 

For example:—When we first purchased your 
“Red Sentry,’ we were only selling 100 gallons 
of gasolene per month and now at the end of six 
and a half months our gasolene trade has _ in- 
creased to 300 gallons per week, even though 
there are two other BOWSER Gasolene Filling 
Stations in town. 

Your outfit is all that can be expected and we 
would not be without our BOWSER “RED 
SENTRY”. Our only mistake was in not buying 
our storage tank large enough, but that will soon 
be remedied. 

Wishing you much success and thanking you 
for your constant attention to us after we had 
purchased, we remain, ; 

Yours very truly, 
BEASLEY HARDWARE CO. 
Per L. A. Baker, 
Sec. and Treas. 


THE ‘‘CHIEF SENTRY.”’ 


A Voluntary Testimonial That Gives Some Ex- 
cellent Facts Regarding Our Five- 
Gallon Out-Door Pump. 


The following testimonial letter given our 
Cincinnati representative, Mr. W. H. Lease, ex- 
presses clearly their opinion of our ‘‘Chief 
Sentry,’’? Cut 102 Pump, and also the Bowser 
‘*Junior,’’? Cut 128, which they use for lubricat- 
ing oil, 

We consider that the information given in 
this letter should be a very good recommenda- 
tion for our ‘‘Chief Sentry’? and it should be 
of use to you in your territory : 


EASTERN AUTO TIRE & REPAIR CO., 
310 East Eighth Street. 


Cineinnati, Ohio 
December 14, 1914. 


S. F. Bowser & Co., Inc., 
Fort: Wayne, Indiana. 


Gentlemen :— 

Am very much pleased with my purchase 
of your ‘‘Chief Sentry’? and same has been 
giving me complete satisfaction. 

Have had it in daily operation for almost 
two months, and my customers have been con- 
stantly increasing. My first day’s sale was 
100 gallons and I expect to sell 500 gallons per 
day during the warm months. 

Customers are constantly surprised at the 
rapidity that their machines are filled, they 
being accustomed to the regular Curb Pumps. 

In addition to the ‘‘Chief Sentry,’’ I have 
one of your 128 Pumps for Lubricating Oil 
placed just beside the ‘‘Chief Sentry’? and 
have a one-barre] tank sunk just beside the 
tank for the ‘‘Chief Sentry.’? This gives me 
a ‘‘Mutt and Jeff’? installation which attracts 
constant attention. 

Have never handled Gasolene or oil, but am 
pleased with my success in selling them and 
am more than gratified with the constant ad- 
vertisement the pumps are giving me and the 
increased sales made in my other departments. 

From all appearances it seems to be the best 
investment I ever made. 

. Respectfully yours, 

EASTERN AUTO TIRE & REPAIR CO. 

(Signed) F. H. Pierce. 

og + ae 

In the April 1st issue of the boomer we made 
mention of the fact that the Albany Office on Satur- 
day, February 27th, sold $2,262.50 worth of busi- 
ness. They now come back on Saturcaay, Marcin 
27th, with $2,192.15, eleven sales. The 27th is their 
mascot alright. Why not call them the “Saturday 
Hustlers?” 


EE 
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A REPRESENTATIVE INSTALLATION. 


A Civic Center Filling Station at Denver, Col- 
orado—Note the Exceptionally Clear 
View of the Cut 101. 


The two ilustrations accompanying this ar- 
ticle show two different views of one of the 
Filling Stations established by the Civie Cen- 
ter Filling Station Company at Denver, Colo- 
rado. 

It simply visualizes what the ‘‘Pikes Peak’’ 
boys are doing out West. They are right up 
to date in everything. 


One of the Civic Center (Denver, Colo.) Installations 
one (Cie IMO 


A HELPFUL SUGGESTION. 


Here is a suggestion that may not have oc- 
curred to some of the boys regarding handling 
the Bulletin Book: 

Mr. G. E. Burwell, of the Atlanta District, 
removes the brass staples that are used in 
binding the bulletins and uses a shoe string. 
In this way he can bind them as tightly or 
as loosly as he desires, and by having them 
rather loose in the binder they will open out 
flat and remain open when he is talking to a 
eustomer. This will work all right if due care 
is used, and bulletins are bound loosely enough 
so that they will not tear out. 


ANOTHER SATISFIED USER 


THE McCONAHA COMPANY 


Garage and Accessories Department 
No. 418 Main Street. 


Richmond, Indiana, February 24, 1915. 


S. F. Bowser & Co., Ft. Waynes, Indiana. 
Gentlemen :— 

We installed one of your “Red Sentry” gaso- 
lene curb pumps just about one year ago, pur- 
chasing the equipment through your Mr. C. E. 
Smith of this city. We take this method of 
telling you just what we think of this way of 
handling gasolene. We do not feel that any 
dealer or garage man can afford to handle gaso- 
lene at all without an equipment like the “Red 
Sentry” outfit. 

There is absolutely no loss in your method 
of storing gasolene underground, and we are 
able to wait on customers even during the big- 
gest rush-of the season with very little effort 
on our part, and with very little inconvenience 
to the customer. s 

The gasolene pump outfit is without a doubt 
one of the best paying investments that a 
garage can make. If you have any one contem- 
plating the purchase of a gasolene equipment, 
and they feel like they would like to hear from 
someone who is using your outfit, we would be 
more than pleased to have you refer them to us. 

We are also very much pleased with the 
courteous treatment we have always received 
from your company. 

Yours very truly, 


The McCONAHA COMPANY, 


HRMcC-M (Signed) Per HE. R. McCONAHA. 


of the Instatllation. 


A Closer View 


O KILLED, MANY HURT 
IN OIL EXPLOSION 


Boys Just Out of ‘‘Safety” 
Show Among Dead in Ruins 
of Crew-Levick Plant. 


March 2 LG] So 


ONE LAD GAVE WARNING 


Zi 


‘ He Was Killed with Manager Who 
iS Investigated Leak in 1,100- 
Gallon Gasoline Tank. 


The explosion of an 1,100-gallon: dis- 
tributing tank full of gasoline, in the 
pumphouse of the Crew-Levick Com- 
pany, dealer in petroleum products at 
Atlantic and Montauk Avenues, East 
New York, shortly before noon yes- 
terday, killed one man and four boys, 
sdriously injured five othérs. broke 
every window in the neighborhood, and 
resulted in slight injuries to many 
from falling glass and flying -débris. 
The building was destroyed, a distrib- 
Sauting tank containing 1,100 gallons of 
3 kerosene going with the rest; and it is 


“ 
Py 


JS 


“~ 


Pie 


considered remarkatle that two tank 


cars, each containing 8,000 gallons of 
iN gasoline, which were being switched 
about in the Jong Island Railroad 


yards, just across the street, at the 
time of the explosion, were not set off 
by the flying oil, and that the: two 
16,000-gallon tanks in the yard bac of 
the pumphouse also escaped. 


The Dead. 
AVERY, GEORGE F., manager of the plant, 
108 Norwood Avenue. 
HIGGINS, ALEXANDER N.,, 
174 Warwick Street. 
HIGGINS, ARTHUR, brother of Alexander, 
8 years old, same address. $ 
ZIMMER, HENRY G., 11 years old, 186 War- 
wick Street. 


11 years old, 


MMER, AIMRBERT, 7 years old, brother of 
Henry G., same address, 


The Injured. 


ABORDO, Mrs. KATE, 73 years old, 67 Mon- 
tauk Avenue; cut and bruised by flying 
debris. 

BELL, EDWARD, engineer of a switch loco- 
motive, 4,868 Buford Street, Morris,Park, 
Long Island; bruised by being blown out 
of the cab. 


DENNON, JOHN, 25 years old, 869 Liberty 
,Avenue; burned about the hands by fly- 
ing oil. 


DUNHAM, FRANK, 71 years old, 869 Liberty 
Avenue; burned by flying oil. 
THOMPSON, FRANK, fireman of switch en- 
ging, a, 025 Ward Street, Richmond Hill, 
1B L; bruised by being blown out of 
the cab, 

The injured were treated by Drs. Cos- 
telioe, Flynn, and Clemens ot St. Mary’s 
Hospital and Dr. Kallock of the Brad- 
ford Street Hospital. Many other Der- 
sons were thrown to the ground by the 
fcrce of the explosion and _ suffered 
minor hurts. 

The boys who were killed were com- 
rades, and they all attended Public 
School 108, and were members of the 
same Sunday school class in the Luth- 
eran Church of the Reformation on 
Barbey Street. They are the anly chi'- 
dren in their families. Yesterday they 
had all gone to the Concord Theatre, 
where they saw a photoplay given by 
the Brookiyn Rapid Transit Company 


called ‘‘ Safety First.’’ Another that 
{followed it was called ‘‘ The Locked 
Door, or the Price of Carelessness,’’ 


and deait with loss of life at a fire 
through fsilure to have the exits in 
working order. 


Killed After Leaving Safety Show. 


After leaving the theatre the four lads 
started to return to their homes, but 
their attention was attracted apparent- 
ly by tne locomotive shunting tank cars 


about in the railroad yards, and they 
stopped 1.0 watch it ‘Fhen they began 
to play marbles unger the very wall of 
the two-stor., Yick pump hose which 
stogd near the tracks. After they had 
been playing a few minutes one of the 
older boys noticed a small trickle of 
st aig down the brisk wall, and the- 

trons smell of gasetine told him that 

re must be a leaky tank upstairs. 
ive ran into the office, where Mr. Avery, 
the manager, was at work, together 
with the secretary, Mrs, Jessie Herbert, 
of 2,118 Jamaica Avenue, Richmond 
Will, L. I. Mrs. Herbert's sister, Miss 
Naomi Hawkins, had come in from 
Richmond Hiil and was waiting for her 
sister to finish her work so that they 
could £0 to a matinee. 

When the boy told him of the leaky 
tank Avery wenth upstairs and the boy 
went‘back to his game of marbles. Al- 
most at once there was a tremendous 
explosion, the whole second’ story of 
h ilding burst into flames, and the }; 


Above-Ground Storage 


The funeral ‘services for’ the four will 


‘plosion. 


entire neighborhood was shaken. ‘The 
two women in the office were thrown 
to the floor and bruised; in the factory 
of the Montatyk Metallic Bedstead Com- 


panl, next door, every window was 
broken and the, 45 Qemployes| were 
knocked down. ne of them, Nathan 


Jackson, at’ work at an cpen window on 
the side nearest the pumphouse, was 
blown clear across the room, a distance 
of fifty feet. The engineer and fire- 
men were blown out of the cab of the 
switch engine, which, fortunuately, was 
out of the way, so that the tank cars it 
was drawing did not take fire, and per- 
sons in the street were showered with 
flying metal, bricks, and burning oil. 


Heat Blisters Passing Train. 


A pall of black smike spread over the 
neighborhood beneath which the flames 
burned fiercely. The first fire com- }. 
pany had hardly arrived when a Long 
Island passenger train bearing a crowd 
bound for theatres in New York came 
in at a speed of fifty miles an hour 
and ran by within reach of the flames, 
which blistered the paint off the entire 
side of the train nearest the fire. Two 
alarms were sent in, and firenien, un- 
aer Deputy Chief Thomas Lally, kept 
the flames from spreading to other 
property. 

Tne bodies of the four boys were 
buried under a. fallen wall and that of 
Avery was inside the hurning building. 
Toward the middle of the afternoon, 
the firemen managed to get them out. 
It. was some time before the’ bodies of 
the children were identified, and mean- 
while the Rev. Joseph, O’Brien, one of 
the assistant dfrectors of the Blessed 
Saerament Church, at Euclin Avenue 
and Fulton Street, read the services for 
lve asing and the dead over them. 
The Higgins boys were identified at. 
last at the Liberty Avenue police sta- 


‘tion by their father, Alexander T. Hig- 


gins, a Post Office employe attached | 
to Station D, and those of the Zimmer 
lads by “their .uncle, Joseph Frisse. 

Their father is George Zimmer, a 
printer employed by the Butterick Com- 
pany, at Spring and Macdougal 
Streets, Manhattan. The mothers of 
the boys came to the police station hut 
were nop? allowed to look at the bodies. 


probably be held at the same_ time. 
Mr. Avery is said to have a wife 
children living in New Jersey. 

Fire Marshat Brophy and District At- 
torney Cropsey will investigate the ex- 
The immediate cause was 
thought to have been either carelessness 
on the part‘of Avery or a spark from 
the switch engine. The tanks, accord- |. 
ing to the State fire law, were emptied 
every night and refilled in the morning. 

The Crew Levick Company is a Phila- 
delphia corporation. Its main office is 
at 170 Front Street, Manhattan. 


andy 


or 


Another Terrible Accident Recorded to the Storing and Handli [G 
in Above-Ground Tanks. pyrene neon Sem 


r 

lhe above clipping is but one of the many 
that come across the Editor’s desk almost daily 
regarding the danger of handling gasolene in 


above-ground storage tanks. Although this 
states that the tanks exploded, this is not 


really the case. The tanks were located in a 
brick house and were leaking. The explosion 
in the room blew out the walls, etc., as de- 
scribed in the article. The tanks, however, did 
not explode, 


Mr. H. E. Dobson, one of our New York 
salesman, saw this firm two years ago. At that 
time he endeavored to interest them in Bow- 
ser equipment. They were skeptical and 
thought price was better than quality. 


-cheapest in the long run. 


It only goes to show that the best is the 
When you stop and 
consider, that there are over a million Bowser 
outfits in use today, with a thirty year record 
for the firm, and never a fire or explosion trace- 
able to their use, it is an enviable record. 


Is it any wonder that the Fae tory Mutuals, 
National Board of Fire Underwriters and Tn- 
surance Authorities the world over recognize 
Bowser equipment as doing all that we elaim 
for it? 

If you men ean only bring this home to a 
prospect so that their foresight will not prove 
a disastrous hindsight as in the above ease, you 
have done a great deal of good in the world. 
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THE ‘“‘OLD MAN’ RENEWING ACQUAINTANCESHIP IN THE SOUTH 


Mr. S. F. Bowser and Our Two Spanish Speaking Salesmen, Mr. J. M. Duenas (left) and Mr. 
J. V. Hoffay (right), at Their Southern Headquarters 


When The Editor heard that Mr. Bowser was going 
to take a trip in the South to personally investigate 
conditions and renew acquaintanceship among the 
men, we urgently requested him to have a photo- 
graph taken for reproduction in the Boomer. 

We are exceptionally fortunate in having such a 
splendid likeness of Mr. Bowser, or the “Old Man” 
as he is affectionately called, in company with our 
two Spanish speaking southern representatives, 
Messrs. J. M. Duenas and J. V. Hoffay. In the 
lower right hand corner is another picture of these 
three “live wires,’ hemmed in by Mr. Bowser’s two 
charming daughters, Mrs. D. G. Milligan (right) and 
Miss Mildred Bowser (left). 

You can judge for yourself how he found condi- 
tions from the expression on the party’s faces. Mr. 
Bowser returned much benefited over his trip and 
enthused as to future business. 
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AVERAGE 
BUSINESS MAN 
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NO REASON 
WHY | SHOULD- 
NT MAKE A 
GREAT SUCCESS. 
| HAVE NONE OF 
THE PROBLEMS 
WHICH TROUBLE 
THE AVERAGE 
J MAN IN BUSINESS— 
MY ONLY PROBLEMIS 
TO SELL 


THESE OVERHEAD 
EXPENSES ARE EATING 
UP ALL MY PROFITS 
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My Work as Compared with the Average Merchant 


The Bowser Boomer 
PUBLISHED SEM]J-MONTHLY BY 
S. F. BOWSER & COMPANY 
Edited by GEO. A. TOWNSEND 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITs EMPLOYEES 


MAY 1, 1915 


CONCENTRATE YOUR ENERGY 


Do not hesitate to engage in any legitimate busi- 
ness, for there is no business in America, we do 
not care what, which will not yield a fair profit if 
it receive the unremitting, exclusive attention, and 
all the capital of capable, industrious men. 

Every business will have its seasons of depression 
—years during which manufacturers and merchants 
are severely tried—but every legitimate business 
producing or dealing in an article which man re- 
quires is bound in time to be fairly profitable, if 
properly conducted. 

And here is the prime condition of success, the 
great secret: concentrate your energy, thought and 
capital upon the business in which you are en- 


gaged. Having begun in one line, resolve to fight 
it out on that line, to lead in it; to adopt every 
improvement; to have the best machinery, sales 
arguments, equipment, etc., and know the most 
about it. 


ARE YOU WATCHING YOUR TERMS? 


At times it becomes absolutely necessary to allow 
a customer long time payments in order to sscure 
his order. The question each salesman should ask 
himself, however, is, “Am I selling on the shortest 
possible terms or do I sometimes abuse this privilege 
by thinking I must give a customer long terms in 
order to close the order?” 

That this is the case, at least sometimes, is shown 
by the following letter received at a Branch Office: 


S. F. Bowser & Co., Inc., 

“Please find enclosed P. O. Money Order for 
ten dollars. Would you please accept twenty 
or thirty dollars at a time so I can get it paid 
quicker? When your agent was here I did not 
realize what ! was doing.” 

“Yours truly 


SUCCESS TO YOU, ‘‘J. H.,’’ AND TO YOU, 
“WW, 7 Ne 


It will be news to the entire organization to know 
that Mr. J. H. Armstrong resigned his position in 
the Hngineering Sales Department April 10th, to 
become a partner in the firm of Cutting, Armstrong 
& Smith, of Detroit. This firm will handle Automo- 
bile Accessories such as steering wheels, knuckles, 
transmissions, etc. 

Mr. W. A. Armstrong, “J. H.’s’ capable brother, 
will succeeed him as our representative in Detroit. 

To “J. H.”’ we wish all success and happiness in 
his new venture. As for “W. A.,’ we believe that 
there could be very few men found in the organiza- 
tion who could fill “J. H.’s” shoes so well. He has 
our heartiest wishes for continued success in his 
line. 
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“MARATHON GAS” THROUGH A BOWSER 
PUMP 


Means no Sediment—more miles, more smiles; 
Insures full measure—more pleasure. 
Try this combination at our Filling Station, 
And you will come again without hesitation. 
SEITALL MANUFACTURING CO., 
813 Mulberry St., Des Moines, Iowa. 


NOT ONE CENT FOR REPAIRS 


Dushore, Pa., March 15, 1915. 


S. F. Bowser & Company, 

Fort Wayne, 

Indiana. 
Gentlemen :— 

I herewith certify that in 1892 I bought from 
your agent a Kerosene Oil Pump and Tank, and 
in 1902 I bought a new and improved pump for 
it. In all of that time I have not spent one cent 
for repairs on the tank or pump and it is today 
in perfect order. 

Very truly, 
(Signed) H. G. SYLVARA. 


STRAWS SHOW WHICH WAY THE WIND 
BLOWS 


The result of the March competition in Toronto to 
show what three men would secure the largest 
amount of business is very significant. Two of the 
prize winners came from the West, in which part of 
Canada the business for some time past has been 
very slow. The following are the winners: 

1st—Mr. J. W. Merickel, Manitoba. 
Prize—A very handsome club bag. 
Business—$3,401.20. 
2nd—Mr. EH. J. Murphy, Ontario. 
Prize—A handsome collapsible umbrella. 

Business—$3,126.60. 

3rd—H. O. Cuddie, Sub under Mr. T. H. 
Rhodes in Southern Saskatchewan. 
Prize—A fountain pen. 

Business—$2,466.75. 

Mr. Cuddie’s business amounted to over 183 points 
and his average was an order every working day 
for the entire month. S-o-m-e business. 


AN ALL-ROUND BOOST FROM A BOWSER 
BOOSTER 


Sa Ly ROUDABUSE & CO: 
Wholesale and Retail Dealers 
Groceries, Paints and Hardware 


Harrisonburg, Va., February 2, 1915. 


To Whom It May Concern:— 

We have been using two Bowser oil tanks for 
years and found them satisfactory and well 
worth what we paid for them. 

(Signed) S. L. ROUDABUSCH & COMPANY. 
Evidently Salesman L. L. Patterson, of the Atlanta 
District is scratching gravel as his Daily Report 
of April 14th shows two calls, with a total amount 
of sales of about 22 points. 
Got to it, “L. L.” ‘It’s this kind of gait that makes 
Pacemakers. : 
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A MODERN PAINT STORE 


Two Views of Wm. DeyErmand 
Co., Albany, N. Y., and Their 
Bowserized Paint Oil 
Department. 


Salesman F. W. Devereux, of the 
Albany District, sold the above 
firm five paint oil outfits over five 
years ago. They proved to be so 
satisfactory that last year, when 
they moved into their new quarters 
as illustrated, they placed an order 
for eight more outfits They told 
Mr. Devereux that our paint oil 
equipment had come up to more 
than their expectations. 

They have been very particular 
to check their results and compare 
them with their “old way” of 
handling these liquids. They have 
found them to be very economical, 
time, labor and money saving, and 
so clean that a woman can operate 
them without soiling her hands. 

So well pleased were they that 


in their new store they placed the 

pumps in the center of the ground floor. They oc- 
cupy a space of 3 ft. by 10 ft. Enough room is al- 
lowed between the drip pans so that one can sweep 
out the dust and dirt when the rest of the store is 
cleaned. The pumps are polished every week and 
the drip pans scoured at least once a week. This 
gives the appearance shown, as though pumps were 
just installed and had not yet besn used. 


CONCLUSIVE EVIDENCE OF THE NEED 
OF A BOWSER GASOLENE FILTER 


The reproduction to the right of part of an adver- 
tisement taken from one of the oil magazines should 
convince the most skeptical that even with the best 
of care there is a certain amount of water gets into 
the gasolene. 


We have known this for years and that is the 
reason we devised our wonderful Centrifugal Gaso- 
lene Filter. When the buyer of our equipment thor- 
oughly appreciates this significant fact he certainly 
should be fore-warned and therefore fore-armed with 
a Bowser Filter. Its daily use means absolute free- 
dom from water troubles in his “gas.” 


We always knew R. D. Leonard was “some 
hustler,” at least he has a record for fast driving 
in his automobile, and here he goes and tells us 
how he sold: 


2—4000 gallon tanks and a “Red Sentry 


1—‘‘Red Sentry,” 9-bbl. with lamp at- 
tachment 


1—Private Garage Outfit 
1—400-Gallon Tank 


all in one day, on Saturday. Then to “cap the 
climax,” he got a day ahead of himself, or behind, 
whichever it was, and dated his orders the 9th 
when it should have been the 10th. The whole day’s 
work amounted to just about$1,100.00. ‘“R. D.” asks 
us if we think this is good enough for a boy. Sure, 
it is good enough for two or three boys. 


N. B. Steele 
sistent producer in the Washington District. 
cently he sent in-a very nice order from a Hard- 
ware Store for a ‘Red Sentry” Cut 241 and a 6,000 
gallon tank. 


is a consistent and per- 
Re- 


Salesman 


Going this gait he’s apt to steal the honors from 
Stovall and Gibbons. 


Salesman C. E. Brewington is a new recruit under 
the Washington District. Mr. Dorsch has confidence 
he is going to make the Pacemakers’ Club this year. 


“THIS OIL MAN KNOWS” 


] Wouldn't be 
without a 


WATER 
REMOVER 


Extracts the Water from Bottom 
of Barrels and Underground Tanks 
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A Good View of our Washington District Headquarters at the Capitol 
of the U. 8, Supt. Dorsch is Beside the “Red Sentry.” 


A FEW OF E. J. LITTLE’S P RIZE-WINNING SALESMEN 


The above picture was taken some days ago by Mr. I. L. Walker. He used his small kodak and this is an 
enlargement. Considering it was the work of an amateur, we think the faces have been brought out excep- 
tionally well. 


The following are those shown in the picture: 

MoOmROWw= Were etOmnichts AO laverty. J. El. Downs, A] BH. J. Gossel; 0. ©: Koogle, F. PP. Brandt, H. J. 
Banta, W. A. Merrill, George Bacon, J. E Dewey. 

Middle Row—Left to Right: C. C. Wolfe, W. D. Pyle, R. R. Brown, Manager E J. Little, H. W. Spiegel, 
W. H. Pritchett, J. R. Ritenour, H. F. Sigler, Leon Leaf. 

Bottom Row—Left to Right: R. W. Potts, W J. Bates, I. M. Camden, J. O. McCracken, D. R. Blemis, Geo. 
McCurdy, H. GC. Baker, W. H Lease, Jos. McDonough, P. BH. DeVries, R. C. Rambo, C. HE. Smith, C. F. Comstock, 
M. G@ Dusseau. 
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ANOTHER ‘‘ORDER-A-DAY’’ TAKER 

Salesman A. G. Hartgen, of the Harrisburg Dis- 
trict, took 82 orders from December 24th, 1914, to 
April 10th, 1915. -This is a little better than one 
order a day. 


Believe us, this is “going some” and we congratu- 
late Mr. Hartgen on this record. 


The New Battery of High Speed Drill Presses. How 


Wego Meep pace yur ete eine trier ; THE DALLAS MORN] 


IVE PERSONS PERISH 
INPRIVATE YACHT FR 


ONLY ONE OF SIX PASSENGERS ES- 
CAPES AFTER EXPLOSION OF 
GASOLINE TANK. 


Beaufort, N. C., Jan. 15.—five persons 
are dead as the result of the destruction 
of the private yacht Julia by fire in 
Pamlico Sound early teday. The explo- 
sion of the gasoline tank was the cauge. 


Only one of the six persons awoar 
caped. The accident occurred near En- 


Wee lehard, N. C. 
One of the Paint Rooms. Note the Cut 106’s, 101’s, See 


“Ted Sentries’” and Cut 19 tanks waiting Ais PAWia, GW One EWS 
their turn to be painted. Tru ‘ “py 


f president Piedmont 
ust Company, Burlington, N. C. 

ARS. W. FE. PORCH, Beaufort. N.C 
eee DODSON, Norfolk, Va 
TWO CREW MEMBERS, ‘names Uns 
known. 

Mrs. Murray, who is a proficient swim- 
mer, succeeded in reaching the shore un- 
ee said the_cabin 


Norfolk Wednesday for 
Bea uronie She was forty-two feet long 
and was palatially furnished. 

3 Mrs. Murray was picked up on the 
shore in an exhausted condition. She 
has been taken to Engelhard for medical 
attention. Her physicians thus far have 
refused to allow her to talk. 

As far as has been learned here, none 
of the bodies has been recovered. Res- 
cue parties have gone to the scene. Mr. 
Murray was on his way here to inspect 
a hotel in which he was interested. Mr. 
Porch was manager of the Inn, 


TEMPLE MAN FATALLY BURNED. 


Mr. W. R. Hance, Manager of the Toronto District, 

Looking down the Assembling Room of the “Chief recently returned from an extended trip through the 
Ee di SE tye Sot res iy Siege elses west. He was much enthused over the business 
going through the factory. situation and optomistic as to Torento’s future. 
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The 


LEO 


ued 24 - Crise 


TRADE IN 
ROCKFORD AND 
SAVE MONEY. 


car wh 
a Tattle which sounded to ree 
tipping over of the ay Te 
looked about and not Seeing his little 
son about, he hurried in the direction 
of the spot where he had lett the 
éusoline ean, lantern in hand fin 
As Lloyd reached ; 
was a sudden explosion 


gasoline can fio 


ESTABLISHED 1840. 


SUPER BAB 
AD FROM 


HIS BURNS 


i 


Father, Lloyd Soper, Is Near | 

Death From Same Cause | 

and Mother Suffers 
Serious Injuries. 


SUNDAY TRAGEDY 


ee ee i 


FLORIST’S GARAGE 1S SCENE OF 
DESTRUCTIVE BLAZE EARLY IN 
EVENING— EXPLOSION OF 
GASOLINE. 


Fatal burns were experienced py fl 
Roger, the nineteen months old son ot} 
Mr, and Mrs. Lloyd A. Soper as a re-} 
sult of an explosion uf gasoline at the 


Sarage in the rear of the Soper green- } lief. 


house, 120 North Chureh street, early 


Sunday evening, Lloyd Soper’s ite is} fe Was burned abou 


hanging in the balance from the barns Be ec and the attending phyai- 
are 


he received while trying to save hisfo 
Son from the flamics and Mrs. Soper 


is also at Rockford hospital sufferingf¥22ds and arm 


Dears te be able to 


moment T,loyd 
Pp ound the child enveloped in? flames 


cally with the 


thé chi 
f= Through the aig of tho; one 


the scené of the fire. 

throwing off their overc 
ie Noe victims of the 
he human torches -were + N 

pemeeed and the threa Bee anes 
hurried te Rockford hogpjtal While the] 
fire department Sot “busy with ee 


flames which Ey j 

ae SOnsuMing ‘the 
Tt all happened so quick 

Phe could. expl. 


Several men 
oats and fold- 
fre.into same, 


Were 


ates ly that no, 
é 3st What oceurr 
i fa"tendants at the Buptist church, a 
most next door, Were thy ‘first to reach 
the scene of the fire and the 2 
ered all aid possityle, Lae 
[ The garage i ISo used a$ a boiler 
and engine room for the greénhonse 
E and as a shelier blace for the Horse. 
The steed in the building was rescued 
qand a few of the other sontents ot the | 
{ structure were carried outside but th sf 
ae gutted. the entire interior otf 
qtue structure before the firemen could 


subdue the confla: rat y 
shel Bagration which Te} 


i Babe's Burns Bring Death, 1 
That the chita wag fatally 
Mise oe the outset, J 
sh was u a crisp i 
Wy tts entire” pede perme actteal 
scorched, literally cooked in te ae 
The little sufferer clung to life suf 
fering fearful agony, until a few tie 
Meuts before § o'clock “this morning 
e in the form of re- 


Durpei 
Tts tende; 


Mr. Soper’s condition {fs Drecarioug 
t the hands, face 


nutcome. 


Mrs. Soper was burned about the 


S during her heroie at- 


from the effects of vurns receivea]’°™Pts to smother the flames threaten. 


when she sought to aid in the work, 
of rescue, 

The burned babe died at the hospital 
this morning abou: 5 o'clock and thelga 


physicians in-attendance on the fatherfflewed tow. 


say that he has about an even 
for life. 
the hands and arms and while her in 
juries are of a ost 
they are not regarded 


ing her child and she is also suf. 
Severely from the shock. 


fering 


Tt ig si 
soline 


' Z 4 
wrk. a2, 17! 


URNS] 


f, DIES OF | 

Ln anes 
. ( q 
H ¢ KELLOGG LAUNDRYMAN SUCCUMBS AT] 
m Ce Ut " ™ ROCKFORD HOSPITAL WEDNES- | 
a re be nl DAY AFTERNOON. | 
5} «= A FIRE v.CTI | 
q While the burns experienced by Hu- 
: bert _C: Kellogg at the time of the fire. 
$ L\UNDRYMAN SEVERELY BURNED{}> iti tne dry cleaning building of the | 


IN BLAZE AT DRY CLEAN- 
ING SHOP TODAY. 


While at wom inthe cement struc 
ture just off Mulberry street adjoining 
the west end of the Derwent jewelry 
‘store and used for dry cleaning work 4] 
by the Swiss Loundry company. Man- 
ager H. (. Kellogg, of that concern, re- 
;ceived severe and painful-burns about 
the hands and face shortly after the 
noon hour today. q 

The first knowledge ihat there was g 
g anything wrong was when Mr. Kellogg ¢ 
1 Tushed from the building, slamming the g 
door behind him and extinguishing the 
remnants of a fire which had burned 
his face, hair, hands and clothing. He 
‘was hurried immediately to Rockford 
hospital in the Collins auto and an 4 
talarm of fire was sent ig to the fire 
station. 

When the department arrived at the’ {| 
dry cleaning building, the structure : 
was filled with smoke and the only ar- H 
ticle afire was a broom in one corner. 
This was extinguished and a draft 
soon cleared the room of smoke. 

It is- surmised that- Mr. Kellogg 
caused an é6xplosion by friction while 
cleaning silk with a sponge saturated 
‘|with gasoline. There is considerable 
gasoline stored in this building and it 
was feared that a serious explosion 
might result. Mr. Kellogg was too se- 
verely burned to discuss the origin of 
the blaze before being assisted to the 
’ | hospital. 

At the hospital, it developed that 
| | while the laundryman had suffered the 
blistering of both hands and face and 
.|the singeing of his hair, the injuries 


fo 


are more painful than dangerous. He 
was attended by several physicians, 
/|and no serious consequences are 


feared as a result of his experience 
with the flames. He was alone in the 
room at the time. 


Swiss-laundry Monday afternoon -were 


>mot at first regarded as dangeroiy, | 
they proved fatal at last, death cotn-} 
iug at Rocktord hospital . at 2) 
o'clock Wednesday afternoon. 
death came in the nature of a terrible 

shock to the family and friends as all 

had been led to believe that the burns 

about the head and arms were not of 

a serious character. © 

Mr. Kell was born in this ciiy 
April 2, 1877. He was a son of Mr.) 
and Mrs, George FP, Kéllogg, the father 
being long identified with the old 
Rockford Insurance company. The 
family home at that time was In the 
residence now occupied by Dr. anid 
Mrs. W. B, Helm, 740 North Church 
street. 

With the exceplion of fourteen 
years spent in Chicago, the deceased 
had mede his home here. He returned 
from Chicago about eight years ago 
| on his purchasing the Swiss laundry 
i at 119 North Main street and has beznj 
in charge of that tndustry since. Mr. 
Kellogg was united in marriage to 
Mis8 Bessie 6. Miller, May 24, 1906, in 
Rockford, who survives him. His 
mother and a brother, Fred Kellogg, 
now of Cleveland, @., also survive him, 

The funeral will be held Saturday 


afternoon at 2:30 o'clock from the 
home, 423 Park avenue, and at 3 
o’elock from the Christian Union; 


cburch, Pastor Connolly officiating. 
Interment ill be im-the West Side; 
cemetery. 1 

Mr. Kellogg was a member of the, 
Elks and the Country club. He was 
also one of the leading spirits of the 
Rockford Gun club. He was a great 

| enthusiast in hunting and fishing and 

enjoyed nothing as much as a tance 
cruise through the lakes and rivers of 
Wisconsin and Minnesota, 

The death of Mr. Kellogg marks the 
first*break in a circle of a dinner club 
composed of nine couples which has 
been meeting at the homes of mem- 
bers regularly for a number of years. 
This organization had its inception in 
a girl’s cooking class which later de- 
veloped into a social organization into 
which the husbands of members were 
adioitted at marriage, 

Mr. Kellogg was one of Rockford’s 
most promising young busitess men. 
He was universally liked and his sud- 
den and tragic end has cast a gloom 
lover the entire community? 


above clippings are taken from “The Register Gazette,” Rockford, Illinois, issues of March 22nd and 
29th. These are but samples of the many clippings that reach the HEditor’s desk every day, 
showing the dangers of handling Gasolene the wrong way. 
Salesman A. L. Casey, of the St. Louis District, Salesman T. H. Rhodes, of the Toronto District, 


put one over the other day that made the boys in 


the 


Order Department sit up and take notice. 


sent in a nice order for the following equipment: 


This order amounted to 


1—20-Bbl. 12 Gauge ‘Chief Sentry.” 


1—Cut 121 Wheel Tank with Cut 73 Lubricat- 
ing Compartment and Accessories. 

3—2-Bbl. Cut 115’s, complete with all Acces- 
sories. 


32 points and what 


better yet, it was F. GC. W. O. 


He 


is 


is very optimistic regarding the outlook in his terri- 
tory and says in part in his letter of March 28th: 


“T feel sure I can give 
self for some time to c 
After Haster ! 
Wilk aan 


a good account of my- 
ome at least. * 


will be settling down to steady 
J had set July as the date of my 


membership, but I am now making it ‘The Club 


by June.’ I am working 
of the bigger offices and 


most diligently for one 
hope to get something 


better than a Directorship, though even that is 


not to be despised.” 
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Branch Office Standing 


Week Ending April 24th, 1915 
Senior Offices 


1s OR Te WAY(N Exner ccecre ater PE LAittlevigts 
2:7 ALBANY sie ser ciene ate tore J. H. McConnell, Mgr. 
3s CHICAGO eins. ei cane erties T. D. Kingsley, Mgr. 
4.2 DALLAS iad ane carmen Bs Es ePrinces Mon 
5. “SANSERANGISCO Re. era D. S. Johnson, Mgr. 
6.48 Te EOUIS Rae sts brenienertore G. H. Hastings, Mgr. 
(a HARRISBUIRGienene eerie R. S. Colwell, Mgr. 
8.0 TORONTO ne aa. ean tocaie W. R. Hance, Mgr. 
97 “ATLANTA Sse. secs omieetones H. W. Brown, Mgr. 


All Senior Offices are steadily gaining. Chicago has struck her stride so you leaders ‘‘watch out.” 
Harrisburg made the greatest gain of any Senior Office in the past week. 


Junior Offices 


1 S DENVER vero. 20a crekdents oreo Cc. C. Barnett. Supt. 
2. WASHINGTION............. A. W. Dorsch, Supt. 
SH NEWYORK eerie: H. C. Carpenter, Supt. 
4 LOUISVILLE eerie err E. J. Gallmeyer, Supt. 
5 See ADE ERE TACs escene ee W. M. Mann, Supt. 


Washington made a big stride forward last week. Denver leads but all the Junior offices are gaining 
on their quota. 


Standing of Forty High Men, April 27, 1915. 


Salesman’s Name. Offiice, Salesman’s Name. Offiice. 
12 (Co URS Be elestonaeiie.. ese ee eon Albany 21 Re “W... Sheffer 220k ec aici, opal een Albany 
Der IC OGGINES TON cine cee es ee ie eee Denver B2.- Ne Ack TRIS ia Seka chitin tice teue lr arene erate ome ate Albany 
S.- cls Crs = ISTO LS prtciasticcs al deme terre cae e tell mouetinis sare tants Denver 205. Je Ws Mann ine <, cece cata ete tee eden eee een Chicago 
fs We 2 Vi Cran dia Liat openers ae ticle. steel oiretens San Francisco 24... J. Ee Vonderembse iene nee eee Denver 
5. 2G. bss. Rei Cm cairn ms ie te enone San Francisco 25. RS ES sf CIE MOM Se ge crete ee ee ee ee Chicago 
Oa PW A Merril cies tic sno cronies is oaecene Ch palo Fort Wayne 26> UR. SES Wn Slish Acs see eee eee San Francisco 
hah) prs CELA SOT, stays Seceeeonie lemon ete aeemee Pioneers Harrisburg ate Os J RO SESLS socuaheretberctore) Lacenei eae enereh eines Chicago 
S22 De Wee MeConn clic eter hontteneaeae eaten Albany 28.% 15.. We GChene yiernees. feceec rete eee eae er acne Fort Wayne 
9. te Ra WENGE soos ce cierccastenste tee te Reagan es rete Chicago 29 Je Es GOBBI Dei tere eee preteen ren ornare ee St. Louis 
LOR Gil Pee Stovall lege co oe omens «a teereeetne Washington 30. Hie AR. MBE Geet cate tence ete ca ae aie San Francisco 
Dt oe Wiig eds, Dc UR Yc net cron. coated Oe eon onen aes New York SLi Nae AMattintely-. 4 cpucihate i seo eee re ere ene Chicago 
UF ee GY ROD CLUES 4.0 -aieucco cee haat eel sone nett be Albany 32. <A’ Ey - Brae & yok scportiaseltetee cation Ohta eee Chicago 
ee A. «Ass Leonard. tsirte oe ate ae een ee Chicago 33. Mr (Ce Benham wet cite oe oe ete eee Chicago 
1 4e RW DEVEL CIE Sein alee eee ao ee Albany 24 Jz O| MeCrackena si... eo eee Fort Wayne 
5a OP WEG GENS OR ois, cuate are & ste otal samen sE tees, cee Dallas 35.~ Ps IML MIT ere ra ce i een eich Cee eines Chicago 
16 RON, DUG aim Sets hye cio enckcietantact stneneh eee eee Chicago 36). HEL. JRichardson.te acres eee ein see nen eee Albany 
bt. Re Ds GLeonar dsc. ceeds shcteto re Wucsste wilereeeaeee Harrisburg Sila Va. Wie BOM OD 5 cicce: otartacarstetetah er eee crete ene eee eee Denver 
LS. 3G Wis EOTIPOEG ES Bo croteeustene ee (etal tre ete cece enone rss Albany 38> (Hs Mo Kennedy tien ke cies pamelor eeiee San Francisco 
V9.5 T We MOPieK elicits et p le cate wie = eeepc iat Toronto 395. He Se KOMOEZ!. coos. vepseieeconae ancien eae ere San Francisco 
20. Ge Hs J Schnabel. ints cars seen ruetuel susan cmetcn on: Chicago A035. Wid EL. “Pritechetiins cies tiene cutee naa Fort Wayne 
e e e e e . s 
Five High Men by Points in each District, April 26, 1915 
(Districts Listed Alphabetically ) 

ALBANY DALLAS FORT WAYNE NEW YORK 
1 Cc. R. Eggleston lL. W.-W. Ince . W. A. Merrill i Wis He ated 
2. D. W. McConnell Zsa Cw av NEG 2. lL. W. Cheney 2. EF . Hi. Peepies 
Dae IN aca mes ay mod, VE, AMP (eleveve 3-—W. H.. Pritchett 3.) Go W. sSceott 
i G. W. Elliott 4. R. L. Matthews 4. J. O. McCracken 4. H. Dalgaard 
j, ea CeeLO Mets 5. P. W. Lawther 5. W. H. hease 5. A. B. DeLacy 


ATLANTA DENVER HARRISBURG PHILADELPHIA 


LD; ES McWaters LR. UG Hisher Lee aaeGn art sen i. JHA,  Vortigern 
2. 2%. W. Maxey 2. ee eOoucdine ton 2s %. D. Leonard 2.4 Owe WV Ghaise 
Sa oy -Ce-Schusterx 3. J. EF. Vonderembse Cee ec Crate eye 3. W. M. Booker 
4. M Bedingfield 1.4 R. W. Jewel 4. TD Vo Hazlett eee Aare y deteh glacier 
be ees (Crow Ho sk. UR eae 5. M. A. DeSouza 5. J By Comber 
CHICAGO ENG. SALES LOUISVILLE ST. LOUIS 

1, -R. T. Lawrence tack, el ODS om 1. Max Fleintze 1. W. E. Tousley 
Ave DUCA: 2. HK. L. Milliron 2.” Dat Alsobrook Zoe LE Ie Key, 
30 ak. we Mannins: ee yom Henn etavaliconte 3. D. Moore 3. 7 J. Ch Goran 
4. M. C. Benham 1. W. B. Stamford 4. J.B. MePherson 4. W.-H. Coddington 
5 Ro bn Clement i) R. S. Johnson 5. Wiebe, Nerin 5. W. A. Lee 

SAN FRANCISCO TORONTO WASHINGTON 
1. W.2-vs ‘Crandall 1 iN deiny Iedoxeyel ey! 1. - Ge Re Stovall 
2. G. H. Reuben 2. J. W. Merickel 2. D. W. Darden 
3. EH. M. Kennedy 3. W. Hickingbottom 3. J. T. Gibbons 
i) Re Bir 4. KH. J. Murphy 4. Th. OF-Pack 
5, E. FEF. English 5. H. Beique 5, “A. Le Corbin 


: Z As 
er it : 


THE ‘“‘BIG CHIEF’’ WITH THE DECKS 
CLEARED FOR ACTION 


The Editor is safe in venturing to say that there 
isn’t a harder working man in the entire organization 
than the “Big Chief,’ Mr. S. B. Bechtel, Generai 
Manager. 


Not only is it his duty to formulate policies, but 
he has to see that they are executed. He stands at 
the apex of the organization pyramid. It is up to 
each one of us to support him and recognize the tre- 
mendous responsibility thrown upon his shoulders. 
If we do not, then the pyramid is inverted and the 
weight of the whole organization rests upon him. 


To those of you who know the “Big Chief” little 
need be said, but to those of you who do not, the 
Editor wants you to get acquainted with him and he 
knows no better way than to reproduce his likeness 
in his workshop so you can see for yourselves just 
what manner of man he is. 


Many of you in the West will become better and 
more personally acquainted with him in the very 
near future as he expects to go on an extensive trip 
to the coast in the next few days. 


On April 17th, W. A. Merrill reported one call and 
one sale. In his remarks he said, “Sick with a cold 
today. The Doctor made me take a lot of his little 
pills but I got even by selling him a tank.” We are 
sure that the prescription Mr. Merrill gave the Doctor 
is going to do him, the Doctor, a whole lot more yood 
than a whole lot of the pink pills that doctors dish 
out. 


<a. 4 FINE INSTALLATION 


Salesman G. P. Dickey’s Sale of a “Chief Sentry” to 
R. I. Smith, General Storekeeper, 
Taylorville, Illinois. 
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© Cnernnale (Whid) Sngunin | 
sn 4/3/13 : oss 


IS NOT A BARREL, BUT A.GARAGE 


ls NN 
INSTEAD OF BEING HELD TOGETHER BY NAILS FO wi 
i TRON HOOPS KEEP BUILDING SOLID. 


\\ 


WW 
\. aN 
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WHY NoT SVYBSTITUTE 


FOR CONVENIENCE SAKE, 
6Lo FASHIOMED WHEEL CHAIRS AT ATLANTIC City Tas summer? 


SOME CARTOON 


The above cartoon is by Salesman R. W. Potts, — 
In explaining we will use 


of the Fort Wayne District. 
his own words: 

“IT am not a cartoonist, Mr. Townsend (the 
Editor agrees heartily with this statement), but I 
am so filled with Bowser enthusiasm that I would 
like to see our Cylindrical Tanks become a 
‘fad’ as well as a necessity; hence, my illus- 
trated ideas.”’ 


The best showing on terms we have seen in many 
a day is that of Mr. J. H. Wilson, of the Denver Dis- 
trict, for the Month of March: 


Kull Cash wwithsOrd eres acid etaeeia Os OG 
TInt ye Day Siewert acetone tatetneners oo AUSIYE 
Miscellaneous 2. cevcsntcucrmsitacesteere atone 41% 


This record is something for most of us to shoot 
at. 

One of Mr. Kingsley’s assistants, “Bob” Safford, of 
the Chicago Office sold a wheel tank on a Saturday 


\\ 


. 
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wins, 
y\_ sf DW: ) 


ane 


PROOF 


P BURGLAR 


Just et Hea THING 
For FORDS, 


afternoon 
closed. 


when the office is supposed (?) to be 


ANOTHER ENTHUSIASTIC ENDORSER 


LINEWEAVER BROTHERS 
Dealers in 
Fancy Groceries, Fruits and Vegetables 


Harrisonburg, Va., March 2, 1915. 


To Whom It May Concern:— 

We have been using a Bowser Oil Tank for a 
good many years and have always found it 
satisfactory. We would not think of handling 
oil without the Bowser tank. 


(Signed) LINEWEAVER BROS. 


Salesman N. B. Steele is a consistent and per- 
sistent producer in the Washington District. Re- 
cently he sent in a very nice order from a Hard- 
ware Store for a “Red Sentry” Cut 241 and a 6,000 
gallon. tank. : 

Going this’ gait he’s apt to Steele the honors from 
Stovall and Gibbons. 
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GREATER SALES EFFICIENCY 


“Enthusiasm is the genius of sincerity, and 
truth accomplishes no victories without it.’— 
Sir Bulwer Lytton. 

We who are intent upon making our arguments 
bring results, whether on the road or in the office, 
should memorize the above. 


To attain greater sales efficiency one must develop 
and control in himself the qualities that are con- 
ducive of good health, honesty and sincerity. He 
must know his goods, must have tact and possess 
initiative, must be industrious, original and thought- 
ful, and “chuck full” of optimism and enthusiasm. 


Optimism is the sunshine of positive assurance. 


The real thing in enthusiasm means a constant, 
consistent belief that what you have to offer is just 
a little better than what the other man has—and 
you simply just have to talk about it. 


Greater sales efficiency is a process of develop- 
ment—the elimination of negative forces and putting 
in their places positive forces. It means character 
building—and no one can build your character but 
yourself. 

Enthusiasm, sincerity and truth make a trio quite 
impossible to improve upon in greater sales ef- 
ficiency. 


A BOWSER SALESMAN 


A Bowser salesman is an efficiency man 
Who grows so very efficient 

That each little thing that he will scan 
Seems woefully insufficient. 


He finds deficiencies here and there, 
In fact he is near omniscient; 

So he sets to work to fix things so 
That nothing will be deficient. 


He fixes up this and he fixes up that, 
With many a pump and filter, 

Till in time he really begins to think 
The trade will think him a tinker. 


So far his mind to sufficiency ran 
That nothing was ever sufficient; 

No matter how competitors scheme or plan 
He’d say that they still were deficient. 


So all of his time he toils and strives 
At making his territory efficient, 
Until at last he will be called from here 
When he almost becomes omniscient. 
“S FB.” will carve his name ona “tablet of Bronze” 
With many a fine incision. 
Such honors are not for the “also ran,” 
But for him who works with precision. 
(Signed) CHARLES. MACNICHOLS, 
St. Louis District. 


AN HONEST CONFESSION IS GOOD FOR 


THE SOUL 
AXONAL akes, WAL) 
Mr. J. H. MceMurria, 
Augusta, Ga. 
Dear Sir: 

It has just been one year since I purchased the 
Bowser outfit from you. Since then I have sold 
31,000 (thirty-one thousand) gallons of Gasolene, 
with a profit of 3 cents per gallon, which nets 
me, a profit of $930.00; to say nothing of the 
lubricating oils I have sold. I did not expect 
to sell one-fourth of the Gasolene that I have 
sold, still you told me I would. My only regret 
is that I did not buy the Cut 241 ‘Red Sentry,” 
Five-Barrel outfit as you suggested, instead of 
the Two-Barrel, Cut 95, as I am sure it would 
have sold even more Gasoline for me. 

For the amount of money involved, I make 
twice the money out of this Bowser outfit than 
I do out of my grocery business. I want you 
to know that I am well pleased with my pur- 
chase, and thank you for selling me anyway, 
even though I insisted that I could not see 
where I could make any money out of the pur- 
chase. 

Yours very truly, 
(Signed) B. L. HARBERSON, 
‘No. 1253 Broad St., 
Augusta, Ga. 


EXPERIENCE COLUMN 
Wyalusing, Pa., March 28, 1915. 


Dear Mr. Townsend :— 

I wish to thank you for your good wishes and 
hope to be one of the Pacemakers by next Janu- 
ary. 

Below is an experience which I believe will 
interest you the same as it did me. 

Cn Wednesday last, I arrived in ............ : 
Cal lT iS COM Barats cre ees ancl nears a , who had bought 
a “Red Sentry” from me on February 23, 1915. 
He had received same and it was already in- 
stalled. When I approached him he had a long 
face on and said the pump was not as repre- 
sented and would not pump accurately or the 
same amount each time. After trying the pump 
with nozzle closed I found the pressure was 
Oy, UE. ; 

Now, it was up to me to show him the trouble 
and being my first experience am glad to say I 
made good. This is how it was done. 

Thursday morning the pump was still out of 
order and after calling Harrisburg I dscided 
to find out for sure whether the pipe line was 
absolutely tight. After getting the plumber who 
installed same, I put on a pair of overalls and 
used a pick and shovel, helping to dig down to 
the tank. 

Well, to make a long story short, I found that 
he had failed to use the litharge and glycerine 
on the foot valve connection. 

This was great experience as I learned how 
to install the gasolene equipment and also made 
a satisfied customer out of a dissatisfied one— 
just a little work and time, but he will be a 
Bowser Booster forever. 

Motto: Always keep your customers sSatis- 
fied—they might want some other self-measuring 
outfit some day and also their friends and neigh- 
bors. 

Thanking you again for your personal letter, 
IT remain, Yours truly, 

(Signed) H. A. FOLSOM. 
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OUR NEW STORE AND GARAGE SALES 
MANAGER, MR. L. P. MURRAY. 


Possibly the best way to give the entire sales or- 
ganization an insight into the character of this man, 
and believe us he is some man, is to recite a little 
incident that happened in Chicago before he left his 
position there as District Manager to assume the 
greater duties as Sales Manager of the Store and 
Garage Sales Department, with headquarters at the 
Home Office. 


Members of the Chicago District wanted to remem- 
ber Mr. Murray with a little token in appreciation 
of his co-operation and friendship with every man in 
the Chicago District. On the Saturday afternoon be- 
fore he came to Fort Wayne, Mr. Murray invited 
some of the nearest salesmen and in fact all that 
could get in on Saturday, to take luncheon with him. 
Just before the delegation left for downtown to at- 
tend the luncheon they all gathered in Mr. Murray’s 
private office and with only a few words presented 
him with a diamond Masonic ring, bearing the em- 
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blem of the 32nd degree Mason. 


At the same time they gave to Mrs. Murray, 
who although not present, a beautiful, sterling silver 
sugar and creamer. Mr. Murray handed the package 
to her personally at the hotel in the evening. 


To quote Mr. T. D. Kingsley’s own words on the 
subject is expressive and The Editor can add noth- 
ing further regarding it. 

“This is all there is to say, George. I want to 
say that we all miss Mr. Murray greatly—he is 
loved and respected by every man in the Chi-,.. 
cago District. Mr. Murray knows the sincerity 
of the friendship of every man for him and the 
sigh he heaved when he opened the box con- 
taining the ring, expressed fully his feeling of 
appreciation.” 

On Wednesday afternoon, April 7th, Mr. Harry 
Gunn, of the Dallas District, and Miss Marvel Myrick, 
of San Anttonio, were married at the home of Mr. 
and Mrs. J. M. Rorex, 1113 Canton St., Dallas, Texas. 
An informal reception followed the ceremony. 


Congratulations, Harry! We shall expect you and 
Mrs. Gunn to be with us during the Pacemakers Con- 
vention. 

P. S. Harry has been slightly rattled since his 


marriage—we have received an order from him for 
a “Chief Centry” Pump, FE. W. €. 0. 


RESIGNATION OF MR. J. H. McCONNELL, 
MANAGER OF ALBANY DISTRICT 
ACCEPTED. 


We regret to announce the resignation of our old 
friend, Mr. J. H. McConnell, who has been with us 
for a number of years and for the past two and a 
half years has been District Manager at Albany. 

Mr. McConnell was not wholly in accord with our 
working methods and policies. The management, 
therefore, accepted his resignation, feeling that en- 
tire harmony and active co-operation is absolutely 
necessary to success throughout the organization. 

We regret to lose the services of Mr. McConnell, 
for whom we all have the highest personal regard 
and will always remember him kindly for his many 
excellent qualities. 


OUR SALES EXECUTIVE 
MR. J. G. RODMAN. 


From the expression on Mr. Rodman’s countenance 
he is evidently thinking of the landing he would 
make after the automobile experiment he has 
promised to make with Mr. Briggs in the future 


* * 


We sympathize deeply with Mr. T. F. McWaters of 
the Atlanta District, who so lately has lost his mother. 


IS A BOWSER A GOOD INVESTMENT? 


(By D. Moore of the Louisville District.) 


I have used with good results the following, when 
price is complained of: 

“Mr. Jones, a Bowser tank is the cheapest thing 
you ever bought. Aside from its convenience 
(which any progressive merchant will admit is alone 


well worth the price), you 
ce | Chave. saving: of oil, cleanli- 
SG ee ail ness of handling, exemption 


from oil contaminated goods, 
and your fire risk cut to a 


minimum. Your old _ style 
tank is the most expensive 
fixture that any man _ ever 


bought, with its added incon- 
venience and filth. 
“Let me prove it to you. 


You buy oil at 11% cents per 
gallon and sell for 15 cents. 
You think you are making 
3% cents profit per gallon, 
but, in fact, you do not really know what your net 
returns are, or whether you are even getting your 
money back. As a progressive merchant you will 
admit loss from evaporation, from spilling, from 
over-measure, from guess-work in selling five and 
ten cent quantities, from filling bottles and jugs 
and ninety-nine times out of one hundred you “guess” 
in the customer’s favor. 


“Suppose you really do make a 
per gallon—that is a little over 26 per cent. on 
your investment in oil. If you only handle one 
barrel per month, this would mean a turn-over of 
your money twelve times per year, or net you 312 
per cent. annually on your invystment. If you 
handle two barrels per month, this would mean 
twenty-four turnovers annually of your money and 
result in 624 per cent. on your investment. In fact 
however, Mr. Jones, where you tell me you are 
handling fifty gallons per week, it means that your 
returns on the original investment at the end of 
the year are 1,352 per cent. 


“Most merchants abhor the handling of oil to 
the extent that very few are alive to the profit in 
oil, and consequently are not 
fixed to handle it in a safe 
and convenient manner. Big, 
lucrative returns are eluding 
the merchant who is not far- 
sighted enough to employ our 
modern method of handling 
oil and in that manner bring- 
ing his sales up to three or 
four barrels per week, as 
against the meager business 
of ‘tin can’ caliber. 

“Now let me show you how 
a Bowser will bring this enor- 
mous profit accruing trom 
the handling of oil to your cash drawer and at the 
same time assist you in increasing your other busi- 
ness, for when you have people coming into your 
place for clean, accurately measured oil you can 
easily supply their other demands because your 
up-to-date methods of business attract them. I have 
demonstrated and proved beyond question that the 
known savings selling oil from a Bowser is two cents 
per gallon, which is $1.00 per barrel, or practically 
20 per cent. on the cost of a barrel of oil. Certainly, 
if we add the losses of oil spilled, evaporated, or 
given away in five and ten cent guess-work, and in 


net 3% cents 


THE OLD STYLE TANK 
IS THE MosT EXPENSIVE 
FIXTURE You EVER BouGHT 
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filling bottles and jugs, it is much in excess of 20 
per cent, but we will call it just 20 per cent. and 
use what we get; figures as you know, can never lie. 

“One barrel per month—20 per cent. savings—is 
240 per cent per year; two barrels per month, 480 
per cent. psr year; one barrel per week, 1,040 per. 
cent. per year profits that you are not now getting. 
Now let’s compare your ‘old way’ with the ‘Bowser 
way.” 


OLD WAY 
iL lORARSIL (OEE SINC, 5 Ch oc poo ec 72% profit 
PeDOLTe A De re MnON Chasm sane 144% profit 
It [eee DS WKN po aadovcdocc 5 oD joreonihy 
BOWSER WAY 
il jognereell jNeIe iaKeNN SgooonnncoonBlAGe jononme 
DARKE Lap Crist Ob me rte ee 624% profit 
ibarrel@per week 9.2 ..05.5 0.0. 1352% profit 
“The convenience of handling, cleanliness, sav- 


ing of time, wiping out the fire hazard, no soiled 
clothes, no soiled floors, no contaminated goods—all 
these are thrown in as added good measure. 

“So now, Mr. Jones, you are convinced, and that 
for the first time in your life; you never realized 
how much profit there is in oil—and you are equally 
as well convinced that Bowser will in deed and truth 
practically double that enormous profit. The mer- 
chant who is careful to make all of the legitimate 
profits that are due him, is the successful merchant. 
Not the would-be merchant who was born with the 
ery of ‘hard times’ on his lips.” 


Salesman J. C. White, of the Dallas District, has 
recently purchased a ‘“go-cart.” He has it so well 
trained that he can throw the lines over the dash- 
board and talk with both hands. 


* ok * 


Salesman J. W. Crawford is a new recruit to the 
Dallas bunch. We wish you success, Mr. Crawford. 


Mr.’ Phil V. Peel, of the St. Louis District, who 
has been with us but a short time, shows on his 
SUMMALy AObe Dally Reports. «April ist, 3 calls ad 
sale, 8 pts.’ Mr. Peel said he had not felt well 
that day and did not work fast. It must have 
been an April Fool. On the 2nd of April, he shows 
“7 calls, 1 sale, 7 pts” and on the 8rd “7% pts.” 

After a fellow has gone out and had three days 
like that he certainly ought to fesl like having 
three more. 


ste se 
ok * 


Mr. J. L. Hobbs, of the St. Louis District, recently 
celebrated his birthday by making 1 call, 1 sale, 
amounting to 7 pts. On the day after, he felt so 
badly that he only made ons call again and only 


“sene sale, amounting to 7 pts. 


If you feel that badly every day, Mr. Hobbs, you 
are certainly going to make some one hump for 
some of the honors in the Pacemaker’s Club. Just 
keep it up. 

ak oS * 

Mr. T. C. Plasterer, who began work under the 
Ft. Wayne District on the 5th of April, made a fine 
start by closing sales amounting to 8 pts. on the 
7th, and 5% pts. on the 8th, four sales in all. 

Mr. Plasterer may not do that every day but he 
certainly is showing some style in the “start-out.” 
oS * * 

Mr. R. M. Baum, of the Chicago District, recently 
sent in a fine public garage order calling for 1] 
12-bbl., C-12, Cut 241 Outfit and a complete Lubricat- 
ing Oil Equipment, the entire order amounting to 

almost 16 points, and it was sold F. C. W. O. 
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HOW THEY DO THINGS IN TEXAS 


Salesman J. Milton Tucker of Dallas District 
Refutes All Arguments That Ours Is not 
a Repeat Sales Propostion 


District Manager W. M. Mann received the follow- 
ing letter from Salesnian J. Milton Tucker, which 
is self-explanatory regarding the sales he has made 
to the Model Laundry and Dye Works, Galveston, 
Texas: 

Houston, Texas. 
Mr. W. W. Mann, Manager, 
Dallas District. 
Dear Mr. Mann: 

Attached hereto is my order No. 3882 for this sub- 
ject. The allowance to be made for the exchange 
of the Cut No. 47, is left 
open on the order for the 
reason that I have not 
been furnished with Page 
No. 9 Sheet on ‘Exchange 
Allowances,’ said page no 
doubt covering allowance 
for Cut No. 47 Pump. The 
Exchange Report Card, 
for the amount of allow- 
ance, is also left open for 
the same reason. 

Please equip this Cut 
No. 41 Pump with a set 


UL ata a of seals and charge list on 

1912, 1913,” the same invoice of the 

191¢ AND Cut 41 Pump 

19Ik : p 
There is an exception- 


ally good lesson involved 
in the continual patronage that we have enjoyed 
from this subject. About five years ago they 
started in the dry cleaning business, in con- 
junction with their laundry business, and 
chased a small gasolene tank with a Cut No. 
47 Pump. In November, 1912, I sold them a com- 
plete 5-tank, four-barrel system, with two Cut No. 
705 Plunger Pumps for a second story installation— 
sale price 43 points. In 1913 I sold them a 1200- 
gallon fuel oil tank, with trimmings, and one of 
our No. 1, Cut No. 751 Registering Measures—sale 
price 9 points. In 1914 EI gold them a 5-barrel 
conical bottom tank to complete the 1912 five-tank 
Dry Cleaning System, a Cut 145-A Filter and ten 
feet of Metal Lined Hose to use on the old Cut No. 
47 Pump—price 3 points; and five 2-barrel, Cut No. 
64 outfits and trimmings for lubricating oil—price 
net 9 points. And in 1915 (today) I sold them a 
Cut ‘No. 41 for measuring the gasolene to their 
auto delivery cars, making business of about 65 
points. And the beauty of it, all of this was sold 
on thirty days net and the purchaser took the 2% 
discount in ten days on each purchase. 

This evidently proves that it pays and pays well 
to follow up sales to any of our customers, and 
from the fact that every time something comes up 
which necessitates the handling or the measuring 
of oil, we are in line to take care of their needs. 

I started in to ask for some assistance, and that 
is, you can see from the above what business the 
subject is operating and what equipments they have 
purchased, and I would like for some one to ad- 
vise what is left in our line that they should have. 
Can you assist me? 

Awaiting any suggestions you may have to offer 
and with kindest regards, I am, 


Yours very truly, 
(Signed) J. MILTON TUCKER. 


pur- 


Mr. H. A. Leonard, one of Chicago’s ‘“whirlwinds,” 
made another record for the month of March, clos- 
ing nearly 100 pts. worth of business, 77% of 
which was F. GC. W. O. We thought it was about 
time that Harry was pulling off some such stunt 
as we had not heard from him for some time. 

Salesman Herman L. Rolf, of the Engineering 
Sales Department, was a very welcome visitor at 
the Editor’s Office Saturday, April the 10th. Mr. 
Rolf is one of our filtration enthusiastic experts. 

3k a ae 

Mr. F. M. Baker, who just began work in the 
Chicago District, reports under date of March 26th, 
seven calls, three sales amounting to 16 pts. Of 
this amount 12 pts. was C. W. O. You are to be 
congratulated, Mr. Baker, on a day like this. 


‘‘PRICE TOO HIGH”’ 


Here is a favorite one of Mr. J. G. Rodman’s: 
—clothe it in your own words and try it. Almost 
every merchant has some pride; this argument is 


so framed that you touch his dignity and instead of 
opposing you he is more apt to agree that you are 


YOUR PRICE IS Too 
HIGH 


correct, this in turn will put him 
where it is not easy to say 


NOM 
“Mr. Merchant, you say you 
know all about the Bowser 


equipment; it does all we claim 
for it but it is too high in price. 
Our goods are built up to a 
Standard, not down to a Price. 
You must have noticed one thing 
about us, I am sure that we do 
not treat you as if we consid- 
ered you a bargain hunter. Our 
arguments in favor of our Equip- 
ments are not directed to your low price sense. 
We figure that there are enough up-to-date mer- 
chants who measure the price they pay by what 
they get, to keep our factories always busy and to 
support a workmanship in the values offered. 


“In covering my territory, I have found that the 
merchant who cannot see the value of time and 
labor saving devices in the conducting of his busi- 
ness, is, aS a rule, having the hardest time making 
both ends meet. Salesmen come to him with modern 
equipments, built to save his time, to stop a leak, 
to turn his losses into profits. He turns them down 
by saying: ‘Your price is too high,’ and goes on 
paying for modern devices without getting the use 
of them.” 


“Good business judgment would prove to him 
his mistake if he would stop to think that when 
he built his store and placed a new stock of goods 
in it, he certainly did not expect to get his invest- 
ment back in a single year but on the contrary 
expected to use stock and store as the vehicle to 
make money for a lifetime or a reasonable term 
of years.” 


“The weak-kneed merchant will say: ‘I can't 
afford it.’ Of course, he can’t and he never will until 
he takes the ‘bull by the horns’ and makes up his 
mind that the modern ‘up-to-date’ merchant must 
conduct his business along up-to-date methods or 
be satisfied to see his competitor who is more up-to- 
date take the business away from him. Show mea 
merchant who purchases fixtures for his business 
that will save him money and I will show you a man 
who is wise as to how best to make money.” 
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SELLING PRIVATE GARAGE GASOLENE 
- EQUIPMENT 
The Way W. F’. Kastman Believes in Giving 
Service to His Customers 
Mr. Hastman believes first of all in selling a man 
what he should have and considers it unfair to sell 


a man say, a 3-16 in., 15 barrel tank if he plainly 
sees that he has use for only a 6 barrel 12 gauge. 


On the other hand, Mr. EHastman believes it as 

great an injustice to sell a 
Rani rian cave one oe man less than he _ should 
YOUR LITTLE PUMPS 1S GooD have, a smaller tank of 
ENOUGH FOR Hitt 


lighter gauge or a pump of 
lighter construction than is 
suited to his needs and in 
keeping with the other sur- 
roundings in the garage. 
What struck us forcibly in 
our talk with Mr. HKastman 
was the way he spent his 
time in giving service to the 
prospect. Take for example, 
Mr. Jones asks for quotation 
on an A No. 1 Gasolene Stor- 
age Outfit for his private 
Not the highest price, you understand, but 
Mr. East- 


garage. 
a first class outfit suitable for his needs. 
man quoted him on a Cut No. 41 outfit, believing 


that this outfit was thoroughly in keeping with 
his car and other equipment. The prospect could 
not see the price in the Cut 41. 


“Hastman, You’re Crazy,’ he says. “My brother 
has one of your little pumps that works up and down 
and he has twice as much money as I have, yet he 
says that pump is plenty good enough for him. I 
do not see any reason why I should put the money 
in such a pump as you are trying to sell me.” 

Mr. Hastman had been over the situation and said 
to the prospect: 


“Mr. Jones, you asked me to quote you on an A 
No. 1 Outfit. I am not quoting you on the highest 
priced outfit we have, but I have been up to your 
garage and looked over the grounds. I have also 
been selling Bowser Equipment for a number of years 
and from my past experience, I feel that the Cut 
No. 41 outfit is the one that you should have. It 
doesn’t matter what your brother has, but it does 
matter to me what you should have. I know from 
years of experienec this is the outfit you need,” etc., 
etc. 


The result was that the prospect was closed for 
a Cut No. 41 Private Garage Equipment. 


se ste 
% 1k 


Salesman J. E. Lipsey, of the Dallas District, is 
hot on the trail and we may expect to hear some- 
thing doing in Louisiana in the very near future. 


* k * 


Salesman J. H. Smith, of the Dallas District, is 
an old Bowser man and when he says he is 
optimistic regarding results to be obtained in his 
territory this summer, it means something. 


se * * 


Salesman H. E. Lowe, of the Dallas District, is 
once more out after big business and believes he'll 
get it. Mr. Lowe is going to put Arkansas right 
up among the top-notchers this year. 


Salesman R. A. Choat, formerly of the Denver 
District, has recently been transferred to the Dallas 
District—Denver’s loss and Dallas’ gain. We wish 
you success, Mr. Choat, in your new field. 

Our heartfelt sympathy goes out to Salesman 
Chas. J. Rogers, of the Chicago Office, whose father 
passed away on April 3rd. Many of the Chicago 
boys know Mr. Rogers and join with the Editor in 
this expression of sympathy for his loss. 


% * ok 


Salesman A. A. Parsons wrote on April the 5th, 
upon his Daily Report, the following: 
No, of Calls Made—4 
No. of Sales Made—1 
Amount of Sales—6 pt. F. C. W. O. 
Remarks: Another one of “them things” the 
Boomer Editor dislikes so much. 


CONDITIONS 


Salesam L. B. Robinson of the Dallas District 
Says General Conditions Do Not Interest 
Him as Business Is Good and 
Still Getting Better 


Muskogee, Oklahoma. 
Mr. W. M. Mann, Manager, 
Dallas Office. 
Dear Mr. Mann:— 


INDIES OIAY FBAYel WO) Fe WE) MEMS WME cons ogomsuccoun se 
OLE ee Cer tees , are duplicating their order of 
laste Julystorea, Cutel0ievete, 1 
knew this was coming. 

I wish to call your attention 
LOMUDemaa Ct muha ter lmsOldae tenis 
original order under the most 
severe competition and my 
price was more than $80 higher 
than the next nearest man, so 
this duplicate is certainly a 
tribute to our goods. 

I specially note that you want 
me to “find more like my 254,” 
and that you may be up to see me soon. 


BUSINESS 
NDITIONS 


I wish you to feel that right here is one little ray 
of sunshine who believes that business is good and 
still getting better. I notice I never catch any of the 
big ones except when I am fishing for the little ones, 
and I am after the few there are all the time, and 
you can bet on my continuing through “hell and high 
water.” 


General conditions don’t interest me and I pay no 
attention to them. If every man in the world changed 
his occupation every time there was a hill to pull 
over, this would be a deuce of a world to live in, 
wouldn’t it? You can tell from my white hair that I 
have had my troubles in the past; I expect to have 
lots of it in the future, but I do not expect to have 
any work to do which is more interesting than that 
with the BOWSER Company, nor any in which the 
troubles will be as well paid for as they will be in 
our concern. I am for keeping fighting straight 
through every minut2, and not deserting the ship on 
acccunt of one cloud in the sky. 


Any time you want anybody at the Dallas Branch 
to be filled up on ginger and bounced back on his 
job with more energy than ever, sic him onto me. 

Very truly yours, 
(Signed) L. B. ROBINSON, 
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Branch Office Standing 


Week Ending May 8th, 1915 
Senior Offices 


FORTSWAY NE seiecccrier errs Ewe ieittlesavions 
ALBANY ® & sianiysccrerctern, oetiereaieretayeiy Ge bone ore eiertnsi Mgr. 
GHICAGOPs Acronis T. D. Kingsley, Mgr. 
SAN FRANCISCO........... D. S. Johnson, Mgr. 
DALLAS 2 scnschitteirstiarantast wees Baaeaeerince sions 
STs LOUIS ct fanerramtere mene G. H. Hastings, Mgr. 
HARRIS BELR Girne toast R. S. Colwell, Mgr. 
TORON TOG a ertcicle aie W. R. Hance, Mgr. 
ASTHLAIN Ti Aveo ere ektte tel ofp retoreneeiens H. W. Brown, Mgr. 


This is some race—four Senior Offices bunched in the lead with the rest coming strong. Its any man’s 
race now. Toronto made the greatest individual gain last week with Frisco right upon their heels. E-ow! 


Go to it! 


an dS 


5. 


Junior Offices 


DENN ERSii cctieneremts tris tebe C. C. Barnett. Supt. 
WASHINGTO Nearer A. W. Dorsch, Supt. 
NEWSY OR Kee ae eee H. C. Carpenter, Supt. 
PRIEADEEPHIAG Se eheee ere: W. M. Mann, Supt. 
LOUISVILLE Eee ene E. J. Gailmeyer, Supt. 


Denver is striving to make good her mottoe “What she has she keeps,” but Washington made a per- 


ceptible gain last week and is “going some” believe us. 


Philadelphia is some goer, too. 


Standing of Forty High Men, May 11, 1915 


Salesman’s Name. Of fice. Salesman’s Name. Office. 
Lo. Cy TRS eS leStOn sotatiuetinie ies cee ee ere Albany 21" RR” Ds Taeonerde oes seine te See Harrisburg 
Zio dss, Wa Stamford «crc seca Oeteeeena aatee eee Eng. Sales 22. We GES KilOtZcma nce cee eee San _Francisco 
aes 5 Oe © ae SLES) OK) gle Me eyes Crome a oie GO tachc cmc aay Denver 23; oN. Mattingekyner ace cetera vos Sitter oy Caen Chicago 
4m Wi TV we Crandall acim ndepeamite caw) alors San Francisco 24. Re Fly) Clement’ c) satis tects ctes ste tecstonaiete yen. Memeaete Chicago 
hire See OOCGIN SLOMc, «vest eka tetas edcl eee iereneae Denver VAS cl] Ce WRITES gees ote Sie eae eee eee Dallas 
6.10 Gre EL. UReCUDETI Ce. oR etn hs eee eee San Francisco 26.~ Gi. A. S€hnavel a Ace aca dese tiie 6 OenCme Chicago 
Tee Ar iG FL arte ems. Sieve tothe alc seen oars Harrisburg Qt. °J3,. 0. MeCracken tno: cesar crete ceiene Fort Wayne 
8 Wg A Merrill 1805.8 Stircine ce ttacaieie nas eters Fort Wayne 28. EE. VAS Richardsomies. coke ere caine ere etme Albany 
90 Wa DOVER GUK 3. ciate are amor rue ante ke errs Albany 2922 De Rae sBirdiier pen leer sete en cent tera San Ifrancisco 

10.9. ACS La wren Ce ise rs nt seeretalens Geeeeatee as, Lp eae Chicago 30. tow We) OWED iivetela a cneMe oases leeamen ete (hea emer iemenen Denver 

Le TA. CONNELTY: Soest cece e eee ero eee King. Sales pile Ro Wis SSE CR veo che re Salone eltee ce nal seek aye ee nemen eee eter Albany 

L257 Wie Ble Toadies cts es ciatemnectete ements tenets New York 32 =F M.A Renned yor wi tern cies eee San Irancisco 

13". D2 Wire McConnell. ci orca bis seein eyes eee Albany B35. Gee 7 Wa SBOP ES seca cee ee Albany 
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Five High Men by Points in each District, April 26, 1915 


ALBANY 
Cc. R. Eggleston 
. W. Devereux 
D. W. McConnell 
N. A. Ring 
G. W. Elliott 


Ol em toh 
| 


ATLANTA 
T. . MeWaters 
% W. Maxey 
Cc. Schuster 
M Bedingfield 
L. W. Crow 


OT CD bo ee 
= 


CHICAGO 
i, AR Aly MEET ehot hore, 
2) Res hawrence 
3 Cre Rogers 
1. N. Mattingly 
5, ue BH. Clement 


SAN FRANCISCO 
1. G. H. Reuben 
2. We Ve Crangak 
3. FF. M. Kennedy 
oe, Mat, shies 
5. W. B. Jameson 


ON ew ROHL 


(Districts Listed Alphabetically) 


DALLAS FORT WAYNE 
W. W. Ince W. A. Merrill 
J C. White L. W. Cheney 
R. L. Matthews W. H. Pritchett 
J. M. Tucker 4. W.-J. Rates 


Cobo Re 


P. W. Lawther Daw. ©: McCracken 
DENVER HARRISBURG 
R. G Fisher LL Ac Go Harteen 
R. Coddington Dove Oe ueomeca 
R. W. Jewel By, a AGH 18h Mays 
J. F. Vonderembse fo Ve Elazlere 
EH. U. Barle 5. W.B. Offerle 
ENG. SALES LOUISVILLE 
W. B. Stamford 1. Max Heintze 
H. E. Dobson 2 It, L. Alsobrook 
EH. L. Milliron 3. D. Moore 
Ww. A. Armstrong t. J. B. McPherson 
S. IF. Taylor 5 Je CeO Lers 
TORONTO 


Te tie anodes 
EK. J. Murphy 
W. Hickingbottom 
J. W. Merickel 
H. M. Fickler 


oI Coho 


Ue tobe 


One cobs et 


Olt CODD eS 


Tt CODY 


NEW YORK 
IW. e.. add 
F. H. Peeples 
H. Dalgaard 
17 WS COLE 
F. J. Libbey 


PHILADELPHIA 
H. A. Vortigern 
W. M. Booker 

D: W. Chase 

Ws oo. Parker 

J. B. Comber 


ST. LOUIS 
G. P. Dickey 
W. E. Tousley 
Ww. A. Lee 
J. I. Goran 
W. H. Coddington 


WASHINGTON 
G. P.. Stovall 

D. W..Darden 
J. T. Gibbons 
W. S. Stoner 
N. B. Steele 
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Pacemaker Extra Edition 


THE “OLD MAN” AT THE HELM 


A Fine Picture of Mr. S. F. Bowser, Our President, at his desk, in his office— 
taken after writing his Greetings to you men 


To Our Boys on the Road: 


It has been some time since I have dropped you a few lines. This is due to two facts 
—one is, I have been out of the city a good deal; another is, I have been awfully busy. But 
I have just a little time now to stop, and look up, and see the great harvest before me of 
“Tank Order Getting,’’ and as you fellows are the producers of this great crop, I just want 
to tell you how it looks to me, and what I think about it. 


GENTLEMEN: 


This is my thirtieth summer in which I have had a hand in this crop Producing and 
Reaping proposition, and frequently among men, who do raise crops, they say, “‘my crop 
looks good this year, and I believe I am going to have a good Harvest,’’ and so on. But | 

tas) . b) co) 5 5 ‘ 4 
want to tell you boys that our crop is good this year, and we are having, and are now reaping 
the greatest crop that we have ever raised in all our history. 


We are receiving from you fellows right around 1000 orders a week, and these orders are 
thieker and fatter this year than any previous year we ever had; that is, on the average, 
each order amounts to more in dollars and cents than they ever have amounted to heretofore. 
Now I am sure you are just real glad to know this and I assure you it gives me_ great 
pleasure to give you this splendid information. 

This means success to the salesmen, and success to us, and we are always very, very happy 
to see our salesmen succeed, and I am sure that our salesmen like to work for a house that 
is sueceeding—that means a lot to both of us, since it is impossible for one to succeed without 
we both succeed. Therefore we all can throw up our hats and rejoice together. 


(Continued on page 240) 
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Rah! Rah!! Rah!!! 
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Albany’s Winning Son—President 


Eggleston—sis! Boom! Ah!—T-I-G-E-R!!! 


MR. C. R. EGGLESTON, 
Of the Albany District 


HOME PLANT AND GENERAL 
Fort Wayne Indian) 


C. R. EGGLESTON 
REPRESENTATIVE 


Watertown. N. Y., 


eng Aatoone 


MY DEAR SIR: --- 


As per our conversation of late, I am sending you 25 of our business- 
like cards, which you would carry a few in your pocket or the man who oper- 
ales your curb pump, or filling station. As an auto or tourist calls for 
gasolene cr other supplies, ask him ‘'Where he is going?'’ and fill in the 
card as you see fit. For instance, if I drive up in front of your place of 
business, and after being served, am about to drive away you might ask me 
where I was going or in what direction and I reply. Have one of these 
cards filled out with your name at the bottom, and after I tell you I am 
going through to Watertown, or any place where you know a ‘‘Red Sentry"' 
Bowser Filling Station is, simply insert the man's or firm's name and town 
on the card, and hand it to me, I will in turn put same in my pocket, and 
when I get to the town, will look up the man whose name you put on the 
ecard, and in turn this man or firm will come back at you in the same way 
the first chance he or they get, thus forming an endless chain of adver- 
tising without any cost to you. 

Enclosed you will find a list of these stations and from time to time 
this will be added to and any other information that will tend to help 
you in the work of selling gasoline and supplies. If you should run 
out of these cards you can have more for the mere asking. 

Wishing you the very best of the season and thanking you for past 
favors 


Very Sincerely Yours, 


CR Spee 


Mr. C. W. Eggleston, of the Albany District, Was Elected President of the Pace- 
makers’ Club on April 22nd, With a Total of 503 Points to His Credit. 


Pacemaker, November 29, 1912. 


with 507 points. 


Closed year 


Pacemaker, October 31, 1913. 
550 points. 


Closed year with 


Pacemaker, August 18, 1914. 
636 points. 


President, April 22, 1915. 
points. 


Closed year with 


Closed year with —— 


In the May 15th issue of the Boomer we tried to 
give what we thought were the underlying principles 
for greater sales efficiency. We stated: 


“He must know his goods, must have tact and 
possess initiative, must be industrious, original 
and thoughtful, and ‘chuck full’ of optimism and 
enthusiasm.” 


That Mr. Eggleston possesses initiative to a 
marked degree is evidenced by his work this past 
year. One of the little stunts he pulled off that 
undoubtedly assisted him into the Presidency of 
the Club, was his new method of reaching the trade 


who use our “Red Sentries.” 1 am reproducing the 
form of letter he sends out every six weeks; also 
the card and a part of the list that he attaches to 
each cone of his letters. 


This resourcefulness counts in the long run and 
is only one of the many sales plans Mr. Eggleston 
uses in premoting Bowser equipment in his terri- 
tory. 


Ancther point to notice is the betterment of his 
record. It was Thanksgiving he first made the Club; 
then a month earlier the following year; then two 
months and now this year he beat last year’s record 
by about four months. Maybe next year he will be 
in by March ist—he has struck his gait and there 
is no telling when he will land an honor. 


We want to congratulate you, “Hggy,’ as he is 
known to his friends, on the fine showing you have 
made this year. It is not only an honor to be 
proud of to be President of the Pacemakers’ Club, 
but you have wrested from the West this coveted 
pesition and you deserve all the credit that is com- 
ing to you. Again we congratulate you on your 
achievement. 
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San Francisco Scores Heavily Electing Two Execu- 
tives—Mr. G. H. Reuben is now Vice-President 


MR. G. H. REUBEN, 
Of the San Francisco District 


Mr. G. H. Reuben, of the San Francisco District, Was Elected Vice President of the 
Pacemakers’ Club on April 30th, With a Total of 504 Points to His Credit. 


Pacemaker, August 16, 1912. Closed year with 


704 points. 
Director, July 16, 1913. Closed year with 829 
points. 
Secretary, April 16, 1914. Closed year with 880 
points. 
Vice-President, April 30, 1915. Closed year with 
points. 
Mr. Reuben is for Bowser equipment what Mr. 
Burbank is for the naturalist. Mr. Burbank has 


the ability of making two blades of grass grow 
where only one grew before, or causing a seeming 
worthless weed to blossom into a beautiful flower. 

Mr. Reuben has the ability to visualize to his 
prospects the future greatness of the business in 
Arizona. The result is his ability to close orders. 
He uses a fine tooth comb on his territory, marking 
each prospect with the class of equipment he should 
use in his particular line of business and then 
going after him and selling him. 

We are very glad that Mr. Reuben has attained 
the honor of becoming Vice-President of the Club 
this year. His reply for the Club to Mr. Bowser’s 
Address of Welcome at the last Convention was 
a fine paper and splendidly delivered. The Club 


would be a heavy loser without his presence at the 
coming Convention. 

Mr. Reuben is a versatile man. 
graduate and has edited a paper. He has a fine 
command of the English language and that rare 
quality of making all who hear him understand. He 
does not “shoot over our heads.” It is this ability 
coupled with his persistency and hard work each 
day that makes him so successfull in selling our 
equipment, 

Mr. Reuben’s heart is of large capacity—he would 
like to assist every man in the organization to get 
to the Convention—he knows the value of such an 
educational trip. 

Loyalty is another strong characteristic of him—he 
is loyal to his friends therefore loyal to his Company 
and his prospects and customers. 

Look at his record, first a Pacemaker, then a Di- 
rector, Secretary and now Vice President. Next year 
—but as Kipling says, ‘that’s another story.” 

We congratulate you, Mr. Reuben, on your r-veti- 
tion of being an executive of the Club. May you 
continue year after year to show what a high grade 
specialty Bowser salesman can do when he will. 
Here’s our hand in welcoming you again .into the 
Club. 


He is a college 


It's Stamina that Counts in a Race—Mr. R. G. 
Fisher in Capturing the Secretaryship 
for Denver, Proves his Worth 


MR. R. G. FISHER, 
Of the Denver District 


Mr. R. G. Fisher, of the Denver District, Was Elected Secretary of the Pacemakers’ 
Club on May 3rd, With a Total of 518 Points to His Credit. 


Pacemaker, August 23, 1913. 
840 points. 

Pacemaker, July 3, 
1088 points. 

Secretary, May 3, 1915. 
points. 


Closed year with 


1914. Closed year with 


Closed year with —— 


When Mr. Fisher was in the Office at the last 
Cenvention, he said that it was a mistake to think 
that there were seven ages of man. In this day and 
age there were only three ages or periods to a 
man’s life. Up until he was forty he was more or 
less unsettled, adventurous and willing to take 
chances. Between forty and sixty it was a determin- 
ation to achieve honor and permanent income. After 
sixty it was a case of looking after his health and 
knowing how best to spend the money he had made. 

Evidently, from Mr. Fisher’s record, he must have 
passed forty in years but not in ability in 1913 and 
has been hitting a stride ever since that will make 
anyone hustle to keep up with. Mr. Fisher is a 
worker of the first class. He is a planner. He does 
not go off “half cocked,’ but studies his territory 
and his line like he does any other problem of life. 

We would like to quote part of a letter received 
from Mr. Fisher under date of May 19th, which gives 
a.keen insight into his character and incidentally 
shows why he is a successful Bowser Salesman. It 
shows that Mr. Fisher is out after orders, leaving 
the honors and profit for later consideration. 


“My dear Mr. Townsend: 

Your very kind letters and telegrams received 
except the last one of the 4th which I did not 
know about until I got your confirmation in 
(HS) mapas, TaMBwl, 4 . . 


I have a large territory to get over—lots of 
inland towns—mighty poor train service—pros- 
pects many times long way apart—but I have 
worked for the business and have not consid- 
ered I was in the race at all. I got all the 
business I could all the time, always, in all 
places. Whether I get the Presidency or not 
is all the same to me so long as I do my work 
right each day. But I want to thank you for 
your very kind letters and good wishes. I have 
been so busy making jumps at nights and 
working during the day that I have had very 
little time to figure on anything but what I was 
going to say to the next prospect. 


We could go on talking about Mr. Fisher for some 
length, but we are satisfied that this personal letter 
to The Hditor is better indication of his character 
and ability than anything we could say. We offer 
our apology to you, Mr. Fisher, for using it, but we 
think that the results will justify its reproduction. 

We certainly are glad to welcome you again into 
the Club and extend the heartiest congratulations 
for your record this year. 


A Four-Time Winner—Mr. W. V. Crandall Wins 
the Treasurership of the Club for 
San Francisco District 


MR. W. V. CRANDALL, 
of the San Francisco District 


Mr. W. V. Crandall, of the San encied District, Was Elected Treasurer of the Pace- 
makers’ Club on May 3rd, With a Total of 501 Points to His Credit. 


President, April 10, 1912. Closed year with 
1232 points. 

Vice-President, May 3, 1913. Closed year with 
1285 points. 

Vice-President, April 15, 1914. Closed year with 
1612 points 

Treasurer, May 3, 1915. Closed year with 
—— points. 


Anyone who expects to beat Mr. W. V. Crandall 
to an executive position has got to get in the game 
at the start and stick six days in the week and 
twelve or more hours each day. His record shows 
that the latest he has ever made the Club is May 3rd. 
You notice he was elected Vice-President on May 3, 
1913, and gecured the honor of Treasurship on the 
same date this year. He lost the Secretaryship not 
by time but by volume of business, as Mr. Fisher 
came in on the same date with 518 points of business 
while Mr. Crandall could only be passed, entered and 
credited with 501:points. 


Here is the typical Bowser salesman—a man who 
has had one territory and one object (to be a top 
notch Bowser Salesman) ever since he has been 
with the Company. He has been a Prize Winner 
and has the honor of being the first President of 
the Pacemakers’ Club. His name is on the honor roll 
—engraved three times upon the Bronze Tablet— 


1910—Third Man. 

1913—Second Man. 

1914—First Man. 

1915— 2 

We regret that we haven’t a better picture to 
show of Mr. Crandall, but his extreme modesty has 
prevented us from getting it. When he was hers at 
the Convention last year we urged him to go and 
have a new photograph taken, but he shied off 
and we were unable to get a new likeness of him. 


This year we hope to be more sucecssful. 


The lives of some men are an inspiration. Mr. 
Crandall’s persistent and consistent work in the 
Bowser Organization and his ability to win prizes 
from the same territory year after year, ought to 
prove to any other Bowser salesman that it rests 
entirely with himself whether he emulates this 
shining example of industry. And it is industry that 
wins Mr. Crandall the prizes. He is one of the hard- 
est working Bowser salesmen that we know of and 
it is this “stick-to-itive-ness” that puts him in his 
present position. 

Sincerity is another fine characteristic of this man. 
And do you know sincerity is a rare trait and one 
well worth cultivating. 


We congratulate you, Mr. Crandall, and The Editor 
will be more than pleased to renew his acquaintance 
with you that was so nicely started at the last 
Convention. 
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This is an extra edition of the Boomer in honor 
of the election of all the Executive Officers in the 
Pacemakers’ Club. 


A thick head is apt to generate a multitude of 
thin ideas 


OPPORTUNITY 


There haye been volumes written on this subject 
and yet the average man does not always take the 
lessons illustrated home to himself. 


You all know the story of Ali Hafed, the Indus 
farmer who sold his place and went in search of 
diamonds, only to return years after in poverty and 
find that his farm was the richest diamond mine 
in the world. Here was opportunity right at his 
docr and he lacked the ability and foresight to 
grasp it. 

Or the farmer in Pennsylvania who sold his 200 or 
more acres of wooded and stoney ground for $200.00 
to go into the oil business, only to find that upon 
his old, seeming worthless farm were the richest 
oil deposits in the whole state. 


Messrs. Eggleston, Reuben, Fisher and Crandall 
know the true meaning of “Opportunity.” They 
recognize the vast wealth underlying their territory 
and have cultivated it accordingly. 


What are you overlooking in your territory? Here 
are four widely different sections of the country, 
each representing different people and different con- 
ditions, and yet all producing results for Bowser 


Salesmen who are consistent, persistent workers. 
It all solves’ itself dbwn to one statement, 
“Yourself.” 


“Yourself” is not just so many pounds of flesh 
and bones wearing appropriate clothing. If it were, 
then any man equal weight and dimensions, wear- 
ing the same clothing, could be you. 


“Yourself” is a collection of habits—habits that 
were born in you, habits you have cultivated and 
habits you don’t know you have. 


Take a list of your good habits—the little ones 
which are matters-of-course with you, and note which 
enes you postpone occassionally. 


The habit of shaving every morning for example, 
is a good habit. No man can shave himself with- 
out following it up with clean linen, brushed clothes, 
a shine, and a smile which begins at his heart and 
spreads out. 

Omit the morning shave, and you have not only 
discounted your appearance for the day, but you 
have disccunted your efficiency for the day 

No use talking, the individual who makes a 
habit of looking efficient is cultivating the habit 
of being efficient. 

Stop to think of it. The success of every insti- 
tution is built upon a combination of individual 
selves. 


No man can help make an organization greater, 


better, more successful and more efficient without 
making himself the same 


Enthusiasm is a habit, belief is a habit, persistency 
is a habit, politeness is a habit, salesmanship is a 
habit. 


And these, by the law of nature, have their com- 
plement, which is that of making confidence, satis- 
faction, appreciation, and buying a habit on the 
part of the customer. 


Which is as it should be—and as it must be, when 
you make “yourself” of the best of yourself. 


MR. W. B. JAMESON OF SAN FRANCISCO, 
AN INTERESTING DEMONSTRATOR 


Mr. S. D. Stoddard, District Sales Supt. of Port- 
land, Ore., writes under date of the ilth of an 
incident in which Mr. W. B. Jameson was the princi- 
pal actor. 


Mr. Jameson was talking to the proprietor of a 
store and showing him the advantages of Bowser 
equipment. They became so interested that they did 
not notice what was going on around them until a 
man came? running in from the street and called to 
them, “What’s the matter with you fellows, didn’t 
you know that the place is on fire ” At this Mr. 
Jameson and the prospect turned around and noticed 
that a fire had started in a bunch of rubbish and 
the room was filling with smoke. 


S. E. Gifford Auto Company Filling Station No. 2, 


New Bedford, Mass. Salesman D. I. Petts’ in- 
stallation. He says to look out for another 
before the season closes as he is going 
to have a lubricating oil outfit on 
that piazza before he quits. 


BE CALM 


One day Mrs. Jones rushed into her husband’s 
presence with hasty steps and a wild look of ex- 
citement. 


“O, John!” she exclaimed. “Norah made a mis- 


take and tried to light the kitchen fire with 
gasolene!”’ 
“Gasolene, 2h?” calmly responded John. “Did 


she get it started?” 
“Did ghe get it started?” cried the amazed Mrs. 
Jones. “It blew her out the kitchen window!” 
“That’s all right, my dear,’ returned the philos- 
cphic Jones. ‘It was her afternoon out, anyway.” 
—Young People. 
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And all of this great suecess which is attending us is due to the splendid harmonious 
co-operation of every man on the road, in the office, and in the factory. Never was there a 
better harmony—yes, I will say, there never was such a splendid harmony from top to bottom 
throughout the entire organization as there is today. And this harmony is freighted with good 
wishes for each other, and every fellow is doing his part, and the result is as above stated— 
simply the greatest results that we have ever been blessed with. 

We set our Quota, at the last Convention, for $4,000,000.00 this year. I am glad to tell 
you that today we are about 2% ahead of this quota, and as we believe the best of the year 
is yet ahead of us, therefore, it looks as if we were going to exceed our quota very handsomely, 
As you will remember the $4,000,000.00 has been our quota the third time, and here is hoping 
that it is its third and last time. I ,am sure you will agree with me, it ought not stay so long 
at one place. : 

Now as to how the future looks to me, will say that my best judgment is, from all that 
I can see, and the reports I receive from our men, and in a general way, we will be able to 
increase our business to quite a per cent in excess of what we have been doing. We have got 
it rolling along as never before, and if each and every man will keep his shoulder to the 
wheel, | am sure the results will be most gratifying to all of us. 

Now Mr. Zahrt advises me that this year we have added quite a few new men to our great 
Sales Force, and so, to you New Men, I want to extend a most cordial welcome to you into 
our Sales Organization. What I have been saying in this letter to our salesmen generally 
I am sure you have been deeply interested in, and recognize the fact that this applies to you 
as well as to our older men, and I do hope that each and every one of you will be abundantly 
successtui and enjoy the work as we all do. 

I know of no organization anywhere where all who are connected with it enjoy the work 
to the degree that the men do who are connected with us, and especially our men on the road. 
They have the reputation of being one of the most enthusiastic, hard-working, Sales Organ- 
izations now existing anywhere, and my hearty expectation from each and every one. of our 
new men, is that they will join us heart and hand with all their good endeavors for a grand 
SUCCESS. 

In closing I wish to extend to each and every one of you—Old and New—a hearty invita- 
tion to get into the Pacemakers’ Club, and then you ean come here to our Annual Convention 
and shake hands with the ‘‘Old Man’’ and have the time of your lives. 

With best wishes and kindest regards, I am, 

Most sincerely yours, 
SEB: IAG 


RIGHT IN THE HEART OF MILLIONAIRE ROW Installation of a “Red Chief’ Cut 101 Pump at the 


Installation of a “Chief Sentry’? made for the Lea “drive-in” filling station of the Canfield Oil Com- 
Oil Company, 2342 Euclid Ave., Cleveland, pany, EK. 12th St., Cor. Payne Ave., Cleveland, 
Ohio. Salesman T. C. Potts is operating Ohio, This is another evidence of Sales- 

the pump. man Potts’ ability to Bowserize 


Cleveland. 
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The Well-Rounded, All-Round Bowser Efficiency Man 
Mr. W. G. Zahrt, Assistant Gen. Manager. 


Have you ever met a man in your life whose bal- 
ance is so perfect that it is only on very rare oc- 
casions that he loses his temper? If not, then we 
want to introduce to you just such a man, Mr. W. G. 
Zahrt, Assistant General Manager of the Company. 


Mr. Zahrt has executive talent to a marked degree 
and the ability of analyzing a proposition, that has 
been of wonderful help to him during his business 
career. If there’s one trait that stands out promin- 
ently in Mr. Zahrt’s life it is his loyalty to the Com- 
pany. He may differ to a large extent in the dis- 
cussion of policies, but when that policy has been 
settled he’ll fight it out on those lines to the last 
ditch. It is this dependableness and trait of loyalty 
that has advanced him to his present high position 
jm. thé company. 


Among the older salesmen Mr. Zahrt needs no in- 
troduction. He has been more or less intimately as- 
sociated in sales work during his entire career with 
the Company. At the present time he is most closely 
associated with the Sales end cf the business and has 
moved his office from the executive building over to 
the cement block so that he can be in close touch 
with his two lieutenants, Mr. L. P. Murray on the 
one side and Mr. H. H. Briggs on the other. 


You men who have had occasion to talk with Mr. 
Zahrt will recall his pleasing personality, his ability 
to discuss a question in a dispassionate way and mix 
with it a fund of humor and good common sense. 


Mr. Zahrt is a type of Bowser man we could all 
emulate to our advantage. 


The following extract taken from a personal letter 
to the editor, written by Mr. W. V. Crandall, of the 
San Francisco District, is self-explanatory. 


“Say, those fellows who beat me to the Presi- 
dency sure did go some, eh? Please congratulate 
them all for me and say, now that they have 
started something with me, they have got to 
show their true colors by keeping up the good 
work. 

“Tell them to see the final results in the big 
race (Bronze Tablet). Just advise them that 
they have only finished the first quarter and have 
a ‘long, long way to go.’ ‘Course, I ain’t crow- 
ing ed’.” 


We have just received Harry Leonards (Chicago 
District) little order for a public garage equipment 
amounting to 81 points. The equipment certainly is 
complete and consists of the following: 


2—1000 gallon, *%” Tanks. 

1—2500 gallon, *;” Tanks. 

2—Cut 102 Pumps. 

3—Cut 241 Pumps with Lamp Attachment. 
1—Cut 101 Pump. 

3—Cut 424 Fumps. 

2—7F1 Filtration Outfits. 

38—2 Dbbl., 14 ga., Cut 106 Outfits. 

7—Cut 174 Fill Boxes. 

1—2 bbl., 14 ga., Cut 125 Outfit. 
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PERSEVERANCE 


Continued pursuit of any business or enter- 
prise begun.—The Century Dictionary and 
Encyclopedia. 


Probably one of the most difficult things man has 
to learn is application. It seems to be a human trait 
to jump from one task to another without completing 
either. Put a child to work pulling dandelions out 
of the lawn and all goes well for a while. Soon, how- 
ever, he is pulling off the stems and making whistles, 
or feeding his rabbits, and the work at hand is im- 
mediately forgotten. 


It requires years of patient perseverance to form 
the habit of industry. 


In forming this habit it is well to cultivate thor- 
oughness so that persevering industry may be re- 
warded. with success. 


Many men and women:-are most industrious but 
they never accompiish much. They are always 
hustling around, but because of lack of forethought 
in planning, their industriousness only fatigues them 
and they do not accomplish the result desired. 


For example, suppose the suggestion is made to 
the man of the house by “the head of the house” 
that she would like to have trellises around the home 
upon which to train her vines.. If the man rushed 
off, bought the first lumber he thought might do and 
then started to build them, no matter how industrious 
he had been the result, at best, would be a “botch.” 


Now suppose, after the.suggestion had been made 
he sat down and thought out the style, talking it 
over with his wife and getting her views on the 
subject. When this was settled, he took measure- 
ments, planned how far apart the cross pieces should 
be placed—their thickness—the size of the up- 
rights, painting before they were erected so as to 
prevent rotting of the wood, how to fasten them to 
the house, etc. With all these points decided, you 
will have to agree with us that the result would 
be a finished job. 


It takes perseverance to make the human mind 
follow to a logical conclusion any given task. Un- 
less a salesman possesses this trait and develops 
it along with the other essentials necessary to high- 
grade salesmanship, he will never be more than an 
order taker and not a good order taker at that. 


Recently on looking over the card records to get 
a line on what the men were doing, we ran across 
a tabulated report on one of Mr. L. P. Cox’s prospects 
in the Atlanta District. It illustrated the definition 
of perseverance so well that we felt called upon to 
cite the incident. 


It seems that Mr. Cox called upon this prospect 
for the first time June 3, 1914. He found that he 
already had our Cut 41 and Cut 63. However, Mr. 
Cox felt that he was in the right position for a 
“Red Sentry” and proceeded to talk to him on this 
line. Mr. Cox made fifteen calls upon this prospect 
from June 3, 1914, until May 15, 1915, before he 
secured his order for a 9-bbl., Cut 241, fully equipped. 


Mr. Cox knew in his own mind that this prospect 
needed a Cut 241. He decided upon his course of 
action and then persevered until he finally secured 
the signed order. Naturally, Mr. Cox used tact and 
every art of salesmanship, but above all persever- 
ance. 


If a prospect is handling oil of any kind and he 
needs Bowser equipment, you may not be able to 
sell him on the first visit but it would be foolish to 
mark that prospect “N. G.” simply because you did 
not secure his signature on the dotted line at your 
first effort. He might not have had the money avail- 
able, or his breakfast might not have agreed with 
him, his wife might have needed a new suit and a 
thousand and one other things might have entered 
into the transaction at that time that decided him 
against purchasing. Or your arguments may not 
have been right. 

Your very next call might change the results and 
con a different line of argument you might land the 
order. At any rate, every time you are in the neigh- 
berhood, it is just as well to call upon those you did 
net sell, because by perseverance and revising and 
building up your sales arguments, you are sooner or 
later going to convert any user of oil into having 
Powser equipment. 


CULTIVATE BOWSER USERS 

They should be numbered among your best friends 
in your territory. You can never tell when they 
will be in the market for additional equipment, hav- 
ing added another oil to their stock or want some- 
thing more up-to-date, etc. 

Bowser Salesmen should sell not merely our 
product, but the Service the product renders. 


H. Rolf, of the Engineering Sales, sent us a 
clipping recently, taken from the “Columbus Citi- 
zen’s” Hditorial Page, March 20, 1915. He says this 
is a ‘gem’ of philosophical optimism. We, there- 
fcre, reproduce it for your benefit. 
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Dry Subject, But Full of Meat 

Bank clearings in-Columbus continue to show } 
a steady increase, Thursday, for instance, they | 
were $1,142,900, an increase of 13.3 per cent over | 
Ifthe same day last year. This means that Colum- 
bus is still doing a Jot of business in spite of the: 
war and that it is continually doing a lot more 
business than it did before the war, It means 
that the people still have plenty of money and! 
the merchants still have plenty *of goods and; 
enough money to buy some more. {[t means that | 
a lot of bills are being presented every day and 
that they are being paid when they are presented. | 
For every dollar of all the bank clearings is repre- 
sented bv a check. And each and every check 
means that someone has done some work and has 
heen paid for it, or has bought something and 
has settled for it. Yes. we guess that it takes 
more’ than a war in Europe to hurt Columbus. 


244 THE 


BOWSER BOOMER 


Mr. C. E. MacNichols, of the St. Louis District, 
claims that it not only pays to work Saturdays, but 


it pays to work nights. Recently he secured a 10- 
Barrel Cooking Oil Outfit, equipped with meter, 
chain hoist, etc., at 10:30 P. M. 
It doesn’t matter when you get them as long as 
you get them. 
oo * 


Some accident, believe us. Salesman P. C. Plaster- 
er reported recently that he was handicapped in 
selling. In passing a team of horses the “off hoss” 
kicked, knocked his sample case out of his hand, 
broke a bone in his wrist and skinned him up. The 
doctor Plaster-ed him up. 


A FEW FILLING STATIONS ON THE 
SOUTHSIDE OF CHICAGO, ILLINOIS 


Salesman H. A. Leonard, of the Chicago Dis- 
trict, Has About Twelve of These Fill- 
ing Stations Scattered Through- 
out His Territory 


Salesman H. A. Leonard, of the Chicago District, 
fs to be congratulated on his business foresight 
in building up the Filling Station trade in such a 
way that it has injured no one in handling gasolene. 


And when you realize that Mr. Leonard has to 
secure the consent of the property owners surround- 
ing the entire block, you will appreciate the task 
involved in establishing one of these stations. He 
assists the prospective owner in selecting an appro- 
priate vacant corner. The rental of these corners 
usually range from $35.00 to $75.00 per month, the 
ether expenses involved are light $20.00 per month 
and help from $8.00 to $10.00 a week for one young 
man. The Companies find that with our meter any- 
body can handle the proposition because they take 
their record from it each day and the man on the 
job has to show cash for the number of gallons 
that has been sold. 


Harry is the same old salesman, full of. “pep,” 
on the job, finding C. W. O. orders plentiful. He 
says if he doesn’t see us between now and January 
he surely will see us then. 


A SECOND THOUGHT PROVED OUT 


Chattanooga, Tenn., 
March 7, 1915. 
Mr. G. A. Townsend, 
Editor Boomer, 
Ft. Wayne, Ind. 


Dear Mr. Townsend:— 


I have never written you anything about my 
work and now I want to give you the facts of a 
sale I made. 

I called on Mr. S— at » =; at 
8:30 A. M., worked with him until 4:30 P. M., 
calling in the oil man twice to figure on price 
of gasolene. Finally he said if I would give him 
twelve monthly payments he would take a 
5-Bbl. Cut 241 complete. He said he was able 
to pay cash but would not. I wrote the order 
and took his check for $25.00. 

I left town on the next train but was not 
satisfied and next day, after selling a 19-A, 
2-Bbl. and 1-Bbl. Cut 125, I caught train back 
to — , and called on Mr. S , ‘patted him 
on the back” about his rating credit, ete., and 
in an hour I had rewritten the order, keeping 
the $25.00 cash payment on thirty days balance. 
How was that for knowing your man? 

While writing, I want to say I get so much 
benefit from the Boomer. I have in my Bulletin 
Book pages that would be interesting to my 
prospects, such as McConnellsville explosion, 
Mr. Bowser’s fire test of Cut 41 and tank, Mr. 
Lyon’s meeting, etc. The size being near the 
size of Bulletin Book makes it convenient. 

I am coming to Ft. Wayne next January to 
get acquainted with the men we all like to 
know. 

With best wishes for your success and a prom- 

ise to meet you in January, 1916, I am, 


Yours very truly, 
(Signed) R. D. SHANNON. 
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A FINE INSTALLATION 


AY, FEBRUARY 16, 1915 5 


Salesman J. W. Merickel Installs Sixteen of our 
Standard Bowser Cut 109 Outfits in the Whole- 
sale Drug Concern of Martin, Bole & 
Wynne Co., Ltd., Winnipeg Canada 


We think that special mention should be made of Accurate Measure (Kolent 
the very fine order secured from the Martin, Bole & G ene 
Wynne Co., Ltd., Winnipeg, Canada, by Salesman Full Power SS 
J. W. Merickel of the Toronto District. The order . aAls scat 
included sixteen of our Cut 109 Outfits which were Filtered Gasoline 


installed complete with all necessary filling devices. a 
It was put in this firm’s recently erected, fine new 
building. 20c gallon 
In this connection ws also wish to mention another from under- 
fine order of Mr. Merickel’s. He just sold to the 
Prairie City Oil Company, Winnipeg, Canada, three 
“Chief Sentry’ Outfits with 500-gallon, 12 gauge 
tanks. These are for three different Filling Sta- even tempera- 
tions which will be further Bowserized by each one ture. 
having two 100-gallon Cut 63’s for handling lubricat- ees 
ing oil. No Vapor 
These are very fine orders and Mr. Merickel is to 
be heartily congratulated on his success. 
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Storage Tank of 


No Evaporation 


No Loss 
AN INTERESTING EXPERIENCE ars 


One of Mgr. Little’s salesmen wrote in under date of gig voudens coal cw 


March 3rd, that he called upon Rice Brothers, St. “Red Sentry 

Joseph, Michigan. He found that this firm had been i You save money in the long run 

in business for over forty years. and avoid danger of fire or explosion 
Mr. Rice told him that Mr. S. F. Bowser, the “Old ? 

Man,” called on him about thirty years ago. Mr. : hime aly 

Rice is of the opinion that he bought from Mr. : : ) LIHUE STORE 


Bowser, one of the first Kerosene Self-Measuring 
Outfits sold in Michigan. Today it is still in use and 
is accurate as when first installed. 
Upon investigation we find that Mr. Bowser did | Bere a 
i Sell Z. Rice & Son, St. Joseph, Michigan, 1 2-Bbl. i: = 
»- Kerosene Outfit, October 26, 1886. : ; 
“© Boys, this ought to be evidence enough to con- An Advertisement Clipped From a Newspaper Pub- 


-... Vince the most skeptical. lished on the Hawaiian Islands. 


Garden Island paper, Island of Kauai, T. H. 
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Mr. Mortimer D. “Bowser” Richards was in *——— 
during the month, and further Bowser installations 
are going into *————. Those who have already had 
them installed are loud in their praises of the re- 
sult. “It’s more than a storage system,” says one; 
‘it’s an oil-check clerk as well, which costs nothing 
for wages.” 

*Deleted by censor. 


Salesman A. Z. Caron Finds It Most Profitable to 
“Follow the Rules” and Work on 
the Calling List 


Mr. G. A. Townsend, 
Editor Boomer. 
Dear Sir:— 

Was pleased to receive your letter of optimistic 
views and appreciate your kind offer of being of 
assistance. At this time I know 
of nothing that would be of ma- 
terial help, but will bear in mind 
the fact that the Boomer covers 
about all the Sales Arguments 
possible, some in fact I thought 
were original, I find repeated in 
the Boomer. 

There is, however, one point 
that possibly a number of us 
pass up, and that is, going into 
a town, picking out what looks 
to be the most promising places, 
and then “passing up” the others. 

I find the Bowser policy is 
to make them all on the Calling 

= List and have surprised myseif 
by getting business, when from all indications it 
seemed a waste of time. Further, I find that in 
going to a town the second time a number of changes 
have taken place, such as garages changing hands, 
stores being remodeled, etc., so that orders can be 
had when there was no prospect on previous call. 

There is business in almost every town, no matter 
how small, if we will only take time to find it and 
this I believe is an essential point to bear in mind. 
Tven though we know these conditions, it’s to control 
ourselves, not to run away fro mbusiness as I find 
myself tempted to do in some instances, just for a 
change of locality, but by a little perseverance, stick 
around and land an order. 

The business conditions look favorable in my terri- 
tory, only that we are so Metropolitan out here that 
we don’t use much Kerosene,—a handicap to me on 
that prize. I am, 

Yours respectfully, 
(Signed) A. Z. CARON. 


| aE 
TO FINDIT 


New York City. 
By Courtesy of the Winton Motor Car Co., 
Cleveland, Ohio. 


Taking on Gasolene in Upper 
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A General Store Store Installation of Our “Red 


Sentry” Made by Salesman S. Roberts, 


COUPONS FOR GAS 


Salesman L. B. Robinson, of the Dallas District, 
sent in an interesting observation taken from the 
Saturday Evening Post that is well worth reproduc- 
tion and we therefore reproduce for your use: 

“In these days of farmer telephones, rural free 
delivery and the parcel post I don’t think much 
of a dealer who worries about 
mail-order competition.” 

I spent the biggest part of 
a profitable day listening to 
Tom Connor’s plans of the 
past and for the ftuture. As 
we stood at the front door of 
his store that evening for the 
last few words 1 noticed a 
number of automobiles drive 
up to the curb and get a sup- 
ply of gasolene from a pump. 

“You seem to sell quite a 
lot of gasolene,”’ I remarked. 

“Yes,” he said, “more than 
all the garages in town, I 
think. That is one of my 
latest schemes. The garages 
charge twenty cents a gallon 
for gasolene. I installed that 
pump and sent a book con- 
taining fifty coupons, each 
coupon good for one gallon of gasolene, to each car 
owner in town, explaining that the book coupons 
were numbered and the number registered in our 
office. 

“I invited the car owner to use these coupons 
for the purchase of gasolene at our store, and told 
him that when the coupons were all turned in and 
canceled we would send him a bill for nine dollars 
—a discount of ten per cent. from the usual price. 
This book can be kept by the chauffeur or in the 
machine, is aS convenient aS money, without any 
chance of loss, and gives the owner a correct check 
on the amount of gasolene he gets. 

“We have the number of each owner’s car and 
honor the coupons only for that car. It isn’t neces- 
sary to drive into a garage or up a back street. We 
sell many dollars’ worth of supplies and hardware 
while the car is being filled. 

“Don’t you think,’ asked Connor as we shook 
hands in parting, “that the hardware ought to satisfy 
any man’s craving for romance in business?” 

“Old man,” ! answered, “I think you could inject 
romance into your business if you were a junk 
dealer!” 

“Tf I couldn’t,” he said, “I'd quit the business.” 
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‘We SELL More 
THAN ALL TH Ee 
GARAGES IN TOWN’ 
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Mr. R. B. Lipes, of the Chicago District, has shown 
his determination to blaze the Yellowstone Trail by 
selling a complete outfit consisting of one 5-Barrel, 
12 Gauge, Cut 102 Outfit, one 1-Barrel, Cut 63 with 
casters and lock, one Siphon, the whole order amount- 
ing to 40 points. 


Mr. I. J. Fletcher, of the Chicago District, recently 
sent in his order No. 2 amounting to 21 points F. C. 
W. O. Mr. Fletcher has the right idea, and we will 
look for more big things from him from now on. 


FIRE HAZARD 


Another Viewpoint Showing the Hazard In- 
volved in the Handling of Gasolene. 


(Taken from October, 1914, issue of the Motor Truck) 


During the recent annual convention of the Mas- 
sachusetts State Firemen’s Association at Athol, 
Mass., an address was made by Walter L. Wedger, 
chemist in charge of the department of explosives 
and inflammables of the Mas- 
sachusetts state police service, 
which dealt with the problems 
of handling and storing gaso- 
lene in connection with the use 
of motor vehicles. 

After illustrating the very 
general use of gasolene for 
motor fuel for industrial and 
commercial vehicles, he stated 
that motor fire apparatus had 
became almost indispensable, 
and gasolene is quite as necessary for pumping as it 
is for motive power. In fact gasolene was almost as 
necessary for extinguishing fires as is water. He 
looked forward to the time when motor truck tanks 
shall respond to third alarm fires to provide fuel. 

He maintained that experience had proven that the 
underground system of gasolene storage was practi- 
cally safe, the danger being largely in handling the 
fluid. Underground tanks should be placed not less 
than two feet below the surface of the ground, and if 
within ten feet of a cellar or other open area which 
is below any part of the buried tank, it should be im- 
bedded in cement concrete, not less than ten inches 
in thickness. Such tanks should be constructed of 
steel plate from ;; to %-inch thick, well covered 
with asphaltum varnish to prevent rust. 

Usually three pipes lead from the top of the tank, 
the fill pipe, the draft pipe and the vent pipe. The 
latter extends from the top of the tank to a point 
four feet above the roof of the building, it being 
necessary to conduct off the residual vapor forced 
out as the tank is filled. When drawing gasolene 
from an underground tank by a pump a type of pump 
that holds the gasolene in the draft pipe is better 
than one that will not so retain the fuel, because 
with an empty pipe vapor is pumped for a short time 
before the fluid is drawn into and through the 
piping. 

The paper pointed out the dangers of handling 
gasolene that are little known, yet, according to Mr. 
Wedger, are well authenticated and can be depended 
upon as being fully established. This portion of the 
paper follows: 

“The act of drawing gasolene from a pump and fill- 
ing the tanks of cars by means of a can, through a 
funnel covered with chamois skin for the purpose of 
removing the water and dirt from the gasolene, has 
been known to cause a number of fires by the gen- 
eration of frictional electricity. For a long time 


mysterious fires occurring during this process of 
handling gasolene have been reported to our office. 
“T was just as skeptical then of the fact that these 
fires were caused by frictional electricity, as the gen- 
eral public is now. During the early part of last 
April a fire occurred at the 

\\y en Cambridge garage of the Metro- 

\\\\Caenn 


politan Park Commission while 
they were filling a car with 
gasolene by pouring it into a 
funnel through a chamois skin 
strainer from a five-gallon can. 
To make the funnel set upright 
on the car tank they had placed 
a piece of wood with a hole in 
it over the fill hole of the tank, 
thereby insulating the funnel 
from the metal of the tank. 
After a few quarts of gasolene 
had passed through the cham- 
ois skin, the man happened to 
bring the pouring can near to 
the metal edge of the funnel, when a spark jumped 
from the one to the other and set fire to the 
gasoline vapor arising therefrom. Quick action with 
extinguishers saved the car. The man insisted he saw 
and heard the spark, and believed he could cause it 
again in my presence; so armed with a golf electro- 
scope used to show the presence of static electricity 
in any substance, I proceeded to make a number of 
tests. The officials of the Standard Oil Company, 
both in Boston and New York, as well as several 
engineers and technical men, were very much _ in- 
clined to disbelieve what they termed a theory, so 
I invited them to be present. We imitated the con- 
ditions as they were at the time of the fire, except 
that we took it to the open floor of the garage. We 
caused the spark by simply pouring gasolene through 
a chamois skin covered funnel insulated from the 
floor, and all present saw it. 

“Several fires have occurred recently at one of the 
Albany oil stations, evidently caused by the genera- 
tion of frictional electricity in a canvas spout used 
to convey gasolene to tank cars. The canvas was 
covered with a coating of shellac and the spout hung 
from an overhead pipe, the lower end being in or 
near the manhole of a tank car, but not touching 
the metal of the tank. Recent tests show that the 
friction of gasolene passing through this spout and 
rubbing against the shellac coating caused the gen- 
eration of between 400 and 500 volts of electricity.” 
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This is some fine garage at Greenfield, Mass. (The 
Weldon Garage). Note the “Chief Sentry” installed 


to the left. A “Red Sentry” will be in the street 
around the corner by the time this is reproduced. 
This is Salesman R. W. Sheffer’s (Albany District) 
installation. 
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Branch Office Standing 


Week Ending May 22nd, 1915 


Senior Offices 


tee FORT WAY.N Eigen erecta: E. J. Little, Mgr. 
2° "ALBANY <.! -o00 Seen ee eee Mgr. 
Sa SANEERANCISCORa reer D. S. Johnson, Mgr. 
42s CHICAGO? acme caries re T. D. Kingsley, Mgr. 
SF a Ole OU LS wenn (xe Sire amones G. H. Hastings, Mgr. 
6 “DALLAS 7427 ere B. L. Prince, Acting Mgr. 
te HARRISBURG ieee eee R. S. Colwell, Mgr. 
8a TORONTO etree eae eee W. R. Hance, Mgr. 
9. SAT CANT ASR iateigeer: trie ua ctere ote H. W. Brown, Mgr. 
Junior Offices 
dae D ENN E:Rat once iuteretorea rots Cc. C. Barnett. Supt. 
27 WASHINGTON meri ae ietere A. W. Dorsch, Supt. 
Si NEWYORK. pacer cer H. C. Carpenter, Supt. 
4; LEOQUISVILL ES -2es seer E. J. Gallmeyer, Supt. 
bye PHIEDELPHIAS aco ee W. M. Mann, Supt. 


Standing of Forty High Men, May 27, 1915 


Salesman’s Name. Office. fFalesman'’s Name. Office. 
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De Vex Mae LSS T icy Meonsernc praetor eae ree Denver 256 “By © JP Moar pity or chcdoche ob anette en cne nina neens Toronto 
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pts ah Ge eee ee Cen orl WL ee ey nd ac, a GS ace ae aval Fort Wayne Bal IN Ae Re Se ae a Albany 
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14. D. “WeeMe@ ome nem cence Afoiran nen neta essere Albany Ba.) “He ALS VOrtisern ca ihia es eee ieene siemens Philadelphia 
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TS.) G2 Pato Pall Le here ceetowenecste ee totais Washington 38. ts We SOW a os cele ee Ric eie oe le: SEO el emepee eees Denver 

19. EB. MM. Kennedy... .0c- sos es ae mall poranciseo 39.0 Je 4G SWIC re Boke op cS oie hare see cee ues cone eo reee Dallas 

20.54 NS Mattie ly oak seneconelteoat ker ic ecrae eee ote Chicago 40 Js IX; Vonderenins Gis on. s.ysieeie note ene nen meron uenatete Denver 


Five High Men by Points in each District, May 26, 1915 
(Districts Listed Alphabetically) 


ALBANY. DALLAS FORT WAYNE NEW YORI 
D. W. McConnell J. M. Tucker W. A. Kerrill W. H. Ladd 
K. W. Devereux W. W. Ince L. W. Cheney F. H. Peeples 
[eee UL INS, Lawther H. Britchett . Dalgaard 
J. G. Roberts J. “GC. White J. O. McCracken KF. J. Libbey 
G. W. Elliott R. L. Matthews W. J. Bates. G. W. Scott 
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ATLANTA DENVER HARRISBURG PHILADELPHIA 
1 TT. F. McWaters 1. R. Coddington 1. A. G Hartgen 1. Hy An Vortisenrn 
2. t. W. Maxey 2. J. Vonderembse 2. R. D. Leonard 2. EF. C. Schuster 
ie iby REE SRT Kolalaga ts fas oo as US Bartle oO. bey aw 3. W. M. Booker 
4, J. Ps Cox 4. R. W. Jewel Ae ed) IV eet se 4, W. S. Parker 
Se a Wee Low 5. A. M. Lucas dD MoV. Hazlett Dae eeOoN ell 


CHICAGO ENG. SALES. LOUISVILLE ST. LOUIS 
J. J. Manning W. B. Stamford. Max Heintze W. EH. Tousley 
H. A. Leonard J. J. Connelly D. Moore Ww. C. Sutton 
R. T. Lawrence W. A. Armstrong EF. iL. Alsobrook J. F. Goran 
N. Mattingly H. E. Dobson J. B. McPherson . P. Dickey 
R. Li Durican Rk. S. Johnson J. W. Dickason Ww. A. Lee 


SAN FRANCISCO TORONTO WASHINGTON 
F. M. Kennedy T. H. Rhodes G. P. Stovall 
H. Re Bird J. W. Merickel D. W. Darden 
W. B. Jameson HK. J. Murphy . S. Stoner 
BE. F. English W. Hickingbottom J. T. ‘Gibbons 
BE. EF. Klotz. . C. Sears H. W. Bell 
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Bowser’s “‘Napoleon of Finance” and the Only Real Sportsman Executive of the Company 
Mr. C. A. Dunkelberg, Treasurer 


Talking about the ability to recognize opportunity 
when she knocks at your door, Mr. C. A. Dunkel- 
berg, Treasurer, testifies what it means to recognize 
a good thing when first seen in its infancy. From 
Salesman to Treasurer sums up his foresight and 
ability in few words. 


Mr. Dunkelberg was a successful Bowser sales- 
man in the wilds of Hastern Pennsylvania without 
ever having seen the factory or any of its executives. 
From the very time that he picked up his grip until 
the present, he has ‘‘made good.” 


His thoroughness and business methods and his 
“copperplate” hand writing caught the attention of 
the “Old Man” and finally he was prevailed upon to 
come in to the Home Office as head bookkeeper. 
This was about July 1, 1899. The entire force at 
that time consisted of sixteen or seventeen people. 

When Mr. Dunkelberg came here, there was only 
a single entry bookkeeping system in force and in 
fact that was rather crude. As with Alexander 


Hamilton the most lasting monument to him is the 
present U. S. Treasury System of Bookkeeping, so 
Mr. Dunkelberg’s handling of the Accounting De- 
partment for the Company is a record equally to be 
proud of. 


Mr. Dunkelberg is the only “real sportsman” in the 
organization. [It is said that he has killed moose 
and actually caught trout. The Editor is not in a 
position to vouch for any of these statements al- 
though his office is filled with pictures and trophies 
of the chase. Most of these pictures, however, are 
not photographs but cartoons, and you can draw 
your Own conclusions as to their truth telling qual- 
ities. 

Mr. Dunkelberg is a very versatile man. Not only 
can he successfully handle finances and men, but 
he can play the violin, tell a story, hunt or fish, 
farm, accurately tell the difference between a Guern- 
sey and Jersey cow and even manipulate a Ford 
car. 


HONOR WEEK FOR MR. PRINCE 


The week ending May 31st was a surprise to Act- 
ing Manager, B. L. Frince. Messrs. Dabney and 
Lawther got together and planned to have a “Prince 
Week.” They advised the rest of the men who re- 
sponded nobly, with the result that they secured 
144% of their Quota and also passed the 100% 
Quota mark for their year’s business to that date. 

It’s nice to be a ‘Prince,’ but it is still better to 


be one who is admired in such a substantial way by 
the men in his District. 


Salesman &. L. Milliron, of the Hngineering Sales 
Department, shot in a nice order from Pittsburgh 
a few days ago amounting to over 120 points. 


One of the features is that the Company he sold 
the order to is going to send a special car here to 
be equipped as an “oil distributing car.” They are 
building the car and we are to install our equipment 
here in our own factory. The order consists largely 
of Cuts 105 and 106. 


The Engineering Sales 
forging to the front, 


is surely though slowly 
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“You Need a Bowser ’”’ 


se 
a 


ate 


Salesman W. J. Bates, of the Fort Wayne Sales, I consider the experiment well worth my time 
Learns by Practical Experience That a and work, for I can, without a doubt, use it to 
Bowser Filter Filters great advantage in my sales talk on filtered 

gasolene. 


Yours very truly, 


The following letter relates how Salesman Bates (Signed.) W. J. BATES. 


found a frozen pump and filter last winter and what 
he did to make them work: 


Steubenville, Ohio., January 9th, 1915. 


Called on subject Friday P. M., put in balance 
of day and Saturday until 3:30 getting their pump 
to work. It would only pump about one quart 
and then could not lift the plunger any farther, 
so had to disconnect it at the tank and take it 
apart. 

I found the Filter almost frozen solid and about 
%, of pump cylinder full of ice. They had dropped 


GASOLINE -- OIL SERVICE STATION 


We have just installed a new Towser Gasoline Pump 
at the curb in front ef our place of business, 330 Fifth St. 


‘soutL }TOQuMH 


eang 


the fill pipe about 4” below the sidewalk, putting a x F ‘This will be the most epnvenient gasoline pump in Eu- 


reka, We inyite your patronage 


tight box around, leaving the top open, and the 
hard rain we had all day Wednesday filled the 
box with water and of course got through the 
vent on fill cap, getting about five gallons of 
water in tank. This, of course, was pumped 
into the Filter and left stand over night, freezing. 


We got it to working O. K. and pumped all the 
gasolene out of the tank, filtering the water out Ee erin bale “a chocaa aah anaes 
with our filter. We then found the gasolene en- : e Monogram. ef ahi “Sunlight” greases. 
tirely free from water and put it back into the 
tank. We filled a can with it and had no trouble RE AND OIL C0 
whatever from carburetor, which proved the valu- . 
able use of our Filter. BSAA MURS OR OS 8 

330 Fifth Street Phone 1342-] 


Associated Gasoline 


ii5c Per Gal. 


\ o carry a complete line of the popular ots ane 


‘Ty YOIeW «. 
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The Bowser Boomer 
PUBLISHED SEMI-MONTHLY BY 
S. F. BOWSER & COMPANY 
Edited by GEO. A. TOWNSEND 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


JUNE 15, 1915 
TALK BOWSER 


To be a real, sure-enough, successful Bowser Sales- 
man, you must think, eat, drink, dream, and above all 
talk Bowser all the time you're on the job. Approach 
your prospect with such enthusiastic determination 
to get his order that no matter what the odds or con- 
dition, as a result of your talk he will eventually 
possess Bowser Hquipment even though he does not 
immediately put his name on the dotted line. You 
will at least leave such a prospect wanting Bowser 
Equipment because he knows that it is THE BEST, 
and few are satisfied with anything but the best. 

Such results are obtained only by talking Bowser 
first, last, and all the time. By doing this you are 
forming the habit of success. 

And success is a habit. It is not so easy to ac- 
quire aS some habits, but when you once get it, it 
will stay with you. 

Every Salesman, and particularly the new Sales- 
man, should get the habit of talking Bowser so 
strongly that if it ever came to a question of choosing 
equipment, the prospect’s choice would be first, last, 
and all the time, insistent for Bowser. 

The right way to acquire this habit is to cling 
steadfastly to Bowser sales arguments and not to be 
side-tracked by any other thought or suggestion ad- 
vanced by the prospect. F’resent Bowser Equipment 
in your own way but to the best advantage and the 
highest efficiency so as to create the desired im- 
pression, 

Above all, don’t leave your prospect until you 
know you have accomplished this result. Such 
painstaking effort is bound to result in your ultimate 
profit. Try it and see. But above all, talk Bowser. 


MIXING 


The man who has the reputation of being a good 
mixer is usually a “hale-fellow-well-met,’ who has 
a host of friends and is generally a success in busi- 
ness. 

The man with a “grouch,”’ who sticks to himself 
and a friend or two whom he especially likes, seldom 
has a pleasant word for anybody, is not a mixer, 
is generally the sort of fellow who never succeeds. 

Mixing brings a man into contact with all kinds 
of men and opens to him the opportunity to get 
business. He cannot get large volumes of business 
without mixing among merchants of every class. 

The mixer is a component part of a Sales Organiza- 
tion. A Sales Organization at its best is one in which 
every member holds up his end in selling the whole 
line and lets every one of his faculties have free 
play. 

Now, are you a mixer in the broadest sense of the 
word—or are you a chronic “Rutter?” We mean 
by that, are you calling upon one class of trade 
only and having nothing to do with others? Are 
you sticking close to the rails or traveling in a 
rut and selling ‘Red Sentries,’ Cut 41’s, 125’s, etc., 
for the gasolene trade only? Have you contracted 
a bad case of “gasolene-itis”? 

If so, it is time that you awaken to the full possi- 
bilities of the Bowser line—selling all its equipment 
to all who handle oil. 


Supposing now, we placed a lamp in a room with 
six sides and each side was covered with a mirror. 
If we placed the lamp in the center of this room 
each mirror would reflect it, but one mirror 
would reflect the north side of the lamp, another 
the south side, and so on. To reflect the lamp as 
it really is we would have to look into all the mir- 
rors so that we could get a perfect reflection. 

You salesmen represent the mirrored room, while 
the Bowser equipment the lamp. If you sell only 
one class of equipment you reflect but one side of 
the Company’s product. You must sell the whole 
line to become an all-round, Bowser 100% Efficiency 
Salesman. 

Firmly resolve now, in your own mind, that you 
are going to sell the Paint Oil Outfit or its equiva- 
lent as explained in Sales Manager Murray’s General 
Letter or know the reason why. It doesn’t mean 
any more sales werk to you, and the sales arguments 
have greater force with a prospect because he is 
dealing with high priced liquids. 

Rouse yourselves, men, to. the possibilities of 
the whole line—be an all-round Bowser Specialty 
Salesman—Begin Now, this week, and be a mixer 
on Bowser Equipment. 


Supt. Dorsch, of the Washington District, has for- 
warded to us a card showing the “New Greenbrier” 
Hotel where President Wilson spends his vacations, 
they say. This card was sent to Mr. Dorsch by G. 
P. Stovall with strict instructions to tell Mr. Wilson 
to come for his vacation as the peuple were looking 
for him. Stovall is practicing being a Director, the 
way he gives orders. 

We have just received word that Mrs. A. Curry 
passed away on Thursday, May 20th. We want to 
extend to Mr. Curry our deepest sympathy in this 
hour of his bereavement. 


Mr. Curry, himself, is probably the oldest sales- 
man in point of years in the Bowser employ. He 
was with us before the year 1900 and then was 
working elsewhere for a while. Since he is back 
in the Bowser organization again he has been doing 
a very nice business, having closed over 25 points 
of business the first half of May, ‘“F. C. W. O.” Mr. 
Curry covers territory in the Washington District 
that had not been very productive before he took up 
the work. There are no Railroads in his territory, 
thus requiring constant driving. Considering exist- 
ing conditions and Mr. Curry’s record for this year, 


he has done exceedingly well, especially for a man 


who is 69 years of age. 

Mr. J. EH. Allen, who began working under the 
Ft. Wayne District on April 12th, in the state of 
Michigan, certainly knows how to sell Bowser equip- 
ment as he has turned in to date practically 55 
points of business. 


According to a recent experience which Mr. J. M. 
Edwards, of the Atlanta District, had in making a 
sale of a Cut 41 Outfit, there is nothing monotonous 
about the work of a Bowser salesman. 

Mr. Edwards had a prospect who said he was in- 
terested in the gasolene trade but did not want to 
buy yet. Mr. Edwards dressed a store window in 
his grocery for him and went back after supper and 
helped him get out 250 circulars, then finished up 
the day’s work by closing his order at 11:15 P. M. 
Proof conclusive that it pays to stay with the man 
who is interested and who needs storage equipment. 

Salesman K. A. Bachman, of the Atlanta District, 
recently sold a 5-Barrel Cut 241 to a bank. You 
can never tell where you're going to land one, 
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A FEW WORDS FROM PRESIDENT C. R. 
EGGLESTON 


June 8, 1915. 
My dear Townsend :— 

Being a man of few words and little noise, 
I wish to say that in capturing the Presidency 
of the Pacemakers’ Club for 1915 I have accom- 
plished one of the greatest feats of my life. I 
have secured an honor for my Good Old Albany 
Office and its Bunch of Good Fellows, “The Best 
on HMarth and the Winners in any contest they 
may enter,’ and besides, I have succeeded in 
trimming that Bunch of “Hot Air Shooters and 
Western Outlaws” from aé prize that they 
thought they had forever cinched and would 
never come east of Chicago. 

Naturally, it kept me going every moment. 
As my friend Crandall says, the race is not yet 
ended by any means. Now if any man trims 
me out of the One-Two-Three Bronze Table 
Class, they'll have to trot right along every 
minute from now until the gong rings for the end. 

I am grateful for everything that has been 
done in my favor and to all who have helped 
me onward and upward. 

Right here’s where I close. I want to reserve 
all my “thunder” and the right to talk until I 
reach Fort Wayne next January. Then I hope 
I may shake hands with every man who is 
drawing money from the Good Old Firm of S. 
I’. Bowser & Company. 

Let every man in the organization DIG IN and 
Win, and then we'll see the smile on ‘“Pa’s” 
face and we can watch with a grin, “Dunk,” 
when he pays. 

Here’s wishing 
within you. 


you the Very Best that is 


Sincerely yours, 
(Signed) C. R. EGGLESTON, 
President. 


Twin “Red Sentries” before Everheart’s Garage, Gon- 
ham, Texas. The pump on the left is for gaso- 
lene and the pump on the right for motor 
oils and both are labeled accordingly. 


Mr. Jog Williams, who was a successful performer 
in the Bowser ranks several years ago, has recently 
taken territory in the Beaumont, Texas, District. 
Lumber Mill business has been Mr. Williams’ long 
suit and now that the mills are getting ready to 
operate, we are expecting some nice business from 
the Beaumont District. 


We have just received word from Mr. C. M. Tim- 
berlake, of the St. Louis District, that he is off 
territory for a few days. He says that he arrived 
home on May 16th and found Mrs. Timberlake and 
the young salesman doing well. “C. M.” is not 
intending to stay at home long enough to teach 
his new son all of the cut numbers, but expect to get 
back on the territory in three or four days to put 
in full time. 


The illustration above shows interior and exterior 
views of the Public Garage owned by the Niagara 
Falls Auto Transit Company, Niagara Falls, New 
York. Salesman §. A. Collins, of the Albany District, 
has perfectly Bowserized this garage. 

They have the following equipment installed: 

1—1500-Gallon Cut 39 Complete. 

1— 550-Gallon “Red Sentry’ Complete. 

1—Cut 121 Wheel Tank. 

Battery of 4-Cut 64’s Complete. 


J. Milton Tucker’s Order No. 421 specifies a 5 bbl., 
“Chief Sentry” and a Cut 63 Outfit to be installed 
by a billiard hall owner in front of his place of 
business. 

This is a new application of Bowser equipment 
and shows some salesmanship on the part of Mr. 
Tucker. It is a tip worth remembering. The otufit 
was sold “F. C. W. O.” 


Mr. F. H. Fuller, of Pine Bluff, Ark., has been very 
successfull lately and he is right on the road to 
the Pacemakers’ Club. 


Mr. Ed Haas, working in Southern Arkansas, has 
not been selling Bowser equipment for any great 
length of time but he has a full grown pace just 
the same. Twenty-four orders, totaling 60 points 
of store business for the month of April, practically 
all of which was kerosene business, is a record 
worth going after. 
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Pike’s Peak Petroleum Products Company, 
Colorado Springs, Colorado. 

One of the finest appointed Filling Stations in the 
West. Equipped with an 18-Barrel Cut 101 Bowser 
Outfit, with a special two-way delivery; also at the 
swith, one of our 12,000 gallon tanks. Right in the 
heart of Colorado Springs. 
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A CHAMPION BELIEVER 


Laughable Experience of Salesmen J. BE. Lipsey 


and J. H. Smitha of the Dallas District 
That is Well Worth Reading 


Munroe, la., 2-28-15. 
Dear Mr. Townsend:— 

While Salesman J. H. Smitha was working 
my — territcry, he spied the Warehouse 
and Landing of ———. It 
occurred to him that this 
party had a most desirable 
place for a “Red Sentry” to 
be used exclusively for the 
small motor boat and packet 
. boat trade. He returned to 
~ Menroe and told me he had 
the most peculiar buyer on 
earth. One that “believed” 
in everything but signing a 
check or order. I went with 

<< Mr. Smitha to see the loca- 
Bee] hs ove BELVIEVYER— tion and meet his “believ- 
ing’ customer. 

He sure was some “believer.” The best both of 
us could get out cf him was, “I believe you are 
right but I will have to step aside and see 
further.” 

The following day he “believed” he had the 
best location on the river for such a station 
but after “stepping aside to see further” he 
“pelieved” he wanted to form a company to 
handle the proposition with him. (We had 
quoted him a 20 barrel, 12 gauge, Cut 241.) 

He “believed” in organizing this company so 
strong we had to get out and convert one doctor 
and a groceryman to the 
idea. At night we had a 
meeting of The — 
Gasoline Dispensing Cor- 
poration and it was a well 
behaved and _ agreeable 
meeting and we were sure 
of that order but President 
“believed” he would 
“step aside and _ look 
further” as it was all new 
to him. (How I wanted 
to buy him a field glass 
so he could see further 
without the trouble of so much side-st2pping.) 

The following morning he “believed” he was 
right but thought it best to handle the proposi- 
tion alone and not have a company as he owned 
the landing and could just as well make all the 
money, although he “believed” we were “power- 
ful high in the figures.” 

He “believed” he was satisfied with the propo- 

sition but would “step aside and see a little 
further.” (How we had to strive to keep from 
breaking the sixth commandment.) 
- The morning of the fifth day found him “be- 
lieving” he would drop the whole matter as one 
of his friends toid him it would not pay 
to put the system in as he was selling pra- 
tically all the oil to the boats and would sell the 
boat men as cheap as he could buy it. He had 
cold feet right. 

We found another friend, however, that was not 
‘selling oil and we had him tell him he was fool- 
ish not to go after the business right. This start- 
ed him to “believing” again but did not stop him 
from side-stepping to see further. 


| BELIEVE YOU ARE 


\ 
BELIEVE ME, THERE Was SOME 
DIRT AND WATER 
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We stopped him from “believing” long enough 
to thoroughly understand the difference in fil- 
tered gasolene and gasolene handled in the 
usual way. At least he “believed” he understood 
it and when we went so far as to say he could 
command a price 3c more for filtered gasolene 
than the other he “believed” we were right. He 
would “step aside and look further.” 

The day was gone and old “Believing ——-—— 
was still “side-stepping.” The following morning 
found the dear old “believer” believing he would 
buy the outfit if we would wait until the Gaso- 
lene Packet Boats come in and make a test of 
the two gasolenes and get them to say they 
would pay the 8c difference. This was the limit 
but we were into it then and I promised to make 
the test after muzzling Smith to keep him from 
ccmmitting murder. 

We then had to await the arrival of the 
three .Packet Boats. They all came about 
the same time and after we corralled them 
and preached filtered gasolene to them for three 
hours we let them get to “Old Believer.” It was 
agreed to have the Captain of The First Packet 
make the test as he had the larger boat and 
was an old experienced engineer. 

We bought filtered gasolene from an uptown 
filling station and made a twenty mile trip up 
the First we used the gasolene al- 
ready in the engine after gauging it and when it 
run out we cleaned the dirt and water out and 
believe me there was some dirt and water. We 
had borrowed a graduate and scales from the 
druggist and weighed the dirt and measured the 
water. When the trip was made with the filtered 
gasolene there was of course no dirt or water in 
it, neither was there any engine trouble. 


The test worked fine and after we did the 
figuring with that druggist outlay, one stop watch 
and that dollar watch of mine, the Packet owners 
agreed the difference was 58.8% to the good and 
they would gladly pay the 3c difference. We 
made our report to “Believing — ” and he 
said “I believe I am satisfied.” 


Of course the order was written up and we had 
his check book handy and he chirped again. “I 
believe I am satisfied but I have to load these 
boats out and won’t have the time to read all that 
fine reading before tomorrow and I won’t sign 
until I do and I believe though I am satisfied.” 
Well we saw it was no use as busy as he was 
and come back locked together like two tired 
oxen or at least we “be- 
lieved” we were tired. 


The next morning “Be- 
liever,”’ called up to say 
his wife was too sick to 
see us and was afraid he 
would have to send her 
to a hospital and “be- 
lieved” he had _ better 
wait until there was a 
change for the better as 
he might have a heavy 
doctor’s bill. We have 
a friend that is a Chris- 
tian Scientist, so we got 
his permission for the Scientist to treat her and 
this friend would call him every day and tell 
him his wife was better until Saturday and then 
we told him so, too, because she was cured. 

Do you know that man started to say ‘Well, 
I b-e-l-i—.”’ We choked him off right there. The 
first positive word he spoke was when he said “I 
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will write you the check now—but—I believe 
you are up in your figures.” 

Well, we left with an order for a ten barrel, 
twelve gauge 241 and Smitha said as we crossed 
the bridge for Monroe, “I believe I have sold him.” 


Yours very truly, 
(Signed) J. A, LIPSHY. 


A LETTER THAT TELLS ITS OWN STORY 


Tallassee, Ala., Mar. 25th, 1915. 


S. F. Bowser Co., 
Fort Wayne, Ind. 


Gentlemen: 

We wrote you on the 17th inst., advising you 
that we were burned out on Sunday, May 16th. 
Our gasolene tank was in the fire and we wish 
to state that the pump is in a very bad condition, 
in fact, we cannot use same now. The tank 
had about fifty or sixty gallons of gasolene in it 
and same is intact. If you people want any 
recommendations on your outfits being fire proof, 
we feel that we can certify that they are all 
you claim in the way of being fire proof. Now 
we want to keep this station but it will have to 
be put in good condition. It was broken up by 
falling walls, in fact, it is standing now. it 
seems that the packings and joints are burned 
out and melted. You will pléase advise us 
what to do with it. If necessary to send the 
pump stand back to you or have someone come 
here and fix it, or send to Atlanta or some other 
city for repairs. 

Tlease advise immediately. 

Yours very truly, 


WARD LAND & SKAGGS. 


J. L. Barth, I. M. Camden, T. C. Potts, O. O. Koogle, 
J. H. Homsher and J. J. Cline have all been sending 
in an exceptionally good business, running all the 
way from 16 to ggg during the week ending 
May 15th. 35 points each 

No wonder Ft. Wayne is standing at the head of 


the list. We have not had reports on all of Ft. 
Wayne’s “bunch” but they certainly are coming 
along. The city of Ft. Wayne has a motto: ‘Ft. 


Wayne with Might and Main.” 


% * * 


Mr. K. A. Bachman finished the month of March 
by closing two “Red Sentry” orders F. C. W. O., 
both taken on the 30th. 

“K. A.” may be meek as a lamb at times, but on 
that day he went out, as the Atlanta Office says, like 
a lion and devoured two full meals. Such meals 
make fat records. 


% * * 


Mr. and Mrs. J. M. Edwards (Mr. Edwards covers 
territory in the Atlanta District) announce the ar- 
rival of Margaret Argylle, on April 5, weight eight 
pounds. We wish to congratulate the happy parents. 


We have received word from the Albany Office 
of the death of Mrs. Aage de Place. Mrs. de Place 
has been in very poor health for the past eight 
months during the most of which time she has been 
under treatment in a Brooklyn Hospital. 


Mr. de Place covers territory under the Albany 
Office and we wish to extend our sincere sympathy 
to him in his bereavement. 


POINTERS’ SERIES. 


We are reproducing a little folder gotten out by 
the Kansas Fire Inspection Office, Topeka, Kans. 
Mr. Charles EK. Eldridge, Manager, issues every so 
often a number of these little folders for distribution 
among the people of Kansas. He entitles these folders 
“Pointers’ Series.” One that was issued December 
15, 1909, bears directly on our proposition. There- 
fore we are reproducing it for your information: 


“In considering this 
proposition, Sir, I reaf- 
firm Sate is, i byeesOme: 
maintained that 50% of 
the gasolene stored 
above-ground in the 
cheap, leaky cans, so 
often used, will evap- 
orate in a month’s time. 

“From an economical 
standpoint, the under- 
ground tank is a better 
proposition, and, too, 
is a safer proposition 
from the hazard of fire. 
In the course of a fire,in 


a certain Kansas town, = 


that thraatonan to 50AST0 PREVENT A POSSIBLE EXPLOSION 


spread, one of those ex- 

citable characters took an axe and drove a hole 
in a filled gasolene tank at the rear of the lot, 
on the alley, ‘‘so as to prevent a possible ex- 
plosion.” The gasolene flowed freely out onto 
the ground and the fumes sailed gaily over to 
the flames, and, and, well, nuf sed. (The whole 
block had a “close call’). 

“Every municipality should control this mat- 
ter in a sensible’ manner. This highly volatile 
product of petroleum, practically protected, par- 
alyzes the possibility of a party’s participation 
at a funeral or passing papers over to the In- 
surance adjuster. 

“There are devices approved for handling gas- 
olene, they having been tested at the Under- 
writers’ Laboratories for those points considered 
for greater safety from fire, and as fire pre- 
vention inspectors, we urge the use of these 
approved devices. 

“This Ordinance, enforced, is an excellent 
example and is quoted for the general interest 
to life and property, and with no apology for 
another Pointer. 


ORDINANCE NO. 198. 
(First Published in Moundridge Journal, August 
20, 1909.) 

An ordinance relating to the handling of gas- 
lene in the City of 
Moundridge, Kansas. 

Be it ordained by the 
Mayor and the Council- 
men of the City of 
Moundridge, Kansas: 

Section 1. Be and 
the same is hereby or- 
dained that it shall be 
unlawful to keep or 
store more than five hi 
gallons of gasolene in il 
the City of Moundridge, H | 
except in underground | 
tanks not less than 
twenty feet from any 
building or in separate 
buildings built accord- 


“ORDINANCE ~ 


GOVERNING STORAGE. 
OF GASOLENE 


Hy eee Eevee ene 


EVERY MUNICIPALITY SHOULD CONTROL 
THIS MATTER, 


THE BOWSER BOOMER 


ing to the specifications of the fire limit ordi- 
nance not less than twenty feet from any other 


building. 

Sec. 2. Any person or persons, firm or cor- 
poration violating section one of this ordinance 
shall be fined in the sum of not less than $25.00 
nor more than $100.00 and costs. 


y : SATURDAY 


GIRL CLERK 
*" ENVELOPED |; 
"| BY FLAMES 


Sec. 3. That this ordinance shal! take effect 
and be in force from and after its publication 
once in the Moundridge Journal. 


Passed by the Council and approved by the 
Mayor, this 16th day of August, A. D. 1909. 


(Seal) W. CASSLER, Mayor. 


NGUCSUs Jord U DED. City, Clerk: 


Oil Catches 
Fire 


repre- 
Fation- 
amerce 
1d in 


A Standard Cut 41 after going through a severe 
fire at the Lockwood Garage, Memphis, Tenn. No 
explosicn or damage ever resulted from gasolene 


stored the Bowser Way. 


WHAT THE NEWSPAPERS SAID ABOUT 
THE FIRE 


GASOLINE IN GARAGE. io -|T 
The:recent fire in the Lockwood gar- ct 

age is just one more Iésson added to Ss 

history as to the’ destructive power of e@) 

Ss 

WwW 


gasoline, , 
Jast a little gasoline leaking from > 
an automobile has caused thousands Sen 
of dollars’ loss and endangered the feat a ag 
lives and property of those near the YH 
garage. Just suppose for a moment 
that the storage supply of gasoline (2 
which was on hand at the Lockwood 
garage had been stored in a tank 
above ground, like some people store 
their gasoline. The result of such a 
method in this instance would be diffi- 
cult to imagine, The fact, however, 
that the 500 gallons of gasoline were 
stored safely underground in a Bow- 
ser storage tank, and that it was 
brought to the inside of the garage 
as needed through a _ long-distance 
pump prevented a more serious fire. 
I 


the 
y the 
d. of 


Miss Sadie Schloss, 17 years old, 


sue afternoon while alone in the hard- |-*§ 
an of | ware store of her father, Max Schloss, | th 
oe. 778 Broadway, Chelsea, when a sheet} Vé 
oi flame, caused by spontaneous com- of 


W-|bustion, enveloped her. She was 


rushed to the Frost Hospital, where 
her name was placed on the dangerous 
list. 


GASOLENE CATCHES 


Miss Schloss tended the store yester- 
day afternoon during the absence of 
her father, and. was alone when a sl.eet 


Po- 

rged | of flame burst from a quantity of gaso-|D, 
Enis ahet Oates cae used jlene and oil stored near where she |i 

eee stood. Her clothing was lapped by the : 


flame and in an Instant she was ablaze. 
au- The terrified girl ran screaming from 
the store into the wall paper store of 
Benjamin Baker. 776 Broadway, next 
door.. By throwing a heavy cloth 
about> her Baker succeeded in ex- 
tinguishing the flames after a few 
minutes of strenuous effort. ‘ 

Nearly all the clothing: on the. girl 
had been hurned from her. 
John Dewan was called.to the scene 
He threw a rubber coat bout the gir 
and rushed her to the Frost. Hospita 
in an ambulance. : 


ee 


was seriously burned late vesterdavy | 4 


Patrolman | 
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Branch Office Standing 


Week Ending June 12th, 1915 
Senior Offices 


Io RORASWAY N EG neers eerictene E. J. Little, Mgr. 
2. “ALBANY “ein cosets s Stic isivieteeh te leiere cre ei eeeteres ts Mgr. 
3. LOANLERANGCIS COs ert D. S. Johnson, Mgr. 
4 CHICAGO 4.2 sce eee eee T. D. Kingsley, Mgr. 
5a) DALEASS Say itorelet it B, L. Prince, Acting Mgr. 
6: ST EOUIS ee aerate ntetes G. H. Hastings, Mgr. 
7. “HARRISBURG... ote ee R. S. Colwell, Mgr. 
83 TORO NT Omens cron itera ners W. R. Hance, Mgr. 
Oe AGT CAINTIA ecaercnrerecien aetna ree H. W. Brown, Mgr. 


By Heck! Just look at the speed these offices are going—Toronto is only 4!%4 points from tying Dallas 
for 5th place—Albany is pushing Fort Wayne to the limit for first place. The other districts are coming 
stronger every day. 


Junior Offices 


te DENVERs c= octet ceacnctare antes C. C. Barnett. Supt. 
20) WASHINGTON eee cae A. W. Dorsch, Supt. 
Sap N EW2Y,O RRS ircre o1reierore cher H. C. Carpenter, Supt. 
4; -LOUISVIE CE ee waa wre raee E. J. Gallmeyer, Supt. 
be PHIE DEEP HIAC. mere a are W. M. Mann, Supt. 


New York is taking a fresh start while Louisville and Philadelphia are travling close upon her heels. 
Denver and Washington are fighting hard for first place with odcs on Denver at this moment... 


Standing of Forty High Men, June 11, 1915 


Salesman’s Name. Office. fFalesman’s Name. Office. 
Lt W Vee Crandall Se aiitae entices es ...58an Francisco 21, MES Maik enned sy Pheeetcesate cea eeeeiar San Francisco 
2 iCe etn HSS lOSto Net. ccnee euntcte diner abishe enon Caer eee ates Albany 22. ae @ ee yoke) ait: 6 Raed Ain Mere A Ane ceeicha cs Odin ovo Harrisburg 
Soe Wee’ Stamtrordaas recuse. teen ing. Sales 23. As Be (Darling cosa een oe ee eee Chicago 
4G Te RG WDCTS Banden eaenere bale eee heme San Francisco 24. RR. W.. Sheffer 5038s so ec ae ce ee Albany 
5: UG. ge Ushi Or Quatn cis aie usa een cic eae oes ear Denver 200 Cd. JROS CUS! sesect ce peste sees ieee ester steerer memes Chicago 
6:5, cA." Leonard outer cele ate a eicke detect tone, tens susan Chicago 25. hs “We Mernickel cts cc siietcsucie tn eos ee Toronto 
Ihe Re COAGINS TOM. (Aivieruslewierrieccustemelt compat temas toate Denver 20 (GE Wes BOVILOG Wie Seite caste, ads ce tokereic ae eee nena ee Albany 
So Al Gl Harteen Pac. evalu cltnts stale cieue oreete Harrisburg 28°. KS Moir piven, ane scarce eesti seen Toronto 
OFS oJ rains GORNC Live erie ate oaene eae rene ...Hng. Sales 29. Ue SB CLE M ene aan «nce. A eitiae sem ae ie mee rane Leeae Chicago 
LOM, CLEA Wie CHENEY: ate cctoir cree oe teenies Fort Wayne 50. - Ni UMattin ey cheese Pearse ee ore ee Chicago 
Li} EN. W... SDEVIEFE USS rns cel vieintiem tees evenar mere craic usin she eee Dela oils Cem LG WieL” \.. SAS pitas areaiee octet are pene ieee cre eae Denver 
122 Wi AS Merrill seine ctenstsake es Cre eae eons lrort Wayne 32... Ths HeeRichardis oma ax arcamere ievtonet ie ereneae ee Albany 
13. 5D» Li IW EP CIC Ore ec tteneathteus nels Avioke eeritatcomear ree erea sees Chicago 30: (G. Be Sehnabel ita. 3 een terete ae eens Chicago 
La DAW SMe CONG! Se hae rae earns ae eae cater SAO ature Ook Reo das ID UINC On. a7E bath a il ot hae ete eek eee Chicago 
15. AN, cAse Rin Se SocR iacweus sha cts aise hens iteitee ts ene oie mane oe aaL cue 352° ERs Bind rarat acer he teeta on ieee San Francisco 
D6 e Wit EU Te wisidcvtats antl ottecen site aeeten ets topsite chicas rere New York 386i sd. 2O> sMcCrack ei wi. aie ser eneecrieneeeeene Fort Wayne 
17ST Gs SRODCTES hee Meee eo ee ee nner: Albany i eee red eam ona eg REDON iin oh ayceo Ghat oa eich o oo cic San Francisco 
1S “EAL SO MOrtic ernie... orks eorieaerecene Philadelphia 38 Jae Wet GORA \.. i. ccacedy ppeeudeieeeh case eal eee eee St. Louis 
193° Ji. Mannin'e. -2 cco te aie rete icine pues ee Chicago 39 J. Ba Vion dere m bse” Fes caters crciaic aie tienen Denver 
20. GE PU Stov allie nome sen oe een Washington 405 “Wk UaeeMilitr on) sem eneeeet teen rene Eng. Sales 


Five High Men by Points in each District, June 10, 1915 
(Districts Listed Alphabetically ) 


ALBANY. 


DALLAS 


FORT WAYNE 


NEW YORI 


1, 3D. We McConnell Le wo ME-Tueker 1 L. W. Cheney Ly WEL. Ladd 
Zoe VV Den eran x: 2. P. W. Lawther 2. Wo Ay Merrill 2. H. Dalgaard 
Be ING Ina hayey 2. W. W. Ince S. Wiebe Pritchett 3. Hee Ge Schuster 
4. G. W. Elliott 4, R. L. Matthews 4d O. McCracken 4. G. W. Scott 
5 dee Ge Roberts 5. Kid Haas 5. 'C..B. Hyans 5. EH: H. Peeples 
ATLANTA DENVER HARRISBURG PHILADELPHIA 
1 R. W. Maxey 1. R. Coddington 1. A. G Hartgen 1, Hi. Al Vortizern 
2 M. Bedingfield 2. J. KF. Vonderembse 2. hk. D; Leonard 2. W. M. Booker 
Kk. B. Bachman 3. % W. Jewel Dae Ee et wv, Oe iE OUNEH 
i 7D EL Mew aters 1 SU narie 4. W. B. Offerle 4.. W. 8S: Parker 
5 L. W. Crow 5. A. M. Lucas Gi dig UY Ws Rar ie heat = 5. W. J. McKeon 
CHICAGO ENG. SALES. LOUISVILLE ST. LOUIS 
1. H. A. Leonard 1. W. By Stamford 1. Max Heintze Le Wie. JE oustey: 
2. J. J. Manning Dee Lee. Ome kiny, 2. D. Moore 2 ae. SLE COT 
3. R. T. Lawrence Bee wud, Miron 3. EF. L. Alsobrook 3. GeP: Dickev 
£5 ACo  eeOeers 4. W. A. Armstrong 1. J. B. MePherson 4. Js PY Goran 
5. N,. Mattingly 5. Re S> Johnson: 5. J. W. Dickason 5. W. A. Lee 
SAN FRANCISCO TORONTO WASHINGTON 
1 FF. M. Kennedy Lo oT. He Rhodes 1. G. P. Stovall 
Zen He Re sBird 2. J. W. Merickel 2. D. W. Darden 
3. E. FY English a Heo. Murphy 3. W. S. Stoner 
4. W. B. Jameson 4. W. Hickingbottom 4. J. T. Gibbons 
5s  Ws'C. Smith 5. H. T. Sterne 5 SER” Winebelt 
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OUR HARD WORKING, EARNEST MINDED ENGINERING SALES MANAGER, 
MR. E. H. BRIGGS 


- Mr. E. H. Briggs’ position as head of the Engineer- 
ing Sales is no “cinch.” Its a man’s size job, requir- 
ing constant study and attention. Mr. Briggs has to 
adapt standard equipment to the varying uses that 
physical conditions impose in factories. This requires 
not only an intimate knowledge of our oil handling de- 
vices, but the best way to apply them under any 
given circumstances. 

From a Bowser salesman to Sales Manager is 


Mr. Briggs’ business career in a nutshell. It is’ 


well worth emulating and proves the old adage 
“Mhere is always room at the top.” 
Mr. Briggs, for a number of years, was a very suc- 


cessful Bowser factory salesman in New England. 
His thoroughness, attention to detail and truthful- 
ness won him many friends and gradually advanced 
him to the honorable position he now attains. 


In spite of Mr. Briggs’ seriousness he has a fund 
of Yankee humor underlying it all, that tempers 
much that he does. Those who know him like and 
admire him. 


Mr. Briggs is going to solve some of the engineer- 
ing problems. He likes this branch of the business 
and a strong man in love with his work spells success 
for the entire department. 


RECEIVED 


COMP 


THE POSTAL TELEGRAPH-CABLE COMPANY (INCORPORATE jaseCT TO THE 
TERMS AND CONDITIONS PRINTED On THE BACK 


M. 


on 
Or THIS a YY PWESIOENT. 
ar 


ETITIVE PROGRESSI 


Proof er Saree Bowser Awarded 

Conclusive San Francisco, Calif., June 16, 1915 Grand Prize 
S. F. Bowser, Prest. S. F. Bowser & Co., Fort Wayne, Ind. 

as to Bowser The International Jury of Awards of the Panama Pacific International and 


Exposition has awarded to S. F. Bowser and Co. the Grand Prize which 
is tke highsst possible honor given only to those firms w)ose pro- 


- ducts are rated one hundred percent perfect. Also a Gold Medal both 
ua ] yi on our Self Measuring Pumps and Storage Tanke. You are to be heart- O e a 


ily congratulated on this recognition of the high state of efficiency 
in both product and business management which has-been attained under 


your leadership and direction. 


exhibit made and as soon as received forward them and other data 80 
that full particulars can be printed in Boomer. 


pokes 


Next week we will have photographs of 


E. M. Savercool 
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THE HABIT OF SUCCESS 


It is not so easy to acquire as some habits, but 
when you once get it, it will stay with you. 


Every salesman, and particularly the new sales- 
man should get the “success habit.” The right way 
to acquire it is to cling steadfastly to every pur- 
pose formulated and every task attempted until you 
are successful. Do this in little things as well as in 
the big ones. 


If you make up your mind to catch the 6:15 train 
catch it. If you determine to learn a poem by heart, 
learn it. If you lay your plans to get a certain 
order, get it. If you say you will complete a certain 
job before you go home at night, complete it. 

In this way you will get the habit of succeeding 
in all things which you undertake, and when the big 
things come along you will not only tackle it with 
determination and enthusiasm, but you will know 
before you begin that you are going to accomplish it. 


DISCIPLINE 
That’s the word that explains success. Ask the 
winner of the Harvard-Yale boat race; ask every 


person who has conquered himself first and then 
conquered every obstacle that stood between him 
and achievement. 

When a crew of raw Oarsmen begin to train, each 
man has a wild notion that it’s the business of all 
others to copy his stroke. 

Discipline soon puts a stop to that sort of thing 
and in the end the eight individual oarsmen pull 
with rhythmic, steady swing, as if one brain con- 
trolled the motion of eight pairs of arms. 


The same thing happens when a salesman begins 
his career. Ambition, Ability, Push, Courage, Deter- 
mination, Hard Work, Good Health, and Capacity for 
Sacrifice are the oarsmen he must depend upon in 
making progress toward the goal. 

There’s likely to be trouble at the start. If Ambi- 
tion is a spurty chap, Ability may lag; Courage may 
be speedier than Hard Work, etc. 

Nothing but strenuous self-discipline will get all 
these fellows pulling together with an equal stroke. 
And nobody can disipline that crew of yours as well 
as yourself. r 

Train all your faculties to work in harmony— 
that’s team work. 

Make them all keep up with the fastest. 

Don’t stand for any laggards in your crew. 


We are informed by good authority that Mr. H. W. 
Bell, of the Washington District, became a benedict 
on the 12th. 

Mr. and Mrs. Bell have our most hearty con- 
gratulations and good wishes for a happy and pros- 
perous future. 


BOWSER OUTFIT AGAIN WITHSTANDS 
THE TEST OF FIRE 


On the back of an exchange card which Mr. J. P. 
Michie sent in with his Order No. 116, we found the 
following notation: 


“He had a fire that burned the casing so I 
could not find serial number. The oil did not 
catch fire, so the Bowser tank saved him from 
having a big fire.” 


TO MY BEST GIRL 


“As I sit alone at the station tonight, 
Waiting on freight number two, 
*Neath the dim ray of the signal light, 

My dear, I am thinking of you. 


As I travel the road each day, 
Meeting old faces and new, 
The vision of one that lightens my way 
Is the dear, sweet face, my darling, of you. 


And the last day of my trip, 
With my order book I’ve missed a few, 
My Bowser Pump Models all packed in my grip, 
I’m leaving for Dixie land, my mother, to you. 
(Signed) C. J. ROGERS, 
March 23rd.” 


ENOUGH SAID 


Mason City, Iowa, 3-25-15. 


S. F. Bowser & Co., 
Fort Wayne, Ind. 


Gentlemen :— 

Will you please mail us at once part No. 26 for 
header on our tank system. We had a bad fire 
yesterday and it was broken. Rest of outfit 
including pump stood the fire well, and can speak 
a good word for the outfit. Please rush same. 
Send gasket also. 

(Signed) MODEL DYERS & CLEANERS. 


Salesman EH. S. Lipford, of the Atlanta District, 
starts right. His first report recorded one sale and 
next day he repeated. 
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Another Premier Honor Captured by the ‘Pikes Peak” Bunch 
They Elect their Director 


MR. R. CODDINGTON, 
Of the Denver District. 


Mr. R. Coddington, of the Denver District, Was Elected Director of the Pacemakers’ 
Club on June 5th, With a Total of 501 Points to His Credit. 


Pacemaker, December 19, 1912. 
with 518 Points. 


Pacemaker, September 25, 1913. Closed year 
with 701 Points. 
Pacemaker, October 3, 
with 651 Points. 


Director, June 5, 1915. 
Points. 


Closed year 


1914. Closed year 


Closed year with—— 


The above is a record to be proud of. Mr. Cod- 
dington is the type of Bowser salesman that makes 
for success no matter where he travels. In all his 
connection with the Company, and it is now over 
six years since he joined the Sales Organization, 
he has traveled in the one district in all this time and 
in spite of the physical conditions of his territory 
and the hardships he has to undergo in securing 
business, he seldom, if ever, “misses fire.” 


His sales battery is heavily charged with Bowser 
Quality and when in action he throws a “fat” spark 


that ignites the enthusiasm of the prospect and the 
explosion is evidenced by the prospect’s signature 
on the dotted line. It takes a man of unusual ability 
to forge ahead in the country he travels. 


Now that the Denver District has elected their 
quota of Executive Officers, it’s up to Mr. Fisher 
and Mr. Coddington to see that the balance of the 
“Pikes Peak” boys are gathered into the fold and 
they arrive at the Convention with every man in 
the district accounted for. What these two men 
have accgmplished in selling should be of such in- 
spiration to the balance of the “Pikes Peak” bunch 
that they’d be ashamed of themselves not to emu- 
late their example. 


Once more, Mr. Coddington, we take pleasure in 
extending our hand and heartiest congratulations 
on your success this year. Particularly do we want 
to congratulate you on the improvement in time in 
accomplishing this result. Here’s to you until we 
meet at the Convention this coming January. 
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Albany is Determined to Keep in the Limelight—They Elect 
their Director and Add a Member to the Club 


MR. D. W. McCONNELL, 
‘Of the Albany District. 


Mr. D. W. McConnell, of the Albany District, Was Elected Director of the Pace- 
makers’ Club on June 8th, With a Total of 545 Points to His Credit. 


Pacemaker, December 9, 1913. 
with 525 Points. 

Pacemaker,, July 30, 1914. Closed year with 
707 Points. 

Director, June 8, 1915. Closed year with —— 
Points. 


Closed year 


You will note that Mr. McConnell had 545 points 
when he obtained the Directorship of the Albany 
District. It was necessary for him to make 541 
points owing to the fact that he had working with 
him in his territory, a sub-salesman. It redounds 
all the more to his credit and the credit of his sub, 
Mr. C. R. Ross, that together they have obtained 
the necessary points to secure this honor. 


Mr. McConnell combines tact with ‘“stick-to-itive- 
ness’ and diplomacy with aggressiveness. These 
traits are predominant in his sales work and as a 
result he is able to break through the cold exterior 
of the Maine Yankee and reach the warm heart 
below. 

Mr. McConnell joined our Sales Organzation on 
New Year’s Day, 1913. He started out with the one 
objective before him, making the Club that year. 


How well he succeeded is evidenced by the above 
record. 


Mr. McConnell believes in selling Bowser Service 
first and the equipment next. To him, the equip- 
ment isn’t just so much iron, brass and steel, but 
it represents something that will render a service 
to the purchaser far beyond the amount of the 
investment. When Mr. McConnell sells Bowser 
Equipment he doesn’t talk price or valves, cylinders, 
plungers, etc., but he shows the prospect conclu- 
sively where that equipment can be installed to the 
best advantages and how it will make him money. 
It is this ability on his part to visualize to. the cus- 
tomer what he knows the equipment will do in the 
way of Service that has made him a successful sales- 
man from the start. 


It is with pleasure, Mr. McConnell, that we extend 
to you our heartiest congratulations on your election 
as Director of the Albany District. We hope that 
with you and Mr. Eggleston, you will be able to 
bring as large a delegation to the coming Convention 
as Chicago had last year. Here’s hoping. 
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Harrisburg Has Scored Its First ‘Hit’ of the Season 
By Electing their Director 


MR. A. G HARTGEN, 
Of the Harrisburg District. 


Mr. A. G. Hartgen, of the Harrisburg District, Was Elected Director of the Pace- 
makers’ Club on June 19th, With a Total of 502 Points to His Credit. 


Pacemaker, September 11, 1913. 
with 630 Points. 

Pacemaker, September 23, 1914. Closed qear 
with 716 Points. 

Director, June 19. 1915. Closed year with—— 
Points. 


Closed year 


Does anyone in the Bowser Sales Organization 
know what is “shin fever?’ We expect not, because 
that is a phrase that is used in Maryland among the 
natives who live in the Blue Ridge Mountains. They 
call the muscular contraction in the lower part of 
the leg that is gained from going up and down the 
steep ridges, “shin fever.’ It is only those natives 
who have energy, push and enthusiasm that get it 
because the rest of them are content to remain in 
the valleys and not make the effort to climb. 


Mr. Hartgen has contracted a chronic case of this 
trouble in his territory and as a result has obtained 
the Directorship of the Harrisburg District. You 
know Hartgen comes from Hagerstown, which is 
the second largest city in Maryland and located in 


the base of the Blue Ridge Mountain. It doesn’t 
matter how you move, you have to go either up or 
down hill. Even the city itself has little or no level 
streets in it. 


Mr. Hartgen has been in the Sales Organization 
since June 22, 1910. It took him some time to strike 
his gait and although he has been a steady producer 
from the beginning, it was not until 1913 that he 
contracted a bad case of “Pacemaker-itis.”’ When he 
once was innoculated it was all off as is proven by 
his record this year. 


The Editor being a son of Maryland and knowing 
every inch of territory covered by Mr. Hartgen, he 
more than congratulates him on this achievement. 
Some of the natives in his district are still voting for 
Andrew Jackson and a few of them are undoubtedly 
of the opinion that the present Mexican war trouble 
is but a continuation of the Mexican War of 1846-48. 


Here’s to you, “‘A. G.,’’ and a hearty welcome to the 
Convention next January. 
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Missed the Albany Directorship by a ‘‘Nose”’ in the 
Gamest Kind of a Fight 


MR. N. A. RING. 
Of the Albany District. 


ANOTHER LETTER THAT IS SELF-EX- 
PLANATORY 


ROBERTSON AND CAHILL 
Staple and Fancy Groceries. 
716 Belle Street. 


Alton, Ill., June 15, 1915. 


S. F. Bowser & Company, 

Gentlemen:—We have had your outside Coal 
Oil and Gasolene Pumps in constant use for the 
past nine months and they have proven to be per- 
fectly satisfactory in every respect, not only as 
regards convenience and safety, but in a financial 
way as well. 


In our old building where we had our “Old 
Style” tanks inside store, our rate of insurance 
was $1.50 per hundred, where our rate with tanks 
outside and underground is 35¢c per hundred—a 
difference of $1.15 on the hundred. So you can 


Mr. N. A. Ring, of the Albany District, Was 
Elected a Member of the Pacemakers’ Club 
on June 14th, With a Total of 503 
Points to His Credit. 


Secretary, May 15, 1913. 
with 984 Points. 


Pacemaker, July 23, 1914. Closed year with 
698 Points. 


Pacemaker, June 14, 1915. Closed year with 
Points. 


Closed the year 


The fight for Directorship in the Albany District 
has been the cleanest, prettiest contest ever staged 
since the organization of the Club. It has been 
“nip and tuck” between Mr. Ring and Mr. McCon- 
nell for this honor. The fact that this year “shipped 
business” is the only thing that counts in the Con- 
test, lost this honor for Mr. Ring by a “nose.” Other- 
wise, it would almost have been a tie. 


Mr. Ring is one of the older Bowser salesmen, 
having joined the Sales Organization in 1908. His 
ability, integrity and loyalty have never been ques- 
tioned. 


Mr. Ring is of such a character that he has prob- 
ably been the first one to congratulate Mr. McConnell 
on his achievement in beating him to the Director- 
ship The Club is a gainer by having such a man ag 
a member. 


Once more, Mr. Ring, we want to extend our 
heartiest congratulations on your gaining the Club 
this year. We are proud of you and your record. 
May it never grow less. 


see the difference in our insurance rates will soon 
pay our investment in a very short time, 


Yours truly, 
(Signed.) ROBERTSON & CAHILL. 


% *% % 


Mr. H. J. Gallmeyer, Superintendent of the Louis- 
ville District, was a caller at the Boomer office Thurs- 
day, June 17th. He was home to attend the funeral 
of his father which took place at their home in Fort 
Wayne, June 16. 


All who know “Ernie” will certainly extend their 
deepest sympathy to him in his present bereavement. 


* *k 8 


Salesman W. B. Offerle, of the Harrisburg District, 
recently closed a splendid Public Garage order 
amounting to about 38 points It consisted of a 
“Chief Sentry,’ Wheel Tank complete, four Cut 64’s 
and five Cut 63’s. Mr. Offerle’s stock in the Pace- 
makers’ Club is going up. 
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PRINTING INK 


Equipment for Handling Printing-Ink—A 
Class of Prospects That Are Well 
Worth Working. 


Bowser 


Printing-Ink.—Any ink used in printing is 
essentially a pigment of the required color, 
mixed with an oil or varnish. John Under- 
wood in 1857, before the Society of Arts, de- 
seribed the properties essential to a -good 
printing-ink as follows: It must distribute 
freely and easily and work sharp and clean; 
it must not have too much tenacity for the 
type, but come off freely and adhere to the 
paper; it must dry almost immediately on the 
paper, and not dry at all on the type or rollers; 
it should be practically proof against the ef- 
fects of time and chemical reagents, and never 
The pigment used for the best 
lampblack, and the vehicle is 
Mineral pigments are gen- 


change color. 
black ink is 
usually linseed oil. 


erally used to produce the different colored 
printing-inks.—The New International Ency- 
clopedia. 


The above description of Printing-Ink is self-ex- 
planatory. Roughly speaking, Printing-Ink is divided 
into three grades, viz.: Book-Ink, Job-Ink and News- 
Ink. The two former grades, Book-Ink and Job-Ink, 
are made from pigments of the required colors, 
mixed with No. 1 Varnish of different grades of 
strength. These inks are stiff and do not flow 
freely. 


News-Ink, which is used on large publications 
of the cheaper character and also on newspapers, is 
made from lamp-black mixed with thick linseed oil 
which, however, flows very freely. It is usually trans- 
ferred to the fountains of the presses by dippers 
or ladles. 


The cost of News-Ink runs from five to seven 
cents per pound, depending somewhat on the quan- 
tity purchased. It is usually shipped in barrels 
weighing five or six hundred pounds. Remember 
that this is purchased by the pound and not by the 
gallon. 


In order to get the best results from News-Ink 
the press-room is kept at a temperature of about 


is the 
flowing as freely as a medium grade lubricating oil. 


eighty degrees. It idea to keep this ink 


Now, we have several outfits that are success- 
fully handling News-Ink. They are as follows: Cut 
41, Cut 109 and Cut 752. 


As you know, the Cut 150 is our Self-Measuring 
Power Pump. 


Our Cut 752 is our Remote Control Oil Metering 
System. This class of equipment may be used by 
manufacturers of inks when the liquid has to be 
barrelled for shipment and accurately measured in 
predetermined quantities. 


If it is not desired to place a power system in 
the building, a Cut 41 pump can be used with a large 
suction pipe, provided the storage tank is not located 
too great a distance horizontally and vertically from 
the pump. A Cut 109 outfit can also be used for 
handling News-Ink, provided a first floor outfit is all 
that is required. 


In handling News-Ink with the Cut 41 and 109 out- 
fits it is necessary to carry the liquid from the pump 
and pour or ladle it into the press fountain. These 
outfits, however, insure accurate measurement, and 
reduce the losses to the absolute minimum. 


For the purpose of illustrating what one of our 
Remote Control Oil Metering Systems will do, we 
are going to take our installation at the Manitoba 
Free Press, Manitoba, Canada, and briefly describe it. 


The system here is equipped with twenty remote 
control valves, Cut 212. Hight of these are on one 
press. There are six on each of the other presses. 


With this system the News-Ink is delivered into 
the fountain of the presses by simply turning the 
handle on the remote control valve, which in turn 
starts the pump that is located approximately 100 
feet away from the farthest press. When the foun- 
tain is full, by simply shutting off the valve the pump 
automatically stops. If, however, two or three other 
valves are open the pump will not cease working 
until the last valve is shut off. 


You can readily see that a system of this kind 
does away with all losses that are involved in 
handling ink by ladling, carrying in open containers, 
etc. This firm purchases as many barrels of News- 
Ink as they need to fill the large storage tanks and 
empty them immediately upon receipt, by gravity. 
This does away with the storing in wooden barrels 
and the loss such storage involves in seepage, leakage 
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and absorption. The outfit has paid for itself in sav- 
ing of time, preventing loss of Ink, and the conveni- 
ence and cleanliness established. It has also pro- 
moted thrift throughout the entire plant. 


In laying out a Remote Control Oil Metering Sys- 
tem great care should be taken not to specify too 
large a pump. It should also be understood that in 
systems for handling ink, the ink has to be kept 


A storage warehouse 
for printing and 
lithographing ink— 


A Bowser system in- 
stalled here would 
do away with many 
barrels and wasted 
space. 


! 


warm and consequentiy the pipe lines placed in such 
a position that the ink flowing through them will 
not get cold. All such prospects must be referred 
to the Engineering Department of the factory before 
any definite recommendation is made. The success 
or failure of these systems depends upon the right 
kind of installation. 


Salesman M. A. Ashley, of the Atlantic District, 
states: : 


“Tt am on the war path with my Ford 
now. Last week I saw a lot of mer- 
chants and sold them tanks that I probably never 
would have sold, travelling on the railroad or 
driving. 

Yeesterday I was lost on the Alabama and 
Mississippi line. Ran into a merchant who had 
been in business there for years but had never 
before seen a Bowser Salesman. Closed him 
for a nice outfit. Don’t suppose he would have 
seen me if I hadn’t gotten off the trail and 
actually been lost.” 


“Foxy Grandpa.” 


The above photograph is a good likeness of our 
Mr. L. B. Robinson of the Dallas District. Mrs. 
Robinson wrote on the back of it: 


“Just to prove I am the husband of a photo- 
grapher too,” 


Mr. Robinson is much younger than this picture 
represents, but not any more handsome. He wears 
the smile that won’t come off, even though he travels 
through the sage brush among the “wild and wooly 
Oklahomans.” 


Mr. Robinson enjoys the distinction of having 
secured the largest month’s business in the Dallas 
District during the year 1914, which was in November. 
He says he’s going to break that record this year. 

Watch “L. B.” step. 


A BOWSER 5F-312 BATCH TYPE OIL FIL- 
TERING SYSTEM 


Through the courtesy of Salesman Herman L. 
Rolf, of the Engineering Sales Department, we have 
secured the above photograph of one of his installa- 
tions, made from his order taken March 28, 1913. 


The outfit, a Bowser 5F-312 Batch Type Oil Filter- 
ing System, is placed in the small concrete and 
plaster house as shown. It is used for reclaiming 
Lubricating Oils and Greases. These oils, when new, 
are applied to the numerous bearings in a Rolling 
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Mill and from these bearings the oils, after passing 
through, are collected into 3”, 4” and 6” Tile Drains. 

These drains and channels are tied into a 12” 
Sewer Pipe Drain and conveyed with considerable 
quantities of water to a shallow pond with an approxi- 
mate area of 5’ x 100’.. This pond or basin is pro- 
vided with steam coils to boil the mass of oils and 
greases. A skimming device is provided by which 
the oils and greases are collected into one point 
and from this the mass is lifted by a steam pump 
into the dirty oil receiving compartment in the 
Bowser Filter. 


The filtered oil comes from our system absolutely 
clean and free from grit, scale, etc., and is used 
again on the bearings. The outfit, including the 
house and complete installation, cost about $1,500.00. 
It is showing a net saving in oil of $20.00 to $25.00 
every working day. And this is a very conservative 
estimate. 


BIKE SHOP 
tt 
cl 


HE 
C cear 
ORCYCLE: 


T.. FOSTORA. 6 


A Good View Taken Last Winter of Our “Red Sentry” 
as Installed for The Bike Shop, Fostoria, Ohio. 
Note the Motorcycle Sled. 


Mr. E. S. Morse, of the Albany Office, is keeping 
busy these days. He recently got out a letter to 
the men which was full of facts and “ginger.”’ 


He reproduced a copy of a Summary received 
during the week from one of the Albany top notch 
salesmen which revealed the secrets of his success. 
On one of them it showed he worked Saturday and 
sold a 10-point order. 

On another one it read: 

“Poured rain all day—few calls, but a lot of 
letter writing and circularizing.” 

There was also one order that day for 8 points. 


THE FOLLOWING FIRE TEST. mEEES SITS OWN 


STORY 


Memphis, Mo., April 26, 1915. 

Dear Mr. Townsend: 

Last night fire destroyed two garages here— 
the Memphis Garage Company with our ‘Red 
Sentry,” Cut 241, 5-bbl. tank installed. Tank 
contained about 100 gallons of gasolene-—no ex- 
plosion but fire was so intense that pump was 
destroyed. 

The other garage owned by C. E. Thomas had 
a “Red Sentry” Cut 241 and the tank contained 
over 100 gallons of gasolene. Pump slightly 
damaged and hose burned off. No explosion. 

(Signed.) F. M. HETHERINGTON. 


Mr. G. P. Dickey, of the St. Louis District, and his 
friend, the “Red Sentry.” 


The Same Results Every Time. 


THE U-V LAUNDRY 


216-218 West Sixth Street. 
Dry Cleaning, Pressing and Repairing. 


Topeka, Kans., Apr. 20, 1915. 
S. F. Bowser & Co., Inc., 

Fort Wayne, Ind. 

Gentlemen:—Replying to your inquiry con- 
cerning the safety of your system would say, we 
had a fire in our Cleaning Room September 19th, 
from an unknown cause. We had about six or 
seven hundred gallons of gasolene in tanks at 
the time of the fire, all of which came through 
safely. Our outfit was put back in use again 
after the smoke cleared away. 

We are perfectly satisfied with the Bowser 
System. 

Yours very truly, 
(Signed.) U.-V. LAUNDRY, 
By J. H. Ulsh. 


A fine installation of Bowser Cut 109’s as in use by 
the San Antonio Drug Company, San Antonio, Tex. 
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WHAT AN OIL COMPANY THINKS OF THE 
“CHIEF- SENTRY” 


The picture accompanying this paragraph shows 
cur “Chief Sentry,” Cut 102, Five-Gallon Pump, as 
it appeared in the booth cf the Great Western Oil 
Company's Exhibit at the Grand Rapids (Michigan) 
Auto Show, which ended Saturday, February 20th. 

This is one of the pumps they had ready to install 
in Grand Rapids as soon as the frost was out of the 
ground. They were so well pleased with the per- 
formance of the others that they already have in 
operation, they could not resist including this among 
their exhibits at the Show. 


Representative Installation of Our “Red Sentry” Out- 
fits for the Pierce Oil Company, 
Little Rock, Arkansas. 


Mr. J. C. Hartsough, of the St. Louis District, with 
His Horse and Buggy About to Start 
on a Day’s Work. 


Tut! Tut! Here’s another new man that grabs 
off a nice order the first day and then repeats on 
his second effort the folowing day. It is Mr. L. W. 
Tutt, of the Washington District. 

Salesman M. J. Gutman, of the Washington Dis- 
trict, is a very nice producer and shows class. 


OKLAHOMA MOTORIST 
OKLAHOMA CITY, OKLA., APRIL, 1915_ 


Gasoline Supply Co. 


Wholesalers and Retailers of 


Gasoline and Oil Products 


Pennsylvania Parafine Base, Crown Brand Oils and Greases 


Amalie Oils and Greases 


Station No. | at 115 West First St. Oklahoma City 
Station No. 2 at 505 N. Broadway, Oklahoma City 


We carry a full line of Oils and Accessories for motorists at both Stations. 


Our peti gasoline is the ‘cheapest in the long run”’ 


and like our prompt service, free air, motorcycle delivery to gasoline-shy cus- 


tomers, means Satisfaction to you. 


To Dealers in any Character of Oil Products---Write us for Prices. 


Seventenths of one point only separate Albany from Fort Wayne. 


& 


ONOTR OP oO 


Branch Office Standing 


25th Week Ending June 26th, 1915 
Senior Offices 


FORT, WAY NiEeacese- re Feeneeee E. J. Little, Mgr. 
ALBAN Y¥ ~sicaresmutocsa sce a eter ees W. M. Mann, Mgr. 
GHICGAGOS. Maistnnicce miectareirte T. D. Kingsley, Mgr. 
SAN FRANCISCOR 2. oc. D. S. Johnson, Mgr. 
DALLAS gyri cnet ae B. L. Prince, Acting Mgr. 
HAR RISB UR Gigeect. ees nner R. S. Colwell, Mgr. 
STiie BO UIS Wictenes aera G. H. Hastings, Mgr. 
TORONTO itacactecepo testers W. R. Hance, Mgr. 
AST EAN ALAS atcrerctevetoneysiereno cheranets H. W. Brown, Mgr. 


Chicago and Frisco are fighting 


every inch of the way for third position and all four of the leaders are so close that any day’s result will 


change the standing. 


first of the year as goal for July ist. 
question whether Denver can retain the honor. 


Four and two-tenths separate Toronto from Dallas and Atlanta is now coming strong. 


BO GP) ae 


bye 


Junior Offices 


DENV.E Riteeccustesteie'e) ote cctencterst Cc. C. Barnett. Supt. 
WASHITN GTO Niercre serene. A. W. Dorsch, Supt. 
NEW SY OR tesserae H. C. Carpenter, Supt. 
COWS V LE EE atretienn nese E. J. Gallmeyer, Supt. 
PHIEADELPHIAG comes I. L. Walker, Supt. 


The Denver District is the first to reach and pass the 60% mark on the entire yearly quota set at the 


and the race isn’t ended by any means. 


Standing of Forty High Men, June 29, 1915 


This is good work, but Washington is crowding so close that it’s a 
New York, Louisville and Philadelphia are gaining steadily 


Salesman’s Name. Office. Salesman’s Name, Office. 
1 Wie eV Crangatll ce 5 ae. ot eee San lTrancisco 21, Wo RS Wet si oeaste atten cies irc vaste eect eee New York 
2 CY RE ESS lestoO nc. sec nos ne eeee eee ere mane eee Albany Ds ° ke ABV OL ELSES TT eee ao ay ech cate ee eae ee Philadelphia 
Sones Wie eb CRIN OE, cporceittae riots ce nen ene eee Eng. Sales 23. t. De Leonard: aaa oe cota ee Harrisburg 
AS GS” El ReWUD nis. arctica vorten tines crer cementing San Ifrancisco 24. = J Wes Merrick ele cite ak ce eer crtntel nee eeenenene Toronto 
Bie El As MC OMa TG sates. < sence comme reer are earners Chicago 25.- (Ro; W. ST ewe linn feet Sees boy ce oie aoe enn Denver 
6. ts. “Gi SHiOT FS So Ree sont toast ceter Onin ele ae Pe eee Denver 26.0 Riv Mee Clementir. csi. «ais c.oiste mann omsnsecieetelee cisneene Chicago 
Ke v.55 COGUINSCONs Sips eee Oe nee ne A eee Denver 2%... Se Gh, HRODELr Ss. cs ce ose aie eee oo ee eee Albany 
82) Di W,.. MeConnelh. ca cate nee eee ee Albany 28. ~ 0 F URichardsomk a 15 etcetera ne een Albany 
9c pADs Goy Parte Ot aiacte. oc ey oeiabeene cores oe Harrisburg 29 (Gs Po Stovall. clee ccs « ndes crema relete te ie eee Washington 
LO? Wi. CHEN CY. te Lan ae ona en cc icine nine Fort Wayne BOi GG, Wis JELLO t tes Shiaeti = ane cmieiceenet as een eer Albany 
ile tLe Milliron:. ican ieeemete herr ene pees Eng. Sales SB 1 Ce IW OIRO SSL ors wate ter age oleae eee toe Cn eee Chicago 
ee dso ce CONNEI]DEW s... nm edn aie ome teLema asic: heat Eng. Sales 52. eS MS VICENTE WS eae cee nete ea renee San I*rancisco 
TO eee WAS NECR ETO eters viene thee errant Fort Wayne Doe t; Wi Shae ther ways Sia updos) sens sions elke ee see ae Albany 
Tae, A Wit IDS VET CU Sy er eens chctedceersic. cen eeieie eee Albany 34. Js UR. Bandigees sic ene mere oe teete leas ae eran San Francisco 
15. RETA ee Wi SNC Czts cue, aca cee Cea eae cna mene tomes Chicago 20... Jae I. VOnderem DS oi cmten reece ers peleasisn ates eee Denver 
A ea te sae Ph Dl ORs Wiamarn td, sic enone o, emdichrnae Bec: Conor cl oneee Toronto 362 -Gl OW, Allein hs vce a eke chee Rat one tose iene neme Chicago 
eet NG AS ERIS Bee a cts, Sar on ttaceale Peatarencn ah eae eet Albany 8 Te TOS AP TOL Bit ate ean en eee San Francisco 
TST ING & IMS tiITe yo bee Plemte tera omeneamic ieee ties cieeeaerer. Chicago 38.00 To Glew Rite cae sas mete ieee eee ee Dallas 
LOS aes «J, SIM e Se ao sere ercoteiee aoe eas sO ee Chicago 39, Go. OW MeCrack ene i tan cence aaa Fort Wayne 
20 As hy BS Deer are. ce ocean one ce een ies Walks ae ee ae Chicago 40. ‘W.. Bs Shepherdidata seer ae oi eee Chicago 

e e e e e e 
Five High Men by Points in each District, June 10, 1915 
(Districts Listed Alphabetically ) 
ALBANY. DALLAS FORT WAYNE NEW YORK 

1. F. W. Devereux 1) eM. Dekker 1 L. W. Cheney Ly eW. Ee ada 
2, I. He Richardson 2. P. W. Lawther 2. W. A. Merrill 2. H. Dalgaard 
3. G. W. Elliott 3. W. W. Ince 3 W. H. Pritchett 3.) ). Ha eeeples 
4. al. G. ROberts 4. R. L. Matthews | J. O. McCracken 4. Go We Seott 
5. RR. W. Sheffer 5 ewe Oe Wihite 5. T. J. Spurgeon 5. EH. J. Libbey 

ATLANTA DENVER HARRISBURG PHILADELPHIA 

1. R. W. Maxey 1, RR. W. Jewel 1, R. Di Leonard 1 H.. A. Vortizern 
2b. bachnmean 2. J. I. Vonderembse 2 2C.P. am, 2. W. M. Booker 

Soe ee Page try: 3. HU, barle 3. W. B. Offerle Swi. OuNell 
4. M. Bedingfield 4. A.M. Lucas 4. K. F. Hessenmueller 4. .W. J. McKeon 
5. TT. FE. MeWaters 5. FE. H. Kilver ben eM Pris 

CHICAGO ENG. SALES. LOUISVILLE ST. LOUIS 

1. H. A. Leonard a © MVS Bl SAS dee pel efanatel 1. Max Heintze LW. BE. Lousiey: 

2. J. J. Mannine 2 ode dee Gonmelliy, 2. D. Moore 2, J, BoGoran 
38. R. T. Lawrence 3 he EeeMilliron 3. J.B. McPherson Da Ge DCE, 

4. N. Mattingly 4, t. S. Johnson 4. J. W. Dickason 4. W.C. Sutton 
5.. RH: Clement 5. W. A. Armstrong bs > Ce OW? Wilson 5. C. C, Fredericks 

SAN FRANCISCO TORONTO WASHINGTON 

ed ae Vie CeniLe cy, 1. EK. J. Murphy Li G. Be Stovale 
eee ER. Eira. 2 Te, Rhodes 2. D. W. Darden 
3. 2: Behnelish 3. J. W. Merickel 36. SEL Wesel 
4,. W. B. Jameson 4. W. Hickingbottom 4, W.S. Stoner 
5. W.C. Smith 5. HT. Sterne 5. J.T. Gibbons 
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THE CANADIAN MANAGEMENT 


Mr. W: R. Hance, Canadian Manager, Mr. J. A. Forsythe, His Assistant, and Mr. 
E. E. Cummings, Factory Superintendent. 


Mr. W. R. Hance, of Toronto, is another one of our 
capable Managers who started carrying a Bowser 
grip. Mr. Hance was a salesman before he came with 
us but early in 1905 he was attracted to our proposi- 
tion and joined our Sales Organization. So thorough 
was his work and he displayed such a keen knowl- 
edge of the service rendered by the Company, that he 
was appointed Canadian Manager in 1907. 


Mr. Hance is a Hoosier by birth and a Canadian 
by adoption. This, however, does not militate against 
his loyalty to Canada and its interests. When you 
get right down to bed-rock there isn’t and line 
separating Americans whether of Canada or United 
States or of both. 


Mr. Hance comes from a family of salesmen as his 
father traveled for us for a number of years. He is 
now retired and works his Michigan farm. By the 
way, we may mention the fact that Mr. W. R. Hance 
is a “classy” farmer and knows what he’s talking 
about when it comes to the fine points in this game. 


In fact, to sum it all up, Mr. Hance is a most cap- 
able Manager, respected and loved by all, as well as 
an all-round efficiency man. He makes a success of 
whatever he undertakes as is evidenced by his work 
with the Company and the farm that he is building 
up in Michigan. 

As for Mr. Forsythe, the very fact that he is As- 
sistant to Mr. Hance speaks for his ability. Mr. 
Forsythe is a native Londoner and was picked up by 
Mr. Hance when there in the interests of the Com- 
pany. 

Mr. Cummings is another native Hoosier who had 
his early training in the factory at Fort Wayne. Be- 
fore that he was Building Inspector for a large local 
architect. He is particularly fitted for the work in 
hand and is probably today as loyal to Canada as any 
native born son. 

The record of the Canadian Works is one to be 
proud of and reflects great credit upon these three 
men as well as upon the entire organization, 


|| MADE IN 


Canapian MEercHANT To Foreign DRUMMER 


—No! “Made in Canada” goods are what my customers want. They 
say they get their money in Canada and want to spend it there. 


ALBANY’S NEW DIRECTOR 


We have the pleasure of announcing Mr. N. A. 
Ring, of the Albany District, as Director 


in the 
FPacemaker’s Club, 


due to the _ with- 
drawal from the Company of Mr. D 
W. 


McConnell. You will recall “Nate” 
lost the Directorship “by a nose,” and 


his election by right of succession at 


this time is giving him no more than 
what he has already earned. 
Again we congratulate you, Mr. Ring, 


on your 
achievement in gaining the Directorship of the Al- 
bany District. 


N. A. Ring, 


14 
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Acting Manager, B. L. Prince, of the Dallas Office, 


had an Honor Week ending June 26th in celebration 
of Messrs. Murray and Rodman’s visit to the Dallas 
District. 


The boys all responded nobly, giving a total busi- 
ness equivalent to 130% of their weekly quota. 


The following is a list of the men comprising the 
High Five for that Week: 

1—J. M. Tucker, Houston, Tex., Territory. 

2.—J. H. Smitha, Monroe, La., Territory. 

3.—J. C. White, Dallas, Tex., Territory. 
4,-—R. L. Matthews, Waco. Tex., 


Territory. 
5.—C. R. McLaughlin, Baton Rouge, La., Territory. 
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“MADE IN CANADA” 


lor a number of years before the present great dis- 
astrous war began, Canadian Manufacturers urged 
strong y the advisability and necessity of buying 
“Made in Canada” goods. That the subject was re- 
ceiving the approval of the Canadian people has been 
evidenced by the large number of American and 
Eurcpean manufacturing concerns starting branch 
factorics in Canada in order that they might qualify 
in accordance with this sentiment. However, up until 
the present war was declared, Canadian people did 
not grasp the necessity of purchasing Canadian manu- 
factured goods scarcely at all in ccmparison to the 
extent that they realize the necessity of this at the 
present time. 


The Canadian people from Coast to Coast of what- 
ever nationality, residing in Canada and securing 
their livelihcod in Canada, appreciate that there are 
two things absolutely necessary, absolutely vital to 
the National growth of Canada—first, popuiation, 
second, manufacturing industries. Without the sec- 
ond they cannot have thea first, but it is obvious that 
to increase the population of Canada there must be 
manufacturing concerns to give a larger urban popu- 
lation employment. 


This thouguat did not come home to the Canadian 
people so forcib!y until after war was declared. It 
was then appreciated that we have brought home to 
us two battles—first, the battle of Military Suprem- 
acy, which if lost, means losing our National exist- 
ence; second, the Commercial Battle. One is as im- 
portant as the other. Without the one, we cannot 
nave the other. 


That is to say, it behooves every Canadian to ap- 
preciate that the factories be run to their maximum 
capacity, that the farms be made to produce to their 
maximum. Otherwise, those left behind not actual- 
ly engaged in the military side, will be left without 
employment—without an opportunity of earning 
money with which to purchase the actual necessities 
ef life. Therefore, the only solution to both the mili- 
tary and commercial side, is to purchase goods manu- 
factured in Canada—if the goods can be purchased 
at the right price and of good quality. To purchase 
only Canadian farm products—if they can be had of 
the right quality and at the right price. 

The Canadian Manutacturers’ Association has, as 
a body done its best to educate the people to this 
most important patriotic duty, i. e. to purchase “Made 
in Canada” goods and “Grown in Canada” food 
products, thus not only benefiting the manufacturers 
but the farmers as well. It is impressed upon every- 
one that it is not for the benefit of an individual, but 
for the whole of Canada as a Nation. 


When we purchase goods When we purchase For- 


Made in Canada, Canadi- eign made goods, 

ans get the goods. Canadians get only 
Canadians keep the money the goods. 

in circulation. Canadian Canadians! do not get 


Labor is employed. the money for circula- 


And Canadians are not tion. Foreigners get 
called upon to support the money. 

the families of the unem- And Foreign labor is 
ployed employed, while Ca- 


nadian Workmen are 
idle. 


Two Hundred and eighty-eight million dollars 
($288,000,000) is put out in wages every year by 
Canadian factories—if they are running at normal 
production. One half of this sum, or one hundred 
and forty-four million dollars ($144,000,000) is spent 
for food, mainly farm products—vegetables, dairy 
products, flour, meats, etc. It is therefore obvious 
that the “Made in Canada” movement is very vital 
indeed to the farmer for if he is able to market in 
Canada itself, to men employed in factories, $144,000,- 
000, it is obvious that the factories will be kept go- 
ing and if so, certainly the farmer has nothing to 
fear in the way of bad times. It is the highest mark 
of patriotism on the part of the farmer, for he is not 
only helping the workers in factories but directly 
helping himself. 

Perhaps some figures will be of interest to bring 
home really what the purchase of “Made in Canada” 
articles mean. There are in Canada today, 23,000 
factories, representing a capitalization of $1,500,000,- 
000. The Industrial staff of Canada, consists of 53,000 
salaried employees and 565,000 wage earners. The 
annual salary list amounts to $52,000,000 and the 
annual wage, $236,000,000, making a total annual 
factory payroll as mentioned above of $288,000,000. 
The annual cost of material needed to keep these 
factories running, is $720,000,000 and the value of 
goods made, is $1,400,000,000. 

It is thus obvious that the upbuilding of Canada 
depends on whether or not the factories can sell that 
$1,400,000,000 of goods every year. Canada has for a 
long time been considered a strictly Agricultural 
country, but now appreciates that in order to be- 
come the Nation to which it aspires, it must become 
Industrial as well as Agricultural. 

Unfortunately some Canadian manufacturers 
have attempted to make capital of this, thinking that 
they could sell their goods on the “Made in Canada” 
feature regardless of price or quality. However, it 
is pleasing to note that such manufacturers are being 
rapidly segregated into an undesirable class and will 
have to get in line if they expect to do business, as in 
order that the psople become thoroughly embued 
with the necessity of purchasing only Canadian 
products, in so far as it is possible, it is necessary 
that the Hall Mark of Quality and of Value, as well 
as a certificate of origin, go with every article, oth- 
erwise the scheme loses its potency as a factor in 
selling. 

No firm has carried out the intent of ‘““Made in 
Canada” more than S. F. Bowser & Company, Inc., 
who at the present time, is the only exclusive manu- 
facturer of oil storage and oil handling d¢svices in 
Canada. We have continued our high-grade stand- 
ard, selling at the same price existing before the war, 
notwithstanding the fact that there is an increased 
duty on raw material of 742% and we are happy to 
state that we are being compensated for this en- 
deavor to live up to the principles of “Made in 
Canada,” as our business has greatly increased over 
last year. 

We, ourselves, practice what we preach, purchas- 
ing as much material in Canada as it is possible, 
using Canadian workmen and Canadian salesmen, 
having always. before us that no goods purchased 
abroad are cheap when they take the place of our 
own labor and our own raw material. 

* a 

Salesman R. R. Safford, of the Chicago District, 
is now the proud father of a baby girl. Needless to 
say Mr. and Mrs. Safford have our congratulations 
and best wishes. 

oS ae f 

Salesman S-(miling) A. Collins broke loose re- 
cently and sold the Buffalo Fire Department four 
5-BBI. 241’s. Nice work. 


S. F. BOWSE 
66-68 


picture 


3—Tank Shop—tThis 
out the statement of mode 


1—Exterior front view of works. 
Water tower shows where the the fall of 1913. Note the fine 
old building joins the new. modern construction, metal sash struction as you will no 
windows, railroad siding direct- light is the room. 
ly in front of the doors, etc. 


2—The new addition completed in 


IMPANY, Inc. 


venue 


nt. 


Tain Shipping Room — Room 
looks rather empty owing to a 
large shipment being made just 
Previous to taking the photo- 
sraph, 


5—Machine Shop—Mr. Cumming’s 
office is immediately to the left 
of the photograph, 

6—Main Paint Room. 

7—Tank Yard—Stock is badly de- 
pleted owing to heavy  ship- 
ments, 


S—The executive and clerical offices. 
Note the beautiful, bright, 
cheery atmosphere in this room. 

I—Basement and Stock Room. This 
photograph was taken without 
flash light and you will appreci- 
ate how well lighted it is. 


Part of the Bowser Canadian Salesmen 


A. E. Moffatt J. W. Merichel T. H. Rhodes W. Hickingbottom H. T.. Jeavons IK. N. Macintosh 


H. Crepin A. McAllister N. Paquette A. A. Atkinson H. Beique C. S. Robertson 


H. T. Sterne Albert McIntosh A. L. McIntosh W. N. Deming R. S. Gilchrist Cc. H. Knodell 


N. Rasconi EH. ©; Cuddie E. J. Murphy J. W. Jackson F. C. Sears H,. M. Fickler 


FORT WAYNE ADDS ANOTHER DIRECTOR TO CHICAGO BREAKS INTO THE CLUB BY ELECT- 


THE PACEMKERS’ CLUB ING ITS DIRECTOR 
Mr. L. W. Cheney, of the Fort Wayne District, Was Mr. J. J. Manning, of the Chicago District, was Elected 
Elected Director of the Pacemakers’ Club on June Director of the Pacemakers’ Club on June 29th, 


25th, with a Total of 507 Points to His Credit. 


with a Total of 511 Points to His Credit. 


Pacemaker, December 16, 1914. Closed the year 


with 553 Points > = = oo ‘ 7. * 
. nee Ker, August 22, 1914. Clesed the year 
Director, sash 1915. Closed the year with rr 758 pelea 2 = a 
y ae iree . a OE « = ‘ - ~ res i 
Mr. Cheney came with us on January 2, 1912, and aiah debe reer ABLE. Cloned | thee eae 
missed the Pacemakers’ Club the first year by a very } ’ J 
small margin. Here’s another evidence of what hard work will 


Truthfulness, coupled with hard, con- accomplish. Mr. Manning joined our Sales Organiza- 


scientious work, supplemented by intel- tion on February Ist, 1914. Now note 
ligent study and a thorough application particularly that he was a Pacemaker 
of the knowledge in treating a prospect, on August 22nd. Also note that he is 
— is the. secret of Mr. Cheney’s success. a Director this year on June 29th. 

L. W. Cheney fe jig an intensive cultivator of his If this isn’t enough to galvanize and 


territory and whenever he sells Bowser Equipment j.j.Manning PUt life into the rest of you men on the 


he sells Bowser Service and consequently has a per- “firing line,” then the Editor is at a loss 
sistent booster to help him in future sales in that to know what to say. 
neighborhood. Mr. Manning, here’s our hand in welcoming you 


Congratulations Mr. Cheney, on your achievement again into the Club and especially as an Executive. 
this year. Here’s a hearty welcome among the Di- (Congratulations of the heartiest kind. 
rectors of the Club. 
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ANNUAL BOWSER PICNIC FOR THE CANADIAN 
WORKS, JUNE 25TH. 


Mr. Bowser and a portion of the Bowser Pic-nickers 
taken in the shadow of the Brock Monument, 
Queenston Heights. 


Some years ago Mr. Bowser felt that it was only 
right to extend to his Canadian Works the pleasure 
of am Annual Picnic, 
thus putting them on an 
equal footing in this re- 
gard i with the Home 
Plant. They have held 
their picnic at various 
places since it was es- 
tablished but mostly all 
of them have been at 


Illustration shows Mrs. Queenston Heights on 
Hance on the right and the Niagara River, On- 
Mrs. Voehl back of Mr. tario 
Bowser. This is simply r 
an idea to show what a 
good time they had. This year was no ex- 


ception, and when the good ship “Cayuga” pulled out 
of the harbor there were 150 members of the Bowser 
Works and Office force, together with their families 
and sweethearts, on board. The day was ideal and 
it seemed almost pro- 

phetic because that has[ 
been the same every|, 
year since the custom|@ 
was established. : 


The present Queens-| — 
ton Heights commemor- 
ates the battle between|. 
the British and Americ- 


i ring Mr.Bowser and Messrs. Voehl 
ae ee ee paring and Cummings starting 
this battle, General some wee young ladies on 


Brock, commanding the a foot race. 

British forces, lost his life and there is erected at 
the Heights, a monument, 160 feet high, to his mem- 
ory. It is beneath this monument that a group 
picture was taken of part of the Bowser picnickers. 


There was the annual 
game of ball between 
the office and factory 
forces which was um- 
pired by Mr. Hance and 
consequently it is hard- 
ly necessary to an- 
nounce the fact that 
the office beat the fac- 


An excellent snapshot taken tory 5 to 0. 
en route. Mr. Moffatt is on 
the left, next Mr. Hance, e ¢g ea 
then Mr. Christie and Mr. After th eae 
Ruppel. most enjoyable lunch- 


eon was served. Mrs. Hance, Mrs. Cummings and 
Mrs. Vohe were in charge of the tables and no one 
left with an unsatisfied feeling. 

After luncheon the Sports Committee pulled off 
the following programme, which was officiated over 
largely by Mr. Bowser, Mr. Cummings and Mr. Voehl: 

100 Yard dash for Boys, 11 to 13. 

75 Yard dash for girls, 11 to 13. 

7a Yard dash for Boys, 7 to 11. 

75 Yard dash for Girls, 7 to 11. 

3-legged race for Boys, 75 Yards. 
Keg and Spoon race for Girls. 
Partner race for Boys and girls. 


Mr. Bowser was in his 
elenqent in presenting 
the prizes to the win- 
ners. 


Mr. Zahrt joined the 
| happy crowd late in) the 
afternoon. IS WER 
Bowser was compelled 
- by business to leave 
Cummings the party and not re- 
at Queens~ turn to Toronto, Mr. 
Zahrt took his place. 
What he missed in the morning he made up in the 
evening on his boat ride to Toronto. Not having 
partaken of the good things at noon, he was finally 
urged upon to take supper with the ladies on the boat. 
They confidentially re- 
ported to the Editor | 
that perhaps it was just |} 
as well that he did not 
arrive at Queenston 
Heights earlier in the 
day, otherwise perhaps 
the rest of the party 
might not have had 
enough to make a sup- 


Mr. Bowser, Mr. 
and Mr. (Hance 
ton Heights. 


Mr. Bowser in one of his most 


per for them coming pacer esting, moods. He is 
discussing the phases of 
home on the boat. the war with some of the 


Canadian boys. 
Everyone’ voted that 

this, of all picnics, was the best. When they landed 
at the Toronto Wharf there was certainly a very 
grateful feeling among all of them towards S. F. 
Bowser & Company for providing such an enjoyable 
day, and each one expressed their desire of showing 
their appreciation from day to day by the better work 
they intend doing. 


ANOTHER HONOR FOR THE JUNIOR OFFICES.— 
WASHINGTON ELECTS ITS DIRECTOR 


Mr. G. P. Stovall, of the Washington District, Was 
Elected Director of the Pacemakers’ Club on June 
30th, With a Total of 501 Points to His Credit. 


Director, November 
561 Points, 
Director, June 30, 1915. 

Points. 

The above tabulation of Mr. Stovall’s record simp- 
ly proves what a “live wire,’ worker and hustler can 
do. Mr. Stovall came with us about 
February ist, 1914 and made the Club 
that same year. He got such a good 
start last year in spite of President Wil- 
son’s psychological business depression 
and other obstacles, he captured the 
premier honors in the Washington Dis- 
trict on June 30th. 

It is never a question with Mr. Stovall ‘“‘when shall 
I quit working,” but “are the days long enough for 
me to get in my best licks.” 

We congratulate you, Mr. Stovall, on your success, 
and especially on repeating as a Director in the Club. 
Here’s our hand in welcoming you again to the com- 
ing Convention. 


11, 1914. Closed year with 


Closed year with 


4 7 
G. P. Stovall 
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Branch Office Standing 


27th Week Ending July 10th, 1915 


Senior Offices 


T> FORT WAYNE Ve eae E. J. Little, Mgr. 
2.2 ALBAN Vere ay Copsae tre seen W. M. Mann, Mgr. 
SST SANS RANG SCO = =e D. S. Johnson, Mgr. 
AS CH ICAGOP a er eee nee T. D. Kingsley, Mgr. 
9: MDAL LAST eee B. L. Prince, Acting Mgr. 
CARRS BU) Gana R. S. Colwell, Mgr. 
JoST.- LOU Se ae ee ee G. H. Hastings, Mgr. 
oO RO NiO n ena W. R. Hance, Canadian Mgr. 
DeATLAN TA er ee eee H. W. Brown, Mgr. 


The Powser Salesman who couldn’t enthuse over 
the race this year for the Senior and Junior Cups is 


all ready for burial. 


It keeps the leaders on edge all 


the time to maintain their place and to do this even, 
they, with their fine percentage of quota, must in- 
crease their lead each week. 


Standing of Forty High Men, July 13, 


al 


“alesman’s Name. 


Office. 


os OR ee San Francisco 
area Geto BS Otic em ee Albany 
3 (eve Seagate Meemie aie ie EHng. Sales 


DOME ACERS Tenens Cue, Sees re. 5 Denver 
icon Sate, OS ho ok ing. Sales 
siabate, oe Mewoteere sone tele Fort Wayne 
Sie co eee SHE Ueto. ter Harrisburg 
oe dtinaht rectheier tas set <tte suckott ita Toronto 


SPO a Oe ee Gee Chicago 


ei ictin senav eshte ie tothe ieee toy ete Albany 
Bia Sched eeten ee ...- Hng. Sales 
stojhage tote, Ghavetmrete mere cee atten Chicago 
a iets ce-atadletes stone temeiere teheene Chicago 
Meivwial eels serotte hore ttet ce ciatere ies Albany 
tReet IM Ai ee Fort Wayne 
Reparatens Noe ot e ecece a kc Philadelphia 
oie Pepa QUave lochs tea ote eae New York 


Junior Offices 


ce ENV Rie eee -+++..C. C, Barnett. Supt. 
2.) WASHINGTON: .:.-48 ue A. W. Dorsch, Supt. 
SP¢NEWry ORK... eee H. C. Carpenter, Supt. 
4, sLOUISVIEE Eee eee E. J. Gallmeyer, Supt. 
5. SPHICADELCPHIA. +. 2. oe I. L. Walker, Supt. 


Albany is determined to squeeze ahead of Fort 
Wayne and the Cellarites are coming along strong. 
Watch out or they’ll Bostonize their bunch and win 


out yet. 


* 


* 


There’s a noise from Philadelphia like a sleep 


Walker just awakening. 


Eh, Roy? 


Salesman’s Name. Office. 
at. ON. «Mattingly: 5. ccc: oe ae eee Chicago 
22. G+ PAISEOV all: beeen: Syren Washington 
23. i. Dire Ona rds) geste sees teen eee Harrisburg 
24.0 0F) Hf. Richardson ccs. eee ee Albany 
25. 5G. We RIL Ott See en eee ee Albany 
2655 ba -GreRoberts).\.fopsseh ie ei ees Albany 
27... C. Jc MRO BCLS): «5 5 te ey ee Chicago 
28.0 Ri Ey Clement tem iia cna oe. an eee eae ee Chicago 
293 Ry Wiad CWellns Ce fiat tania ion a ant eee Denver 
30:0 Jee Wi. Mericke] ony. cue in ese ce ae Toronto 
ol. <i. M.-Kennedy sien. ee San Francisco 
32. sia) Be ATTN OLU Sara eee ae a ee San Francisco 
3.3... 2 RW. SLCTT GT ees or ereiat areas re ee Albany 
340 Gee Wie Allens soe. 0 Pe Goce este ee Chicago 
35.) ) Go EL. Schnabel i seteniy ohare rete ae Chicago 
36.) J.1.Wa5Vondérenibse: waa. eee ee a Denver 
Si. Ju Ol CCnacCke iss ine a ene Fort Wayne 
38. VE. ys Him eliginn, ceca ten tea cee eeneee San Francisco 
39.7, Bo We, La wther S. Serraa en eee ee nee Dallas 
40.05 Wit PS Shepherd aces) eee eee ene Chicago 


Five High Men (Not Pacemakers) by points in each District, July 12, 1915 
(Districts Listed Alphabetically) 


1 aWiaeVi Crandal] ter 
2a Go RS Biers heston se. ss 
Somme, 15% Shiewentangoh lak 
aq (Gy His Reuben: =), seu 
5. eS AG eed WEB ORS nee Ae oe 
GFaeH CALS Leonardeo oe. 
i. ta (COddineton anaes 
Sa Ee EeeNulliron: scene 
ove LEW CLLenGyn) am oe 
UCD ED 9 YOM Cree Ee Me eea taint Ae oe 
Tee Eee VET DV ae eae 
DO ACS Ee arli nos eee ae 
L3. SW. DeVvereirx. i oe 
Lge Seeds ele © Chen ll loys eee ae 
US aed A MAY emg uniting & oS 
16. Lo Ee a WwrenCes spp. 
SING Aes ER LTT be eee io ee 
Ss. “Weare Mernilienia. cee 
LoS ern VOrtlcenrn ser 
20 ia Were iris seid a meer s ee ree 
ALBANY. 
1. EF. W. Devereux 
2. EF. H. Richardson 
3. G. W. Elliott 
4. J.G. Roberts 
5. - R. W. Sheffer 
ATLANTA 
Led p lee Purdy 
2. M. Bedingfield 
oe .. W. Maxey 
4. E. B. Bachman 
5. T. F. McWaters 


CHICAGO 
H. A. Leonard 
t%. T. Lawrence 
G. W. Allen 
. Mattingly 
A. KE. Darling 


SAN FRANCISCO 
I’. M. Kennedy 
Z R. Bird 
J. F. Arnold 
. English 
. Jameson 


See 
Zz 
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Cie Cobo 


DI CS bo RS 


CTE CO DO 


DALLAS 
P. W. Lawther 
J. M. Tucker 
R. L. Matthews 
W. W. Ince 
J. E. White 


DENVER 
J. F. Vonderembse 
kh. W. Jewel 
H. U. Earle 
A. M. Lucas 
FI’. H. Kilver 


ENG. SALES. 
W. B. Stamford 
EK. L. Milliron 
J. J. Connelly 
R.S. Johnson 
W. A. Armstrong 


FORT WAYNE 


1. L. W. Cheney 

2. W. A. Merrill 

3.. Wi. Hi. Pritchett 

4. J. O. McCracken 

5. W. J. Bates 
HARRISBURG 

1. R.D. Leonard 

2. W. B. Offerle 

3. J. M. Prigg 

40°65 Pe eaw, 

db: Es Vin Hazlett 
LOUISVILLE 

1. Max Heintze 

2. D..Moore 

3. J. B. MePherson 

4. C. W. Wilson 

0... 5. VV Dickason 


a 
TORONTO “ *) 


Ot Cobo eH 


“There’s a reason” for Salesman J. W. Dickason’s, 


of the Louisville District, success as a Bowser Sales- 


man, as is evident by his letter of July 5th: 


“AS you will see, I stepped over the line of 


my territory today and sold an outfit. 


I got onto 


this job by accident and could not get in com- 
munication with our man and as others were in 


E. J. Murphy 

T. H. Rhodes 

J. W. Merickel 

W. Hickingbottom 
H. T. Sterne 


the field, I just went after it myself. 


Oe Co ho ee OT CODD 


OH Co DO 


cn eo bo 


NEW YORK 
W. H. Ladd 
H. Dalgaard 
I’. H. Peeples 
G. W. Scott 
F. J. Libbey 


PHILADELPHIA 
H. A. Vortigern 
W. M. Booker 
J. P. O’Neil 
W. J. McKeon 
J. L. Werts 


ST. LOUIS 
W. E. Tousley 
G. P. Dickey 
W. C. Sutton 
C. C. Fredericks 
J. FE. Goran 


WASHINGTON 


D. W. Darden 
H. W. Bell 
J.T. Gibbons 
W.S. Stoner 
N. B. Steele 


You can 


call me Jack or anything else you want, but I 
got the bacon for the house.” 


According to Salesman R. L. Matthews, of the 
Dallas District, he is “just married and on his honey- 


moon.,”’ 


The Dallas Salesmen presented the bride 
with a handsome wrist watch. 


*Nough said. 


August 1, 1915 


One of the Men Who Has Contributed to 


the Success of the Company 


Mr. H. J. GROSVENOR, Factory Manager. 


know Mr. Grosvenor it is 
hardly necessary for us to say another word. To 
those of you who have not had the advantage of 
meeting him, we wish to say that he is one of those 
broad-minded, earnest men who is loved by his fel- 
lowmen wherever he comes in contact with them, 


To those of you who 


Mr. Grosvenor’s career with this Company has 
been one of steady advancement. He started on 
October 8, 1899 as a single man—a year later he 
was married. He began in the Accounting Depart- 
ment, assisting in changing over the books from 
a Single Entry to Double Entry System. 


After a few years of progressive work there, he 
entered the shop to look after the stockroom. He 
Was only in the stockroom about a year when he 
was called back to the Office as head Bookkeeper. 
His work, however, was so in demand in the shop 


that he was called back to the factory again as 
Assistant Superintendent and Purchasing Agent. 


In 1908 he was appointed Secretary of the Com- 
pany and Office Manager. In 1911 the business had 
grown to such a vast extent that he had to give 
up these duties and assume the Factory Manager- 
ship where he is at the present time. 


The employees in the shop in 1899, when he 
started, were less than 40. Now there are 450. 
He has assisted in working out a number of efficient 
methods in the factory, so that today the output is 
vastly increased without materially adding to the 
force. 


The men in the factory, as well as the men in 
the office, swear by him. You men on the road owe 
much to Mr. Grosvenor as it is due to his work in 
getting out the material that prompt shipments are 
possible, 


Mr. J. P. Brownlee, who covers territory in the 
Harrisburg District, certainly has a good record for 
the year as regards terms: 65% EF. C. W. O.: 30%, 
2% 30 days and 5% over six months. The better 


the terms, of course, the better pleased every one is. | 


It means profit to the salesman, profit to the custom- 
er and to S. F. Bowser & Co. 


Salesman H. A. Vortigern, of the Philadelphia Of- 
fice, was recently operated upon for that fashionable 
trouble, appendicitis. We are glad to report the op- 
eration was a success and the patient now on his 
feet and doing nicely. 


UU ING te (UN 
Tine 


Na | 


) [== 


—f os 
pa aT HR 


Yes, poor fellows, they « TW 


lost their lives inthe |.-4 
explosion of the Oas-b 
= olene storage tank, 


As 
Ay 
“ay 


=<\when the fire reached | 
ZAit. QBowser under— 


round tank sytem HO}e 4 fh = 
ca would have saved 
“S|their ves and helped (eG) Naat 
Ito keepthe flames PP healt 


A f 
Sssss8 
waaass 

<i 

x 

Aye a 


2 See SSS 
—Snrn~ 


————e 


ARS, 
SST 
ASSN 


d 


‘ 
H 
N Lf 
ASS | =afh, 
NYS 4, 
ISIN A 
NN of) 
NN 7, 
i} 
N H, 
halts f 
ssa | aL ee . 1] 
ake 4 A 
ane 4 
nee es s 
) 
asta in 
oe 
a <= 
H s 


ee eo 
SSS 


} 


) 


pane’. 
jae 


oH 
= 


The Bowser Boomer 


PUBLISHED SEM]I-MONTHLY BY 


S. F. BOWSER & COMPANY 


Edited by GEO. A. TOWNSEND 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS EMPLOYEES 


AUGUST 1, 1915 


PERSISTENCY 

The Editor had the extreme good fortune to at- 
tend the Convention cf Associated Advertising Clubs 
of the World held at Chicago, June 20th to 24th 
inclusive. This name ‘Advertising Clubs,” in a 
manner, is a misnomer. There were some of the 
biggest business men in the world present. This 
movement not only interests the man who handles 
advertising, but those who authorize it. When we 
tell you that their motto is the single word 
“Truth,” it will express to you the entire object of 
a gathering together of these business men from 
all quarters of the globe. 


However, it isn’t our intention to write about 
this wonderful Convention which has been heralded 
and reported in the newspapers everywhere, but it 
is to relate an experience that illustrates persist- 
ency in our own business. 


We were seated in one of the Departmental Meet- 
ings next to Mr. Robert EH. Ramsay, Assistant Ad- 
vertising Manager of the Art Metal Construction 
Company, Jamestown, N. Y. When we introduced 
ourselves and he found I represented Bowser & 
Company he said, right away, “I have an interesting 
experience to tell you regarding your outfits.” 


He then went on to relate the following: 


“My father is a general storekeeper at Rocks, Md. 
He is a keen observer, close buyer and well up with 
the times. He is handicapped by being slightly 
deaf and as a result, seldom wants to see a sales- 
man. 


“In answer to one of your advertisements he sent 
an inquiry on a postal. You never gave him prices 
but said that a salesman would call. This angered 
him so that when the salesman did call he wouldn’t 
even grant him an interview. 

“When a second man called on him some three 
months later, he was cooled down sufficiently to 
grant him an interview, but when the salesman 
couldn’t tell him the size of the hole needed to 
bury the tank he concluded he didn’t know his 
business and therefore would not buy. He said 
that the salesman ‘didn’t give him service.’ 


“The third man approached him on his ‘blind side,’ 
that is to say, he called him up and said that he 
understood he, my father, was interested in a cer- 
tain make of automobile. My father was, at that 
time, interested in buying that car and consequently 
he said he would be glad to see him. 


“Your salesman called upon my father, talked for 
some time about the car and diplomatically brought 
up the subject of Bowser Outfits. He was well 
posted on the line, knew his business, answered 
every question right off the reel, and won the full 
confidence of my father. Finally he secured his 
order for five outfits.” 


Moral. 

A prospect is a prospect until he is a customer. 
If the first salesman had known his line and then 
called the second time and presented his proposition 
in an intelligent way so that Mr. Ramsay would have 
been convinced he knew his business, he would have 
secured the order. 


23 


It took the third man, however, to get the busi- 
ness and it simply proves that the policy of the 
Company in keeping everlastingly at a prospect 
when it recognizes the prospect needs the goods 
is right, and the salesmen can follow this policy 
to their advantage. 


A TALK ON BOWSER LARGE TANKS 


Salesman ‘“Bob” Johnson, of the Engineering 
Sales Force, rolled into Fort Wayne Tuesday, July 
6th, in his Studebaker-Six, with a number of nice 
fat orders netting him over 200 points of factory 
business. The total storage of one order alone 
was 1,243,040 gallons—all the same size and kind 
of large Bowser tanks. 

The Editor was so much interested in this order 
that he sought an opportunity of questioning “Bob” 
and finding out why it was that he was so guc- 
cessful in selling big storage tanks. He said in 
part as follows: 

“I know that many of our men think the prices 
on our boiler shop tanks too high. Such men do 
not know our line. 

“How many of our men realize that a Bowser 
boiler shop oil tank -is in itself a complete unit, 
forming a system when a pump is attached to it? 
If the boys would only get this point home there 
is more to it than what the mere statement con- 
veys. 

“We furnish the design of the tank which so far 
no one has been able to improve upon. We meet 
the most rigid requirements of safety, duty and 
endurance, 

“What does all this mean? Safety consists of 
weight of material, kind of labor performed to 
assemble the material so that when completed the 
outfit is evaporation-proof. 

“Just study what this evaporation-proof means. 
I have been called upon to examine tanks before 
burying them and have found they did not leak ap- 
parently, when viewed with the naked eye. I have 
then taken an old file or a sharp tool and cleaned 
the joints; then I have wiped the cleaned joints, 
using a piece of white paper, and have never yet 
found a boiler shop tank, other than Bowser’s, that 
did not show leaky joints or rivets when tried out 
in this way. 

“Many times no leak could be seen because the 
liquid evaporated as quickly as it was exposed to 
the air. Yet this tank might be called “leak-proof” 
in the commercially accepted term, but it was by 
no means evaporation-proof as are all Bowser tanks. 

“We particularly look after the material of which 
a tank is constructed. A Bowser tank never goes 
out too light to carry the load with a proper safety 
factor so far in advance that under no condition 
will it be tested. 

“Leok at the large storage tanks in the oil fields 
and if you can find one that does not leak you had 
better take a picture of it, because it is a rarity. 
If you would examine the earth around the bottom 
of these tanks you would see how it is soaked with 
oil. Unless a tank is constructed with the care 
exercised by Bowser they are not safe—they will 
not perform the duty required—they are lacking in 
material and workmanship, and above all, they will 
not last. 

“Beyond these features, we provide the proper 
means to fill the tank, which is an integral part of 
the outfit. We furnish the right kind of vent open- 
ings and we also furnish the suction stub to suit 
the tank. 

“These details make a complete unit to store the 
most dangerous as well as the most harmless oil. 

“Just study our boiler shop tanks and with it 
use the description published in the Bulletin, and 
you need be afraid of no one. We never ask the 


purchaser to pay for anything he does not get and 
it is an easy matter if you will study the tank, to 
show him our line so that you can truly say that 
you know it.” 


Watch for the Exposition Extra Boomer August 10— 
It will be a hummer. 


Before 


Two Snapshots of Salesman Charles J. Rogers, of 
the Chicago District, Taken “Before” and “After.” 

These pictures were taken on top of the.......... 
Garage at , lowa. The proprietor 
refused to come down to the ground to see Mr. 
Rogers, so Mr. Rogers climbed three ladders and 
secured his signature on the dotted line. 

Mr. Rogers says: 

“He was sure a hard one to land, but the harder 
they are, the better I can talk, even though I do 
have to climb a ladder—something I haven’t done 
since my school days.” 


After 


On Summary Sheet of Mr. F. H. Kilver for July 

7th we find the following: 
“Made five calls, sold three; one buyer out, other 

one interested in Cut 41 for later deal.” 

His total sales for the day about 10 points. “Nuf 
Sed.” 

Ask Manager George Hastings what he takes to 
accumulate the fine aldermanic front he has now. 


View of another power plant or Generator Room of 
the MecClintic-Marshall Construction Company, 
Rankin, Pa., Which is served by our 6F2 Oil 
Filtering and Circulating System. 
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Under date of June 9th we shipped The Judge 
Auto Company, Spring Valley, N. Y., a 241 gasolene 
pump with light attachment. 

We are in receipt of communication from these 
people which reads in part as follows: 


“We have only had the pump two weeks but it 
has already increased our sales 30%.” 


Exterior view of the MeClintic-Marshall Construction 


Company, Rankin, Pa. This firm has a 6F2 and 
a GES Oil Filtering and Circulating Sys- 
tem in their power houses. 


A WORD ABOUT OUR FILTERS FROM A FIRM 
THAT KNOWS 


McClintic-Marshall Construction Co. 
Steel Bridges, Building, Etc. 


Pittsburgh, Pa., February 27, 1915. 
S. F. Bowser & Co., Inc., 
Fort Wayne, Indiana. 

Gentlemen:—Replying to your inquiry of re- 
cent date regarding oiling system installed by 
you and which is equipped with electric heaters, 
electric pumps, tell-tales and automatic water 
overflow, we wish to advise that we think this 
is a very fine system. We have never had any 
trouble with it. The filter cloths are cleaned 
every four months. 

We think that the Bowser System cannot be 
beaten and it takes care of all the trouble we 
used to have with the other system. It does not 
require much attention and is a great oil saver. 
We are proud of our Bowser System and deem 
it an ornament to our power house. It takes up 
but little floor space. 

We have nothing to suggest as an improve- 
ment to the system. 


Yours very truly, 
McClintic-Marshall Construction Co., 
(Signed) A. L. Cake, 

Chief Engineer, Power House. 
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One of the power plants of the MeClintic-Marshall 
Construction Company, Rankin, Pa., showing in the 
center our 6F5 Oil Filtering and Cireulating Sys- 
tem which serves the engines pictured. 


There was an old crow sat on a limb, 
Waiting for crumbs to come to him, 

That crow died sitting on that limb, 
Waiting for crumbs to come to him. 


Another old crow went hustling out 
And got the crumbs that floated 
about, 
He was not afraid to get his feet wet, 
And strange to say that crow is 
living yet. 


=- 


Moral: 
after what 


Don’t be a dead crow but a live one, and go 
business there is. 


(Signed) W. F. JAQUES, 
Of St. Louis District. 


The Automobile Club of America, 54th and 55th 
Streets, New York City, N. Y.—AII Gasolene and 
Lubricating Oil Is Drawn from Bowser Systems. 


A history of The Automobile Club of America would 
be the history of the deveiopment of the automobile 
in the United States. The same men who met on 
June 7, 1899, at the Waldorf-Astoria, and formed The 
Automobile Club of America not only owned the first 
cars in this country, but also held the first endurance 
runs, organized the first shows held in Madison 
Square Garden, and, in brief, were the pioneers in all 
that affected the popularizing of the automobile. 


Arrangements of the Electric Oil Metering Device Cut 
752, and the Header System. This is the first and 
only picture taken of the interior of wault. 


They have done much for the automobile industry 
but probably their greatest contribution was the 
founding of The Automobile Club of America. This 
organization has in a few years grown from a band 
of thirty enthusiasts, the original incorporators, to a 
meibership of over three thousand, occupying one 
of the finest buildings in the world devoted to auto- 
mobile purposes, with a ground floor space of over 
23,000 square feet, running entirely through a city 
block. The total floor space available is 187,000 square 
feet, and provides accommodation for six hundred and 
fifty cars, with a Supply Deparcment furnishing mem- 
bers three quarters of a million dollars worth of vari- 
ous automobile accessories annually. The Club pub- 
lishes a magazine devoted to the pleasure side of 
motoring, maintains a Touring Department and 


spends thousands of dollars yearly posting signs to 
guide the motorist. 


Bowser Gasolene and Lubricating Oil Storage. 


This feature in connection with this wonderful in- 
stitution was carefully analyzed by the architects and 
engineers with a view of obtaining the safest, most 
practical, and economical system of storing and dis- 
pensing gasolene and lubricating oils. 


The Oil Metering Device and Bowser Centrifugal Fil- 
ter, all a part of the 752 System, together with 
the eleven Portable Wheel Tanks. 


The gasolene is drawn from a series of thirteen 
Bowser underground storage tanks by means of our 
Remote Control Oil Metering Device. The way that 
the tanks are connected up to a header system is 
very unique and exclusively a Bowser feature. The 
pump draws from all tanks at one time so that no 
one tank is emptied before the others. 

There are eleven Cut 121 Portable Wheel Tanks in 
active use. Four Cut 41 pumps distribute the lubricat- 
ing oil. Each pump is equipped with a meter and ac- 
curate record is kept of every drop of oil and gaso- 
lene drawn. 

The equipment in use in this institution is most 
complete in every respect and is giving eminent 
satisfaction. 


DABNEY “MADE GOOD” ON HIS PROMISE 


Ft. Worth, Texas, March 11, 1915. 
Mr. W. M. Mann, Manager, 
Dallas, Texas. 


Dear Sir:—Tomorrow I will celebrate another 
Dinch days byes O1ne spe CON and getting an 
order. I have promised 
myself that and will cert- 
ainly try my utmost in 
starting this year of my 
life along the right trail 
—“getting orders for 
2417s.” 

As I sit here writing 
this, I looked down on the 
floor and saw a worm 
crawling along and some- 
how the significance of 
that worm reminded me 
that it is only worms that 
can’t do anything but 
crawl and I feel like I 
have been unfortunately 
associated with this little. 
being. And while my 
Sympathy goes out to Mr. 
Worm and he has my best wishes, for I am sure 
he does all he can, 1 am bidding him farewell and 
am baiting my hook with a 19 Model. 

Moral: Don’t Be a Worm. 

I trust, gentlemen, that I will not be forced to 
disappoint myself in the above made promise of 
tomorrow, and that all of the other days of the 
year will prove worthy of looking back upon. 

Very truly, 
(Signed) 


an \ 
SN 


T. G. DABNEY. 


You men, who haven’t sent in your photographs will 
regret it. Better do it now and be on the safe side.. 


View of the decorated car belonging to Mr. Allen A, 
Bowser, ist Vice President of the Company. Miss 
Jennie Bowser, his charming daughter, is at the 

wheel, with Mr. A. A. Bowser alongside of her, 
In the tonneau is a friend and three 
members of the family. 


Fort Wayne, Indiana, Dedicates Its Portion of the 
Lincoln Highway—Vice President, Thomas 
R. Marshall, Attended. 
The Lincoln Highway in Allen County, Indiana, 
has been dedicated with a celebration that surpassed 
anything of the nature ever attempted here. 


At 1:30 P. M., Monday, June 21st, 854 cars left 
Swinney park, went to New Haven, seven miles 
distant, and returned, reaching Concordia College 
campus at 3:30 for the afternoon programme. In 
the parade more than half of the automobiles were 
most handsomely decorated. The afternoon was de- 


clared a holiday by all businesses. 


In the evening a reception and banquet was ten- 
dered to Vice President Marshall at the Hotel An- 
thony, where twchundred or more representative 
citizens of the city and county put the finishing 
touches cn the greatest celebration ever held in 
this part of the country. 


The decorated car of Mr. A. S. Bowser, Secretary of 
the Company. Mr. Bowser is at the wheel and along- 
side of him is Mr. E. J. Little, Manager of the 
Fort Wayne District. In the tonneau are Wives 
otf the men in the organization, Mesdames, 

A. S. Bowser, W. A. Berseh, J. G. Rod- 
man and E. J. Little. 


Mr. George A. Smith is now carrying the Bowser 
grip under the Washington Office. During the col- 
lege season he has been attending the University 
of Virginia, but is now spending his vacation in as 
prefitable a manner as he could well do by selling 
Bowser equipment. 


A little story is told of a farmer in a nearby state. 
A man drove up to the barn with a spanking fine 
nag one day, and stumped Mr. Farmer for a trade. 
The farmer began to look the horse over. The 
man allowed that that particular horse was not the 
one he wanted to trade; that the one he wished to 
dispose of was back home, but that it was just as 
good as the one he was showing. The farmer 
smiled, turned on his heel, went into the barn, and 
said “Show me.” 

That is just what we want you to do. 


We want to quote cnce more from ancther letter 
received from Salesman R. G. Fisher, of the Denver 
District, and Treasurer of the Pacemakers’ Club, 
even though we have so recently mentioned him. 

This letter was written on June 13th. He says: 

“It is easy to sell a quality goods like S. F. 
Bowser’s. All there is to it is to understand vour 
line and to make your prospect see it as you do. 
There is someone that wants a Bowser all the 
time and it is only a question of keeping ever- 
lastingly at it and one will find him. 

“The reason why so many salesmen meet hard 
luck is that they seldom meet hard work. That’s 
the real cause. I read this motto a long time ago 
and have found it to be true. Be ready to work 
at any and all times and Success is yours.” 

Mr. A. 8. Bowser, Secretary of the Company, or 
“Bert” as he is familiarly known among his many 
friends, has been transferred from the Home Office to 
the Albany Office where he will become an active 
member of Mr. Mann’s “live wire” forces. Mr. 
Bowser will assist Mr. Mann in his work there and 
learn under him branch and sales office methods. 


His family will join him in the very near future. 


Salesman G. W. Allen, of the Chicago District, re- 
cently spent a rainy Saturday afternoon closing 
two orders, netting him about eighteen points. This 
is finding the silver lining to the cloud. 


THE SENIOR OFFICE LOVING CUP 


Note the foxy glass case the Chicago Office has 
put around this Loving Cup. Too bad that they have 
spent such a sum of money for the benefit of one of 
the other Offices. How about it, Tom? 

The Chicago Office is so determined, however, to 
Keep that Cup that they have had it imprinted on 
their letterheads with the slogan, 


“Now Ours—Keep It— 
Every Man Must Work Every Day,” 


Mr. J. H. Allen, of the Fort Wayne District, re- 
cently sold a 4-barrel Cut 241 Outfit to a party who 
had an old Bowser Direct Lift Pump that had been in 


service for twenty-five years. 


He stated that the 


outfit had never cost him anything for repairs since 


he had it installed. 
with the new Cut 241. 


Mr. 


He is also very well pleased 


Allen also ran across another old Bowser 


Pump which wag one of the first cellar pumps made. 
This pump is still working and although the tank 
was replaced with a new one, the pump has needed 


no repairs. 


year-olds that you can’t replace. 


It’s hard luck, “J. E.,” when you find twenty-five- 


ly fine testimonials though. 


street. 


Thanks to Salesman Chas. 


issue of the Boomer. 


C. Claggett, 


They are certain- 


of the 
Washington District, we have secured a copy of “The 
Daily Telegram,” Clarksburg, W. Va., giving details 
of the disastrous fire at the Clarksburg Transfer 
Company’s place of business in that city, due to the 
explosion of a gasolene tank on a wagon in the 


A reproduction of this article is made in this 


Mr. J. H. Wilson, of the Denver 
District is another salesman who 
is quite successful in getting F. 
C. W. O. His latest is his Order 
No. 81 for two underground 
tanks and a Cut 41 pump com- 


plete. Sold for use in a com- 
mercial garage in the city of 
Denver. 


Loss Durham Hardware 


Y 


— o-—— 
<p ecial to The Observer:) 
Durham> June 19.—Fire 
i broke out in the basement, of 


Concern by Fire $10,000 


which 
the 


building occupied by the Public 
Hardware Company, opposite ‘the 
postoffice in the heart of town, dam- 
aged the goods to the extent of about 
$10,000 according to the estimate of 
\S. A. Thompson, manager, The alarm 
was turned in a few minutes after 
Mr. Thompson and his clerks had 
closed the store for the night. +s 
believed that it caught amon the 
stock Of paar oils_in the base- 
ment, ac Raa ; 

There was little flame, but the 
smoke was so dense that,it was im-~ 
possible for the firemen to get into 
the building to fight it. They poured 
thousands of gallons ‘of water into 
the basement and finally worked the 
hose to the back of the building, 
Where they played directly on the 
fire. It was extinguished about 11:30. 

The work of the fire department 
probably saved the other buildings in 
the block, for the flames started in 
the second building from the corner. 
In addition to the oils and paints 
there was also a stock of tools and 
stoves. The lack of inflammable ma- 
terial for the fire to feed on enabled 
the firemen to save the building and 
the majority of the stock on the up- 
per floors. All of the stock, however, 
is, badly damaged by smoke and wa- 


ter. The damage was covered by in- 

} Surance. 

Dear Sirs: Replying to your letter of July 
1915, from L. P. M. regarding (subject) 

THE GARDEN SPOT 

How doth the ever busy Jack 

xet up at four o’clock? 

Instead, I have acquired the knack 


Of sleeping like a rock. 

If I could only rise at four 

Instead of half past eight, 

I’d sell to every blooming store 

In North Carolina state. 

And Mr. Murray’d speak of me 

Just as he did of our J. B. 
(Signed) W. 
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oe * Three Others in Serious Condi- 
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to 
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e| the gas exploded, 
,|and liquid set fire to 


jtank He ; 
| ck, accumulated gas 


1Of the transfer - 


tion as Result of Gasoline 
Explosion. 


FIFTH MAN IS ALSO HURT 


Seven Horses. Burned and the 
Flames Ignite Buildings 
but Are Quenched. 


C. P. Rush; manager of the Clarks- 
burg Transfer Company, isin a dying 


other men are patients there, another 
mian is suffering from painful burns 
and seyen horses are painfully 
burned, one of them perhaps fatally, 
as the result of the ignition of a tank 
of gasoline on a dray in front of the 
transfer company’s place of business 
on West Pike street late Friday af- 
ternoon. The burning gasoline set 
fire to three buildings there and part- 
ly burned a wagon, but prompt work 
of city firemen ‘soon extinguished the 
flames and prevented the tank from, 
exploding, “ 


am oh the blacksmith’ forre” 
7 or forty feet distant. igniter 
tank of gasoline on the wa oa ae 
Street. The tank, a mets one, was 
filled with about fifty gallons of ea. 
oline and -it had just been: hauled to 
the transfer company’s stables. When 
its cap was removed for the purpose 
of emptying the contents into another 
Shot out of the 
opening, spread outward ina radius 
jQf about fifty -teet- and wher they 
i reached the -blacksmith’s forge, _ig- 
Ww. ban explosion. A column of 
flame s ot from the Opening of the 
| 'ank and burning gasoline was spread. 


Sie directions. > 


Rew ads 


The burning gas” 
the wagon hold- 
ing the tank, ignited the interior of 
the blacksmith shop .and transfer 
company stables on ine south side of 
the street and Set fire to the interior 
company’s. storage 
bouse on the north side of the street. 
Prompt arrival and quick ‘action 
of the firemen no doubt prevented 
aT 


serious conflagration, 
they did on appis 
few mips 


condition-at St. Mary’s hospital, three. 
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Branch Office Standing 


29th Week Ending July 24th, 1915 


Senior Offices 


Ite ORTAWAY'N Ebae te eee ee E. J. Little, 
2: ;ALBANY @esscnos poe W. M. Mann, 
SmGHICAG OR 7 eer ee ..T. D. Kingsley, 
4.) SAN “FRANCISCO.. 23... D. S. Johnson, 
5 SDALLEASE 22053. ee B. L. Prince, Acting 
CARES BUR Gite R. S. Colwell, 
fe Si.e2OU Sie eee eee G. H. Hastings, 
cao RONTOle ae W. R. Hance, Canadian 
9s (ATLANTA. . face ee 


Peete H. W. Brown, 


Mgr. 
Mgr. 
Mgr. 
Mgr. 
Mgr. 
Mgr. 
Mgr. 
Mgr. 
Mgr. 


Junior Offices 


1. DENVER cose een ees C. C. Barnett. Supt. 
2 WASHINGTON? 5... ose A. W. Dorsch, Supt. 
3. NEW-YORK@ -43).0Geee H. C. Carpenter, Supt. 
4.> LOUISVILLE. 20.5050 E. J. Gallmeyer, Supt. 
5; .=PHILCADELPHIAl. 2-2 ae 1. L. Walker, Supt. 


Standing of Forty High Men, July 27, 1915 


Salesman’s Name. Office. Salesman’s Name, Office, 
Ie Wise Vice Cranial ee iemer nee eee oie emeeen: San Francisco 21. W., He Lado’, 2: «an pence eee ee New York 
2. TW." B. “Stamford se: sewer a eee Eng..Sales ...22.. R. .W...Je@Wels.¢a000 54 ack ee a, A Denver 
3. SOE.) Wuaiwrene Gam teeaecte. nice tie eee ieee Chicago 23... Go PAStovall:s 5. oss ee eee. ee Washington 
Aig CoRR CEB SIESCOM cs ctu s oe cian enero ene te ae Albany 24.° No Mattingly. oiior. yee. 3 nee ee Chicago 
Site Gehl. MRE ULD GM aagegeres siete eee eee San Francisco aoe RG D> Leonardi is eet eee Llarrisburg 
6 RiGee PISher iets «esc. csks te tere ae es eae Denver 2G.) Ee Moe Kennedy tae ene San Francisco 
LivR, Coddingthnty-4 seu ates ae ee ee ee Denver 21 FJ (Cy WHILE. or ni ae le ee wes jeter aa Dallas 
S.gEly AL LeOnar dar. sete ee ele orn eis eee Chicago’ 28. GW. Bott 5 cc cueee cy re Albany 
ieee Olas IDE a bb ates AR tree Sty aSinMiO Lc b.cotobeenic Chicago 29. C; J, TROSErS 52 diene open ee Chicago 
LO ail. oor REL ALPtS Olle. secre eater ie ater erent tee Harrisburg 30. P. OW. uawther . <7. ¢5 2. 2 eer Dallas 
AN OR We RY Ub Mae pcly Cred Pau sises Cocks mem Appel o Site Eng. Sales sl. i. Hi Richardsony.c. nc, ean ee Albany 
12in 1, cWs Cheb Si «sinh dee oe ae Fort Wayne 32. KR. EP Clément .).5) 0c, a 2 Chicago 
13.585 JW Deviereus on. heirs oie oa ene Albany ee J. Go; Roberts. pane eee SS ae ae Albany 
Tat 2H AL Vortigern rns sro Merk crea Philadelphia 34. 1G. oW,2Alien wer. sees ae rae a> Uo he eileen Chicago 
1 BoA Sot RSVR ay lOr sera eect: shits tions cts Juanes Sales Si. at eg MUCK Ofte aus ieul coe ate ieee ee Dallas 
MSA MM: Cola AD gl oR MAN OM oth Shs Hino ceniig, Melon AdioGaee Toronto 36, Se AC Olli nS hea inner Cee M EERE GIGS ether . Albany 
Ve CONMel yp x eackc sists teis eee cies eee s fing. Sales 3f. J. EF. Vonderembse...... S24 340.0 eee ee Denver 
Loy do oT Manni nig sow tie cee te ee oe Chicago Mes (EaSvsh Schnabel.) 2. (eke eee Chicago 
LGN SAS ERIITO Tt paste cuousle coimcreh aver eten oak ee en cree ene Albany 39. J, W. Merickel eens FO ACE nee so Toronto 
20% Wit AS “Merrilis see ee a eee Fort Wayne 40-7 @% Ce Wredericicst ener eee eno St. Louis 


Five High Men 


ALBANY 
F. W. Devereux 
G. W. Elliott 


. H. Richardson 
J. G.. Roberts 
S. A. Collins 
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i 
4 


ATLANTA 


Ad WN eu ota fa 
M. Bedingfield 


se 


3. EK. B. Bachman 
4, R..W. Maxey 
Ox el OO x. 
CHICAGO 
R. T. Lawrence 
G. W. Allen 
Mattingly 


A. E. 
Cr 
SAN FRANCISCO 
I’. M. Kennedy 

Kk. R. Bird 

KF, Arnold 

. EF. English 

W. B. Jameson 


Darling 
Rogers 


OV HE CO BO be 
Z 


O'R Cobo 
q 


(Not Pacemakers) by points in each District, July 26, 1915 
(Districts Listed Alphabetically) 


DALLAS 


P. W. Lawther 
J. M. Tucker 
W. W. Ince 

J. C, White 

R. L. Matthews 


Ok Cope ee 


DENVER 
R. W. Jewel 


iF 
2. J. F. Vonderembse 
3.0. EH eicilver 
4, H,-U; Harie 
5. A. M. Lucas 
ENG. SALES 
LW... Bastamtord 
2. EH. Ll. Milliron 
Sede ia Onme lily: 
4. 2S. BH Taylor 
5. W. A. Armstrong 
is 
Ze 
Gh ale 
At aW: 
5 
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FORT WAYNE 
W. A. Merrill 
W.-H Pritehnett 
W. J. Bates 
J. O. McCracken 
F. P. Brandt 


HARRISBURG 


OTe Cobo ee 


1 R. D. Leonard 

2 J. M. Prigg 

3 Cy Py Law 

4. W. B, Offerle 

5. M. A. DeSousa 

LOUISVILLE 

1. Max Heintze 

2. D. Moore 

3. C. W. Wilson 

4. J. W. Dickason 

5. Charles Rudy 
TORONTO 


E. J. Murphy 

T. H, Rhodes 
Merickel 
Hickingbottom 
T. Sterne 


Oe Cobo 


Ob Wwroe 


OT coho 
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NEW YORK 
W. H. Ladd 
H. Dalgaard 
F. H. Peeples 
G. W. Scott 
F.. J. Libbey 


PHILADELPHIA 
H. A. Vortigern 
W. M. Booker 
JDP @ Weil 
W. J. McKeon 
J. L. Werts 


ST. LOUIS 


. E. Tousley 
. Fredericks 
>. Sutton 

J. F. Goran 

G. P. Dickey 


WASHINGTON 
D. W. Darden 
J. T. Gibbons 
H, W. Bell 
W. S. Stoner 
N. B. Steele 


CHICAGO ADDS A MEMBER TO ITS PACEMAKER DELEGATION 


Mr. H. A. Leonard, of the Chicago District, was Flected 


Mr. H. A. Leonard, or “Harry,” is a successful, 
high-grade Bowser salesman who has been a consist- 
ent prize winner and a steady producer 
of business since his coming with the 
Company February 15, 1911. 
he would surely have been an executive 
had his physical health permitted. Early 
in the season he attained 487 points and 
was well on toward accomplishing the 

However, just at the critical moment, 


ee 
H. A. Leonard 


desired end. 


with a Total of 500 Points to His Credit. 


Director, November 9, 1912. 
November 10, 1913. 
November 11, 1914. 


Member, 
Member, 


Member, July 12, 1915. 


This year 


Closed year with 


into the Club. 


came near passing on. 
and has attained a membership in the Club. 

Harry, here are our congratulations, first on your 
recovery, and second, on your admittance once more 
May you live long and prosper, is 
the hearty wish of the Company, Club, your host of 
friends and the Editor. 


Member of the Pacemakers’ Club July 12th, 


Closed year with 729 Points. 
Closed year with 614 Points. 
Closed year with 512 Points. 
Points, 


1915, 


due to the high pressure under which Harry works 
and the long hours that he puts in every day, he 
broke down, was taken to the hospital and twice 
We are glad to say he is out 


GRAND PRIZE 


(HIGHEST POSSIBLE AWARD) , 


and 


GOLD MEDAL 


Ce to 
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Explanation of the Award and what it 
Means for the Company 


The Grand Prize and Gold Medal, the high- 
est possible award, was granted to the Com- 
pany by the International Jury of the Panama- 
Pacific International Exposition, San Francis- 
eo, Calif, U. S. A., 1915. It was based upon 
quality of material and workmanship—skill 
and ingenuity displayed in invention, construc- 
tion and application—magnitude of the busi- 
ness represented, and length of time engaged 
in that business. It is a broad tribute to Bow- 
ser superiority and the qualities of permanent 
success that are back of Bowser equipment. 


It is one thing to make a statement but an- 
other to prove it. It is a comparatively easy 
matter for a Bowser salesman to talk of the 
merits of our equipment, the wonderful care 
with which they are produced and the reason 
why they represent in material, workmanship 
and service all that the purchase price indi- 
cates and all that we claim for it. But it isn’t 
always so easy to make the prospect see it as 
he does. He is convineed on this point or 
otherwise it would be impossible to sell the 
equipment. However, all prospective purchas- 
ers are ‘‘from Missouri’’ and have to be shown. 
Once, however, they do get the salesman’s 
viewpoint they quickly become Bowser users 
and boosters. 


Remember that the trademark Bowser 
stamped upon an outfit represents a thirty 
years’ standard the world over that has been 
consistently maintained because quality and 
service have been our sole purpose in all that 
we have undertaken to do. Now when you 
put these claims in concrete form in the shape 
of an exhibit in competition with the whole 
world, you have applied ‘‘the acid test’’ of 
thirty years of work. 

On top of this, let a jury composed of the 
keenest business minds, representing varied 


classes of industries and professions from all 
quarters of the world, analyze, sift and un- 
biasedly discuss the exhibit and the service 
claims it represents, then you have practically 
put your product on trial before the world’s 
most intelligent critics. 


So you see it means something to secure the 
Grand Prize and Gold Medal, the highest pos- 
sible award. It means our product and the 
exhibit 1s 100% efficient. It confirms all that 
we have claimed for our equipment. It con- 
firms the judgment of over a million users. 
It encourages us to set our standard a little 
higher, if possible, and to ever work to main- 
tain this coveted goal of Commercial Perfec- 
tion. To spread the sale and use of Bowser 
Equipment until there will be but one thought 
in connection with handling oils—Bowser. It 
makes us feel that part of the award due hard, 
conscientious work and close adherence to truth 
and the ideals that were determined upon when 
the Company started has been granted and a 
far Bigger Better Business is in store for us. 


When examining the illustrations of Bow- 
ser Filling Stations in this special Exposition 
Boomer, remember that these are Official Fill- 
ing Stations. We mean by that that the use of 
the equipment was the official choice of the 
Exposition Executives and no other filling sta- 
tions were permitted on or near the grounds. 
The Exposition Executives decided upon this 
course of action after a thorough investigation 
and in line with a consistent policy of living 
up to their ideal of making the Exposition 
the ‘‘best ever’’ and using only that equipment 
which would conform to the high standard 
they had set themselves. 


The Panama-Pacific International Exposition 
has been pronounced by visitors from far and 
near to be an unqualified and unequaled suc- 
cess. Recently the Management stated in the 
press that it would close absolutely free from 
any debt, which is an epoch in the history of 
Expositions, and this in spite of the world 
war and business conditions. It simply con- 
firms the judgment of the Management and 
their business ability, which makes all awards 
of more value. 


The equipment used in the exhibit was taken out of 
our standard stock and there were no extra embellish- 
ments added in any way whatsoever. Think what this 
means and then realize further the importance of the 
awards. 


A Brief Description of the Exposition 


THE TOWER OF JEWELS 


This most conspicuous feature of the Exposition 
marks the main entrance. It is 435 feet high and from 
the center of the arch to the ground is 120 feet. There 
are over fourteen hundred tons of steel and more than 
1,000,000 feet of lumber used in its construction. 


SCOPE 


The Panama-Pacifie International Exposition at 
‘San Francisco is the world’s celebration of the open- 
ing of the Panama Canal. It is the third Exposi- 
tion of its class held in the United States, and the 
twelfth in the history of Expositions. It is essentially 
contemporaneous, no exhibit being eligible for award 
unless produced since the St. Louis Exposition ten 
years ago, or unless it is a product that has not been 
improved upon within that period. The Panama: 
Pacific International Exposition therefore represents 
a decade in the material progress of civilization. In 
order to receive rating as a universal Exposition, it 
must make a comprehensive showing of the achieve- 
ments of all civilized nations in all lines of human 
endeavor. The Exposition does this. It is an epitome 
of civilization. The long step forward taken by the 
Panama-Pacifie International Exposition, over all expo- 
sitions that have preceded it, is largely a reflection 
of the advance made by the world in the arts, sciences 
and industries since the last Exposition was held. 


THE PALACE OF FINE ARTS 


The construction is steel and concrete—fireproof. 
The exhibits consist of the best productions of foreign 
and American artists. Not only paintings and sculpture, 
but tapestries, jewelry, and mosaics, inlays, carvings, 
and fabrics such as laces and rugs, are exhibited. 


EXHIBITS 


The exhibits and their installation represent an 
expenditure of more than $10,000,00. In the eleven 
exhibit palaces are some 70,000 separate exhibits. 
More than fifty miles of exhibit aisles divide the in- 
terior of the palaces. 

The units of representation include nations of the 
world, States of the United States, Municipalities, the 
fifty-eight Counties of California and individual ex- 
hibitors. Displays are placed in many of the National 
and State Pavilions, as well as in the Exhibit Palaces. 


LAYOUT OF GROUNDS 


There are three main divisions of the Exposition: 
the central, containing the exhibit palaces and the 
courts; the western, containing the state and foreign 
buildings and live stock section, race track, aviation 
and athletic fields; the eastern, containing the amuse- 
ment structures of the Zone, on either side of a 3,000 
foot boulevard. 


PALACES OF TRANSPORTATION AND MINES 
AND METALLURGY ILLUMINATED 


Our exhibit is located in the Transportation Palace 
in the Automobile Section. These palaces are seen from 
the ferry boats which run to and from the Bay Cities. 


The 635 acres covered by the site are divided as 
follows: 


Exhibit Palaces seac... nae eee ee) acres 
state rand Horeisne Sitesme: nt nnn 110 acres 
live Stock Section ths seen eee 30 acres 
Aviation Field and Race Track .......... 40 acres 
Concessions) Sasuke ce ee eee 70 acres 
R. R. Terminals,Dock, Ferry Slips, Ser- 

Vice. Yards 6tcl aaecs eee eee 165 acres 

ARCHITECTURE 


Considered by the standards established in the 
building of previous expositions, the general architee- 
tural scheme of the structures at San Francisco, is 
revolutionary. Here there is harmony of effect at- 
tained without the monotony that comes with rigorous 
uniformity. 

Planning and executing the architecture of the 
Exposition, the builders have wrought in a complete 
harmony, trying insofar as it might be possible to 
make of painting, sculpture, landscape and arehiteec- 
ture, a composite mind, which should always feel the 
absolute need of each of its parts and realize that 
no one of them could standalone. 


MATERIALS 


The soft tone of the Exposition palaces and their 
substantial appearance is supphed by the use of a 
specially prepared material that simulates the traver- 
tine marble of which many of the structures of ancient 
Rome were built. The artificial travertine was per 
fected for the Exposition’s use by Paul E. Denivevlle. 
The material has never before been used extensively in 
this form, though a portion of the Pennsylvania Ter- 
minal in New York City is of a somewhat similar 
substance. 


THE COURT OF THE UNIVERSE 


A corner of the Transportation Palace shows on the right of the arch. This court is the great central court of 
the Hxposition. It symbolizes both the purposes of the IH!xposition, which celebrates the com- 
pletion of the Panama Canal and the far-reaching effects that the building of the 
Canal itself will have in unifying the nations of the world. 


THE EXPOSITION SCULPTURE jewels or ‘‘novagems’’ as they are called are one of 

The sculpture is the real key to the spirit of this the novel features of the Exposition illumination sys- 
Exposition. It symbolizes the achievement and tells tem. More than 120,000 of them clothe the tower 
the story of the great triumph of the United States, and lend a shimmering brilliance to the tower under 
and the devotion of those who toil, which has made the play of searchlight rays at night. These jewels 
possible the completion of the Panama Canal after Were especially cut for the Exposition by Austrian 
more than fifty years of unfailing effort. peasants with whom the gemeutter’s art is an heredt- 
“sass tary craft. Their particular design was selected after 

THE COLOR SCHEME numerous tests to obtain a maximum of brilhaney, 
~ ; and the eutting given over to the peasants by reason 

The Panama-Pacifie is the first Exposition at which of the Austrians’ expertness and the faet that the 
a definite and comprehensive color scheme has been most suitable glass for the purpose was available only 


employed. It has been utilized, too, with such suc- jn that country. 
cess as to be recognized as one of the principal dis- 
tinguishing features of the Exposition. Jules Guerin, PALACE OF TRANSPORTATION 


the famous illustrator and colorist,.made the selection 
of colors to harmonize with the Exposition setting 
on the shores of San Francisco Bay, and supervised 
their application to every detail of the Exposition from 


The Palace of Transportation in which is our Ex- 
hibit, is just to the west of the Palace of Mines and 
Metallurgy in the north half of the main group of 


the tops of the domes to the uniforms of the Exposi- palaces. 
tion guards. The east, south and west walls of this palace con- 
tribute respectively to the Court of the Ages, the 
THE TOWER OF JEWELS Florentine Court and the Court of the Universe. The 


Marking the main entrance to the ‘‘walled city’’ 
of Exposition palaces is the Tower of Jewels, the 
most conspicuous of the Exposition picture. 


With its unique arrangement of successive stages, 
one above the other, the Tower cannot be said to be 
even representative of any single architectural epoch, 
but its principal architectural features are the Roman 
arch and the successive tiers of Corinthian and Doric 
columns. Atop of the tower is a large single column 
bearing four sculptured Atlases which support a 
sphere, 17 feet in diameter. 

Height: 435 feet, or the equivalent of a thirty- 
seven story building of standard construction. 

Illumination. The Tower at night supplies one of 
the most magnificent features of the Exposition’s 
illumination.. The colonades of its various stages are 
suffused by a glowing red light from within while the 
Tower as a whole is the focus of searchlights turned 
upon it from all directions. 

The Jewels. The Tower takes its name from the COURT OF FOUR SEASONS 
profusion of jewels with which it is ornamented. The view taken during the night illumination, looking North. 
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north front is in the Plateresque treatment common 
to the north facades of all four palaces fronting on 
the Hsplanade. 

The building covers seven acres and cost $500,000. 


NATIONS REPRESENTED 
The following nations are represented at the Expo- 


sition: Argentina, Austria, Australia, Bolivia, Bel- 
gium, Canada, Cuba, China, Denmark, France, Greece, 
Gautemala, Great Britain, Germany, Honduras, Hol- 
land, Italy, India, Japan, Luxemberg, New Zealand, 
Norway, Panama, Persia, Portugal, Sweden, Switzer- 
land, Siam, Spain, Turkey, Uruguay. 


Relating to Our Exhibit 


on 


<eF wd garreay 
» 


os 


mike ae 
MODEL OL HOUSE 


FLOOR PLAN OF OUR EXHIBIT 


Our exhibit illustrated by the above floor plan occupies a space 54 feet long and 29 feet in depth. 


Western Manager, E. M. Savercool, has 


written several letters regarding our Exhibit. 


and the Editor feels that he has covered this 
subject in such a simple, clear and concise 
manner that it would be a shame to change 
it in any way, and, therefore, he is reproducing 
it for your information as follows: 


‘Our exhibit is located in the Transportation 
Palace and in the Automobile Section. 

‘One-half of the Transportation Palace was set 
aside for Automobiles and Accessories to the 
automobile industry under which classification we 
came. 

‘‘All exhibitors in this section paid a sum of 
money into a Trust fund. The Committee in 
charge worked out a very attractive proposition; 
the entire floor being covered with linoleum, in 
colors to harmonize with the decorations. The 
general scheme of dlecoration consisted largely’ in 
working on large panels a relief map showing the 
various Highways across the Continent. 

‘<The particular section in which we are located 
is dedicated to the El Camino Real, or Old Mis- 
sion Road from San Franciseo to San Diego, and 
the panel painting which is shown on the wall 
above our exhibit extends entirely around the 
room, showing typical California scenes and par- 
ticularly the old missions of this State. 
‘*Reverting particularly to our own exhibit: It 
occupies a space 54 feet long and 29 feet in depth. 
The decoration of the back wall, that is, the lat- 
tice-work, signs, and two large oval paintings, was 
worked out and installed by us. 

‘‘When taking into consideration the installation 
of our exhibit, we desired to impress the publie 
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with some things which might benefit us in a 
general way. 

‘“The average visitor to an Exposition passes... 
along through building after building noting here 
and there many exhibits covering everything that 
can be imagined and, in order to get any perma- 
nent benefit from an exhibit, it must be so ar- 
ranged that some feature will be prominent, and 
make a lasting impression upon the mind of “the 
casual or hurried visitor. 


THE OBJECT OF THE ARRANGEMENT 


‘Being desirous of gaining the greatest possible 
benefit from an exhibit of this nature, it is so 
designed that the first impresion in the mind of 
the visitor when glancing at it is that it is a 
Bowser exhibit. This feature is prominent. The 
next impression on the mind of the visitor is that 
it is a high-class exhibit—attractive from every 
standpoint. 


‘*It will be noted that we have not constructed 
a Booth, as we did not care to have our visitors 
as they passed by make the remark, ‘Oh, what a 
nice looking Booth!’ 


‘‘Eliminating the Booth idea, it is necessary 
to so place the goods that they will attract at- 
tention. This is accomplished first, as before 
stated, by making a very attractive back ground. 
The two panel paintings are 10 feet by 5 feet in 
size, painted by an excellent artist. The one 
shows the Fort Wayne Factory correet in every 
detail and is a very striking picture. The other 
panel shows a road seene in Alameda County, 
California, the road winding away for many miles 
over the mountain. In the foreground is a Filling 
Station consisting of a Cut No. 241 Pump. 

‘‘One of the principal features of the exhibit 
is the special Highway pumps shown in front. In 


— 


Francisco, Calif. 


tion. 


ONE OF THE OFFICIAL EXPOSITION GASOLENE 
FILLING STATIONS 


This Filling Station is located just outside the entrance of the Panama-Pacific International Exposition, 
: It consists of a Bowser ‘“‘Chief Sentry 
121 Portable Gasolene Wheel Tanks equipped with our Cut 73 Lubricating Tank and all other accessories. 
Note the Tower of Jewels shown in the back-ground and a part of the unique wall surrounding the Hxposi- 


This wall is covered with growing vines. 


this row of pumps is included the Standard Sen- 
try, the Chief Sentry, the Special Highway Pumps 
for the Lineoln Highway, National Old Trails, 
El Camino Real and Yellowstone Trail. Light 
Attachment is connected to these pumps, and with 
the lights and the globes, they make a very at- 
tractive foreground for the exhibit proper. 

‘‘ Another attractive feature will be noted in the 
background just under the road scene. This con- 
sists of a section of a garage floor with a Cut 
No. 103 Pump and Accessories and below will be 
seen a Type ‘‘C’’ Tank installed in the ground, 
all connected up to the pump on the floor section 
above. This feature is worked out in every detail 
as it would appear in actual practice providing 
a portion of the tank was excavated. 


THE BOWSER MODEL OIL HOUSE 


‘In the right-hand corner of the exhibit, we 
have constructed a Bowser Model Oil House. It 
was not practical to continue the walls to a 
height greater than 3 feet. The Oil House exhibit 
shows how a very complete Bowser equipment 
can be installed in a comparatively small Oil 
House. “On account of the distance from the 
camera, the Oil House does not show to good ad- 
vantage. 


‘‘Tt contains a battery of Cut No. 109 Outfits 
with Barrel Track, Oil Barrel and all Acces- 
sories. There is also installed on one side, a com- 
plete line of long distance pumps, ranging from 
Cut No. 103 to Cut No. 105. A part of these 
pumps are connected to tanks underneath the Oil 


” 


Cut 102 and 10-barrel tank. 
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House floor and the Oil House exhibit is so ar- 
ranged that a practical demonstration can be 
given as to the best methods of handling oil under 
modern conditions. 

‘On the main floor in the exhibit is shown a full 
line of gasolene and lubricating oil Pumps and 
Tanks. 


‘*Wheel Tanks are shown with and without all 

accessories. 
‘On the left-hand side of the exhibit, there is 
installed a complete battery of Cut No. 64 Outfits, 
also a battery of Cut No. 109 and Cut No. 111 
Equipments. 

‘“Tn the center we have installed a Cut No. 101 
Pump which is connected to an underground tank 
and is used in demonstrating by pumping the oil 
back to the drip pan from the nozzle through a 
glass tube. This is novel and very attractive. 

‘‘Tn the center is shown a working model of 
a Bowser Oil Filtering and Clarifying Device. 
This has attracted much attention from visitors. 
In the rear toward the center, we have installed 
a complete 2F3 Oil Filtering and Circulating Sys- 
tem as it would be used in a Power Plant. 


OFFICIAL FILLING STATIONS 


‘‘There are four public filling stations con- 
nected with the Exposition, all of which have 
Bowser equipment. Besides these, there is an- 
other filling station which is used exclusively by 
the Exposition officials. This is located inside the 
grounds and is equipped with a Cut No. 101 Bowser 


San 
It also uses four Bowser Cut 


LIGA L CEN SIE I IES 


ANOTHER OFFICIAL EXPOSITION GASOLENE 
FILLING STATION 


Station 


This Filling 
tank. 
cisco. 


equipped with a Bowser “Red Chief’ Cut 101 Pump and a 10-barrel storage 
just outside of the Panama-Pacifie International Exposition grounds in San Fran- 


is fully 


The station is located 


Note the Tower of Jewels and Festival Hall in the back-ground. 


Pump and 10-bbl Tank. They also have Bowser 
equipment for lubricating oils. As a tribute to 
the superiority of Bowser equipment, our equip- 
ment was selected for these stations. 


‘*Prominence should be given to the faet that 
they are official filling stations. The Cut No. 241 
Lincoln Highway outfit which is located across 
the street from the Canada Building is the only 
public filling station inside the Exposition grounds, 
and it has a very prominent location. The Chief 
Sentry, Cut No. 102 pump and the four wheel 
tanks have a prominent position across the street 
and slightly to one side of the main entrance to 
the Exposition, and are used in connection with 
the largest official parking space at the Exposi- 
tion. 


‘*This makes rather a striking picture on account 
of the fact that the Tower of Jewels and the Ex- 
position fence are shown in the background. The 
fence, for your information, is covered with grow- 
ing vines. Another official filling station in which 
‘is installed a Cut No. 101 pump, is used in con- 
nection with the officical parking space outside the 
grounds some four or five blocks east of the main 
entrance. The Tower of Jewels and Festival Hall 
dome are shown in the background. 


GRAND PRIZE MEANS 100% EFFICIENT 


‘“The exhibit taken on the whole is extremely 
attractive. The colors, red and green, of our 
goods, blend well and the result is that S. F. 
Bowser & Company have been highly commended 
on the fact that they have one of the most at- 
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tractive exhibits in the Transportation Building. 

‘“In awarding prizes, the International Jury 
takes into consideration the production of the 
Company, the number of employees, the date when 
established, the material consumed per year, de- 
velopments or originality in improvements in de- 
sign, the quality of material used and the excel- 
lency of the product. In order to secure a grand 
prize, it is necessary that the product be rated 
at 100% or perfect, and, furthermore, it is also 
essential that an exhibit be attractive in order 
to secure a Grand Prize or Gold Medal. 


THE ONLY OFFICIAL FILLING STATION INSIDE 
THE GROUNDS 


This Filling Station is equipped with a Bowser Lin- 


coln Highway ‘Sentry’ Pump, Cut 241, and 10-barrel 
storage tank. The station is inside the Exposition 
grounds on Main Avenue, directly across the street 


from the Canada Building. The Indiana State Building 
can be seen in the back-ground. 
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THE INDIANA STATE BUILDING 


At the gore of the Avenue of Nations and the Avenue of States is located the Indiana Building, Queen 


All of the construectcion materials are Hoosier 


resentative works of Indiana authors. 


««S. F. Bowser & Company’s products shown in 
this exhibit are all stock goods of our latest manu- 
ufacture and will be viewed by many thousands 
of people from all parts of the United States and 
Canada as well as many from foreign countries. 
The impression which will be carried away must 
be favorable and in a general way will bring good 
results in the future. 


‘“‘We would suggest that all representatives of 
S. F. Bowser & Company as they go about men- 
tion to their friends and the trade the fact that 
we have a wonderful exhibit in the Transportation 
Palace at San Francisco. When they find anyone 
who is intending to visit here during the season, if 
they request them to call on us, they will find 
our attendants will treat them courteously, under- 
take to give them any and all information pos- 
sible either in regard to our exhibit or in regard 
to the Exposition in general. They will find a 
pleasant place to rest and spend a few minutes at 
this exhibit and they will be well repaid for the 
effort. 


ba type, representing a clubhouse of the early English period, with its spacious porches and old hickory 
urniture. 
products. Upon the library shelves will be found the rep- 
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OUR CHIEF DEMONSTRATOR 


“And last but not least, when they drop in to 
the Bowser exhibit, they will have the pleasure 
of meeting our good friend and salesman, Mr. 
R. J. Coddington, who is Head Demonstrator. It 
will be remembered that Mr. Coddington spent 
the past year in Honolulu as our representative 
and was recalled by us to take charge of our 
exhibit during the Exposition period. 

‘¢Previous to Mr. Coddington’s arrival, from 
Honolulu, our Mr. C. A. Milliman of Portland as- 
sisted us by acting as demonstrator for the first 
month after the Exposition opened. 

‘Urge all those who ean possibly do so to 
come to the Exposition. It will be impossible to 
deseribe it. It is more wonderful than can be 
imagined. Man heretofore has never built any- 
thing to equal it. It’s equal will probably never 
be seen again, at least in the very near future. 

‘We hope during the season that we may have 
the pleasure of personally greeting a large number 
of those connected with the Bowser Organization. 

(Signed) E. M. SAVERCOOL.’’ 


ART SMITH—A Fort Wayne Product. 


ART SMITH. THE BIRD MAN 


The reason we mention Art Smith in the Exposition 
Number is because there is something analogous in 
his eareer to Mr. Bowser’s. Like Mr. Bowser, Art 
Smith is a self-made man, developing his talents along 
different lines but starting as did Mr. Bowser with 
practically nothing. 


Mr. Smith made his first aeroplane, building it at 
nights after working hours. From an unknown boy 
he has fought his way to the top in aeronautics until 
now he is the Premier aviator of the world. 


At the Exposition this year he has made an aero- 
plane do everything that apparently it should not do, 
He has flown upside down, he turns over and over 
many times, slides down from great heights sideways, 
and in facet on a night flight with his aeroplane illumin- 
ated he looks like a brilliant feather being tossed 
around on a stormy sea. He has so far proven to 
be the biggest drawing ecard that has ever appeared 
at an Exposition. 
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The Man Whose Work Ensures the Salesman’s Success. 
Mr. E. D. EGGIMAN, of the Treasurer’s Department. 


Probably there isn’t a man in the Bowser Organiza- 
tion whose signature is better known than Mr. 1), 1D. 
Hggiman’s, Manager of the Collection Department 
under the Treasurer. Yet only those salesmen who 
come to the factory and meet Mr. Eggimann face to 
face to face know him personally. Few of you men 
on the road have had this opportunity and in order 
to get you acquainted not only with his signature but 
with him, as he is, we present a photograph of him 
at his desk, working. 


Mr. Eggimann came with the Company in Novem- 
ber, 1898, as a Clerk in the office. Later he was 
made Shipping and Billing Clerk. Finally he be- 
came Assistant Bookkeeper, then assisted Mr. 
Bechtel when the “Big Chief’ was in the Collection 
Department, and is now manager of the Collection 
Department, under the Treasurer. 


During all this time Mr. Eggiman’s loyalty to the 
Company has been unquestioned and he has been a 
hard student in keeping abreast of the times in the 


best methods for collecting accounts. Under his 
guidance the highest aim of every individual in this 
Department is to always handle matters so as to con- 
serve the best interest of the salesmen as well as 
the firm. 


Mr. Eggimann and his assistants are continually 
practicing the “painless method” of extracting the 
coin from the customer so that the customer will be- 
come a prospect and want the operation repeated. 
All of this works to the benefit of the salesmen. 


To sum up the entire situation, Mr. Eggimann is 
the man whose work ensures the salesman’s success. 
The Collection Department is consequently the best 
friend the salesman has and therefore it is up to you 
boys, now that you know each other, to co-operate 
with Mr. Eggiman to the fullest extent in all cases 
that are referred to you. 


Editor’s Note:—No, gentlemen, the wheel you see is 
not in Mr. Eggiman’s head—it is a fan. 


IT DOESN’T PAY TO GO TO SLEEP UPON 
YOUR JOB 


Salesman A. Curry, of the Washington District, 
had an interesting experience in his territory re- 
cently. In order to secure an order froma )mier- 
chant in one of the small towns of Virginia, it was 
necessary for Mr. Curry to leave home with a com- 
peting salesman. They both landed in town aye, ORG) 
A. M. The competing salesman took a room and 
went to sleep. When Mr. Curry returned to the 
hotel for breakfast he had a Cut 41 order “C. W. O.” 
in his pocket and his competitor was just coming in 
to get his morning meal. 


On July 28th H. W. Bell’s Daily Report was 
written out on a blank piece of paper as follows: 
“Reports follow tomorrow. Have been in saddle 
since 6 A. M. until 9 P, M. Stalled over night up 
in mountains and have only order books.” 
The other side of the sheet showed 38% 
HEL Wo @L” 


pts. 


*e *% * 

We have noted reports from J. J. Cassidy stating 
that he had an accident on July 26th. When he was 
attempting to board a trolley car the motorman 
started up, throwing him off and wrenching his 
shoulder. On the 28th, however, Mr. Cassidy ex- 
pected to be back on the job very shortly. 


Daily Press 
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GASOLINE TANK EXPLODES 


Lawndale Club Frightened by De. 


CHESTER AND FRANK 
WALKER. brothers. owners of 


HAS THREE AND WOULD NOT GET ALONG Salesman G. W. Scott, of the New York Office, 


WITHOUT THEM recently closed a fine Public Garage order netting 
ey ee Ate ores, ee ee 1915. him about 62 points, F. C. W. O. Mr. Carpenter 
S. F. Bowser & Co., Fort Wayne, Ind. - a Sane 
Gentlemen:—Please send us by Parcels Post the ae this order was very complete. Congratulations, 
little spiral spring that goes on the bottom of the G. W. 
valve of the Bowser Gasolene pump, also the * oe x 


pieces of leather that goes around the bottom of 
the valve. The spring fits in groove around the 


ee ” 
bottom of the valve and the leather goes around Bob” Johnson recently brought to the Home Of- 
the spring; the spring forcing the leather out fice the “grandaddy” of all Dry Cleaning orders. It 
against the walls of the cylinder of the pump, netted him about 134 points. This is the largest 
I hope I have made myself clear in the above individual d heat 1 ; . 
so there will be no delay in shipping as we are individual ary cleaning order ever received. 


daily in need of the pump and ean scarcely get 
along without it. 

This is > firs : 2 we have rer he i : ° 
Garey Rica rer Tae ea pe ee eee The following notation taken from the Summary 
and this would not have occurred but for the of Daily Reports tells its own story: 


water that got in and rusted out the above SUNT . 
articles. We have three Bowsers in the store and Worked Saturday, part of Sunday and landed 


we would not know how to get along without Monday. 


* * * 


them, < gene hs 
Thanking you in advance for your prompt at- Net result, a 9-point order. 
tention to the above, we are * 
Yours very truly, ; (Sienes) foe Ce re 
BELL BROS, 11Cago istrict, 
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WHAT THE OIL MAN SAW 


Two days spent with the Oil Man on the truck 
and wagon made us a very interesting trip, to say 
the least. Being a friend of the driver, we were 
privileged to ride with him on several trips, both in 
a town of about 5,000 population and through the 
country to farmers and small inland places boasting 
of from one to four stores. 


Say, “cans,” we have always had before us in 
print and picture, but never so realistic as on those 
two days’ trips. Evidently some Bowser salesman 
has not been on the job or those people are of the 
Mr. “Hard-to-Convince” kind, as right in the town 
there were men worth thousands of dollars, some 
owning a Ford, others the largest high powered 
cars, who stored their gasolene in the round above 
ground tin tanks—the $3.50 kind. 


Sometimes these tanks were right in the building 
with the car; sometimes in the back yard under the 
old apple tree. At any rate, wherever they were 
placed, the regular five gallon can of gasolene is a 
good, stiff lift for the oil man and when he gets 
it up to the top of those above ground containers 
he cannot see if he is pouring too fast or not. The 
result is he is bound to spill some. It is not his 
fault—he doesn’t want to waste any of his custom- 
er’s gasolene, but he cannot avoid it. 

Then there was a laundry in the same town that 
used a limited amount of gasolene. Out in the wood- 
en shed at the back of the building, went the oil man. 
“Will her up with special,’ was the word. If that 
can ever “goes up” there are not Fire Departments 
enough within a radius of fifteen miles to save the 
town. Thousands of dollars worth of property are 
hourly exposed to dangers. 


There was just one redeeming feature about the 
town. There were two Bowser “Red Sentry” Pumps 
on the street. One of the owners enthusiastically 
declared his desire to own a “Chief Sentry” as soon 
as he is able to finance it. 

Now, for the trip through the country. One after- 
noon was spent with the truck visiting the farm 
trade. Here were found all manner of cans and 
drums. One big brand new Marmon was keeping 
company with about 150 gallons of gasolene stored 
above ground where the sun beat down on the 
roof of the garage all day. 

At another farm there was one round can and two 
steel drums to fill up. One drum was placed up on 
a platform and one was on the ground. How that 
farmer is going to get that gasolene out of the 
second drum, we don’t know. It will surely take 
two or three good men to get it up where he can 
draw gasolene without spilling. 

Another farmer had one steel drum raised up 
about seven feet from the ground and the oil man 
climbed a ladder to pour the gasolene in. This was 
some real system, it saved floor space. 


Another farmer who operated an oil tractor in 
connection with a threshing rig, had two steel drums 


and several five-gallon cans, the kind you buy at 
the corner grocery, and he wanted them all filled 
up so there would be no danger of his getting out 
of kerosene. This man acknowledged that a storage 
outfit would be a good thing, but he had not been 
educated to the real value of it or he would have one. 


One trip was made especially to the inland stores. 
Some of these stores have shown their appreciation 
of self-measuring outfits by having them installed. 
The majority, however, have the same red, round 
cans in the back of the building. They never in 
the world could sell a gallon of kerosene and com- 
plete the sale in four minutes, as we have been 
talking about in our literature. Almost invariably 
the word to the oil man was ’Fill her up” and the 
oil man presented his bill for what he put in. 


One store had a sort of makeshipt self-measuring 
outfit in front for gasolene with three or four cans 
in the back shed for kerosene. Another had his kero- 
sene in the cellar and you had to stoop when you 
went in or bump your head. His gasolene was in 
a little wooden dog-pen-like shed outside of the 
store room. He complained to the oil man about 
business being dull. The oil man replied to him 
saying that he ought to put in some good equipment 
and go after business like the other fellows do. 

One man had a Cut 19. The oil man said he al- 
ways took the measurements on the float indicator 


if there was any question about the quantity put 
into the tank. 


These people expressed themselves that the 
self-measuring way was the right way to handles 
gasolene and kerosene but that it cost too much 
money. It is simply a question of a little education 
and they will be Bowser users. 

A good example was afforded of the economy of 
a self-measuring outfit by a brick kiln in the vicinity. 
We went out to deliver between three and four 
hundred gallons of kerosene. It was Saturday after- 
noon and when we got there the watchman informed 
us that he thought the place was locked because a 
few days before some one had gotten in and monk- 
eyed with the oil can and allowed about 300 gal- 
lons to run out. This would certainly have made a 
nice first payment on a Bowser outfit. 


We had no time to stop and talk with these 
people, but there are prospects there for Bowser 
equipment. 

How many of you boys have such conditions in 
your territory, or do you know? By working syste- 
matically upon your calling list you will acquaint 
yourself thoroughly with conditions. In addition a 
trip with the oil man in your territory would open 
your eyes to the need of intensive cultivation and 
work. 


Is Among the 
Leaders—Note the “Old Man” with a grip in 
Cleveland, O., ready to “rustle in” the orders, 


One Reason Why Ft. Wayne Sales 


1S HE INTERESTED 
IS HE GOOD PAY 
Se aie 1S HE REASONABLE 
1S HE HONEST 
IS HE STEADY 
IS HE A 5-BARREL 
OR A50-BAR- 


REL OUTFIT 
PROSPECT 


YOU MUST READ YOUR MAN AT SIGHT 


“SALESMANSHIP” 


Boston, Feb. 16, 1915. 


S. I. Bowser & Co., Inc., 
Fort Wayne, Ind.: 


Dear Mr. Townsend:—I am attaching hereto a 
poem on “Salesmanship,” which may be of use 
to you. I would say that this was on a badly 


worn clipping, taken from an old issue of the 
“Druggists Messenger,” and was given to our Mr, 
Sias, by a druggist in Essex County. This drug- 
sist took it from a pocket book, claiming that he 
had carried it around with him for five or more 
years. The author is given as “CGC. B. Davis.” and 
a note at the bottom, “Sample Case” indicating 
that it was taken from still another paper. Per- 
haps you have heard it many times, but Mr. Sias 
and the writer thought it good. I typewrote the 
copy, so that the original might be returned to 
the owner. 
Yours very truly, 
M. G. CRANNELL. 

Boston Office, 


Do you think you are a salesman? 
I’l1l bet four bits you’re not. 

You may be taking orders, 

And have doubtless booked a lot. 
But when it comes to salesmanship, 
That’s quite another thing, 

You've got to use diplomacy,— 

No easy song to sing. 


You must study human nature; 
Learn to read your man at sight, 
Then if you want to sell your goods, 
You’ve got him sized up right. 
Don’t beg of him to buy your ware, 
Don’t humiliate yourself. 

Put your goods upon their merits; 
Your opponents off the shelf. 


You've got to understand your line, 
From A to X or Z, 

You can’t take bluffs from any one, 
Whoever he may be. 

Personality must be long suit, 

Be agreeable, wear a smile, 

Take a roasting for the house sometimes, 
Take it calmly all the while. 


Don’t try to. make your prospect think, 
That you’re a know-it-all. 
Give him credit for his argument, 
Then he’ll enjoy your eall. 

Now don’t say yes to everything, 

That he may chance to say, 

But calmly, coolly, hold your own, 

He'll respect you more that way. 


Keep your temper, though the fever, 
Rises up to danger point, 

He may say your goods are rotten 
And your house is out of joint. 

The chances are that ten to one 
When he’s had his say clear through, 
He’ll wish he hadn’t said it, 
Though he won’t say so to you. 


ee 


DONT KILL ENERGY WITH BOOZE 


Don’t wear a dirty collar. 

Keep your face shaved clean and neat, 
Use a clothes brush every morning, 

And don’t for once forget your feet, 
Then, if you’ve met your man before, 
You've this advantage gained. 

If you’ve made a good impression, 

It’s more easily maintained. 

Be enthusiastic, full of snap, 

Don’t kill energy with booze. 

You can’t do business in that mood, 
You’ve everything to lose. 

Use bucketsfull of ginger, 

String jollies by the yards, 

And you'll win this game of salesmanship, 
Whoever deals the cards, 


A fine installation of a “Chief Sentry’ made for the 
Texas Company at their Tulsa Station, Tulsa, Okla. 


Exterior view of the Columbia Steel Shafting Company, 
Carnegie, Pa. Their Engine Room is served 
by one of our 6F2 Oil Filtering and 
Circulating Systems. 


Interior view of part of the Engine Room of the 
Columbia Steel Shafting Company, Carnegie, Pa. 
These powerful engines are served by one of our 
62 Oil Filtering and Circulating Systems. 
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NO, THAT WASN’T AN EARTHQU8KE—IT’S 
MERELY SAN FRANCISCO ELECTIING ITS 
DIRECTOR TO THE CLUB 


Mr. F. M. Kennedy, of the San Francisco District, Was 
Elected Director of the Pacemakers’ Club on 
July 22, 1915, With a Total of 507 
Points to His Credit. 


1915. with —— 


Director, July 22, 
Points. 

Mr. F. M. Kennedy is one of the younger Bowser 
Salesmen, both in years and length of service in the 
organization. He entered our 
employ October 11, 1914. Before 
that time he was selling life in- 
surance and fruit jars. 


Closed year 


We have not secured 
Mr. Kennedy’s picture 
to date and will have to 
publish it later. 


Mr. Kennedy is a great sales: 
man to secure business on the 
first call. He makes a “whirl- 
wind dsmonstration,’ closes the 
order quick, carries the prospect 
right off his feet, but unlike 
Pe 2 , some high pressure salesmen, 
See es coenmeds his orders always stick. He pre- 
fers work in the country, away from the railroad. 


We congratulate you, Mr. Kennedy, on your 
entrance into the Club as Director and assure you 
that the honor is all the more great in view of beat- 
ing out such veterans as Messrs. Klotz, Bird, Laugh- 
rey, etc. If you’d work every day from now on, as 
hard as you have worked in achieving this result, 
there isn’t a question but what you would be a tab- 
let cutter. Here’s hoping that you will accomplish 
this additional henor. 


CHICAGOS’ DELEGATION INCREASES ITS 


MEMBERSHIP BY ONE 


Mr. R. T. Lawrence, cof the Chicago 
Elected a Member of the Pacemakers’ 
July 28, 1915, With a Total of 508 
Points to His Credit 


District, Was 
Club on 


Facemaker, September 19, 1913. Closed year with 


764 Points. 


Pacemaker, May 22, 1914. Closed year with 1049 
Points. 

Pacemaker, July 28, 1915. Clesed year with ——— 
Points. 


Mr. Lawrence is one of these high-grade specialty 
salesmen who thinks success and achieves results. 
He joined the sales force Feb- 
ruary 24, 1913 and in less than 
seven months was elected a 
Pacemaker. 


Mr. Lawrence belongs to that 
type of salesmen that when they 
- have won the objective goal, im- 
mediately fasten their eyes on a 
higher point, take a long breath 
and start again. It wouldn’t sur- 
prise the Editor to find Mr. 
Lawrence’s name on the Bronze 
Tablet again this year. Here’s hoping that this will 
be the case. 


Once more, Mr. Lawrence, we want to congratu- 
late you on your admittance into the Club. We hope 
that the honor of being a tablet cutter will be once 
more yours this year. Again we congratulate you 
on your achievement. 


Miesive ©. Lawrence 


Baron Von Heintze or “Max,” as he is known to 
his friends in Louisville, Ky., recently sent in a daily 
Report recording three sales and netting him about 
thirty points. And all this business was taken on a 
Saturday. 

“Max” may be a Baron, but he didn’t have a bar- 
ren day. Congratulations on your progress toward 
being a Pacemaker. 


MANAGER E. J. LITTLE OF THE FORT WAYNE 
SALES DISTRICT, WEARS A SMILE FROM 
EAR TO EAR AS HIS DELEGATION GROWS. 
Mr. W. A. Merrill, of the Fort Wayne District, Was 
Elected a Member of the Pacemakers’ Club on 
July 22nd, With a Total of 507 
Points to His Credit 


Pacemaker, July 22, 1915. Closed year with 
Points, 

Just why Mr. Merrill was not a Pacemakes last 
year is a question the Editor cannot solve. If there 
ever was a Keen, sensible Bows- 
er salesman, Mr. Merrill is the 
man. When he is put on a pro- 
position he goes to ses the pros- 
pect with the idea of making a 
sale and he will do everything 
right that will tend to that end, 
with the result that nine cases 
cut of ten he will walk home 
with the order. 


Now that Mr. Merrill has his 
territory organized you may ex: 
pect to see his name among the Pacemakers from 
this en. He is of the type of man that makes friends 
slowly but surely and when he sells a prospect his 
customer is a loyal and enthusiastic Bowser booster. 


Here’s more power to you, Mr. Merrill, and may 
we have the opportunity of congratulating you many 
years as a successful Bowser Salesman. The latch 
string is out any time you are in the neighborhood 
of the Editor’s Office. 


Mr. W. A. 


Merrill 


THE “EMPIRE STATE” ADDS ANOTHER MEM- 
BER TO THE PACEMAKERS’ CLUB 
Mr. KF. W. Devereux, of the Albany District, Was 


Blected a Member of the Pacemakers’ Club 
on July 21, 1915, With a Total of 502 
Points to His Credit. 


Pacemaker, November 27, 1912. 
521 Points. 
Pacemaker, October 9, 1913. 


Closed year with 


Clesed year with 589 


Points, 

Pacemaker, October 7, 1914. Closed year with 580 
Points, 

Pacemaker, July 21, 1915. Closed year with 
Points, 


As you will note by Mr. Devereux’s record, this is 
the fourth consecutive year that he has been a 
Pacemaker. Mr. Devereux is a 
veteran in the Bowser Sales Or- 
ganization and always has been 
a consistent, persistent prize 
winner. He came with us on 
May ist, 1908. 


Mr. Devereux never loses an 
opportunity to study the line and 
opportunity of applying it wher- 
ever oil is used in his district. 
Melm uum Devereux He believes in keeping everlast- 

ingly at it and once he is con- 
vinced that a prospect needs the equipment, he is 
never satisfied until that prospect is a customer. 
It is this thorough belief in the goods and his own 
ability, backed by a thorough knowledge of the 
line, that enables him to be a Pacemaker in the 
same territory, year after year. 

Congratulations, Mr. Devereux, on your success 
this year and may you be a repeater for the fifth 
time next year. 


There are still a few of the boys who have not sent 
us their photographs. You men who neglect this are 
the biggest losers, although we both are handicapped 
by your failure to comply with the request of Mr. 
Murray and the Editor, 


ANOTHER FIRE TEST 


The following clipping taken from the Springfield 
(Mass.) “Republican” of May 13th, describes a recent 
fire which destroyed the garage connected with the 
Aspinwall Hotel at Lenox, Mass. 

The half-tone shows the Cut 121 Portable Wheel 
Tank after going through this hot fire. There was 
absolutely no explosion and the tank came through 
intact. 


GARAGE FIRE 
AUTOS AND 20 CARRIAGES BURN 


Back Fire on Truck Causes: Explosion 
That Brings $12,000 Loss in 20 
Minutes. 


Two steel-covered buildings about 100 
by 109 feet, forming the garage at Hotel 
Aspinwall at Lenox, were burned yester- 
day with their contents, causing a total 
damage of $12,000. The buildings and 
contents were insured for about $10,000. 
Just before 6 o'clock last night, while 
Patrick Morrison, driver of the big Pack- 
ard truck for the hotel, was maneuvering 
the truck into the garage to bring it upon 
the wash stand, the engine of the truck 
back-fired. This was followed by an ex- 
plosion of the gasoline tank on the truck. 
the back-fire having followed up a leak 
in the tank. As the truck's gasoline tank 
exploded, it threw flames over 20 car- 
riages and other vehicles in the gara 
and they took fire and‘were byrne 
were also a seven-passen Dar’ 
automobile, a five-pasgg 
mobile and a fijow 
yea autompeile 

Mgr 


The Union Motor Car Co.’s 


Nashville, 
Tenn., was totally destroyed by fire on the night of 


Garage, 


Our 5-bbl. Cut 41 and two Cut 63’s came 
this disastrous fire without discredit in 
any way. The Cut 41 pump and the gasolene were 
intact, although in the hottest part of the fire. The 
two Cut 63’s had the pump broken off by a fall of 
heavy timber. Over 200 gallons of gasolene were 
pumped from the tank in perfect condition after the 
ruins had cooled down, and this in spite of the fact 
that the heat was hot enough to melt the nozzle of 
the pump. Heedless to say, this firm are ardent 
Bowser supporters. 


July 3rd. 
through 


Salesman D. A. Howard, of the Albany District, 
certainly exercised his ingenuity when he sold the 
Piedmont church at Worcester, Mass, a Gasolene 
Outfit. 


GASOLENE DANGERS POINTED OUT BY STATE 
FIRE MARSHAL OF PENNSYLVANIA 


Gasolene is one of the most common fire hazards 
found among the general store, hardware stores and 
industrial establishments. Nothing is thought of 

/ storing 50 to 100 gallons of 
gasolene in a metal tank in 
the basement or outside of 
a building. It is a common 
thing nowadays, and we 
come in contact with it con- | 
tinually. In doing this a 
man is not only taking 
chances for the destruction 
of property, but also for loss 
of life. 

Gasolene throws off an 
explosive vapor constantly 
even at low temperature. 
Five gallons of gasolene will generate 8,000 cubic 
feet of gas, which, when ignited, expands to 4,800 
times this space. The explosive force in one gallon 
of gasolene properly mixed with air and compressed 
is equal to 82% pounds of dynamite. This means 
that if you have 100 gallons of gasolene on hand ; 
you are storing the equivalent in explosive force of 
8,366 pounds of dynamite. Dynamite will only. ex- 
plode from two or three causes, which may be easily 
guarded against, and which must occur in its immedi- 
ate vicinity. 

The vapor from gasolene is heavier than air. It 
settles to the floor and runs along the same much 
as a stream of water would, only that it is an in- 
visible stream. The vapor will settle and remain 
in depressions or under the floor for days and even 
weeks unless disturbed by a circulation of air. A 
spark will cause the accumulated vapor to explode. 
This spark does not necessarily have to come from 
a lighted fire, but may occur from a person striking a 
nail in his shoe on a nail in the floor, or other similar 
unavoidable causes. Under a certain atmospheric 
condition spontaneous combustion will also occur in 
this accumulated vapor. The silent and invisible 
creeping of this vapor from place to place, await- 
ing favorable conditions to strike the blow that 
means loss of life and property is a terrific thing 
to think of. 


It is past understanding, in view of these facts, 
that merchants with their entire capital invested in 
business will give so little 
thought to safe-guarding 
their interests. Knowing 
a building to be heated 
by stoves or furnaces in 
the basement, they will 
at night lock up this ex- 
plosive in a warehouse 
or building adjacent to 
or connected with the 
store or factory. After 
locking up fire and this 
explosive vapor together 


ee 


= 


seat 


THEIR EXPLOSIVE FORCE 1S THE SAME 


they will in effect wager Be’ 
their entire investment nce ACELT 
against the merely nom- | aR a wii 
inal expense of fireproof, SS 


evaporation proof, vent- == wuaT a UtTLeE 
ed storage tanks, which G@SOLENE VAPOR MAY DO 
would prevent this vapor and fire getting together. 
Kerosene and oils of other kinds are not as dang- 
erous as gasolene, but are, nevertheless, dangerous 
ous and should be stored with just as much care 
and handling in the same way. Especially is this 
danger true of linseed oil, paint oils and turpentine. 


The careless disposition of rubbish and oily rags 


is another common occurrence which is keeping the 
fire waste up and consequently insurance rates. The 
alleys, byways and _. base- 
ments of buildings in some 
of the leading cities of Penn- 
sylvania have been found to 
be in a condition that is be- 


yond description. Oily rags 
will produce spontaneous 
combustion and should _ al- 


ways be kept in closed me- 
tallic receptacles. Many in- 
E 3 stances can be cited where 
S52 great destruction of property 
OILY RAGS WILL PRODUCE has been wrought by fire 
SPONTANEOUS COMBUSTION starting through the spon- 
taneous combustion of oily rags left lying in some 
obscure corner.—J. L. Baldwin, Fire Marshal of the 
State of Pennsylvania, in Fire Prevention News. 


Fatalities in Wisconsin. 


Louis F. Meyers, State Supervisor of Inspectors 
of Illuminating Oil in Wisconsin, in issuing his an- 
nual reports for 1914 points out the number of fatal- 
ities in his state due to accidents resulting from the 
use of petroleum products. 


He says: “During 1914 twenty five persons have 
been killed and ninety-seven injured, compared with 
thirty killed and ninety-five injured the previous 
year, in handling petroleum. More deaths were 
caused by starting fires with oil and gasolene than 
any other way. However, the total number of deaths 
caused in this manner—eight—is but one-half of the 
total during the previous year. The number of in- 
jured in this type of accidents was reduced from 28 
to 19 in 1914. At the same time the fact that 27 
persons were killed or burned in accidents resulting 
from pouring kerosene or gasolene on fires illustrates 
the danger incident to this too common practice. 


“Carelessness in the use of petroleum products 
caused the loss of five lives and the injury of twenty- 
seven. The ignition and explosion of kerosene and 
gasolene caused the injury of thirty-four and death of 
six persons. Accidents resulting from all other 
causes, including the overturning and explosion of 
lamps, defective stoves and backfiring of gasolene 
engines, caused the injury of seventeen and the 
death of six persons. 


“Greater care must be used 
in the handling of gasolene by 
the public if the annual loss 
of life and property is to be 
curtailed. The public does 
not seem to realize that gaso- 
lene in the liquid form is not 
half as dangerous as is gaso- 
lene gas. Frequently we find 
gasolene permitted to stand 
exposed to the air in an open 7 
vessel, apparently in the be- .@ ~ 
lief that there is no danger WR OF THE MOST COMMON FIRE 
if a flame is not brought close arts 
to the liquid. Just the reverse is true, for the 
gasolene constantly vaporizes under these circum- 
stances and the released vapor forms with the air a 
highly explosive mixture. This mixture is a con- 
stant source of danger, not alone because of its high 
explosiveness, but also because its presence is sel- 
dom suspected. It is invisible and seldom discov- 
ered through the sense of smell, for gasolene vapor 
is heavier than air, and sinks to the floor, where it 
may remain for hours or even days, during which 
time a dropped match or spark will prove sufficient 
to cause a terrific explosion with the loss of in- 
nocent lives and much property. 


“It has been the aim of the department to educate 
the public in every possible manner in order to pre- 
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vent such accidents. The red can law has been 
rigidly enforced and many faulty storage systems 
have been improved. The need of extreme care has 
constantly been impressed on the oil dealers and the 
public, with the result 
that only seventeen per- 
sons were injured or 
killed through the care- 
less handling of gasolene, 
although more than half 
a million barrels of gaso- 
lene were used in the 
state. In other words, 
more than 30,000 barrels 
of gasolene were used 
for each person injured 
or killed. This ratio is 
still too high. It indic- 
ates that the department 
must continue its efforts to educate the public to 
the realization that extreme caution must always be 
used in handling gasolene.” 


During 1914, 
against 900,513 
UG, Si BeC wha 


wi 1+ \S PAST 
UNDERSTANDING 


991,964 barrels were inspected as 
LOTS LO,OGos nee GIANG Sie sO 2. 10 
1910, 314,632 in 1909, 316,120 in 1908, 


SGM wine LOOT 04 322. 1ne 1906 and 280.7 Losin) 1905: 
showing that the oil business in the state has in- 
creased nearly 300 per cent. in the past ten years. 
The revenue collected by the department 
amounted to $99,196. 


in 1914 


A representative installation of our “Red Sentry” 
made by Salesman I. H. Richardson, of the 
Albany District, for Hall Brothers, 


Concord, New Hampshire, 


[The LINK-WAY OIL COMPANY 


Telephone Greeley 999 A. B. KENYON, Pres, Fifth Street and Eighth Avenue 


Greeley, Colorado, March 26, 1915. 
To the Public of Greeley and Vicinity: 


Ihave recently opened an Oil Supply Station at the corner of Fifth street and 
Eighth Avenue. This station is modern in every respect, being equipped with the latest 
Bowser pump and tank system, with a 10,000 gallon storage capacity. At all times | will 
carry a complete fine of highest grade oils. ly gasoline being filtered and 63 test. 
Water White Coal Oil, the best that money can buy. The best Lubricating Oils and greases 
for all classes of Automobiles and other machinery. Harness Oil and Axle Grease of 
superior quality. By taking advantage of my coupon book you can buy your gasoline in 
any quantity at 15 cents per gallon. Coupons good for all cits. The automobile trade 
will find every convenience and courteous treatment awaiting them. 
| respectively invite you to inspect the station at all times. May | have your oil 

Respectfully, 


THE LINK-WAY OIL COMPANY 


A. B. KENYON, Pres, 


trade? 


Greeley, Colorado 


The above advertisement is taken from one of the 
March issues of the Greeley, Colorado 
daily paper and is self-explanatory. 


Branch Office Standing 


3lst Week Ending August 7th, 1915 


Senior Offices 


1s; EORTC WEAY N Biko, oases K. J. Little, Mer, 
dee eA LAIN Wiis tei esceeeed ce eee WwW. M. Mann, Mer, 
33)» GHICA GO cakes Sieetnan Dena eee T. D, Wingsley, Mer. 
4, -SAN: ERAN CISCO... 2... eee D. S. Johnson, Mer, 
5-4 DA LDA S32. ete nee B. L. Prinee, Acting Mer. 
6. (HARRIS BUR Gis ueel eee R. S. Colwell, Mgr. 
Tce se ksO ULS x vocoder Or G. H. Hastings, Mer. 
&. SL CORONTDOS eee W. R. Hanee, Canadian Mgr. 
9.) ATLA NA aS nce aie ee ole W. H. Brown, Mgr. 


Mr. E. J. Little, of the Fort Wayne Sales, called 
the Editor on the telephone the other day and stated: 
“T have decided that there is no contést for the 
cup. I am now preparing my speech for accept- 
ance and there is no need of saying anything 
further. I thought at one time we would have to 
fight to retain our leadership but am _ satisfied 
now that it was all bluff.” 
Now men what are you going to do abcut a state- 
ment of this kind? 


Junior Offices 


1. (DENVER. 2.0: settee Cc. C. Barnett, Supt. 
ac WASHINGTON e253. 555 00 on. eee A. W, Dorsch, Supt. 
33 NEW: YORK? 2 ee ete H. C. Carpenter, Supt. 
4, “LOUISVILLE =... enn K. J. Gallmeyer, Supt. 
db PHIDADELPAHLAS. +... ene I. L. Walker, Supt. 


The Editor is forced to remark, apropos of Mr. 
Little’s statement, that from what he has overheard 
from the two Junior leaders it’s a “toss-up” who 
wins. In the meantime the other three ask us to 
watch their “smoke.” Roy says they are just about 
getting started, while ‘‘H. C.’’ and Ernie are taking 
notches in their belts for the purpose of overhauling 
the leaders. 


Siesta, of Forty High Men, August 11, 1915 


1 We Ve Grande San Francisco 27. Ge PY Stovall eee Washington 
a Rena Lawrence. a, ee Chicago Tb. Ee eWia) DeEVerelixen dee Albany 38" R.~ BD.  Deonvarde.s. ee Harrisburg 
Oe Wes tad LOrd ye eatrcc Bing. Sales 216 eV yen ere eee Toronto 29. W. Ho Pritehett...- Fort Wayne 
we Oe Ra LS SLES Mim cece arenes A Ibany 17. F. M. Kennedy....San Francisco” 30. EF) Hi’ Richardson. seen Albany 
Db GeLe IREUDEenM. «eee Syehal Neh esnayonieykow ai IS a “aN Yd. S56) cou 2 Ene:«Sales 131. 1C7, Js sRocers.. 7 nee Chicago 
OR COCdin tom csecn canes Denver’ LOS sn) ave ee Chicagio».32. P> “WS ia withers eis eee Dallas 
ica Rae, SHISHer. sare seers Denver *20-9We As Merrill ose Fort Wayne. 33. Ra KL Clements we) cee Chicago 
8 lee tAS we IGe Ona en cadet ets Chicago: 21..C) CL Kredericks./.2...St. Louis 34). Wee sBoolen tts Philadelphia 
9 Re Seed O BAS ON wtescenerie arene Eng... sales s2.25.3N a Aw ECL Be einen see nee Albany. 35: Gs We Allene. 2 meee Chicago 
1OR LA: CRY, TDarlinie each eo ane Chicasore 23a due Je. Connell ys eens Ung, Sales! 36) «Goewe Scotter see ee New York 
tile AveaGy, GELaRCESTin trempeteas Harrisburg. 24: 0Ne eMattine ly. «renee ae Chicago 37. J. Cot WORILG oo gee eta ieee Dallas 
HO Hy ER MALL ONS, -resetennene Bimnee Sales (2b so Ee Wie) ev C leper eee eee Denver 738.G. Wr BE liO Ete Albany 
Ss eho VOMUL Sern rare Philadelphia: 26. .We Eis Wad diten-roee ee New York 39: a. Gls Robertsece a5 ae ee Albany 
4 i Wis Cheney. 2.6. cr .Fort Wayne 40. El Di wMurdocks.. eee Chicago 


Five High Men (Not Pacemakers) by points in each District August 10, 1915 
(Districts Listed Alphabetically) 


ALBANY DALLAS FORT WAYNE NEW YORK SAN FRANCISCO 
ihe He Richardson i PW. Lawtirer iW. Eh Pritchett LS Wa Eee 1. F. M. Kennedy 
2. G. W. Elliott 2. W. W.. Ince 2. W. J. Bates 2. G. W, Seott 2. J. EY Arnold 
3. J. G, Roberts Bd. MLS Riueker 3. J. O. McCracken 3. H. Dalgaard 3. H.R. Bird 
4, S. A. Collins 4. R. L. Matthews 4, I. M,-Camden 4. I’. H. Peeples 4. W. B, Jameson 
5. S. Roberts 5. Ed. Haas Deel OE OLtS 5. EH. Libbey. 5. E. EF. English 

ATLANTA DENVER HARRISBURG PHILADELPHIA TORONTO 
ede es Era ys 1. R. W. Jewel 1, R. DD. Leonard 1, H. A. Vortigern 1. EK. J. Murphy 
2. M. Bedingfield 2. J. E. Vonderembse 2: J. M. Prige 2. W. M. Booker 2 T. H. Rhodes 
ae en GOs: 3. A. M. Lucas 3. Ge PS baw 3. une OuNiert 3. J. W. Merickel 
4. R. W. Maxey 40H Ee KRoiver 4. W. B. Offerle 4. W. J. McKeon 4. N. Paquette 
5, E. B. Bachman Ope Utiwanie 5. M. A, DeSousa 5. H. M. Fickler 

CHICAGO ENG. SALES LOUISVILLE ST. LOUIS WASHINGTON 
LA, BE Darling 1. W. B. Stamford 1. Max Heintze 1. W, E. Tousley 1. D..W. Darden 
2. G. W. Allen 2. EH. L. Milliron Zl Se LO OTe 2. C. C. Fredericks 2, J. T. Gibbons 
3. N. Mattingly 32 J, J. Connelly 3 One Wie WAaLsOnm 3) Wi Cs Sirtton 3 We Bere 
4. C. J. Rogers 4--S> EF. Taylor 4. J. W, Dickason 4. J. F. Goran 4. W. S. Stoner 
5, R. E. Clement 5. W. A. Armstrong 5. W. V. Wheeler 5, G. P. Dickey 5, A. lb Corbin 


We are reliably informed that a “Red Chief” Cut 101, 
installed in a Filling Station in Los Angeles, has 
pumped to date, 1,000,000 gallons of gasolene during its 
year and three-quarters service. 

The Filling Station has not spent one cent on re- 
pairs, the pump itself shows absolutely no signs of 
wear, and the Company operating the pump states that 
the outfit measures as accurately today as it did in the 
start and they had in all this time, failed to find any 
inaccuracy whatever, 

This is only one of thousands of such cases of dur- 
ability and should preve conclusively to the most 
skeptical that Quality ‘pays and it isn’t a question of 
the first cost, but what the outfit will do when in 


actual service. 
* 


% a 


From August 2nd until the 7th, the Home office has 
been very busy assisting the Managers during their 
midsummer Convention. It has been a most profit- 
able week for the Company and all concerned. The 
enthusiastic harmony evidenced by the Managers, 
who reflect individually the collective spirit in their 
Districts, augers well for future business. 
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—————— 


We regret to learn of the passing on of Mr. J. J. 
Cassidy’s father at Fitchburg, Mass. We extend 
our heartfelt sympathies to you, “J. J.” in your 
present bereavement. 


oe a * 


“Yesterday we sent “Billy” Sutton, of the St. Louis 
District, on a special trip to to try for an 
order from a new garage recently opened there. He 
got the order, which he rarely fails to do, and also 
sold the storekeeper who had informed us that he 
would not put in a gasolene outfit on account of this 
new garage. To fill in the day he went over to 
, a nearby town, and sold two garages 
there a “Red Sentry” each. 


“The result of the day’s work is three four-barrel 
Red Sentries and a two-barrel Cut 125 to the store- 
keeper who did not want to handle gasolene. We 
call this a good day’s work.” 


A New England Yankee Gentleman whose Knowledge of the Line Has 
Smoothed a Few Rough Roads for the Company 


MR. D. A. COREY, Executive Engineer 


Mr. D. A. Corey, Executive Engineer, is another 
type of successful Bowser salesman who has carried 
a grip but now occupies a very important executive 
position in the Company. Mr. Corey traveled for 
the Company out of the Boston office in 1904. His 
work was of very high character and showed so 
plainly ‘the man behind it” that Mr. Polhamus 
brought him into the Boston Office to help Mr. Saver- 
cool during the vacation period. 


He made himself so useful there that he soon 
became assistant to Mr. Savercool, and finally on 
Jan. 1, 1906, Manager of the Boston Office. Soon 
after that he was brought to the Home Office to 
develop the Factory Sales. He assumed charge of 
this important branch of the Work until he was 
made General Sales Manager. 


The Factory Sales with which he was very familiar 
was rapidly developing and in order to give closer 
attention to it he again took entire charge of it, the 


name of which then changed to the Engineering 
Sales. 


So many engineering problems arose in connec- 
tion with the work which only Mr. Corey understood 
that finally he had to leave the selling end of the 
proposition entirely to other men and devote his 
time to assisting in solving these engineering prob- 
lems, and therefore, was made Executive Engineer. 
In this position he has under him all of the En- 
gineering Department, the Service Department and 
is also now handling our patents and all that that 
work involves. 


However, he is by no means altogether inactive 
when it comes down to sales work. When a big 
engineering deal needs closing, and he is requested 
to do so he quietly throws the necessary weight to 
assist the Sales Department in closing the deal. He 
is a fine salesman and no deal is too big for him to 
handle. 


An egotist is a man who thinks if he hadn’t been 
born people would have wanted to know why not. 


Buyer (to Guy Wohlford)—No, no; 
thanks. We're overstocked now. 

Wohlford—Very well; but won’t 
my model? 

Buyer—Not a bit of good. ‘Too busy! 

Wohlford—wWell, then, look here! Do you mind if 
I take the blessed thing out and look at it myself. I 
haven’t seen it for three weeks.—Angola Breeze, 


nothing at all, 


you just look at 


Salesman R. L. Matthews, of the Dallas District, 
is now a benedict, having been married the first week 
in July. Mrs. Matthews has assured Mr. Prince that 
“Uncle Bob” will make an early entrance into the 
Pacemakers’ Club from now on. 


A WISE GUIDE 
‘Ts that a man or a deer in that thicket?” said the 
“Old Man.” 
“I guess its safe to call it a 
berg. “If it had been a 
shot at us by this time.’ 


deer,” said DunkKel- 
man he would have taken a 


OIL TANKS. PUMPS »” STORAGE SYSTEMS 


SUR BIN SE SOD, nye, 


Denver, Col., Aug 5 
Mr. S. FP. Bowser, pat re Nek 
Fort Wayne, Ind. 

Yes, the cup.is delightfully and per- 


manently and fixedly and 5 curely located on 
Pike's Peak. What we h 
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/ 
Washington, D. C., Aug., 1915. 


Mr. S. F. Bowser, 
Fort Wayne, Ind. 


We have made elaborate preparations to receive 


the cup when it comes to us from Denver. Come and 


GPMobvrseA 


District Supt. 


help us celebrate. 
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New York, N. Y., August, 1015, 
Mr. S. F. Bowser, 
Fort Wayne, Indiana. 


In order to allay any fears, I write to say that 


the cup will be ours when the contest closes. 


or 


ame OIL TANKS. PUMPS »” STORAGE SYSTEMS 
vo SUR BION SII SOD, ine, 
Louisville, Ky., Atigust, 19154 UY, 


Wr. S. F. Bowser, 
Fort Wayne, Ind. 


The Blue Grass scenery will be ff 
brightened wonderfully when the cup 
comss to us in January, 1916. ’ { 


with a eee 
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dist ict Manager. 4 Ill; 
)\\ 
\ 


fi M/); 


i 
AM t 


ay) 


: OIL TANKS, PUMPS »” STORAGE SYSTEMS) 
oo SIRBONSEIR GUD, wie, 


Mr. S. F. Bowser, Philadelphia, August, 1914 


Fort Wayne, Indiana. 


Confidentislly, we will win the Loving Cup 


from Denver this DP pa ther) 
q 


District Supt. 


‘THATS WKAT 
THEY ALL SAY- 
7 THERE'S A 
/ MISTAKE 
/ - 


LZ 


ats OIL TANKS, PUMPS »” STORAGE SYSTEMS 
SIREN SEB 8400, ings, 


Mr, S. F. Bowser 
’ 


Chicago 72. 
Fort Wayne, Indiana. 860, 112+, August, 1915, 


There’s no danger that anyone will-take the cup 
away from us this year. We have casea it in glass 
to make 1t non-conductive. 


WG 


Yours to hamg onto it, 


WG 
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OIL TANKS, PUMPS »"” STORAGE SYSTEMS 


SICEIOMSEI SOD, nye, = 


Fort Wayna, Ind., August, 1915, 
Mr. S. F. Bowser, 
Fort Wayne, Ind. 
The reception of the cup at the Home 
Office will be an event long to be remembered. 
Would suggest a banguet a eech by 


President Wilson. 


sommcme SUR BAON SINR Se OD, ine, 


Albany, N. Y., August, 1915. 
Mr. S. F. Bowser, 
Fort Wayne, Ind. 
We have a special table made on which to show 


the cup when it comes to us from Chicago, 


ary a7) Bi Doe: 


District Manager. 
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OIL TANKS, PUMPS »*” STORAGE SYSTEMS 
SUNN SHB 8200, ine, 


Ne 
- San Francisco, August, 1915. 
ser, 
ne, -Indiane, 
\WPlans are completed for an elaborate 
blowout when the cup is brought here 
from Chicago (similar to ovation 


hil 6iven to Liberty Bell). 


trict Mer. 
oT 
KOS % 


i; 
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0 
vrntons sence, OlL TANKS, PUMPS »” STORAGE SYSTEMS 
cvmosscaurer SLES SON SIO SYD, ines, 


1 A st, 191; 
Bu Pat Bower Dalias, Texas, August, 
Fort Wayne, Ind, 


That cup will come to Dallas 


if I have to "AUR. 
VAC EE 


Acting District Manager. 
LLL EAL LLL ALA OG OECD 


BOMSER 


OIL TANKS. PUMPS »”° STORAGE SYSTEMS 


SUNOS SOD, ns, 


Harrisburg, August, 1915. 
S. FP. Bosser,, 
Fort Wayne, Ind. 
Harrisburg will turn out with big parade 
and nine brass bands when cup comes to us. 


GG O22 


District Mer. 


OLED LAA LIL SILL ALT IIE A Oe a me we ALE OAL GT 


OIL TANKS. PUMPS »° STORAGE SYSTEMS 


SIRES 8 OD, we, 


Mr. S. FP. BOWGer, 
Fort Wayne, Indiana. 


Yes, the cup is an assured thing for St. Louis, 


Yours dec GA Aa ty! 


Manager, 


SINAN SHIZ OD, we, 


Toronto, August, 1915 
Mr. S. F. Bowser, % poh ; 
Fort Wayne, Ind, 
The Lord Mayor has arranged to make a speech 
on,the occasion of our celebration when the cup 


comes to us from Chicago. Eve 
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: LOOTED. 


ssocnce, OIL TANKS. PUMPS »” STORAGE SYSTEMS 


sons SIN ESOM SII SOD, uve, 


Atlanta, Ga., August, 1915, 
owser, 
ne, Indiana, 
e@ are preparing a great ovation for the 
cup when it coms to us this time. Hope 
hicago will pack it well so it won't get 
bent or broken of anything like that. 


Kee ocen! 


District Manager, 
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LUBRICATING OIL BUSINESS 

It’s the easiest thing in the world to get in a rut. 
It’s the exceptional man who can climb out when 
he knows he is in one. 


You men on the ‘firing line’ are members of the 
greatest Sales Organization in the world, barring 
none, and you don’t want to get into a ‘specialty’ 
rut. The writer is of the opinion that most of you 
could make success in selling Cut 63’s alone. At 
any rate, there isn’t one of you who cannot sell at 
least two of these a week. 

Haven’t you overlooked a good thing in your tre- 
mendous effort to sell the gasolene line? The lubri- 
cating oil line meang success in every sense of the 
word and you ought to be getting your share of that 
business. When you sell a garage man gasolene 
equipment that’s the time to sell him lubricating 
equipment. 

As for the private garage, the writer knows from 
experience that he would rather have the lubricating 
oil equipment in his garage even in preference to 
the gasolene equipment. Lubricating oil costs more 
and is the very “life blood” of the car. It ought to 
pe preserved and kept in Bowser Equipment and 
then you will know that if you have the right oil, 
rightly stored, you’ve got a ‘sweet’ running motor 
and a pleasure car that gives you the minimum 
amount of trouble. 

Just bear in mind the lubricating oil equipment, 
study your sales arguments and make a resolve to 
get your share of this most excellent business. 


IMAGINATION AND WORK 


It takes imagination to sell Bowser Equipment 
just the same as it does to write a book, play, or 
anything else. The successful Bowser Salesman 
doesn’t go along with his eyes on the ground. 
Neither does he look straight ahead. If he did, 
he would miss many a good sale which he makes by 
looking into the future and seeing business for his 
constituents in his territory. 


“We have an example in one of our successful 
Fort Wayne District Salesmen traveling in the State 
Michigan. He recently called upon a man who had 
a Cut 10 Outfit placed upon the sidewalk. This 
outfit had been in use for a number of years and 
the salesman endeavored to interest him in a Cut 
241 Outfit as he saw possibilities in this location for a 
good gasolene business. This party would not hear 
to the proposition at all. 

There was a lady, however, across the street who 
had recently opened an ice cream parlor. Mr. Allen 
went across the street and interviewed her, with 
the result that he left with an order for a 3-barrel 
Cut 241. Mr. Allen, the salesman, had initiative 
enough to see gasolene business there and at the 
same time an order for him. 


Another prospect of Mr. Allen’s owned a building 
which he rented out to different parties. With 
this building he had a small Cut 10 Outfit but there 
wasn’t much gasolene business being done. This 
party became interested in a Cut 241 Outfit but 
contended that Bowser prices were high. 
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“Of course our prices are high and I am proud 
of it. If you’re going to buy on Price we can’t talk 
business, but if you want Quality, then you want 
Bowser and there are no two ways about it.” 


Just about this time the prospect looked at his 
watch and Mr. Allen noticed it was a standard 
works. This conversation followed: 


“Mr. Clark, why did you buy a — watch?” 

“Well, because it can be depended upon to keep 
accurate time.” 

“But why did you not buy a 
the same number of wheels in it. 
run just as well?” 


“Well, I don’t know. I suppose it’s the quality 
of material and workmanship they put into it that 
makes it more dependable.” 


“That’s just it exactly. Bowser Equipment is 
made of the highest quality, both as to material and 
workmanship.” 


Mr. Allen was forced to leave his prospect with the 
promise of an interview for the following week. 
When he returned his prospect was ready to see 
him. 


Mr. Allen noticed that he had a small motor in his 
building and suggested to him that he get a tank and 
connect it with the motor and put in an air pressure 
system so as to supply his customers with free air,— 
put out the “Red Sentry” Pump, with the sign “Free 
jNiie” 

The result was a nice order for a Cut 241 Outfit. 
Mr. Allen was not only selling a Bowser Pump, but 
he was selling his services and the services of Bow- 
ser & Company. He saw things and was able to 
offer suggestions to his prospect that were worth 
dollars and cents to him. Probably if he had not 
gone a little out of his way to give this service he 
would not have come away with the order as he did. 


Zo ltvhias 
Why will it not 


AN ECHO 


In the August 1st Boomer the Editor published an 
Editorial on “Persistency.” He did not know who 
was the salesman that made the final sale but he 
did know that the facts were as written. 


He was very glad to receive the following letter 
from Mr. W. G. Chandler, of the Atlanta Office, which 
substantiates all the statements made. It is as fol- 


lows: 
CONSiovenaalilie, IN, (Ge, Jsuluesulsia Gh, ale )allsy. 
Dear Mr. Townsend :— 

I was naturally quite interested in the article 
on Page 23 of the August ist Boomer from the 
fact that I was Salesman No. 3, as Mr. Colwell 
will tell you, 

The account is correct in every detail, nothing 


being omitted except that I went some ten miles 
beyond Rocks to Mr. Ramsay’s store at Delta, Pa., 
and had to drive back on the coldest day of last 
winter. The excellent dinner which Mrs. Ramsay 
gave me blotted out the memory of the cold drive 
and paved the way (excuse my mixed metaphors) 
for the nice order that followed. 


T admit that I gained admittance to that ideal 


country home and store combined, by false pre- 
tense, knowing that Mr. Ramsay was mistaking 
me for my son who sells the Argo car; but I be- 


lieve he never held it against me and will agree 
with me that the end justified the means. 

Knowing his parents, I am not surprised that 
Mr. Robert E. Ramsay holds a good position, nor 
that Mr. Townsend found him interesting. 

Will you kindly mail the copy of the Boomer 
referred to to Ramsay & Co., Rocks, Md., and 
oblige, 

Yours very truly, 
(Signed) WALTER G, CHANDLER.” 


MODERN GEOGRAPHY 


What is an oasis? 


A “Red Sentry” when you are out of gaso- 


Two “Red Sentry” installations at Salina, Kansas. 


These were made by Salesman M. Laupheimer. 


S. J. Redford—Hi, come ’ere quick! Your Mary’s fell 
in the pond! 

Harmer (excitedly )—What ’as? 

Redford—Mary, your wife! 


Farmer (relieved)—Mary! ’Ow you did give me a 
turn. I thought you said mare! 


Exterior view of the four Power Houses of the 
Northwestern Ohio Natural Gas Co., Sugar Grove, 


Ohio. All of the engines,-some natural gas and some 
steam, (totaling 12000 H. P.) are being served by one 
610 Bowser System. The Bowser System is located 


in a small building in the center of the group of Power 
Houses. These plants are also equipped with Bowser 
Cut 63’s, 64’s and Cut 95 outfits. 


of the 


Interior view of one of the Power Houses of the 
Northwestern Ohio Natural Gas Co., Sugar Grove, 
Ohio. These engines are being served by a Bowser 


61°10 Oil Filtration and Circulating System. Note also 
the Cut 63 and two Cut 95 Pumps in the foreground. 


- 


iy | 
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A good view of another one of the Power Plants of 
the Northwestern Ohio Natural Gas Co., Sugar Grove, 
Ohio, All of the engines of this plant, some natural 
and some steam, (totaling 12000 H. P.) are being served 
by a Bowser 6F10 Oil Filtration and Circulating Sys- 


tem. There are in this Power House a number of Cut 
63’s, 64’s and 95’s. 
ee 
Exterior view of Oil House of the Northwestern 


Ohio Natural Gas. Co., Sugar Grove, Ohio, containing 
our Bowser 6F10 System, This system serves steam 
and natural gas engines totaling 12,000 H. P. as shown 
in the other pictures. 


A good view of still another one of the Power Houses 


Northwestern Ohio Natural Gas Co., Sugar 
Grove, Ohio, All of these engines are being served by a 


Bowser 6F10 Oil Filtration and_ Circulating System. 
This plant is also equipped with Cut 63’s, 64’s and 
Sb"s: 
WHY NOT JOIN FORCES? 
The Mayor’ was discussing the sudden politieal 


union of two hostile camps. 

“There is something weird about it,” he said, “some- 
thing ghastly and unreal. In fact, it reminds me of 
the insane asylum inmates. 

““What brings you here?’ an old inmate 
newcomer one morning at breakfast. 

““Fits,’ was the reply. ‘I take fits.’ 

““Why, so do I!’ cried the other lunatic delightedly. 
‘Come on out and we'll have one together.—The “Big 
Chief.” 


asked of a 


A FINE INSTALLATION AT MILWAUKEE, OF A 
CUT 752 AND A BATTERY OF CUT 64’S 


Salesman W. F. Eastman, of the Chicago District, 
since his taking up work in Milwaukee has steadily 
and persistently Bowserized that city. 

One of the nice installations he has made is his 
order sold to the Standard Racine Rubber Company 
at one of their places of business, the Jefferson Oil 
Company, 479 Jefferson Street, Milwaukee. 

The outfit has proven all and more than we claimed 
for it to the entire satisfaction of the purchaser. 
Since its installation it has averaged about 500 gal- 
lons of gasolene per day. The City Sealer has tested 
the Meter in every possible way that he could think 
of and put the City Seal for accuracy upon it. 

The following letter from this firm is self-explana- 
tory: 


Eo Cee ae The Battery of Cut 64’s as installed for the Standard 
mS SMES BU oe Racine Rubber Company, Milwaukee, Wisconsin. 


Milwaukee, Wis., June 3, 1915. 
Swheeeowser & Co, Inc., 
Fort Wayne, Re-Jefferson Oil Co., Ine. 
Indiana. 
Gentlemen :— 

Enclosed please find our check for $ — to 
cover balance of charge for equipment installing 
your complete system in our place of business. 

We are well pleased with your system of equip- 
ping a filling station and we believe we have one 
of the best and finest filling stations that can be 
installed. Your Mr. Eastman has carried his work 
out for us aceording to our contract and we are 
well pleased with the prompt service he has ren~ 
dered for us. 

Trusting that the enclosed check will be re- 
ceived by you in due time, we are, 

Yours very truly, 
STANDARD RACINE RUBBER COMPANY, 
(Signed) By FE. J. RAMLER, 


The Cut 752 Remote Control Self-Registering Pipe Line 
Measure System as installed for the Standard la- 
cine Rubber Company, Milwaukee, Wisconsin. 


AN UNQUALIFIED RECOMMENDATION 


PURITY OTL COMPANY 
454 MONROE AVE. 
Memphis, Tenn., June 4, 1915. 
S) Bowser & Co., Ine; 
St. Louis, 
Missouri, 


Exterior View of the Standard Racine Rubber Com- A Roar oe is 
; 3 - : : 4 Gentlemen: 
pany’s place of business, the Jefferson Oil Com- Allow me to thank you for your prompt service 
S pany, Milwaukee. Note the Cut 121 in addition in replacing the pump part which I wrote you 
to the equipment illustrated above, and Mr. HOG : 
Eastman, our Salesman, beside his car, T consider that kind of service one of the 
principal advantages of using BOWSER Equip- 
JUST JOTTINGS ment. 
: , When I have installed this piece and the new 
“Yes, sir, what Rockefellow, Carnegie and Morgan “CHIEF SENTRY” Pump I will consider myself 


are to their business’s, so am I to mine.” well equipped and would be pleased to have you 
inspect my plant on your visit here. 


ro Oe iy You may always refer prospects to my plant 


“Besides Mr. Blank, I have three other names— with the assurance that they ne hear me car 
‘ * . . yo» about oil storage systems as I always have 1e 
Efficiency, Prosperity and Happiness. ‘lime to boost “Bowser.” 

All who use the Bowser System are efficient— With best wishes, 
efficiency brings prosperity and prosperity brings Very truly yours, 
happiness! (Signed) E. H. CANNON, JR. 


view of 
Auto Company, 
Cut +63 


our installation for 
Houston, Texas, showing one of our 
Lubricating Outfits on casters. Our Cut 151 
Wheel Tank would have served the purpose much 
better. This is a reminder to you boys when selling 
lubricating tanks to garages, to remember the Cut 151. 


A good 


Peters Bros. 


THE BOWSER SALESMAN’S EVENING PRAYER 


I have endeavored this day to do my full duty. To 
be true to my firm, my line, my territory and myself. 
If I have failed in any of these things, let me sit 
down and learn the reason why. Help me tomorow 
to correct these deficiencies if I have them and help 
me to each day be true to the trust and confidence 
placed in me by my firm and my friends. May I 
never be less a man than my friends think me, but 
may the standard which they have set for me spur 
me on to greater efforts. ; 

May I ever so meet my trade that they will be 
glad when I return and pleased to favor me with 
business. May I have justice toward all and malice 
toward none, including myself. So help me to live 
each day that the following day may have more of 
goodness and happiness and less of regrets in store 
for me. I will then be worthy to be called one of 
that happy family where’ love and good will predom- 
inate. 


~L8 > yO.. Comin: stom prarrammecetin: tonight, Brud’ 
Dinger?” inquired good old Parson Bagster. 
“Well-uh, no, sah; I reggin not,’’ was the reply; =*-Lo 


tell de troof, pahson, I’s aimin’ to go to de minstrel 
show—done got a compermentr’y ticket.” 
“Brud’ Dinger, dar won’t be no minstrel 
heaven!” 
“Den, if dat’s de case, Sah, I’m sho’ g wine tonight, 
whilst muh ticket’s good.”—H, T. Purdy. 


shows in 


ANOTHER EVIDENCE OF THE FIRE-PROOF 
QUALITY OF OUR EQUIPMENT 


M, F. BENNETT & SONS 
DEALERS IN 
HARDWARE AND FARMING IMPLEMENTS 
Greenwood, Delaware, April 12, 1915. 
S. F. Bowser & Company, 

Ft. Wayne, 
Indiana. 
Dear Sirs:— 

This is a letter to state that the Bowser Gaso- 
lene Tank bought of you people was within ten 
feet of our large Hardware Store and dwelling 
at the time of the fire of July 23, 1914. 

Now we had $15,000 loss, had 90 
sgsasolene in the tank and the box cover of the 
pump was burned off but it did not affect the 
pump in the least. Can't speak too highly of this 


gallons of 


outfit. 
Yours respectfully, 
(Signed) M. F. BENNETT & SONS. 
“What’s this game you’re trying to interuce into 


Crimson gulch,’ asked Broncho Bob. 

“It’s called pinochle,”’ replied Roy Ford. 

“Well, put it away. If some of the boys was to 
see all them aces comin out in the same deal they’d 
almost sure to get rattled an’ start shootin’.” 


LETTER SHOWING APPRECIATION FOR SER- 
VICE RENDERED 


PUNXSUTAWNEY SPECIALTY & ACCESSORY COM- 
PANY 
AUTO TIRES AND MOTOR SUPPLIES OF ALL KINDS 


Punxsutawney, Pa., June 29th, A9TS, 
The 8S. IF. Bowser Company, Imes, 
Harrisburg, 
Pennsylvania. 
Gentlemen :— 

The writer wishes to express, through you, to 
your representative, Mr. U. Grant Savage, his ap- 
preciation of the work he did here in putting 
through our Council an ordinance permitting us 
to install in front of ouf place of business, one of 
your “Red Sentry” Gasolene Filling Stations. 

The Council having refused permission twice 
before, we felt it was useless to attempt at ascaine 
but Mr. Savage agreed to see each member of the 
Council personally and with his logical and per- 
suasive presentation of the efficiency of the Bowser 
system of storage and handling gasolene, con- 
vinced them of their shortsightedness. At a 
meeting of the Council held last evening at which 
Mr. Savage attended, in a masterful and convincing 


talk he presented the merits of your equipment 
and when a vote was taken permission was 


granted by a vote of eleven to one. 
MR. SAVAGE’S WORK! 

Please convey to him the writer’s hearty appre- 
ciation of services rendered and wishing him and 
the S. F. Bowser Company much success, we re- 
main, 

PUNXSUTAWNEY SPECIALTY & ACCESSORY CO. 
(Signed) Per JOHN G. HARL, 
Mer. 


THANKS TO 


CANADIAN 


Vol. XXIX. 


66 HAT is the best piece of 
\ \ equipment you have in the 
store? Or, to put it another 
way, whieh piece of equipment do you 
think is giving you most service?’’ 
This question was put to A. O. Gal- 
arneau, Point St. Charles, Montreal. He 
did not hesitate one moment. He thought 
his pumps for measuring oil and mo- sey 
asses had given him the best service of f 
anything in the store. 
measuring necessary,’’ he said, ‘Sand it 
is nice and clean. There is always 
{rouble of some kind of other when you 
do not have a pump. This method is 
quick and clean. J have had it for fit 
teen years, and in that time it has paid 
for itself many times over.’’ 
Display Fountain 
Valuable. 
Another piece 
equipment on whi 


‘‘There is no 


The same question 


Nelson Lalande, 361 
Montreal. 


PAID FOR ITSELF MANY TIMES OVER 


The above cut reproducing part of an article as 
it appeared in the “Canadia Grocer,” Vol. 30, No. 29, 
issued July 16, 1915, is self-explanatory. 

The outfit mentioned is a Bowser one-barrel Cut 
1, shipped from Fort Wayne in 1901. There is litt’e 
need of any further comment on our part after pre- 
senting these facts. 


Extract from the Daily Report of Salesman L. B. 
Robinson, of the Dallas District: 


“They wanted a 
‘lifted’em.’ ”’ 
From a Cut 116-A Pump only to a ten point order 
is salesmanship pure and simple. 


Cut 116-A Pump only and 


TORONTO, JULY 16. 1915 


What Equipment is Most Valuable r 


Quebec Province Grocer Mentions Particularly a Self-Measuring Oil Pump and Dust Proof 
Display Bin Features—Other Fixtures of Value Include Meat Slicers, Silent 
Salesmen, Vegetable Display Stand and Refrigerators 


says it is worth more than $200 to him. 

Speaking of the above, Mr. Galarneau 
said: ‘‘I have been reading in The Can- 
adian Grocer that despite the fact th 


Je have felt the de- 


Values the Bin Fixtures. 


: *Which is your 
best piece of equipment?’’ was put to 


He immediately pointed to 
some bin fixtures which he had recently 
installed, and which made a marked con- 


GROCER 


No. 29 


trast with the old fixtures on the other 
side. The difference is easily seen in the 
agcompanying photograph. These were 
installed since the war broke out, and 
were also purchased through an adver- 
tisement in Canadian Grocer. 

Mr. Lalande said: ‘‘It is impossible to 
oly, dea of how those bin fixtures 
assist me in my business, but everything 
helps that adds to the appearance of the 
store and saves the time of the clerks. I 
claim that the better the fixtures, the 
better the business. It makes a vast dif- 
ference to the appearance of the store, 
and I only wish I could afford to instal 
them throughout. They cost i 
laid down.’’ 


his. store. but not 
Ss boyxpic a 


Charlevoix street, 


Private residence and garage of W. N, Snow, Banker, 


50 Crescent St., 
residences and 
equipped private 


Greenfield, Mass. One of the finest 
most thoroughly Bowserized and 
garages in the city. 


DIXIE HIGHWAY 


ee ee 
nder (aved Tracy City 


A nice 
chester, 
the 
to the left of the Dixie Highway sign. 


installation 
Tenn., made 
Atlanta District, 


on the Dixie 
by Salesman 
You will 


at Man- 
Shannon, of 
is standing 


Highway 
lage 10% 
note he 


Franklin Allen’s 
This picture does 
little garage. 


private garage, Greenfield, Miss. 
not bring out the beauties of this 
Chauffer’s quarters are nicely furnished, 


with private bath. It is equipped with Bowser Cut 
125 with Fllter, 2-Bbl. Type “C” Tank. 


Salesman L. P. Cox, of the Atlanta District, has 
been handicapped recently through the serious ill- 
ness of his wife. We are glad to report that she is 
now much better and consequently Mr. Cox’s mind 
is actively engaged in “Bowserizing” his territory. 


aad 
oo 


THE “CELLARITES” MAKE A HOME RUN, ELECT- 
ING THEIR DIRECTOR TO THE PACE- 
MAKERS’ CLUB. 
Mr. H. 'T. Purdy, of the Atlanta District, 


Director of the Pacemakers’ Club on August 
With a Total of 503 Points to His Credit. 


Was Elected 
oth, 


Director, August 14, 1912. Clesed year with 750 
Points, 


Pacemaker, December 16, 1913. Closed year with 
O19 Points. 

Pacemaker, December 14, 1914. Clesed year with 
52S Points. 

Director, August 5, 1915. Closed year with —— 


Points, 

Mr. H. T. Purdy has been a Prize Winner so long 
in the Bowser Sales Organization that “the memory 
of man runneth not to the con- 
trary.” 

In the days of long’ago, when 
the Bowser Factory was about 
as extensive as our present Ma- 
chine Shop, Harry was one of 
the ‘High Six” although one of 
the youngest members of the 
sales force of sixty odd men. 
From that day to this he has al- 
ways been among the winners. 

Mr. Purdy is a _ thorough 
gentleman in all that the name 
implies and consequently is a representative Bowser 
salesman. A Convention without Mr. Purdy would 
be like a desert without its oasis. Quite and un- 
obtruding, Mr. Purdy’s presence is felt, however, 
through the strength of his personality when 
he has something to say it is well worth listening 
to. 

Mr. Purdy, we congratulate you on your four-time 
admittance into the Pacemakers’ Club and let us 
hope that next year will see you, one of the old 
veterans in service, but not in years, leading the way. 


AM Iete Wake ADE 


Purdy 


FROM THE “LONE STAR STATE” COMES AN- 
OTHER DIRECTOR TO THE PACE- 
MAKERS’ CLUB 
P. W. Lawther, ef the Dallas District, Was Elected 
Director of the Pacemakers’ Club on July : 
29th, With a Total of 509 Points 
to His Credit, 


Mr. 


Director, September 4, 1913. Closed year with 625 


Points. 


Pacemaker, December 7, 1914. Closed year with 
525 Points. ! 
Director, July 29th, 1915. Closed year with — 


Points. 

Mr. P. W. Lawther is a high type of a successful 
Bowser salesman. Owing to the fact that he did not 
not join our Sales Organization 
until Qctober 5, 1912, he did not 
have time to make the Club that 
year. However, he had a flying 
start and made the Club the 
next year as the above record 
will show. 

He has been very successful 
with our line in Louisiana and 
lately in Texas. Mr. Lawther is 
especially strong in selling 
Cooking Oil Equipment. He has 


W.. Lawther 


Mr, P. 

the sales arguments on this equipment down to a 

“gnat’s heel’ and knows the need of his territory. 
Mr. Lawther is the type of a salesman who is con- 


tinually studying his proposition and new sales 
methods. He is always a little ahead of the times 
and considers Salesmanship the greatest profession 
of them all. It isn’t any wonder that such a type 
of man should be a persistent winner in our or- 
ganization. 

Congratulations, Mr. Lawther, on your admittance 
into the Club. . We hope that your example will be 
an incentive to the rest of the men and you will 
bring with you from Dallas a larger delegation than 
ever. ys 
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A FEW (J. M.) TUCKERISMS 


When in doubt—shut your mouth, 
Open your eyes, and think like— 
Well, think. 

* E * 

Make every honest effort in your power to sell your 
own goods, and leave your competitor to his own 
devices. 

The man who isn’t open to suggestions needs to 
have the distance between his temples enlarged. 
If this doesn’t help you to make the enlargement, call 
on us and we will render whatever assistanc2 neces- 
sary for the requirements. 


Luck means rising at 6 o'clock in the morning. 
Living on a dollar a day if you earn two. Minding 
your own business and not meddling with other 
people’s. 

Luck means opportunities you have never failed 
to grasp. The trains you have never failed to catch. 
Luck means trusting in God and your own resources. 


He has achieved SUCCESS who has lived well, 
laughed often and loved much; who has gained the 
respect of intelligent men, the trust of pure women 
and the love of little children; who has filled his 
niche and accomplished his task; who has left the 
world better than he found it, whether by an im- 
proved poppy, a perfect poem, or a rescued soul; 
who has never lacked appreciation of earth’s beauty 
or failed to express it; who has LOOKED for the 
BEST in OTHERS and GIVEN THEM the BEST 
HE had; whose life was an inspiration, his memory 
a benediction. 

Salesman R. D. Eckeberger, of the Dallas District, 
has the stuff that makes success. Recently he walked 
seven miles to a station where he could get a team 
to drive ten miles further to secure a 4% point order. 


| THOUGHT THE CUP RACE WAS GOING To BE A CONTEST 
BUT EVIDENTLY THERE (1S NOTHING To IT. 
PREPARING MY SPEECH OF ACCEPTANCE 


YOU FOR YOUR ASSURANCE THAT I WILL GET iT 


ME Too, WHat 
WE HAVE WE- 
HOLD 


Mr. A.'Z.' Polhamus 


After Twenty-five Years of Most Active, Strenuous and Prominent Service with 
S. F. Bowser & Co., Inc. Mr. Polhamus Gives Up All Official 
Connection with the Company, Effective Sept. Ist. 


“The heights by great men reached and kept, 
Were not attained by sudden flight, 
But they, while their companions slept, 
Were toiling upward in the night.” 
Longfellow. 


With Mr. Polhamus’ resignation as Chairman of the Executive Board, which position he has 
oecupied since giving up the active duties as General Manager, over a year and a half ago, he 
has thrown off the last official tie in a business with which he 
has been closely and intimately connected for over a quarter 
of a century. 

Ever since he has built his beautiful home ‘‘Treehaven,’ 
adjoining the city limits, he has been greatly interested in horti- 
culture, especially in the raising of small fruits. All the spare 
time he could snatch from office work was devoted to this hobby. 

Ilis severance of all official connection with the Company 
may be a surprise to a very few, but to a close student of the 
trend of events it will be seen to be only the consummation of 
a plan begun by Mr. Polhamus sometime back. Now that the 
affairs of the Company are in such shape as to permit his complete 
withdrawal, he seized the opportunity to resign and be free 
to follow his own inclinations. However, Mr. Polhamus con- 
tinues his financial interest in the firm. 

When Mr. Polhamus started with the Company, February 
1st, 1891, he became Mr. Bowser’s assistant. There were hardly 
a baker’s dozen in the combined Office and Factory Force. Mr. 

MR. A. Z. POLHAMUS Bowser at that time was everything and as the salesmen needed 

more supervision than he could possibly give, Mr. Polhamus 

took up that work in connection with many other duties. Being a machinist by trade, having 

served his apprenticeship in the Pennsylvania Railroad Shops, this mechanical training was of 
great assistance in advancing the work in the factory. 

From the very first, up until the day of his resignation, he was always a most willing 
worker. In the early days of the Company, when there were only a handful to do the work. 
it didn’t matter what task was before him he cheerfully turned his hand to do it, even to 
sweeping out the office and washing the windows. 

Through intimate association with Mr. Bowser, he absorbed the fundamental principles of the business 
and then, with an unquestioned loyalty, shaped his own ideas so that the amalgamation with Mr. Bow- 
ser’s was for the ever increasing betterment of the Company. His diligence and intelligent application 
in studying and assisting in solving many of the Company’s problems, paved the way for his steady 
advancement. When the firm was incorporated in 1898 he became one of the stockholders, a director of 


the Company and later its Secretary-Treasurer. From the bottom of the ladder to the topmost round is 
his business record in a nutshell. 


As the Company grew other men were added to the force. In 1899, for example, Mr. C. A. Dunkelberg, 
Treasurer, and Mr. S. B. Bechtel, the “Big Chief,” our General Manager, became actively engaged 
in the business, and later Mr. W. G. Zahrt, our 
Assistant General Manager joined the Company. All 
of these men began as did Mr. Polhamus, in minor 
positions, and through study, application and dili- 
gence in reflecting the true policies of the Company, 
rese to the advanced positions they now hold. 


? 
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In April, 1904, Mr. Polhamus was appointed 
General Manager. During his long service in that 
position his ability in handling salesmen; his 
personal, friendly interest in each one of the men 
in the organization; his ready accessibility; his 
broad-minded judgment; his loyalty to the principles 
and policies of the Company; his Christianly example 
in word and deed; all left a permanent mark in the 
organization whose beneficial influence will be felt l 
even in the years to come. 

Time and space will not permit us to record 
the high tribute paid Mr. Polhamus by Mr. Bowser. 
However, it is a pleasure to Mr. Bowser, his former business associates, and warm personal friends, to 
know that his final severance from an official position in the Company leaves him all the more accessible 
at his hospitable home, ‘“Treehaven.” 


“Treehaven,” the beautiful home of Mr. Polhamus 
close to Fort Wayne, Ind. 


THE VALUE OF CONSISTENT WORK, BY W. A. 
MERRILL, OF THE FT. WAYNE DISTRICT 


Kditor’s Note:—Now that Mr. Merrill is a Pacemaker 
we reproduce this paper which he prepared last Janu- 
ary. He has proven by his achievement that he takes 
is own medicine and therefore his remarks are well 
worth studying. 


“Mr. Townsend, I wish to state frankly, that I am 
uncertain as to whether this subject was given to 
me because of the inconsistency of my own past per- 
formances, the realization of which you hoped to 
call to my attention in this delicate manner without 
unduly hurting my very sensitive feelings, or if you 
really thought I might be able to throw a little light 
or emphasis upon this most important subject. 


“T have been to:d that the percentage of success- 
ful Bowser Salesmen is small in comparison with 
the number of men serving in this capacity. 


“There are many reasons for the failure of this 
large percentage, but ineffectual planning of the 
work on the territory assigned is the chief cause 
of the inefficiency of those who fail. It is an indi- 
vidual problem in every case. 


“This word inefficiency covers a wide range of 
human frailties and characteristics, especially when 


considered in connection with specialty salesman- 
ship. 
PUBLIC TASTE AND DEMAND 
“In the sale of a staple article, the salesman 


covers a certain territory regularly in a pre-arranged 
fashion, with route sheets carefully worked out for 
him. His goods are in demand. As a salesman he 
cannot increase or diminish the consumption beyond 
the ability of his customer to move his stock through 
the regular channels of trade. 


“Public taste and demand moves his goods regard- 
less of the personal habits, appearance or ability of 
the salesman. He is in reality a sort of stem winding 
toy, doing his mechanical stunt in a mechanical way 
—an order taker. His work is like carrying hay to 
a horse. He runs mechanically for a certain time 
until by accident, or intent, he is allowed to run 
down. No further pleasure is to be had in him. The 
public palate refuses to be further tickled by his 
line until his employer changes the ‘dope’ for him. 


“The public will no longer eat oatmeal mush, but 
demand the delicately tinted, delicious tasting break- 
fast biscuit which melts in the mouth, and trickling 
down the throat without effort to the stomach, it 
causes indigestion or appendicitis if the patient can 
afford it. The ‘boss’ furnishes the new ‘dope’ and 
the mechanical toy is again wound up and put back 
into action, together with his co-worker, the surgeon. 


“It takes no professional ‘phrenologist person’ to 
find the soft spot in that sort of salesmanship, and 
if any man here in our organization is planning his 
sales campaign along similar lines, he can expect 
nothing better than to be eating at the ‘second table,’ 
as it were, around whose legs our well beloved 
brethren, the Pacemakers, have so recently gam- 
boled so exultantly. 


“May each one of us find some crumb of. in- 
spiration which these ‘order hogs’ may have acci- 
dently dropped and from this small mustard seed 
make, during the coming year, a plaster that will 
draw some of the conceit out of them at the next 
Pacemakers’ Convention. 


DO YOUR BEST ALL THE TIME 


“Seriously, men, it is beyond my power to com- 
prehend why a man will do less than his best all of 
the time when he has health, strength of will, and 
a job with the best manufacturing company in the 
United States to back him to the limit. 

“The man who enters the sales services of the S. 
F. Bowser Company, takes upon himself the responsi- 
bility of conducting the af- 
fairs of a Million Dollar Cor- 
poration in a certain terri- 
tory. The affairs of this cor- 
poration should become of 
first importance in the mind 
and heart of the salesmen. 

“A Company such as the 
Bowser Company, reposes 
more trust in the honor and 
ability of a salesman under 
their contract, than would 
be required of the same man 
to conduct any ordinary busi- 
ness for himself which would 
be within his means. They 
expect less of the man than the private business 
would demand, and yet the percentage of failures 
is as large as it is simply because the salesmen 
will not expend even that amount of energy for 
them. 


NOW | AM RESPONSIBLE FOR THE 
SUCCESS OF A MILLION-DOLLARL 
CORPORATION IN THIS TERRITORY 


HIS OBLIGATION 


“A man is given the management of himself, 
(which is no inconsiderable job for some men), as 
to hours of labor, personal 
habits and the working of 
his territory, assisted by that 
bone of contention, the Call- 
ing List. 


“It is your business—of- 
ficered by men who have 1// 
proved their entire fitness 
for their respective offices. - 
Your office work is done for 
you, so that your whole time 
may be given to the most im- ; : 
portant affairs of your DUSi- Wave GuCh pee ee oR HEMSENES 
ness; namely, getting orders. 


"A BOWSER SALES- 


OWN RESOURCES, 
RELIEVED OF THE 


BURDEN OF 

OFFICE RESPONS- 

IBILITIES, HAS ALL 
THE ADVANTAGES 


“They go even further—they have a systematic 
plan of encouragement and helpfulness for each 
salesman. In fact, no rich father gives more care 
and thoughtfulness to the success of his favorite son 
than this Company is willing to give the man who 
works faithfully for it. 


THIS COMPANY HAS A SOUL 


“Do you think that a corporation has no soul? T 
want to say to you men that my one year of service 
in this corporation has proved to me beyond a doubt 
that the spirit which drives it, the motive power 
of this corporation, is nothing but soul, based upon 
the idea of the Brotherhood of Man and the Father- 
hood of God who has so abundantly blessed it. Our 
Creator has given to each one of us a will, but it is 
entirely optional with us whether we use it for our 
advantage or our destruction, so long as we live 
within the limits of the law. 


“This Company gives to each one of us an ‘oppor- 
tunity.’ We can use it to our own and the Company’s 
profit and advantage, or we can abuse it and in the 
abusing of it, kill the goose which lays the golden 
egg for us. The abuse of our opportunity by the fail- 
ure to think and act in a manner to produce 
profitable results, is equal to stealing from the Com- 
pany the business which rightfully belongs to it in 
a territory assigne exclusively to us. 


“Consistent work, as I see it, means the setting 
of our steam gauge just below the bursting point 
and the firing of the thing 
with enthusiasm until the 
safety valve blows off con- 
tinually. By this I do not 
mean that objectionable 
quality sometimes seen in a 
salesman, who knows noth- 
ing but his line and talks it 
at funerals and weddings 
alike. There is a time for all 
things and if you have the 
capacity to distinguish be- 
tween the right and wrong 
time to talk your line, you 
will not offend in this respect. 


WHAT YOU NEED 15 CUT 115 


THERE 1S A TIME FOR ALL THINGS 


USE YOUR SPARE MOMENTS 

“Use your spare moments in thinking about the 
best way to get business. Talk to other salesmen 
about their sales success and what goes to make 
it, regardless of the line. Plan your work. Study 
conditions in your territory. Decide where a ‘Red 
Sentry’ would pay a profit and then sell one there. 
Project your intelligent thought into the matters 
pertaining to your customers’ business requirements. 


“Hducate yourself as to the unfavorable condi- 
tions under which your prospective customers are 
working and then be 
able and willing to con- 
tribute knowledge _ to 
them which will save 
them labor, make them 
money, and _ brighten 
pale colors of their ex- 
istence. 

“Make an efficiency 
expert of yourself and 
your services will be in 
demand with every 
thinking business man 
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LOOKING FOR 
ORDERS 


Speak the truth. Keep 
your promises. Be able 
to give a reason for the 
faith that is within you ; 
with reference to the superior qualities of your line 
as compared with others. 


“Put yourself in your customer’s place. Sell him 

only what he needs. Make him your friend,—you 

need him as he needs you, 

noms Less ExreNevEurewit Work all day and six days 

PRESENT" every week and sleep nights, 

for your keeness of mind 

depends on your fitness of 
body. 

“Have an underlying found- 
ation of fact for every sales 
argument you use, for on 
this above all else is built 
your sales success. Bluff gets 
you a man’s attention once 
only and the attention of an 
intelligent man, when at- 
tracted in that way, is inter- 
esting only as to the measure of contempt which he 
feels for the bluffer. Meet him again and your con- 
science will lash you out of his path—if you have 
a conscience. 


SELL HIM WHAT HE NEEDS 


“Tl have in mind a salesman who I firmly believe 
could sell a pair of dancing pumps to a cigar store 
Indian. His sales arguments are a wonderfully con- 
structed complication of oratory and deceptive Eng- 
lish and he ‘gets away’ with it. Methods differ. I 
-could not use that method successfully. It is a mat- 


ter of intellectual progression and I am not sure as 

to whether I am above or below it, but it gets him 

his measure of success. 

COMMON SENSE IS AT THE BOTTOM OF ALL BIG 
BUSINESS 


“Success in this business is not attained in a week 
or a month or even a year. The missionary work 
you do this year will show in the result of next year’s 
business. The more actual truth and common ‘sense 
you use in these preliminary talks with a prospec- 
tive customer, the more sure you are of getting an 
order when he is ready to buy 
an equipment. 


“These things require a 
measure of stability to apply 
yourself to the work you have 
to do, but men—do them for 
your own sake should you 
have no appreciation of what 
you ought to do in justice to 
the company. It is your profit 
—your meal ticket, and the 
only hope of your lonely fami- 
ly, if you have one; if not, 
get into the game. 


“The Company needs your co-operation in the plans 
which they make no more than you need the Com- 
pany and their system which they have worked out 
so admirably for the distribution of their products. 


SWEAR BY THE COMPANY—NOT AT IT 


“Be loyal—swear by the Company, not at it. 
have troubles—let us meet them like men. They 
have their troubles also. Let us not add to their 
burden of care by a lack of appreciation of what they 
are doing for us. ; 


“The Value of Consistant Work to a Bowser Sales- 
man is four-fold. It increases his Power, his Self 
Respect, his Earning Capacity and the Happiness 
of his family. In a word, it gives him Success. 


“Through your individual success you help the 
Company to continue the policies which have been 
instituted for you and all others in the army who 
are dependent upon them. 


“Let us deserve the confidence reposed in us. Let 
us work every hour of every day consistently, per- 
sistently, intelligently, conscientiously, enthusastic- 
ally, successfully. 5 


We 


SOMETHING NEW 


We want to make special mention of the hand- 
some little booklet gotten out by the S & M Garage, 
Taunton, Mass., featuring our “Chief Sentry” and 
the service it renders them at their Filling Station. 

Among other things they say in this book is: 

“We shall have the very last word in a quick 
delivery gasolene pump. Of the S. F. Bowser 
Company’s make, it is capable of delivering gaso- 
lene at the rate of five gallons in 20 seconds, 
etc.” 

Again, at the bottom in a note, they say: 

“We have sold over 100,000 gallons of 
lene since July, 1914. 

Our Creed: Small profits and many of them.” 


gaso- 


WASTED POWDER 


Ww. F. Eastman, who had never been duck hunting, 
shot at a duck in the air. The duck fell dead to the 
ground. 

“Well, you got ’im!” exclaimed Hastman’s friend. 

“Ves,” replied Eastman, “but I might as well have 
saved my ammunition—the fall would have killed 
him.’—Milwaukee Guzzler. 

* 


The man who is right doesn’t have to talk to prove 
te 
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Branch Office Standing 


33rd Week Ending August 21st, 1915 


Senior Offices 


HORT WAY N Elster ne oe EK. J. Little, Mer. 
A TB ASN Y Ere cercreccieus eich ee Pheieteiaeneere WwW. M. Mann, Mer. 
CHICA GO ie wise. enenet eee eine T. D, Kingsley, Mgr. 
SAN FRANCISGO............+<. D. S. Johnson, Mzer. 
DA DTA S oa. cierto B. L. Prince, Acting Mgr. 
ST. LOUIS 2. scncteis eisieks carieatn eee G. H. Hastings Mer. 
BARRISBURG Psa poe, oscil R. S. Colwell, Mgr. 
TORON TORR eee W. R. Hance, Canadian Mgr. 
ATLANTA eects cei scesucisiersheteeteenel se W. H. Brown, Mer. 


Mann’s Men ot Ginger— 

Kingsley’s Men of Might— 
Are pushing Little harder 
To Keep the Cup in sight. 


Junior Offices 


1s - DENVER ov. cic ae eee eee Cc. Cc. Barnett, Supt. 
2. WASHINGTON................A. W, Dorsch, Supt. 
Sem NE WO RAK ee as ee eee H. C. Carpenter, Supt. 
4.” LOUISVILLE. K. J. Gallmeyer, Supt. 
5. PHILADELPHIA.........::.:.. I. L. Walker, Supt. 


“What we have we hold,” 
Is Barnet’s slogan fair— 
But Dorsch’s Daddy-long-legs 
Are putting him “right there.” 


“We too,” say all the others, 
“Ask time for what turns up, 
For we’re rushing in the business 
And that’s what cops the Cup.” 


Standing of Forty High Men, August 27, 1915 


Salesman’s Name. Office. Salesman’s Name. Office. Salesman’s Name. Office. 
Le OLN SOs seein we Eng. Sales 14. tear W 2 CWiel 2 Sen chee reners Denver 28." Ji-J. Connellyce. se Eng. Sales 
2. W. V. Crandall:. San Mrancisto, 1b. es -Ha We Dey creUxan. eects ALD ayn 29... Ws v Ele Wa Gd iseeaeeeee New York 
oa eke) LD LauaiWw Ten Getyeanr i. anise. Chicago S65 Nee Machine diya scm ele tee Chicago «30.7 3. °W. Waw there: arenes Dallas 
4,2 W,. 2b, stamford ~.e. bne. pales 17. CC) hredericics ome et. WOULS #31, WM. .Ge Benham ae: eee Chicago 
b. (Ger Se ecleston ie ante Albairye L8S" Sos Lay Orme ee ~. ng. Sales 32, Hay Purdy). Atlanta 
6 2 Ge ReUDeie ens San Franciscoz 19-7 EM. Kennedy -s7San-Hranciscowgs. .C.6 Jie eEvOS er Sian Chicago 
is U SG Sher ea acts oe aes Denver (20 sea ee Mia ni oe era eee Chicaze@e 34. Ki] he Glement aoa. ene Chicago 
8. tC <COCdin oS CON aap tetle noite Denver 21.. Les We Cheney. ce. Kort «Wayne s35: 3S) 2A) Collins)... aes Albany 
9 aH AS LISON ATG wen oe Chicago 22.. .W.-Ee Pritchett «..Fort Wayne 36: “EY Ho Richardson). 2ece Albany 
LOS GAs (hs Darline eye tires ca. CHICA) e230) Wa aa MICE oil recs Eort, Wayne e3il oWie roe bn Ce ma area ae Dallas 
1A OG earteenatra. .: Harrisbarey 24 sNi AS Ringe ate ete circ Albany <38: GoW SGOtt mes mie New York 
12 IDR Ge OM enh bwepep SA ws Go'c Hines. Sales 25; i: J.) Murphy =... Toronto. 395 J. vionderenbse sae Denver 
3. H.-A; Vortigern....Philadelphia 26. to DD? LeOner Gl erareince Harrisbure 40:5)G. He schnabelaas a. ee Chicago 
Dil eee Gy | LOM Ea eieeaiene Washington 
Five High Men (Not Pacemakers) by points in each District August 26, 1915 
(Districts Listed Alphabetically) 
ALBANY DALLAS FORT WAYNE NEW YORK SAN FRANCISCO 
il hs He eRichardson se4a selves UiciTers 12 Wek Pritenece 1 eWiwble aad. ly J. sky Arnold 
ZeeeG, W. HMOte 2. Ed. Haas 2244C) CC. Wolfe 25 are eee OLE 2. -W..2C. SSmiite 
3. J. G.. Roberts a3. Ri Matthews 3. «Jc O., McCracken Ss.) shila eDad rand Bo) , WS Ree eae 
4S, An Colhns 4 Je Oe White 4, en Cl Potés 4. KE. H. Peeples 4, W. B. Jameson 
5. S. Roberts 5. 6cOe MM: Sister bs OO? Or _Kiocele 5. 2 BJ.» Labbey 5. OD Ey Enelesi 
ATLANTA DENVER HARRISBURG PHILADELPHIA TORONTO 
1. M. Bedingfield 1. J. F.Vonderembse 1. J. M. Prigg 1 EE FAL. Mortigern 1, Heed. Murphy 
2, HE. B. Bachman 2. > Aa- Me Ducas 228 (OS Re uaa 2. W. M. Booker 2. T. H. Rhodes 
3 2. W. Maxey Sh Gel a keriLwer 3.° W. B. Offerle a eee OUNGin 3. N. Paquette 
45 as en Cox 4, H. U. Earle 4, M. A. De Souza 4, W. J. McKeon 4, J. W. Merickel 
bo» 2. E. Mewaters Sy Jee Hee Wil Som 5. K. F. Hessenmueller Note: (Only Four, 5, 2H. M. Mickier 
active. 
CHICAGO ENG. SALES LOUISVILLE ST. LOUIS WASHINGTON 
. G. Ww, Allen 1- -Ro-S;, Johnson 1, Max Heintze 1. .Cx»Ce Fredericks. 1. .D:_ .wW. Darden: 
2. ME Ca Benihana 2. W. Be Stamford 2. D. Moore 2, W. EB. Tousley 2. “J. Gibbons 
De t. E. Clement 3.° E., &. Milliron 3.- CC, We Wilson Bae, Wares SULtOR 34 H.W, [Bell 
45 ©. J. Roeers AJ. we Conmelly. 1. J. W. Dickason 4, + P. Dickey 4. W. S. Stoner 
5. W. P. Shepherd Be eo hice yor 5. W. V. Wheeler bs Jose eGoran 5. An i Corbin 


“FARMER BILL’ ALLEMAN AND HIS WIFE 


Note the pleased look on madam’s face. 


“Farmer 


Bill’ has just told her about his selling six “Red” 
Sentries” during the week. Four of them are 5-barrel 
one 6 and one 9, totaling 75 points of store business. 

Congratulations, “W. D.,” and here’s hoping that 
you will repeat the performance every week from 


now on, 


Salesman R. Coddington, of the Denver District, 
walked into the Denver Office a short time ago with 
a nice Public Garage order netting him 22 points, 


Chae Wem 


As “Billy” Paul says, “This isn’t at all bad for a 
Public Garage order and we believe is worth mention- 


ing in the Boomer.” 
with him. 


The Editor thoroughly agrees 
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‘“THE PIONEER” 


Mr. S. F. Bowser, President of S. F. Bowser & Co., Inc. 


Inventor, Founder, Designer, Manufacturer, All-Round 
Office Man, Factory Employee and First Salesman 


America abounds in the history of self-made men 
who are successful in every walk of life. If time and 
space would permit to give the details, struggles and 
obstacles overcome in achieving success, the history 
of Mr. S. F. Bowser would be analogous to Abraham 
Lincoln, Grover Cleveland, Andrew Carnegie and in 
fact the United States itself. 


Born on a farm eight miles north of Fort Wayne 
in Allen County, Indiana, he knew from the start the 
meaning of hard work. At the age of fifteen his par- 
ents moved into the city, but instead of having the 
advantages of schooling he worked at odd jobs such 
as hauling ice for two years, clerking in stores, etc. 

The business instinet was strong within him. Like 
Marshall Field he instinctively knew how to merchan- 
dise, how to sell. One day he decided that: clerking 
would get him nowhere. Having some knowledge 
of the wrapping paper business he secured a horse 
and wagon and actually started into business for 
himself at the age of eighteen. His first trip was a 
drive to Spencerville, Indiana. From that day to 
this he has been a salesman and business executive 
of the highest character. 


On October 11, 1877, when he was in his twenty- 
fourth year, he married Miss Sarah F. Russell, of 
Fort Wayne. About seven years later he conceived 
the idea of the self-measuring pump for distributing 
oil and from that day to this he has been actively 
engaged in this business. Just what this business 
has amounted to is portrayed elsewhere in this 
Boomer, but right here let us state that the founda- 
tion of the Company’s success is due primarily to 
the foresight, ability and integrity of Mr. Bowser. 


Mr. and Mrs. Bowser have been blessed with six 
children all of whom are living. They are as follows 
according to age, the eldest being given first. 

Mr, Harry M. Bowser, now a Vice President of the 

Company. 
Mrs. L. EF. Johnson, wife of Mr. Lee F. Johnson, 
Manager of the Engineering Department. 

Mr. Hughie Bowser, who is a cripple, never hav- 

ing walked. 

Mr. A, S. Bowser, Secretary of the Company. 

Mrs. D. G. Milligan, wife of Mr. Milligan who is 

in the Sales Department. 

Miss Mildred Bowser, who resides with her par- 

ents. 
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Today is the Thirtieth Anniversary of the 
Birth of S. F. Bowser & Co., Inc. 


Some Master Mind has said that any successful 
business was only the lengthened shadow of its 
founder. S. F. Bowser & Co., Inc., is no exception to 
the rule. Today the Company is but the lengthened 
shadow of the ‘Old Man’ as Mr. S. F. Bowser, its 
President, is affectionately and familiarly known. 


In describing some of the policies of the Company 
we are laying bare Mr. Bowser’s true character. The 
writer has had the opportunity and good fortune to 
work for a few large corporations in his business 
life and therefore is able to intelligently compare his 
experiences before and after coming wiih the Com- 
pany. 

Legally, a corporaticn has no soul. The writer 
has found that not only is this legal maxim true, but 
that it is borne out in everyday business life. How- 
ever, our Company is positively an exception. It’s 
policies are such that they could not exist unless 
they sprang from a living soul that was trying to 
keep always in harmony with the Infinite. 


In the first place, there is no other Company we 
know of that does so much for its employees without 
demanding in return something more than “a fair 
day’s work for a fair day’s pay.” 

For example, there is an internationally known 
specialty company that has its Welfare Department, 
Boys’ Gardens, Landscape Artists, etc., because, as 
the signs prominently displayed throughout the fac- 
tory state, “It Pays.” They do this work for their 
employees first, because it advertises the business by 
getting them column after column of free vrite-ups 
in the magazines and papers, and secondly, because it 
benefits the employees themselves and enables them 
to turn out more goods in less time. 

Now contrast this “It Pays” method with our Com- 
pany’s policies. Here, things are done for the em- 
ployees first and only because they benefit and uplift 
them. There is no sordid motive back of the act to 
use this uplift as an advertising medium. It is done 
simply to benefit those who attend. 


Our Company is more like a large, happy, old- 
fashioned family than the average large modern 
souless corporation, eternally grubbing around for 
money. The father, or the “Old Man,” is at the 
head and may he be there for another generation. 
Around him are his chief executives. 

Now, there isn’t an employee from the youngest 
apprentice in the factory or office boy in inter-de- 
partmental work that cannot see any one of the of- 
ficial family without the formality of passing a row 
of secretaries and in the effort being worn out with 
needless “red tape.” 

No, the official doors are not guarded but the latch 
string is always out. Any one of them, Thieme Old 
Man,” “Big Chief,” “Allan A.” “apace,” NMG (Cf! Ole 
the rest of the bunch, will carefully listen to your 
story and act promptly, taking into consideration that 
which will benefit you individually and the organiza- 
tion as a whole. 

HOW WE HELP OUR EMPLOYEES 

The Company pays its employees in the Factory 
and office as well, and more often better, than any 
other company in Fort Wayne. 
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It's office hours help the Company and the individu- 
al and it is the unanimous opinion that they are 
right. 

The office rules are conducive to right living. “The 
proof of the pudding is the eating thereof’ and a 
glance into the contented, clear-eyed, fresh-fuced 
employees answers any critic as to this question. 


Seldom, if ever, is an employee “fired.” If an em- 
ployee hasn’t the true Bowser spirit he finally drifts 
out but is never “pushed out” except under rare oc- 
casions when the cffense is a flagrant violation of 
the rules, insubordination, or conduct unbecoming a 
gentleman or gentlewoman. 


It treats its women employees with the considera- 
tion due the sex and gives them a “living wage’ ac- 
cording to the highest standard set so far in Indiana. 


It provides meetings from time to time for all the 
factory and office forces combined, on Company time, 
where the employees may listen to noted speakers 
and be entertained. 


It provides a fine Club House for all men employees 
and a Club Room for the girls—the members of these 
Clubs run their own organizations without interfer- 
ence from the executives, with the fixed idea of pro- 
moting Efficiency, Good-will and Relaxation. 


Every year, in celebration of the “Old Man's” 
birthday, there is an annual excursion to which every 
employee and his family is invited, their expenses 
paid and full time allowed. This applies not only to 
the Home Office at Fort Wayne, but the Branch Fac- 
tory at Toronto, Canada. 


HOW WE HELP OUR SALESMEN 

The Company does everything in its power to pro- 
mote the best interests of the Salesmen. As a result, 
we have a Sales Organization that is second to none. 


Hach man, before taking up the line, spends enough 
time either at the factory or in a branch office at- 
tending the training school to learn the equipment 
he is to handle and receive instructions as to the 
best method of work. The instructor, in each instance, 
has been a successful salesman himself and is pecu- 
liarly fitted for this particular line of work. In fact, 
but with rare exceptions all Managers of Depart- 
ments and Branch Offices have made a success car- 
rying the grip and know the peculiar problems that 
confront the men on the firing line. The writer is 
not one of the excepticns. 


Fach salesman has a certain specified territory in 
which he is protected. The Company makes every 
effort to locate its salesmen in the territory with 
which they are familiar. 


The Company always keeps abreast of the times 
and furnishes new equipment that is a decided ad- 
vance in the oil storage world. 


We issue a very complete line of illustrated printed 
matter, covering each class of the equipment 
manufactured. No expense is spared to make this ad- 
vertising of the very highest grade. It contains all 
the vital selling points of interest to the salesman 
as well as to the prospective customer. It is an in- 
troduction to the men on the firing line that is of un- 
told value in their work. 

We are users of large space in the various trade 
papers and magazines all over the country. 

We issue a semi-monthly publication, “The Bowser 
Boomer,” devoted to the interests of the salesmen. 

We have an organization known as the Pacemak- 
ers’ Club in which the different members compete for 
offices. The first man securing a specified amount 
of business becomes President, the next man, Vice- 
President, and so on until all the offices and director- 
ships are filled. 

In order to become a member of the Club, its 
necessary for each salesman to secure a certain 


specified amount of business. Membership, there- 
fore, not only carries distinction as a “top notcher” 
specialty salesman, but presents the winner with a 
substantial prize, well worth the effort. 


This organization arouses friendly but keen com- 
petition among the salesmen for membership and 
official position. It belongs to the salesmen exclusive- 
ly and is managed by the members as they are 
elected. Each year that a salesman retains his mem- 
bership adds to the substantiality of his prize and the 
increased honor of maintaining the pace. 


One point that stands out more prominently than 
all others is the correspondence with the salesmen. 
It is the connecting link between the man in the 


field and the office. Most all letters are written by 
men who have made a success in selling the line, and 
as a result, it is a pleasure to read them. They leave 
no raw edges and help over the rough spots. 


CONCLUSION 


We could go on indefinitely, giving our reasons why 
the Company is a success. Space will not permit, 
but these brief suggestions will give some of the 
main points regarding it. 


It’s ideals are very high and the constant endeavor 
cf all concerned is to strive to reach these ideals and 
make them a matter of fact and not a theory. 


A DREAM AND A REALITY 


From 1885 to 1914, or From a Room in a Cow 


Shed Which Stood on the Same Ground, 


to the Present Factory With Its Twelve and More Acres of Floor Space. 


Established September 5, 1885. 


Virst order taken from Bertson & Nelson, Hicksville, 
Ohio. 


First machine in the factory was an improvised 
lathe operated from a belt driven by turning a 
wagon wheel. 


Next piece of machinery was a $165.00 foot lathe. 
First engine was a % H. P. Coal Oil Engine. 
First tanks built in Bowser’s cow barn. 


First tinner was a Mr. Baker, who was assisted by a 
boy, Frank Kirbaugh. 


First hired salesman, Mr. Frank Leslie who went out 
for Mr. Bowser in 1886. He remained with us 
until his death in 1908. 

Second salesman was Mr. Thomas Devilbiss who 
went out the same year and is still employed on 
special work for the Company. 

First bookkeeper was Mr. Will Bates who began work 
in 1888. 

In 1889 the factory force consisted of twelve men. 

In 1889 the sales force consisted of fourteen men who 
traveled principally in Indiana, Michigan, Ohio 
and Kentucky. 
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On July 28, 1894 the plant was totally destroyed by 
fire. 


On December 25, 1897, fire again wiped out one-half 
of the factory. 


On February 1, 1891, Mr. A. Z. Polhamus came with 


the firm as Superintendent of Sales. 


Messrs. C. A. Dunkelberg, S. B. Bechtel and H. J. 
Grosvenor came with the firm in 1899 


’ First Officers when incorporated were Mr. §S. PB. 


Bowser, President; Mr. A. A. Bowser, Vice Presi- 
dent and Mr: A. Z, Polhamus, Secretary and 
Treasurer. d 

Today there are employed more than 1600 people 
throughout the organization. 

There are today nine Senior and five Junior Branch 
Offices in the United States and Canada, with 
Senior Offices in London and Paris, and Junior 
Offices at Johannesburg, South Africa, Buenos 
Aires, South America and Sydney, Australia. 

The Canadian Branch Factory was erected in 1906. 

The Export Department was organized in 1911. 

Today there are Sales Offices in all Centers of the 
World and Representatives Everywhere. 

This year’s business will run well over $4,000,000. 


7 


| 
| 


| ail 


Home Plant and General Offices,i{Fort Wayne, Indiana, U. S. A. 


View of the Canadian Works at Toronto, Ont., 
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*. BOWSER, President 


F 
A. BOWSER, Vice-President 
M. BOWSER, 2nd Vice-President 


S. BOWSER, Secretary 

A. DUNKELBERG, Treasurer 
B. BECHTEL, Gen’l Manager 
G.ZAHRT, Ass’t Gen’l Manager 
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The First Self-Measuring Oil Tank One of Over 500 Different Oil 
Handling Devices 
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‘“‘LEE”’ F, JOHNSON 


BY MR. FORBES 


No doubt you all know our friend “Lee,” 
“Lee” Johnson’s his full name, 

At engineering tanks to be 

Air tight and leak-proof he has fame, 


But here last week he got the bug 
That he was “class in other 
lines. 
Said he, “Ty Cobb” compared, is 
but a dub, 
At baseball I’m the 
shines.” 


guy tha’ 


Of course we're always on the 
lookout for players of thi 
type, 

Especially when the time for the 

excursion’s "boat ripe, 

called upon this might? 
athlete bold 

To show the things he 

about this game of old. 


And 


knew 


We wanted players on on our side 
Who knew the game as well. 

The kind that knew just when to slide 
And make the rooters yell. 


“Tut, Tut,” said Lee, “no need of that, 
You'll find I’m handy with the bat. 

The bases I can slide so fast 

They won’t know I’m coming till J'™ past” 


A mean advantage we would eall it 

Just for a little fun. 

The other side had never head Lee harbored such a 
secret, 

But we were out to win that game if only by one run, 


The “Ump” he called the men to battle. 

They pranced about like big league stars, 

Said Lee, “Don’t worry, boys, the best of pitchers T 
can rattle 

And make him look like he’s afraid uf the cars.” 

“When I my optics on him fix 

He’ll know durn well that I’m his Jinx. 

We'll wade right through this little game, 

For wild eyed pitchers I love to tame,” 

My! how the crowd did cheer and cheer 

When out on the field Lee did appear. 

They waved their hands and threw their hats 

And almost sat in the ladies’ laps. 

Lee bowed and scraped and did his 
best 

To let them know he’d do the rest. 

“By Jove!” we thought, “he does look 

fine 

game is 

nine.” 


The ours, we've got the 


When all of a sudden the crack of 
the bat 

Forced Lee to 
fat. 


act tho he is rather 


M. MORRISON. 


The ball sailed out far over the green 
And brought to an end his beautiful dream. 
l 

He started 


at once the ball to re- 


trieve 

And found it, “By Heck,” if it Was 
kind of late. 

He wasn’t so fast as he’d have us 


= believe 
© Por the runner had 
the home plate 


already crossed 


we 

qr Again he was sreeted by the 
He wasnt so fast A sort of crack : : 
And he ran to the place where hefore he had hunted, 


But the crowd yelled, “Lee! Come Back! Come Back! 
The ball’s up here, the batter bunted.”’ 


Same 


When half of that terrible inning was o’er 

Lee came to the bench with huge smile of gold. 
But the hopes of the bunch didn’t soar any more, 
They thought he was getting a little too old, 


“Have patience, my boys, you’re sure bound to see 
I’m there with the goods, even tho you think not. 
When I’m up to the bat, you can figure on me, 
I’ll make those guys chase all over the lot.” 


He picked out a bat, made of well seasoned ash, 
For now was his chance to make a Srand splash 
He walked to the plate as one confident 

Of hitting the sphere and its cover to rent. 


He dusted the pan with the ease of a breeze 

And seemed far from one who is weak in the knees, 
He faced the crack pitcher with a look of compassion 
For he meant to put that “sink” out of commission. 


The pitcher wound up and Lee straightened out, 
The camera was there and caught the mad Swing; 
We thought it would be a peach of a clout, 

But never a bit of the ball did he “bing.” 


He swung, and he Swung and tried “i 
every stunt a = 
But he couldn’t get by with even a t— les * =9 
bunt. r ES) yp 
The sack up at first’ was a stranger to 4 
him, 
And he gave up at last the old game to 
win. 
: : hes 
Pas. ——S 


The fortunes of basebal hey tell us = : 
are varied. breainh ys The sack up at first 

We all know Lee meant well, there’s no Was a stranger to 
doubt of that, him. 

He may have been good befops he was married, 

But his “come back” in baseball, we guess it fell flat. 


AN IDEAL PICNIC DAY 


Mr. S. F. Bowser’s Annual Birthday Outing to Winona Lake, Indiana, to His Employees and Their Families 
Was the “Best Ever.” 


When Mr. Bowser made the announcement regard- 
ing the Annual Picnic for Saturday, August 7th, is shsy 
there was a question in everyone’s mind just what 
sort of weather we would have. You understand that 
we, here in Fort Wayne, have had a cool, rainy 
summer with scarcely enough sunshine to do any 
particular good. 


Saturday morning, however, broke fair, and with 
scarcely a cloud in the sky and a cool, refreshing 
breeze from the West. Everyone sallied forth for an 
enjoyable day. All those who attended were not dis- 
appointed. There was something going on every 
minute and young and old enjoyed themselves to the 
utmost. It was a typical Bowser Day. 


There were two tyelve-coach trains that were com- 
fortably filled, one leaving at 8:00 in the morning 
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and the other at 8:30. The run to Winona is only 
fifty minutes so there is little time taken in railroad 
travel. The first train returned to Fort Wayne at 
five o’clock and the second at six. This gave plenty 
of time on the grounds to enjoy and see everything 
of interest. 


Mr. Bowser’s cottage, “The Wayne,” was thrown 
wide open to the employes and Mrs. Bowser, assisted 
by her two charming daughters, Mrs. D. G. Milligan 
and Miss Mildred, made all who came there welcome. 
The private garage was used to store the baskets 
and it was completely filled. Everything was thought 
of to make those who attended comfortable. For ex- 
ample, a special tank of ice water was in front of 
the cottage and available to all. 


i 


OU ENT—FIELD DAY EVENTS—ANNU- 


CURSION, WINONA LAKE 
AUGUST 7, 1915. 


BASEBALL 

The Bowser Fire Department, by reason of the ex- 
cellent training received thru running on false alarms 
and fighting imaginary fires, teel that they have an 
exceedingly emcient gang. They, itheretore, have 
challenged the Bowser Efficiency Club to a game of 
ball, and their bluff has been called. Come out to 
the ball grounds at 10 o'clock sharp and see the Ilire- 
eaters endeavor to handle the hottest bunch of fire 
they. ever tackled. 

TENNIS 

Three courts have been reserved for the exclusive 
use of the swatters of the little white ball. HBlimina- 
tion trials in singles and doubles for both the men’s 
and girls’ tournament, start promptly at 10 o’clock 
and continue thru to the finals and the championship 


contests. Anyone desiring to play, who have not 
yet entered, will please see Mr, D. G. Milligan before 
5 o'clock P.. M.. Wednesday. 

JUNIOR EVENTS 

An interesting program as been arranged for the 
ehildren of the Company’s employees. The events 
will be under the personal direction of Mr. Wm. Gros- 
venor and Mr. W. A. DeVilbiss. 

Show the attached list to your “Kiddies,” have 
them sign their name after the events they wish to 
enter and you hand the slip to either of the two 
gentlemen above named not tater than Friday morn- 
ing. 

All Junior events will be held at the Lake front, 
near the boat landing, at 2 ’clock sharp. A picture 


of. all entrants will be taken just before the start, 

All who. take part will receive a prize and the win- 
ners will each receive a special prize. The nature 
of these prizes will be withheld at this time, but we 
can assure you they will be something anyone would 
be proud. of. 

We are sure, that with the hearty cooperation of the 
men in the shop and in the office, we can make a big 
success of this undertaking. Let every man enter 
into the spirit of the occasion, put his shoulder to the 
wheel and push a bit. 

Yours) for 
H. D. WHAVER, 
Baseball. 


a good time, 


D. G. MILLIGAN, 


Tennis. 
WM. GROSVENOR, 
W. A. DeVILBISS, 
Junior Events. 


Mr. Bowser was very much in evidence and demon- 
strated that he grows younger every year instead of 
older, and it is only a question of a few years more 
when, instead of calling him the “old Man,” we will 
have to change it to the “Young Man.’ The “Old 
Man,” as he is affectionately known now, was in his 
element and his hearty laugh and frank, open wel- 
come was more than ever appreciated. He was every- 
where and seemed never to tire in looking after the 
interests of his employees. 

The Field Day Events were well attended and 
were as follows: 

BASEBALL 

It looked at the start as if the Bowser Fire Depart- 
ment was going to have a “walk-away” with the Effi- 
ciency Club Nine. However, when the Efficiency Club 
settled down to business they soon tied the score 
and it was “nip and tuck” from then on to the end 
of the game. 

The result was 8 to 7 in favor of the Firemen. 

The grand-stand was filled with admiring friends 


and each team had enthusiastic followers. It was 
well worth the price (?) of admission. 
TENNIS 
The three courts reserved were in constant use 


all day. 

There were twenty-six contestants in the singles. 
In the elimination contest it took three sets out of 
five to decide the winner; the semi-finals one set. 

Those qualifying in the semi-finals were W. 
O’Rourke, Jr., A. Dickmeyer, Steve DeWald and 
“Ned” Ettinger. The finals were fought out between 
O'Rourke and Ettinger, the former winning in two 
sets out of three, 6-0, 6-2. 

There was not sufficient time to play the doubles 
and therefore no decision was reached. 


Mr. “Ned” Ettinger, son of our old salesman BH. C. 
Ettinger, deceased, shows class and another year 
ought to be among the ‘“‘top-notchers.”’ 


JUNIOR EVENTS 

This was the “piece de resistance.” The events 
were run off on the level ground along the Lake front, 
near the wharf. The crowds were so great it was 
hard to keep the race course clear. However, the 
events were well attended and the “kiddies” en- 
joyed it as much as their elders. Needless to say, 
“Bill” Grosvenor and ‘Wess’ DeVilbiss had their 
hands full in awarding the prizes. They were as 
much interested as the children and certainly ful- 
filled their part in the entertainment to the satistac- 
tion of all. 


RACES 
25 Yard Race for Boys, Age 4 to 5 Years. 


L. Furman, Winner Harry Cheer 
Harold Schulte Howard Siebold 
Albert Wiedemann Robert Stirkorb 


50 Yard Race for Boys, Age 5 to 6 Years. 
Herbert Heathman, Winner Gustay Swanson 
Jack Lightfield Wayne Young 
Harold Key Paul Pepper 

Lothar Pohl 


50 Yard Race for Boys (3-leg), Age 8 to 10 Years. 
Geo A Miller Basil Pitzen 
David Dunkelberg Joseph Clusserath 
Winners Albert Turner 
Leroy Watson Theodore Pepper 
Harold Grodrian Foster Pepper 


25 Yard Race for Girls, Age 4 to 5 Years. 
Lillian Watson, Winner Ingrid Swanson 
Helen Snyder Wilda ‘Turner 
Lavinia Williams Katherine Pepper 

Hannah Miller 

50 Yard Race for Girls, Age 5 to 6 Years. 
Hannah Miller, Winner Helen Williams 
Marie Wiedemann Helena Pitzen 
Lurella Scott Helais Blakeley 
Elinor Williams Marie Clusserath 

Relay Flag Race for Girls, Age 8 to 10 Years. 
Lottie Miller Marcella Clusserath 
V. Fuhrmann Leona Turner 
Irene Cheer Esther Holzworth 
Clara Schelper Iona Holzworth 
Evlin Everding Alice Thornsberry 
Opal Young Elsie Rogers 

Wafer Eating Contest for Girls, Age 6 to 8 Years. 
Helen Bleke, Winner Leona Turner 
Elinor Williams Ilona Holzworth 
Helena Pitzen V. Fuhrmann 
Hazel Sloan Margaret Thornsberry 

Lottie Miller 

Shoe Lacing Contest for Boys, Age 10 to 12 Years. 
Milton Heathman, Winner. Albert Turner 
Theodore Schelper Percy Pepper 
taymond Schelper Geo. Miller 
Andrew Sloan 


Bean and Pea Contest for Girls, Age 10 to 12 Years. 
Edna Wiedemann Mlenore Witte 
Viola Fey Catherine Pitzen 
Velma Schon Berniece McCoy 
Thelma Strader Helen Heathman 
Clara Schelper Lulu Clusserath 
Elenora Bruns Esther Holzworth 
Florence Bruns Lottie Miller 
Ruth Kirbach Alice Thornsberry 
Beulah Bauer 


Editor’s Notes: It was impossible to give the win- 
ners in the Relay Flag Race for girls as there were 
quite a number who were involved in this event, The 
judges were also unable to decide the winner in the 
Bean and Pea Contest for Girls, 


From the expression of opinions heard on all sides 
it was unanimously voted that the more than 1200 
guests of Mr. Bowser thoroughly appreciated his hos- 
pitality. They showed by their enthusiasm, good- 
will and orderly conduct that they wished Mr. Bowser 
many happy returns of the day. 

We have endeavored to show by the following pic- 
tures some of the scenes that occurred during the 
picnic. These are more expressive of the good times 
than anything further the Editor could write on the 
subject. In view of the fact that the Editor took the 
pictures personally, you will have to make due al- 
lowance for the amateurish effort. 
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The “Old Man”, “Big Chiel”, “Dunk”, 


“WW. G.”, and other Officials 


and Managers 


Branch Office and 


Department Managers 


Contestants and Managers 
ot 


Junior Athletic Events 
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The Service Department is all the Name Implies—Mr. R. L. Heaton, Chief 


The editor tried to analyze just what work was 
done in the Service Department and as space will 
not permit any full outline thereof, will simply men- 
tion a few of the more important features. This de- 
partment,— 


(1) Handles all the correspondence bearing 
upon complaints regarding equipment, whether 
from customer or from salesman; and issues all 
orders for repairs, exchanges, etc., which may 
be necessary. In this connection it should be 
added that owing to the numberless complaints 
which are made needlessly, the work involved 
is considerably greater than might be judged. 
A very large and important feature of the work 
of this department has consisted in educating the 
trade to make repairs on the ground, thus elimina- 
ting considerable expense to the company and 
loss of time, inconvenience, etc., to the users. 


(2) Supervises our force of installation and 
repair men throughout almost the whole of the 
United States, outside of the Pacific Coast 
Region; figures costs on all installation and re- 
pair work throughout the whole of the United 
States; adjusts all bills rendered against the 
company for installation and repair work. 


(8) Issues all Direction Sheets. In this work 
they are guided by their files showing what 
questions have arisen on the part of purchasers 
attempting to install equipment and anticipating 
same. 


Mr. R. L. Heaton is Chief of this Department, un- 
der Mr. Corey, Executive Engineer. He is a gradu- 
ate of the University of Michigan, June, 1909, hav- 
ing secured his A. B. and a special diploma on 
Economics. He came with the Company in No- 
vember, 1909, as an office boy. Later he was made 
a correspondent and finally become Assistant Man- 
ager to Mr. Brown of the Atlanta Office. There he 
served for about two years. 


He was brought back to the Home Office and as- 
sisted in the Engineering Sales for about a year and 
a half until he was made Chief of the Service De- 
partment which position he now occupies. 


Mr. Heaton is one of these earnest men whose 
chief object in life is to promote the interests of the 
Company and render service in all that the word 
implies. As a correspondent he is in a class all his 
own. He has the happy faculty of presenting an old 
subject in a new dress that positively makes even 
one thoroughly familiar with the subject more than 
interested. 


Everything, looks rosy for 
he leaders now— 
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Wole XII No. 8 
THE OLD STORY OF QUALITY VS. PRICE. 
The Editor is an ardent automobile fan and thinks 

the greatest part of the pleasure is in driving and 
taking care of his own car. By doing this he is thor- 
oughly familiar with every part and can, ninety- 
nine cases out of a hundred, get in where some men 
less familiar with their car would be stalled. These 
preliminary remarks are simply made in order that 
you may grasp more fully the point we are trying to 
make. 

About twice a season it is always advisable tu put 
graphite and grease between the sheaves oz the 
springs. To do this you jack up the car and use a 
Spring Spreader and a putty knife. 

The other day the Editor decided it was time to 
grease his springs and stopped in a store to buy 
a Spring Spreader. He was handed a very good one 
costing $1.25. It was a make that he had used be- 
fore and knew was satisfactory. However, he had 
an economic streak on him and asked for something 
less expensive. They showed him others ranging in 
price from 25c up. He took the 25c article. 

To all intents and purposes that article looked 
as good as the one for $1.25 with the exception that 
it did not have nickel plating. To the Editor’s eye 
there wasn’t one bit of difference as far as weight 
and looks were concerned. He just thought to him- 
self that he had saved $1.00 and was kicking him- 
self because he had spent $1.25 in other years for 
the higher priced Spring Spreader. 

That night in the garage he began work. The 
first two sheaves separated beautifully and every- 
thing was delightful. When he got to the third it 
worked a little harder, the fourth still harder and 
the fifth he could not separate at all. When he ex- 
amined the Spring Spreader he found that it was 
bent all out of shape and was practically worthless. 


Moral: The next day the Editor bought a $1.25 
Spring Spreader and charged to profit and loss $1.50 
as the 25¢ spreader was a total loss and had to be 
thrown awiy. 


THE TELEPHONE 

The Editor has noticed on a few of the Daily Re- 
perts, “Telephoned—said ‘No.’ ” 

The telephone has it’s place in the business world 
but it is out cf place when used by a Bowser sales- 
man. Naturally, if the prospect has been geen, con- 
vinced and sold and the only question is when to 
Ship, the telephone may be used. However, to call 
up a prospect and try to interest him in our proposi- 
tion is the work of an “‘order-taker” and not a “‘sales- 
maker.’’ 

The writer knows from advertising solicitors who 
drop into town, how easy it is to say “No” or shut 
off the conversation when they call him up by ‘phone. 
There is many a good account lost through such lazy 
methods and we are personally convinced that a 
salesman who uses a telephone is either lazy, a 
shirker, or frankly, a coward. 

A salesman never knows what the prospect is do- 
ing when he telephones. He cannot look him in the 
eye, and is only inviting “‘No’ for an immediate 
answer. Every prospect has educated himself to 
say ““No’’ ever since he has been in business and it’s 
up to the salesman to change that ‘“‘No’’ to “Yes.” 
How in Heaven’s name he can do it over the tele- 
phone we are at a loss to understand. 


OPTIMISM A LA DARLING 


The following extract taken from a letter to Mr. 
Murray, written by Salesman A. H. Darling, of the 
Chicago District, has some good thoughts in it and 
we are passing them cn for your benefit. 


“T hope to see you in the near future and as- 
sure you that I will meet you at the Convention 
in January and will be feeling in better spirits 


than ever before, as this is my fifth annual conven- 
tion; and it is nearing on to the close of the Pace- 


maker Club. There is only one more fight before 
us to finish this great achievement, and I pledge 


myself, if blessed with good health for both myself 


and family, that. I will be there with the boys 
in January, 1917, to carry off my share of the 
great honors of being a successful pacemaker 
to the fullest extent of our expectations. 


“IT look upon this as a great honor and when I 
think of many others, I cannot see why the right 
spirit cant be put in them to let them know what 
great things there are in this world if they are 
only willing to do their part. The wonderful 
feeling that a man can derive day after day when 
he has the right spirit of progressiveness, and also, 


as stated before, when he is blessed with good 
health—those are the two greatest things in this 
world. 

“Wealth is nothing compared with these, 
While money will buy most anything but good 
health and happiness, vit will not buy those two 


things, which are the greatest enjoyments, provid- 
ing a person himself is willing to make the effort 
which is necessary to get the full extent of this 
happiness, 

Yours truly, 


(Signed) H. A. DARLING.” 


SEEEING THE SCInhY OFFICERS 


It would be very interesting to read the exper- 
iences of all the boys in convincing City Councils 
and other Officials that the ‘Sentry’ Pumps are right 
and proper for installation on the street. Many 
times the city officials are not fully informed re- 
garding the nature of gasolene and oil storage 
equipment that handles it satisfactorily and they 
need to be enlightened before they will grant per- 
mission for installations. 


Mri C.-C) Claggett_ and Mr; fy W. Bell, both of 
the Washington District, have recently had ex- 
periences where it was necessary not only to sell 
the custcmer but to convince the city officials. 


Mr. H. W. Bell called personally on the Mayor 
who in turn called a special meeting of the Council- 
men who were in the Street Committee and the 
outcome was that Mr. Bell had his permission to 
install a ‘Red Sentry’ any place he could sell one 
in the town. Then Mr. Bell had to also convince 
his customer’s landlord, calling on practically every 
insurance agent in the town to do so. 


Mr. Claggett had a customer for a ‘Red Sentry’ 
and was also co-cperating with him to get a build- 
ing permit. In this instance the city officials were 
shown the danger of handling gasolene above ground 
in rather an unpleasant manner. 


The local Transfer Company was delivering gaso- 
lene in drums and stopped the wagon on the street 
in front of a blacksmith shop. The smith was work- 
ing at the forge and it was a hot day, causing the 
gas to form. When they untapped the drum up 
went the gas, causing an explosion from the forge, 
burning six men and seven horses. One of these 
men died and the others are said to be getting 
along very well. Now the question to remove all 
tanks from the streets is being considered. 


A CLOSE 


“George Washington,” read 
little girls from her history, 


GUESS 


one of C. C. Frederick 
)? 


¢? 
“was born February 22 


oo, 


I feya5 ee. IDE ; 
“What does “A. D.’ stand for?” inquired C. C. F. 
The small girl pondered. “I don’t exactly know,” 
she hesitated, ‘after dark, I guess,” 


EVEN IF CHICAGO SHOULDN’T WIN THE CUP 
SHE IS STEADILY PILING UP 
PACEMAKERS, 


Mr. A. E. Darling, of the Chicago District, Was Elected 
a Member of the Pacemakers’ Club on August 4th, 
With a Total of 563 Points to His Credit, 


Pacemaker, September 28, 1912, 
635 Points. 
Director, June 7, 

Points, 
Pacemaker, December 19, 1914, 
504 Points. 
Pacemaker, August 4, 1915. 
Points. 


Closed year with 


1913. Closed year with 22 


Closed year with 


Closed year with —— 


Mr. Darling igs a big man in every sense of the 
word. In the first place, he stands 6 ft. 5 in. in his 
stockings—in the second place, 
he is every inch a gentleman— 
and in the third place, he has 
been a consistent prize winner 
in the Bowser Organization ever 
since joining it, July 19, 1911. 

Mr. Darling possesses that 
cheerful, optimistic and enthu- 
siastic spirit that when coupled 
with hard work, achieves suc- 
cess no matter what are the 
obstacles in front of him. Speak- 
ing of obstacles, Mr. Darling has 
had his share but in spite of them, and perhaps be- 
cause of them, he is where he is today. 

Mr. Darling is imbued with a fine spirit of sales- 
manship. He considers the honor of becoming a 
Pacemaker each year of greater interest than wealth. 
In so thinking he accumulates both and it becomes a 
powerful factor in his sales work. 

Mr. Darling, the Editor wishes to congratulate 
you heartily on your success this year and hopes 
that you will make it earlier next year which will 
mean that you will have made the Club five years in 
succession. Here’s hoping. 


Mr. A. E. Darling 


HARRISBURG INCREASES ITS MEMBERSHIP 
IN THE PACEMAKERS’ CLUB 


Mr. R. D. Leonard, of the Harrisburg District, Was 
Elected a Member of the Pacemakers’ Club 
on August Sth, 1915, With a Total of 
502 Points to His Credit. 


Pacemaker, December 10, 1912. 
533 Points. 
Pacemaker, October 15, 1913. Closed year with 586 


Closed year with 


Points, 

Pacemaker, July 15, 1914, Closed year with SSS 
Points, 

Pacemaker, August 8, 1915, Closed year with 


Points. 


Here’s another Bowser Salesman who believes 
thoroughly in “hustling.” He is a consistent, per- 
sistent producer and has been 
a Prize Winner ever since his 
advent in the Bowser Sales Or- 
ganization which occurred Feb- 
ruary 28th, 1912. You see from 
this that the very first year he 
was with us he became a Pace- 
maker. 


Note particularly that each 
year he has added to his busi- 
st ness and closed with a greater 
Mr. R. D. number of points than the year 
previous. This year will probably be no exception. 
If you could see Mr. Leonard in action you could 
understand why he is a winner. He has the “come 
hither” look in his eye and a prospect cannot resist 
his pleasing personality. Mr. Leonard’s orders are 
clean and his prospects are quickly made into Bows- 
er users and boosters. 
We congratulate you, Mr. Leonard, on your admit- 
tance into the Club and hope each year will see you 
there. 


Leonard 


SO 


EVIDENTLY CHICAGO IS BENT ON AGAIN HAV- 
ING THE LARGEST DELEGATION WE ailall= 
CONVENTION. 

Mr, N. Mattingly, of the Chicago District, Was Elected 
au Member of the Pacemakers’ Club on August 9th 
With a Total of 5023 Points to His Credit. 


Director, June 27, 1914. Closed year with 1064 
Points, 

Pacemaker, August 9, 1915. Closed year with — — 
Points. 


It doesn’t matter where you place Mr. Mattingly, 
he’s of that type of specialty salesman that “makes 


good.” 
He jcined the Sales Organiza- 
tion September 5th, 19138, too 


late to make the Club that year. 
However, he had a flying start 
and as you see by his record, 
was Director (of the Denver Dis- 
trict) in 1914. He was trans- 
ferred to the Chicago District 
June 18th, this year. It took him 
some time to get his territory 
organized, but when he did, he 
began piling up the points very fast. 

Mr. Mattingly is a very high-grade salesman. He 
delights in meeting new prospects and if a man 
needs our equipment, nineteen times out of twenty, 
~Matt,*? as he is familiarly known to his many 
friends, gets his name on the dotted line. 


Here’s our hand and the heartiest congratulations 
fer your success this year and may next year see you 
well up in the front, among the executives of the 
Club. 


Mr. N. Mattingly. 


DALLAS IS DETERMINED TO MAKE A SHOWING 
AT THE PACEMAKER CONVENTION 
NEXT JANUARY, 


Mr. W. W. Inee, of the Dallas District, Was Elected 
zx Member of the Pacemakers’ Club on August 11th, 
With a Total of 505 Points to His Credit. 


Pacemaker, September 30, 1913, 
633 Points. 

Director, December 4 91914, 
Points. 

Pacemaker, August 11, 
—— Points. 


Closed year with 
Closed year with 549 


1915. Closed year with 


You couldn’t keep “Bill” Ince out of the Pace- 
makers’ Club with a six horse team and a log chain. 
He joined our Sales Organization 
on January 20th, 1913, and when 
he heard about the Pacemakers’ 
Club he tightened his belt, took 
a long breath and a running 
start, and jumped in with both 
feet at the end of the year. He 
did even better the next year 
and this year is still with us. 
What he will do next year re- 
mains to be seen, but we have 
a hunch that he’s going after a 
Directorship, if not something better. 

“Oklahoma Bill’s’’ happy smile has never quit 
working since he has been with us, and for that 
matter, neither has he—the results speak for them- 
selves. He claims that his success is largely due to 
his “running mate’’ and we are inclined somewhat 
to agree with him. We all remember Mrs. Ince and 
her charming manner and enthusiastic boosting for 
everything pertaining to Bowser when she was here 
at the Convention in 1913. Remember, “Bill,’’ the 
Cenvention will not be complete without her this 
year. , 

We want to congratulate you on your record and 
achievement so far and may you keep on going the 
balance of the year as you have done so far. 


Mr. W. W. Ince 


Die PIKES PEAKY BOYS "PRESENT THEIR 


DELEGATION WITH A JEWEL. 
Mr. R, D. Jewel, of the Deaver District, Was Elected 
Member of the Pacemakers’ Club on August 14th, 
With a Total of 504 Points to His Credit. 


a 


Pacemaker, August 31, 1914. Closed year with 
686 Points. 

Pacemaker, August 14, 1915. Closed year with 
— Points. 


No watch is complete without its jewel and by 
the same token, a Bowser Convention without R. W. 
Jewel would be sadly minus. 
There is no danger that this will 
occur as Mr. Jewel has again 
made the Club. 


Mr. Jewel came with us in the 
very late Fall of 1913. Mr. Bar- 
net picked out one of the hard- 
est trips to make in the entire 
Mid-west section. Nothing 
daunted, Mr. Jewel tackled it 
and came through with a nice 
lot of business. He heard about 
the Convention in January, 1913, and made up his 
mind that he’d be there at the next one or know the 
reason why. He was here all right and we’re glad 
to see him back again with us. 


Mr. Jewel possesses great tenacity of purpose, a 
good deal of tact and is an indefatigable worker. 
Twice he has lost his sample case in floods but in- 
formed Mr. Barnet there would never be a third one 
as he’d bring it ashore or go down with it. 


We don’t know what his middle initial stands for 
in his name, but whatever it may be, it is synonym- 
ous with ‘Efficiency.’ 

We congratplate you, Mr. Jewel, on your achieve- 
ment and gladly welcome you again into the Club. 
Here’s waiting until we see you at the Convention 
this coming year. 


> 


Mr. R. W. Jewel. 


ENGINEERING SALES DEPARTMENT SCORES 
HEAVILY IN ELECTING THEIR DIRECTOR 
TO THE PACEMAKERS’ CLUB. 


Mr. R. S. Johnson, of the Engineering Sales Depart- 
ment Was Elected Director of the Pacemakers’ 
Club on August 16, With a Total of 579 Points 
to His Credit. 


Pacemaker, December 17, 1912. Closed year with 
904 Points. 

Pacemaker, December 16, 
672 Points. 

Pacemaker, December 8, 1914. 
510 Points. 

Director, August 16, 1915. 
Points. 


1913. Ciesed year with 


Clesed year with 


Closed year with —— 


Its one thing to study a problem and another 

thing to transmit the information you get in such a 

way that your prospect will 

know what you’re talking about. 

If the rest of us were able to 

convey the information we pos- 

sess regarding our equipment, 

| the tanks especially, like “Bob” 

Johnson dces, we would all be 
Pacemakers. 


“Bob’’ has the happiest facul- 
ty of quietly and forcefully de- 
scribing to a prospect how our 
tanks are made, so that his pros- 
pect actually sees the fine points and understands 
the difference between a Bowser tank and any oth- 
ers. “Bob” never has any trouble in selling a pros- 
pect Bowser tanks whether they be large or small. 
He makes a specialty of this phase of Bowser sales- 
manship and when here at the factory, goes care- 
fully into every detail of manufacture so as to be 
right “up to the minute’ on every improvement. 


Mr. R. 


S. Johnson. 


$1 


Intensive application and the ability to transmit 
the information intelligently is the secret of “Bob’s” 
success. 


We congratulate you on your achievement this 
year and every indication points, 30b,”’ that you 
will be a three-time tablet cutter. Now for your own 
sake don’t let your foot slip. 


MANAGER LITTLE, OF THE FORT WAYNE DIS- 
TRICT, IS SURE SOME HAPPY THESE DAYS 
AS HIS PACEMAKER DELEGATION GROWS. 

Mr. W, H. Pritchett, of the Fort Wayne District, Was 
Elected a Member of the Pacemakers’ Club on 


August 17th, With a Total of 502 Points 
to His Credit. 

Pacemaker, August 17, 1915. 
—— Points. 


Closed year with 


About the only noise Mr. Pritchett makes regard- 
ing his success is the sealing of another envelope 
containing an order or two. Mr. 
Pritchett is undoubtedly one of 


the most unassuming, quiet 
salesmen in the Fort Wayne 
District. He is one of these 


painstaking, thorough-going 
salesmen who is determined to 
master his business or die in the 
attempt. 


He joined our Sales Organiza- 
tion January 11, 1913. He had 
always been in business for him- 
self and had never associated 
himself with a large organization like ours. It was 
a hard matter for him to get started but with a stick- 
to-itive-ness that is most creditable, fought the fight 
and this year has won out. 


Mr. Pritchett never complained as to his territory 
but made his success by sticking close to his terri- 
tory and intensively cultivating it. He is not what 
you call a “once-over man.” He is the kind that 
makes a cold prospect into an enthusiastic Bowser 
booster even though he may not sell him for months 
after. 


This year he had organized his territory to such 
an extent that he felt he was on the right road. 
The first evidence was the winning of the secoud 
prize in the “Roll of Honor Contest” staged by Mr. 
Little of the Fort Wayne District. This was an 
incentive to keep going and as a result he is today 
a Pacemaker among Pacemakers. 


We congratulate you, Mr. Pritchett, on your first 
entry into the Club. We feel that now you have 
broken the ice so far you will continue to be a. mem- 
ber as long as the Club exists and you are with us. 
Again we congratulate you on this achievement. 


Mr. W. H. Pritchett 


Our worthy President, C. R. Eggleston, is now doing 
special work in the Albany District, assisting the new 
salesmen and going where he is most needed generally. 

Mr. P. W. Lawther, of the Dallas District is doing 
special work for the Dallas Office. 
business this 


are sure to 
first of the 


men have closed enough 
them Pacemakers so we 
at the Convention the 


These two 
year to make 
have them with us 


year. 


Good luck to you, boys, and may you train up new 
men in your own successful methods, 


Station Agent—Get town for 
cents. 

J. E. Homsher—Ha! 

street in the town. 
Station Agent—Don’t you 

on it? 


a street guide of our 
10 


ha! Why, you have only one 


want to know when yer 


PHILADELPHIA IS NO LONGER CLAMORING FOR 
ADMITTANCE INTO THE CLUB— IT 
ELECTS ITS DIRECTORS. 

Mr. H, A. Vortigern, of the Philadelphia District, Was 
Elected Director of the Pacemakers’ Club on August 
24th, With a Total of 502 Points to His Credit. 


Director, November 5, 1914. Closed year with 570 
Points. 

Director, Auzust 
Points. 


24, 1915- Closed year with —— 


The Philadelphia District doesn’t cover as much 
territory in square miles as any of the other Offices, 
nor has it a very large sales or- 
ganization. However, all of its 
members are good, “live wires” 
and everything goes to show that 
size hasn’t anything to do with 
sales results. 3 


“Shorty” Vortigern is some- 
what short in stature but long on 
personality and good nature. He 
knows all of the garage people 

in his district by their first 
Mr. H.A- Vortigern ' names, He is successful in dell. 
ing our line simply because he sticks to the proposi- 
tion in his territory, making friends with all. 

Mr. Vortigern is very thorough in his work and 
is as “strong as horseradish” with prospects in his 
district. 

As you know, he had an operation for appendicitis 
this summer. During his illness he sold over sixteen 
points of business by telephone. That’s going some 
tor a man in the hospital on the flat of his back. If 
“Shorty” can do this much in the hospital it isn’t 
any wonder that he’s a Pacemaker when out on the 
field. 

Congratulations, Mr. Vortigern, on your achieve- 
ment. Here’s hoping that you will represent Phila- 
delphia as its Director every year. 


IT NEVER RAINS BUT IT POURS—HERE’S AN- 
OTHER ADDITION TO THE CHICAGO 

DELEGATION. ffi 

Mr. C, J. Rogers, of the Chicago District, was Elected 
a Member of the Pacemakers’ Club on August 26, 
1915, with a Total of 507 Points to His Credit. 

August 26, 1915. 
Points. 


Pacemaker, Closed year with 


To know Mr. C. J. Rogers is to recognize a clean- 
cut, 


conscientious sales and business man. Mr. 
Roger’s work has been of such 
high character that even though 
he joined the organization De- 


cember ist, 1914, he has ac- 
complished results that have 
made him a Pacemaker and 


gained for him the recognition 
as a specialty salesman of the 
highest order of merit. 


eo To make a _ success playing 
iris golf, it is necessary to be a 
Mr. C. J. Rogers. gentleman in all that the word 
implies. It requires steadiness and honesty, com- 


bined with ability and persistent enthusiasm. Charlie 
plays a good game of golf and is strongly interested 
in it. He makes selling a game and counts each 
prospect a “green.” When he secures the name on 
the dotted lines he “holes out” in “bogey.” 

Recently he has purchased an automobile and 
when he is not trailing a prospect he’s burning up 
gasolene between his residence and the Golf Club. 
He is a worker of the A-No. 1 class, young, efficient, 
dependable, and under no circumstances lets amuse- 
ment interfere with business. Like our strenuous 
EXx-President Roosevelt, he works when he works, 
and plays when he plays. 
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We congratulate you, Mr. Rogers, on your admit- 
tance into the Club and extend a hearty welcome to 
the coming convention, 


NOW TORONTO STEPS INTO THE LIMELIGHT 
BY ELECTING ITS DIRECTOR TO THE CLUB. 


Mr. E. J. Murphy, of the Toronto District, Was Elected 
Directer of the Pacemakers’ Club on August 
26, 1915, with a Total of 506 
Points to His Credit. 


Pacemaker, December 18, 1912, 
503 Points. 
Pacemaker, October 17, 1913. 


Closed year with 


Closed year with 552 


Points. 
Director, August 26, 1915, Closed year with —— 
Points, 


Mr. E. J. Murphy, better known to his brother 
salesmen as “‘Congenial Smiling Murphy,” is one of 
the Bowser veterans of the Ca- 
nadian Sales Organization, hay- 
ing been in our employ success- 
fully for nearly nine years. 

Mr. Murphy’s territory is 
known as the “Niagara Peninsu- 
la.’’ This is said to be the gar- 
den spot of Canada. In view of 
the fact that Mr. Murphy has 
had a most successful business, 
being high man in Canada a 
Mr. E. J. Murphy great part of the year, it is evi- 
dently also a garden spot for S. F. Bowser & Com- 
pany, Inc. 

Mr. Murphy’s hobby is baseball. He is known to 
be one of the greatest “fans” in Toronto. He surely 
has a keen eye and when he “stands at the bat” be- 
fore a prospect, he’s the “Ty” Cobb of the Canadian 
Sales Organization. 

Congratulations, Mr. Murphy, on your achieve- 
ment this year and may you continue on the upper, 
onward road to greater results in Canada. 


ONE -MORE ADDED TO THE REST AGAIN IN 
CREASES CHICAGO’S DELEGATION. 
Mr. R. E. Clement, of the Chicago District, Was Elect- 


ed a Member of the Pacemakers’ Club on August 
sist, With 2 Total of 503 Points to His Credit. 


Pacemaker, August 31st, 1915. 
Points, 


Closed year with 


When we say that Mr. R. E. Clement is a hard 
worker we ought to capitalize each letter in 
“worker.’’ Not only is he a hard 
worker but he works with in- 
telligence and is insistent on 
achieving results. 

For example, he joined our 
Sales Organization June 2, 19143 
When he heard of the Pacemak- 
ers’ Club he didn’t say much but 
from every indication and the 
few remarks he did drop, you 
could see he had made up his 
Mr. mind to strive to get into the 
Club last year. He was ‘well on his way toward 
achieving this object when the war and “psychologic- 
al business” troubles arose in his territory and 
slowed him up in the effort. However, he closed the 
year with 217 points to his credit. By the time he 
had adjusted his sales arguments to the changed 
business conditions it was time to start the new year, 
which he did with vim, interest and determination. 
He has now “arrived’’ and we heartily congratulate 
him on his achievement. 

Mr. Clement drives a Ford car and believe us, he 
drives it. He is on the road continually and the re- 
sults show that his efforts have made him a winner. 
His wife accompanies him on many of his trips. Un- 
doubtedly her cheerful presence and symo»athetic 


R. E. Clement, 


~ 


Piieesens 


interest has helped him over many a rough sales 
road. 

Mr. Clement, here’s a hearty welcome to your 
entrance into the Club. At the coming Convention 
may you and Mrs. Clement together enjoy to the 
fullest extent the fruits of your victory. We trust we 
will have the pleasure of meeting you both at the 
time. 


AN ALPHABETICAL DOGGEREL INTRODUCING 
TO YOU THE ALBANY MEN—A GREAT BUNCH 
OF GOOD FELLOWS—GET ACQUAINTED. 


A stands for Adams, works the “Nutmeg” State, 
Out hustling for orders, both early and late, 


A is also for Alden; quite some 
avoirdupois, 

But on the trail of a prospect he’s there 
with the boys. 


C stands for Cassidy who works up in 
Maine, 
He goes after orders in sunshine or rain. 


C is also for Chamberlain, our man in Elmira, 
For fame as a hustler he’s sure an aspirer. 


C stands for Clark from the “City of Beans,’ 
His profits from business will hold down his jeans. 


C stands for Collins, our Buffalo man, 
To hard luck tales he ties the tin can. 


D stands for Dalgaard, away down on the Sound, 
His scent of a prospect’s as keen as a hound. 


D stands for Devereux, F. Willard, you know, 
Always writes a clean business and rakesinthe ‘dough’ 


D while we think of it, stands for De Place, 
He’s a likely “‘dark horse” in the Pacemaker race. 


D also means Dudley, from old Springfield, Mass., 
His name on the Honor Roll shows you his class. 


E stands for Eggleston, known as “Eggie’”’ for short— 
Our Pacemaker President—he’s just the right sort. 


E is also for Elliott,—works the City of 


Kodaks, 
The way he gets business is slicker than 
borax. 
Ge H stands for Hale—hale and hearty? You 
bet! 


Hale’s out for the business, be the day 
dry or wet, 


H is also for Hemenway—works Schoharie and Greene, 
A smoother man after orders never was seen. 


H stands for Howard, who works down in Worcester, 


He sure gets the “biz” just as smooth as he “useter.” 


Kk stands for Kammerer, Johnny right on the spot, 
Just show him a prospect—he’ll take a snap shot. 


Ix is also for Kennedy—a Celt, who is keen, 
Out for business in Middlesex, he’ll get it I ween. 


L stands for Locke,—a safe man is he, 
Snap this Locke on a prospect—an order’s the key. 


M for McGibeny, away down on Cape Cod, 
He’d dig up an order from neath virgin sod. 


M for MacKinnon; from Rutland he hails, 
Great Scotchman is Mac,—red hot after sales. 


M once again stands for Marsh, W. A., 
He'll “bring home the bacon’—yYou hear what we say! 


0 for O’Brien—Welcome back to the fold, 
From the City of Salt, he salts them down 
as of old. 


P stands for Petts—he of “Chief Sentry” 
fame, 

On him place your bets, he’ll sure win the 
game, 


R is for Richardson—works the old “Granite State,” 
The way he gets business is certainly great. 


R is also for Ring, whose praise we all sing 
As a big order writer he sure is the king. 


R stands for Robbins, for whom we list’ in the Spring, 
When down to “brass tacks” he’s right in the ring. 


R is also for Roberts, who lives down the river 
He slices off business like a butcher does liver. 


R Stanley Roberts, whose traits are the same, 
The R’s in our alphabet all point to fame. 


S stands for Seymour, away down in R, I., 
You can’t beat him on forty-ones hard as you try. 


S is also for Shirk, whose name’s a misnomer 
Down on the Maine coast where each wave is a comber. 


S stands for Sias, who is some politician, 
Down in Hssex he works, getting “biz’’ is his mission. 


S is also for Simpson who is out after money, 
The way he scoops up dollars surely is funny. 


S stands for Schuster—works the old 
Berkshire hills, 
‘go He rolls up the busine ss as a doctor does 
pills. 


V for Van Namee certainly stands, 

He’d write a good ‘“‘biz’’ if you tied both 
his hands. 

W Wetherbee ends our alphabet, our limerick, and all, 

Did we not shout his fame we'd surely be small. 


A CORRECTION. 


In the September Ist issue of the “Boomer,” Page 54, 
we show an installation of a “Chief Sentry” Outfit and 
a Cut 63 Lubricating Oil Outfit on casters, stating 
that this was made for Peters. Bros. Auto Co. 

This is in error as Peters Bros. has never used our 
equipment and are out of business today. This sta- 
tion is one of several in Houston owned by the Gulf 
Refining Company. 


We regret that proper credit was not given to the 
Gulf Relning Company for this display. 
* * ok 


Manager George H. Hastings, of the St. Louis Dis- 
trict, is the proud and happy father of a little 
daughter. 


Now that this new responsibility has been added 
to him he says nothing will satisfy the family than 
that St. Louis captures the Cup this year. We can 
hear the rest of the organization saying: “All right, 
let George do it.’’ 

* * * 

When Max Heintze was in the offices. couple of 
weeks ago, he said he was going to be a Pacemaker 
this year sure. Well, we guess he is. On the 6th 
he made one 15 point and one 13 point store sale, 
and on the 7th another 13 pointer. 

Good work, Max, “Old Scout.” When you get to 
be Louisville Director you can boss “‘Ernie’’ around 
just like he was your own little boy. 


Mr. C. A. Weego, who recently began work under 
the Chicago District, has started right. One of his 
late contributions is a 13 point store order. 

If We(e)go, after enough of such things Weego 
will be a Pacemaker. 

co oo * 

Here’s another man with money. Salesman R. HE. 
Tomlinson, of the Dallas District, has been laid up 
in the hospital with appendicitis. His money gave 
out and he’s back again on the territory, well and 
happy. 


Salesman H. Steinhauser, of the Fort Wayne Dis- 
trict, says regarding his territory: 

“This is a great ‘gas’ country—-average sale of 
kerosene two barrelS per year. The hills are so 
straight it is necessary to lie on your back to see 
the sun.” 

Cheer up—not nearly so bad as if you had to stand 
on your head to walk. 


83 


MORE THAN DOUBLED THEIR SALES. 


Terre Haute, Ind., August 20, 1915. 
S. F. Bowser & Co., Inc., 
Ft. Wayne, Ind. 

Gentlemen: We are in receipt of your favor of 
the 19th inst., relative to the installing of a 1000- 
Gallon Tank with measuring pump. 

We wish to inform you that we have already 
installed the outfit and it is giving us excellent 
service. We feel that we have more than doubled 
our sales since the installation. 

Yours very truly, 
1 HAUTE AUTO COMPANY. 


(Signed) TERRE 


HE PUMPED SO MUCH OIL THAT HE WORE OUT 
THE CYLINDER. 


Fort Recovery, Ohio, Aug. 19, 1915. 
Mr. Bowser, 
Fort Wayne, Ind. 

Dear Sir: I think it is about 28/-years since 
we bought an oil tank and pump from you. Our 
tank is in good shape since we had it rebuilt, but 
the cylinder to the pump is worn out. What would 
be the cost of a new cylinder and valve? 

Now don’t try to sell me one of your improved 
outfits as I would like to use the old one as long as 
I live or as long as I am in business. 

Yours, 
J. L, 


ANTHONY. 


Good old C. M. Carpenter—fine work! What do 
you think of this, men, for two private garage orders 
in Detroit: 

Sold to Mr. B. L. Ford: 

1—10-bbl. Cut 41 for gasolene. 
2— 2-bbl. Cut 41’s for kerosene 
oil. 

Sold to Mrs. J. B. Schlotman: 

1—10-bbl. Cut 41 for gasolene. 
2— 2-bbl. Cut 41’s for kerosene 
oil. 

This is what we call equipping a garage right. 


and lubricating 


and lubricating 


C. C. Claggett, of Washington District, spent the 
day with a prospect recently and put in his time 
helping to build his garage. He unloaded cement, 
wheeled gravel, cracked stones and jokes, and final- 
ly, at five o’clock, the prospect said, as he couldn't 
get rid of him, that he might write him Up elon a 
5-barrel “Red Sentry.’ 

While Mr. Claggett and his customer were riding 
home in the car, Mr. Claggett showed him his need 
for a 10-barrel outfit instead of the d-barrel. They 
got off the car, and in the doorway of the Union Na- 
tional Bank, re-wrote the order for a 10-barrel outfit. 

This was “going some.’ He would like to know 
if anyone can tell him how to sell quicker. 


More push than ambition is needed to carry the load. 


If a man has brains he is seldom 


submit the proof. 


called upon to 


THE GREAT CANADIAN EXHIBITION. 


Toronto, Ont., Aug. sist, 1915. 
Dear Mr. Townsend: 

This week and next the great Canadian Exhibi- 
tion is on in Toronto. This exhibition is equivalent 
to a World’s Fair. Its annual attendance in years 
gone by has been about 200,060 daily, and we expect 
to receive, as we have in the past, a large number 
of good prospects. We have two exhibits, one in 
the Process Building and another in the Transpor- 
tation Building. Messrs. Murphy, A. McIntosh, A. BE. 
Moffatt, Sears and Cornell are official demonstrators. 

Mr. K. N. MeIntosh and wife, of Sydney, N. S., 
and Mr. C. H. Knodell, of St. John, N. B., will next 
week visit the Toronto factory for the first time, 
which will not only afford them opportunity of be- 
coming better acquainted with the Bowser line, but 
will also enable them to see the great Exposition. 

Yours very truly, 
(Signed) W. R. HANCE. 
WRH/WM 


BOWSER SYSTEM AS AN ADVERTISER. 


August 24th, 1915, 


“Dear Mr. Townsend: 

“I saw a good location on the Santa Fe Trail in 
the Arkansas Valley several miles from the nearest 
town, right in front of a farmer’s house. I found 
he had two children and after talking with him a 
short time it was very apparent that those kids 
were the apple of his eye. 

“I pointed out to the farmer that by installing 
a Bowser Gasolene System in front of his house 
and letting the two children look after the sale 
of gasolene and oil, they could use the profits for 
sending them through college. I figured it all out 
for him, he talked it over with his wife, she agreed 
and he signed the order. 

“I do not know whether this is a new argument 
or not, but I am sure that it is one that will “hold 
water” and will bind the sale a good many times and 
possibly open up a new field for Bowser Equip- 
ments. 

“Yours very truly, 


Signed) “R. W. JEWEL.” 
RWJ:mm 


A clipping taken from ‘The Daily Mail,’’ Hagers- 
town, Md., the home of our A. G. Hartgen, of the 
Harrisburg District, issue of Wednesday, August 25th, 
is headed, ‘“Cumberland’s Mayor is Peeved; Sore at 
Hagerstown Progress.’’ 

It goes on to give some “odious comparisons’’ and 
finally, in one paragraph, it states: 


“Mayor Koon (Cumberland’s Mayor) doesn’t be- 
lieve in having gasoline pumps along the sidewalks 
to provide accommodation for motorists; but Hag- 
erstown does, This city has a number of these de- 
vices and they are a great convenience. When 
Peter E. Wright, of Cumberland, asked the mayor 
of that city for a permit to install one he was told 
that ‘no city of any size’ permitted them; but 
Hagerstown is a city of considerable size and Mr. 
Wright, who had been here a few days before, look- 
ing over our wonderful city, so told Hizzoner.” 
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TOLEDO’S NEWEST 
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BOWSER CENTRIFUGAL FILTER 


Making It Impossible to Get Water or Any Other Impurities in the Tank, 
THIS NEW SYSTEM COMBINES 


SPEED with ACCURA CY--CONVENIENCE 


| DRIVE IN, OR STOP AT CURB. | 


High Grade Oils and Greases. 


TOLEDO TIMES 


with SAFETY- QUANTITY with QUALITY 


GREAT TRAIL GAS & OIL CO. DETROIT AVE., Head_of COLLINGWOOD 


Free Air‘ and Water. 


SUNDAY, JULY 25, 1915. 


AY 
GASOLINE and OIL STATION 


The Only Filling Station in the City Supplying Gasoline Through the New 


AL © 
COKE 
Donk Build 


ding 


Between City Boulevard & Ottawa River 


Exterior view of the fine Power Plant of the North- 
ern Indiana Gas and Electric Co., East Chicago, Illinois. 
The engines here are served by our 5F-312 Batch Oil 
Filtration System. 


Engine Room and Power Plant of the Northern In- 
diana Gas and Electric Co., Hast Chicago, Illinois. 
Note Mr. Knoche standing alongside of our 5F-312 
Filtration System. This will give you some idea of its 
size, Mr. Knoche is 6 ft. 2 in. in his stocking feet and 
the system is 3 ft. over his head. 


A close view of our 5-312 Batch Oil Filtration Sys- 


tem as installed in the Northern Indiana Gas and 
Blectric Company's palnt, Hast Chicago, Illinois. 

Salesman W. E. Tousley, recently closed a nice 
nine point store order for a Cut 1 and a Cut 41 
Outfit. 


Messrs. R. G. Fisher and H. U. Earle, of the Den- 
ver District, who have been off duty for some six 
weeks on account of hay fever and asthma, are back 
in the field and giving good account of themselves.” 

Fiddlesticks, we thought folks went from Indiana 
to Colorado to escape hay fever. 


Another view in the Power Plant of the Northern 


Indiana Gas and Electric Co., Hast Chicago, Ills. Note 
our three Cut 64’s which replaced the primitive meth- 
ods shown on the right. Contrast the “Bowser way” 
with the “old way” and note the vast improvement. 


Mr. J. M. Roy is a new recruit in the Canadian 
District. Mr. Roy has been a Cash Register sales- 
man and will cover territory known as the Hastern 
Townships. He successfully sold Cash Registers for 
thirteen years so we will look for big things from 
him handling the Bowser line. 


James Ward on August 13th sold a 23 point Public 
Garage order and on the 16th a 21 pointer. 

James certainly should have rested well over 
Sunday. 


We noticed a nice Store order from Mr. F. EK. 
Bragg, amounting to about 10 points. Nothing to 
bragg about at all, simply nice business. 


When reporting on daily report slips of August 11th, 
our Mr. J. H. Robbins, who covers territory in Central 
New York, writes as follows concerning M. F. Boorn 
& Son, who run a general store at East Worcester, 
Otsego County, N. Y.; 

“Subject building 
this summer. When placing his order Mr. Boorn 

said: I have used the old Bowser pump for 18 

years and it worked as good as ever until it burned 

IT can buy a cheaper outfit but am afraid it won't 

work. I KNOW A BOWSER.” 


new store. Were burned out 


Salesman F. R. Gervers, of the Louisville District, 
recently closed a nice 36-point order. He is a new 
man in the Sales Organization and is to be con- 
gratulated on his achievement. It doesn’t take many 
such orders, “F. R.,” to put you among the Pace- 
makers. 


LAMP ATTACHMENT FOR CUT 241 
T suggest a sales talk on subject: 
SoMa Dealer, now the 


nights are lengthening is the 
time to give the ‘High Sign’ 
to auto drivers just where 
to stop for supplies. 

Sige quelligy qelavesaal shal fvvaalyaylKe) 
time to think over what they 


wvelnw eke NeOWNa jolleKers ole 
proves a friend who works 
for you by day, and silently 
signals ‘Hello!’ at night, Do 
you know, Mr. Dealer, thar 
most of us like a friend 
ROTH ends of the day and 
this lamp proves a FRIEND 
to both seller and buyer. 
“Drop me a postal card 
and I will come along.” 


With personal 
Yours truly, 
(Signed) S. J. REDFORD, 


regards. 
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A SALES ARGUMENT FROM DETROIT. 


Very recently we received a copy of Sales Bulle- 
tin No. 74 as sent out by Mr. C. C. Barnet, Man. 
ager of the Denver District. Inasmuch as this is 
excesdingly timely we are passing it on for your 
benefit. It is as follows: 

Denver, August 17, 1915. 

SALESMEN DENVER DIS TRIG: 

SUBJECT: A SALES ARGUMENT. 
SALES BULLETIN NO. 74-A. 

Your undivided attention is directed to the en- 
closed letter sent out to Ford Agencies from the 
Cincinnati Branch, being a reprint from the Motor 
World, This is certainly a lively sign of the 
times and a splendid move in the right direction. 

It occurs to us very strongly that you can make 
mighty good use of this letter in talking cleanliness, 

Yours very truly, 
(Signed) C. C. BARNET. 
CCB/SF 


Reprint from Motor World. 
FORD MOTOR COMPANY 
Automobile Manufacturers 
Cincinnati. 

Henry Tord, Pres. 

James Couzens, V.-P. and Treas. 

Ir. L. Glingensmith, Sec’y. 

July 22, 1915. 
Cincinnati Branch 
Limited and Sub-Limited Agents. 
iON ett 

Gentlemen: The time has passed when, any self- 
respecting merchant handling any recognized line 
of merchandise can afford to have his place of busi- 
ness open to any criticism whatever on the grounds 
of uncleanliness. 

Certainly the time has passed when the Ford 
Motor Company will longer permit this condition 
to exist among its dealers. This applies to Sales- 
room, Garage, Shop and TOILETS. 

The order has gone forth directly from head- 
quarters that the contract of any dealer, regard- 
less of his size, is to be summarily cancelled if he 


is found conducting his business tn a uncleanly 
place or manner, and on August 1st, special men, 
starting from Detroit, are going to travel over the 
territory of every Branch to report on this one 


alone, 

THIS IS FAIR WARNING. 

If you care to continue handling our product, your 
place of business (regardless of any local disad- 
vantages you may have) 

MUST BE CLEAN 
as we are prepared to let a given territory go with- 
out representation rather than to have our line 
handled in a dirty manner. 

We also object to having the Salesroom littered - 
up with accessories. If you handle accessories they 
must be kept in an orderly manner and in such a 
way and place as not to foree themselves upon the 
attention of the purehaser and cause him to be- 
lieve that after buying a ear he must still spend an 
indefinite amount of money for what, from our 
point of view, is “JUNK.” 

Look your place over carefully and at once. Try 
to see it as it appears to us: then “CLEAN UP AND 
KEEP CLEAN,” for there will be no appeal from 
the decision of the Home Office inspectors on this 
point. > 


condition 


FORD MOTOR cx IMPANY, 
|Signed) F. RB. McClure, 
Manager, 
FRHM:TCS 


The Store and Garage Sales Department has in- 
creased its force considerably by the addition of 
Messrs. M. G. Crannell, from the Boston Office, and 
R. R. Safford, of Chicago. 

Mr. F. W. Albright, who has 
handled the Stationery Stockroom at the Home Office 
for the past year and a half, has been promoted to 
the Sales Department and will work alongside of 
the gentlemen named above. 


So ‘successfully 


LINCOLN HIGHWAY ROUTE 


We received some time uso a copy of a Washington 
paper, stating that Washington, D. C. and Baltimore, 
Mad. would be placed on the Lincoln Highway. 

In order that there might be no confusion regarding 
this, we wrote the Lincoln Highway Association and 
they advised us that these two cities are not and will 
not be on the Lincoln Highway, so we should be gov- 
erned accordingly in making sales of Lincoln Highway 
Pumps, 


-Exterior view of H. W. Biggs’ Home 
Judyville, 
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Interior view of private garage of H. W. Briggs, Judy- 
ville, Ind., showing Cut 41 Pump installed. 


Conditions in the Canadian West at this time are 
very optimistic, indeed. It is expected the largest 
oat and wheat crop ever raised in the Canadian 
West will be harvested. The weather during the 
past few weeks has been ideal, and if old King 
Frest will remain North of the Artic circle for two 
weeks longer, the Canadian West will be in a very 
happy frame of mind, resulting in their being more 
agreeable to purchasing necessities of life such as 
Bowser tanks. A number of our Western salesmen 
look forward to an immediate increased business, 
resulting in their shortly becoming Pacemakers. 
Not only does our crop in the Canadian West affect 
our Western salesmen, but it will likewise affect our 
Eastern Canadian salesmen favorably. 


We noticed recently a nice Public Garage order 
from Mr. J. F. Patterson calling for a Cut 241 Out- 
fit with Lamp Attached. 


A fine view of a 
Conrad Bros. Company (Ford Agents), Sranton, Pa, 


“Chief Sentry” installation made for 


, Gasoline Must Be Underground. |! 


. The offices of the State Fire Mar- 
12 shal are being flooded with inquiries 
Us from over the state as a result of re- 
1" cent wholesale orders to retail deal- 
ior ers that gasoline storage tanks, con- 
taining more than ten gallons, must 
yes be placed under ground. Forty days’ 
5 notice have been given in a large 
ce number of cases and prosecutions are 
i,.to be pressed if the order is not 
obeyed. 

A large number of communications 
have been received from private own- 
ers of gasoline, many being out-of- 
town owners of automobiles who buy 
gasoline in large quantities and store 
it in light metal tanks or ordinary 
oil barrels. John W. Minor, Jr., dep- |: 
uty state fire marshal, states that 
thus far the efforts of the depart- 
ment have been confined to seeing 
that the gasoline handled by retailers 
is safeguarded. The law is being en- 
forced in this regard as it has been 
shown to be by far the major risk or 
fire hazard. The law applies in all |‘ 
cases, however, where gasoline in ex- |‘ 
cess of ten gallons is stored within | 4 
fire limits. - 14 

4 
( 
{ 
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DIANAPOLIS TRADE JOURNAL, SATURDAY, 


Inquirers are being informed tha 
outside the fire limits of cities and 
towns it is permissible to store gaso- 
line above ground provided tanks are |, 
onstructed of metal of a prescribed |, 
thickness and equipped with a proper ,, 
7, pump for removing the gasoline. A |, 
fj pamphlet containing the rules and 
regulations compiled by the depart- 
-s| ment for the safe handling and stor- 
s,|age of gasoline is furnished free on 
y.| request by the state fire marshal. 
A general disposition has been 
shown by dealers to obey the orders 
».| issued by mail or in person by depu- 
ties from the fire marshal department. 
e|A large number of dealers also have 
n|deemed the warning through the}: 
o|newspapers as being sufficient and]: 
are installing underground tanks, 


on 


ve 
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The “Chief Sentry” as installed for Service Station 
No. 2 of-—the Prairie City Oil Company, Ltd., 
Winnipeg, Canada, 


The third day out, Salesman A. Goodrich, of the 
Harrisburg District, took a nice fat order netting 
him 81% points. 


Salesman R. D. Leonard and his “Chief Sentry” in- 
stalled im front of H. L. Stettler’s store, Woodlawn, Pa. 

He also sold a “Chief Sentry” and two Cut 125’s for 
lubricating oil to the leading undertaker at Beaver 
Falls. This was some undertaking, believe us. 


GASOL IS JGNITED. . 
Fy Woyw( Lad) whine l Url 
When 4n electric light bulb burst 


in the garage of George Viberg, 402 East 
Wayne street, at 10:20 o’clock Sunday 
evening, it caused a pan of gasolene to 
explode. The canvas used to cover the 
automobile caught fire and in endeavor- 
ing to extinguish it Mr. Viberg had one 
of his hands paintvily burned. The fire 
department was called and the blaze 
ne extinguished without any great 


e 


Great! Scott. This is not an exclamation but con- 
gratulations to G. W. Scott, of the New York Dis- 
trict, for ten days’ work. From July 20th to July 
30th, Mr. Scott made eight sales, totaling over 100 
points. 


Great! Scott.—Great Work! Try it again. 


THE HOME ZOO 

“Wverybody in our family is some kind of an animal,” 
remarked little Joseph Zahrt, son of “W. G.” 

“What do you mean?” asked his mother. 

“Why, Mother, you’re a dear, you know.” 

“Yes, Joseph.” 

“And baby is mother’s little lamb, I’m the kid, sister 
is some chicken and dad's the goat.” 
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Branch Office Standing 


36th Week Ending September 11th, 1915 


Senior Offices 


Junior Offices 


DENW. ER. Wisp ac alae ee ee Cc. C. Barnett, Mgr, 
WASHINGTON?) 3.05 os came A. W. Dorsch, Mer. 
NEW. Y ORK tm ere See H. C. Carpenter, Mgr, 
LOUIS VILLE see E. J. Gallmeyer,’Megr. 
PHILADELPHIA. tole I. L. Walker, Mer, 


The following extract taken from Mr. BE. H. Josse- 
lyn’s letter, of the Washington District, is self-ex- 


planatory: 


“Mr. Dorsch has been away on the territory on a 


ten days’ recruiting trip and we expect by the time 


he gets back to have 
Washington District 
it well defended the balance of the year by large 
calibre orders from 


a_ full standing army at the 
and capture the Cup and keep 


the boys of the Washington 


District. 


* * * 


Salesman, A. D. Wyckoff, has recently been send- 


ing in a number of nice Railroad orders. 


None of 


the 800 point kind but just those nice orders that 
taken together make a fine steady business. 


Leon RORT: WAYNE: cn ons ce Cee EK. J. Little, Mgr. ik 
2, - CHICAGO? 3c oe ene eee T. D, Kingsley, Mer. 2, 
Be TA LBA NYS oie ous crertcleasiee kel ceetinetene WwW. M. Mann, Mer. 3. 
4° DADA SP ee eee B. L. Prince, Acting Mgr. 4 
oot ERIS COs 03. chtlctr, eee ee D. S. Johnson, Mer. = 
6.. HARRISBURG (22-2 eon) eee .. R. S. Colwell, Mgr. 
7. = ST. LOUIS Scorn eee a ee G. H. Hastings Mer. 
8.) TORONTO ts. c eae W. R. Hance, Canadian Mer. 
9. ATLANTA coin cc te «coset W. H. Brown, Mgr. 
AND STILL THEY COME. 
“My Dear George: 
“T notice in the last issue of the Boomer that Mr. 

Little is preparing his speech of acceptance for 

Branch Office Loving Cup and from a letter I have 

just received from Billy Mann at Albany, I judge 

that he is doing the same thing, 

“T suggest that both of these gentlemen make 

their speeches now and send me a copy of same. I 

might get some good ideas for MY speech, which TI 

intend to make at the Convention in January, 1916. 

Yours very truly, j 
(Signed) T. D. KINGSLEY, 

TDK-VW District Manager. 


Bee 


Standing of Forty High Men, September 11, 1915 


WNrFOW MARTH wre 


Salesman’s Name. Office. Salesman’s Name. 
R. S. Johnson 14. KE. L. Milliron 
W. V. Crandall 15. C. C. Fredericks 
t%. T. Lawrence 16. EF. W. Devereux 
Cc. R. Eggleston 17. N. Mattingly 
W. B. Stamford 18, J. J. Manning 
t. G. Fisher 19S. By Taylor 
G. H. Reuben 20. HE. J. Murphy 
t. Coddington 21. KF. M. Kennedy 
H. A, Leonard 22. W. H. Pritchett 
H. A. Vortigern 2300 IND AS eRine 
A. E. Darling 245 (GS PS Stovall 
A. G. Hartgen 25. W. A. Merrill 
R. W. Jewel 26, L. W. Cheney 
27. R. D. Leonard 


oe Cobo et 


a wo 


—_—— 


Office. Salesman’s Name. 
28. S.A, Collins 
29. .J. J. Connelly 


Office. 


30. H: T. Purdy 

31. C. J. Rogers 

$2. 2 We e. ladd 

33. ..Gs W. /Seott 

34, R. EH. Clement 
35. EF. H. Richardson 
36. M. C. Benham 
37. . J. G. Roberts 

38. W. W, Ince 

39, J. he Arnold 

40. J. EF. Vonderembse 


Five High Men (Not Pacemakers) by points in each District Sept. 10, 1915 
(Districts Listed Alphabetically) 


ALBANY DALLAS FORT WAYNE NEW YORK SAN FRANCISCO 
F. H. Richardson 1. J. M. Tucker LG ae Om WiO Le UN he ale nom BE 6 Fs 1. J. EF: Arnold 
G. W. Elliott 2. Ed. Haas 2, O. O. Koogile 2. G. W. Scott 2. W. B. Jameson 
J. G. Roberts 3. R: L. Matthews 3. J. O. McCracken 3. H. Dalgaard 3. W, C. Smith 
8S. A. Collins 4. J. C, White 4. W. D. Pyle 4. F. H. Peeples 4.-E. R. Bird 
S. Roberts 5. C. M. Sigler be DOs Potts 5. F. J, Libbey 5. E. F. English 
ATLANTA DENVER HARRISBURG PHILADELPHIA TORONTO 
M. Bedingfield 1. J. F. Vonderembse 1. J, M. Prigg 1. W. M. Booker 1. T, H. Rhodes 
EK. B. Bachman 2, A. M, Lucas 2. W. B. Offerle 2. J. P..O’Neil 2. N. Paquette 
T. FE. McWaters Seta river saOs Pa aw 3, W. J. McKeon 3. J. W. Merickel 
R. W. Maxey 4, H. U. Earle 4. M, A. De Sousa 4. O. L. McCurdy 4. H. T, Stearne 
L. W. Crow 5. J. H, Wilson 5. K. F. Hessenmueller Note: - (Only Four 5. W. Hickingbottom 
active. 
CHICAGO ENG. SALES LOUISVILLE ST. LOUIS WASHINGTON 
M, C. Benham 1. W. B. Stamford 1. Max Heintze 1. C. C. Fredericks 1. D. W. Darden 
G. W. Allen 2. E. L. Milliron 2. D. Moore 2. W. EB. Tousley 2. J, T. Gibbons 
W. P. Shepherd Sees Me ain laye 3. C, W. Wilson 3. W. C. Sutton 3. H. W. Bell 
R. L. Dunean 4. J. J. Connelly 4. J. W. Dickason 4. G. P. Dickey 4. A. L. Corbin 
G. H. Schnabell 5. W. A. Armstrong 5. W. V. Wheeler 5. J, F. Goran 5. W. S. Stoner 


eee 
—————eeeeeeeeeeeL_ 


Salesman G. Cecil Boult, of the Fort Wayne Sales District, in Three Characteristic Poses. 


THE APPROACH 


THE ILLUSTRATION 


THE ORDER 


Vol:1* No-1 + Jan-1906 
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“MA”? AND “BILLY’’ SUNDAY AND MR. S. F. BOWSER ‘‘THE OLD MAN’”’ 


“Billy” Sunday at the Home Plant 


The Factory, Office Force and Many Neighbors Assembled at one of the Company’s Peri- 
odical Shop Meetings in the Factory, on the Company’s Time, from 1 to 3 
o’clock, Aug. 30, 1915 to Hear “Billy”? Sunday the Noted 
Evangelist of Winona, Lake, Indiana 


“Billy” Sunday, the world’s most noted evangelist, 
spoke before over 3,000 people, composed of the 
Factory, Office Force and Neighbors, assembled in 
one of the main rooms of the Home Plant, between 
one and three o’clock, Monday afternoon, August 
30th, on company’s time. All business at the factory 
was suspended during the meeting. Every member 
of the organization from the “Old Man” down to the 
smallest office boy, and from Mr. Grosvenor, the 
Factory Manager, to the youngest apprentice, to- 
gether with many of Fort Wayne’s citizens, were 
present to hear this most noted preacher as the 
guest of the Company. 


With “Billy” came “Ma” Sunday and Mr. and Mrs. 
Loren Jones, who were here last winter with the 
Lyon Evangelistic party. Mrs. Jones took her usual 
place at the piano and Mr. Jones led the singing. 
Mr. Jones was called back several times after he 
had rendered his first solo. 


Mr. Jones spied Patrolman Wilmuth in the audi- 
ence and asked him to sing the song, “Jesus In- 
cluded Me.” 


Then Mr. Jones sang another song, “I Walk With 
the King,’”’ which was followed by one of his fav- 
orites, “It Is Good Enough For Me.’’ 


The Bowser Gasolene Quartette, composed of fac- 
tory employees, Messrs. John H. Robertson, E. C. 
Monroe, S. L. Wass and C. V. Cole, rendered a selec- 
tion which was enthusiastically received. 


Promptly at one o’clock Mr. S. F. Bowser, the “Old 
Man,’’ stepped to the center of the platform and 
said in part as follows: 


Mr. Bowser’s Introduction: 


“Now let us come to order, boys. This is about 
the first time you saw me since the other meeting. 
I have been going some and been out of the city a 
great deal. I like to run around through the shop, 
but when I have not time, I cannot do it. 


“You might think I have been out fishing. Well, 
when I do come home I generally bring something 
with me in one way or another and I have returned 
today with something real (pointing to “Billy” and 
“Ma” Sunday). (Continued on Page 92) 


ST. LOUIS DIDN’T WAIT FOR THE FIRST FROST 
TO BREAK THE ICE BUT ELECTED ITS DI- 
RECTOR BEFORE THE SNOW FLIES. 


Mr. C. C. Fredericks, of the St. Louis District, Was 
Elected Director of the Pacemakers’ Club on August 
24, With a Total of 500 Points to His Credit. 


Director, August 24, 1915. Closed year with —— 


Points, 


In capturing the Directorship of the St. Louis Dis- 
trict, Mr. Fredericks has set a record that will, we 
s believe, stand for this year at 

any rate. 

He started to work, according 
to our sales records, on march 
15th, but in reality didn’t get into 
his territory and settled until 
April ist. In less than five 
months Mr. Fredericks, from a 
standing start, without one Pace- 
maker point to his credit, has 
secured the necessary 500 points 
and today is Director of the St. 
Louis District. And this in a territory that has not 
produced a Pacemaker since the organization of 
the Club. 

If any man had obstacles to overcome in his terri- 
tory, Mr. Fredericks had more than his share. How- 
ever, he is a man that never looks for favorable con- 
ditions, is a real optimist, and an enthusiastic work- 
er. He has the utmost faith in his own ability and 
creates a market wherever he goes. He has the 
ability of securing the confidence of his trade, who 
seem willing to leave their purchases entirely to his 
decision. They accept his opinion on matters per- 
taining to their own business and look upon him as 
an expert in our line. 


Mr. Fredericks is a lawyer by profession and a 
Bowser salesman by desire. He has had the advant- 
age of a thorough training at the Home Office where 
he was employed in various capacities for over a 
year before he took the field. 

Mr. Fredericks’ record is worthy of special men- 
tion and the Editor recognizes this and congratulates 
him on this achievement: May you stick to it and 
repeat this coming year and be among the top- 
notchers. 


Mr. C. C. Fredericks 


NOW THAT THE ENGINEERING SALES HAVE 
ELECTED THEIR DIRECTOR, THEY WANT 
TO INCREASE THEIR MEMBERSHIP. 


Mr. W. B. Stamford, of the Engineering Sales, Was 
Elected a Member of the Pacemakers’ Club on Sep- 
tember 1, With a Total of 500 Points to His Credit. 


Pacemaker, September 1, 1915. Closed year with 


Points, 


As a student at Cornell University, Mr. W. B. Stam- 
ford took a most active interest in athletics and was 
a member of one of the splendid 
rowing crews turned out by that 
college. Not only was he inter- 
ested in this branch of athletics, 
but Mr. Stamford is an enthus- 
iastic golf player and has no 
trouble in holding his own with 
the best of them at the Phila- 
delphia Country Club. 

Now, when we tell you that he 
; é graduated from the college well 
Mr. W. B. Stamford yp in his class, and has proven 
himself to be a man of splendid technical knowledge, 
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you will readily see that even in his college days 
athletic sports did not interfere with the business at 
hand. When he entered any pursuit whatever, he 
put his whole heart and soul into it and made a suc- 
cess, whether it was study or athletics, 


After he left Cornell he entered the employ of the 
International Steam Pump Company, of Pittsburgh, 
Pa. With that concern he had an extensive experi- 
ence in selling pumping machinery and gas engines. 
On March 28th, 1913, he joined our Sales Organiza- 
tion and has proven himself to be especially success- 
ful in selling large factory propositions. 

He is a man of very pleasing and interesting per- 
sonality, married and has two children. Mr. Stam- 
ford is that type of a Bowser salesman that is bound 
to succeed and reach the top no matter where placed. 
He has the ability to concentrate and master his sub- 
ject and put behind his work enthusiasm and other 
attributes that go to make a successful Bowser 
salesman. 

Congratulations, Mr. Stamford, on your entrance 
into the Club, and now that you have started, just 
keep going until you hit that Bronze Tablet good and 
hard. 


IT’S GETTING TO BE A REGULAR OCCURRENCE 
THESE DAYS IN ADDING ANOTHER ONE TO 
CHICAGO’S ALREADY LARGE DELEGATION 


Mr. G. W. Allen, of the Chicago District, Was Elected 
a Member of the Pacemakers’ Club on Septem- 
ber 6th, With a Total of 505 Points 


to His Credit 


Pacemaker, December 14, 1914. Closed year with 
506 Points. 
Pacemaker, September 6, 1915. 


Points. 


Closed year with 


Here’s another disciple of Henry Ford. Mr. G. W. 
Allen, of the Chicago District, drives his little car 
through the sand and corduroy 
roads in Northern Wisconsin, 
converting prospects into cus- 
tomers and piling up points for 
admittance into the Club. Last 
year a Pacemaker—this year he 
repeats. 


It’s a hard combination to 
beat—the canny Scott and witty 
Irishman in one man, backed by 
intelligent sales ability and a 
thorough knowledge of the line. 
Mr. Allen possesses all the necessary qualifications 
for a successful Bowser salesman and when an order 
is wanted in the Northern Wisconsin woods, it’s “let 
George get it.” And George gets it. 


Incidentally, Mr. Allen carries a shotgun and keeps 
himself and family supplied with all the game they 
care to eat. Last year, on one of his trips, he killed 
a couple of bears. This is evidence all the more 
of his attention to detail and the avoidance of wast- 
ing any of his time. When not selling our goods 
he is providing for his family and making the most 
of every minute. 

We congratulate you, Mr. Allen, on your admit- 
tance into the Club and may you be with us next 
year. It will be a pleasure to welcome you at the 
coming Convention, 


Mr. G. W. Allen 


On August 5th Salesman Eugene Chrone, of the 
Dallas District, had a fire in his home which par- 
tially destroyed it. With characteristic promptness 
Mr. Chrone had the damage repaired without inter- 
fering with his sales work. 


The Bowser Boomer 


PUBLISHED SEMI-MONTHLY BY 


S. F. BOWSER & CO., Inc. 


Edited by GEO. A. TOWNSEND 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS SALESMEN 


Vol. XII SEPTEMBER 25, 1915 No. 9 


The organization is having its share of grief and it 
is a difficult matter for us to write on this subject, as 
words mean little or nothing: The editor Knows how- 
ever, that the sympathy of the entire organization goes 
out to each one in their particular bereavement. 

Mr. D. A. Corey, the Executive Engineer, lost his boy, 
Carlton, who was just of age. 

Mr. D. D. Mungen, Factory Accountant and President 
of the Efficiency Club, lost his wife who was little 
more than a bride. 

Mr. L. D. Allendorph, 
lost his young son. 

Salesman N. B. White, of the Atlanta District, lost 
his young son. 

All of these deaths occurred within a short space of 
time, early in September. 


of the Service Department, 


OUR SHOP MEETINGS 


Have you ever thought what a privilege is ex- 
tended to the employees of the Company in having 
these wonderful shop meetings where everyone from 
the “Old Man’’ to the office boy, and Mr. Grosvenor, 
the Factory Manager, to the youngest apprentice, 
can attend? And that on the Company’s time. In 
other words, instead of paying to hear some of the 
world’s most noted speakers, we are paid for the 
opportunity. 

First we had Dr. Lyon, then we had a repeat en- 
gagement from him, and now we have just had the 
most noted evangelist in the world, “Billy” Sunday. 
Mr. Bowser is providing for three more in due time 
and what further may be in his mind remains to 
be seen. ee 

These meetings do not all hinge on _ religion. 
Rey. Sunday’s talk was a lecture and not a sermon. 
To the writer’s notion, however, the lecture was the 
strongest sermon “to be a man’’ that he has ever 
heard. 

These are the large meetings where all may at- 
tend. Then again, the Efficiency Club has the privi- 
lege of listening to some of the best speakers in 
the country, and the whole underlying principle be- 
neath these talks is educational on the lines of bring- 
ing each one of us up to a 100% efficiency. It is up 
to us, as individuals, to get out of each one of these 
meetings that which will benefit us most. 

As an illustration of what one of them will do, 
we will quote what an employee said this past week: 

“T am brimming over with enthusiasm and 

‘pep’, and am a much better man in every way.” 

The above is only one of many such expressions 
that we have heard and indicates the trend of thought 
that is permeating the entire organization—factory, 
office and sales force combined. 

We owe the Company a vote of thanks for what 
they are doing for us. The only evidence that we 
can show them how we appreciate this work on their 
part is to each day give the Company, in return, 
our hearty co-operation. It is, in addition, up to us 
as individuals to absorb all the good we can get 
out of every meeting. 

og * 

Salesman J. M. Roy, of the Toronto District, is a 
new recruit whose middle name is synomous with 
work. He recently sold a nice “Chief Sentry’ Cut 
102 5-Barrel Cut 241, and a 10-Barrel ‘Red Sentry.’’ 

This is “going some” and he hasn’t yet struck 
his full stride. 


CS 
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COMMERCIAL CREDIT REPORTS. 


We are surprised to note that quite a number of 
the boys are not using their credit report pads or 
“Direct Inquiry Tickets.’’ 


Why not read the instructions in reference to this 
part of the business? It igs directly to your benefit 
to do so. You save anywhere from two days to 
two weeks or more time. This time may mean the 
difference between shipment and non-shipment. The 
instructions are perfectly clear and the explanation 
is such that you can readily see whereby you are 
personally losing benefits that were designed for 
your help. 


We are the originators of this system of credit re- 
porting and are practically the only firm in the 
country using it. It is unique, and like all Bowser 
ideas, far abreast of the times and provides an ade- 
quate means for short-cuts to business success. 


A man who believes he can’t be in the wrong may 
yet be in the right sometimes—by accident. 
* * 
A man never enjéys perfect happiness until 
marries a woman who will laugh at all of his jokes. 
k Be * 
There’s always room at the top—and always a 
crowd at the bottom. 


he 


* kk 
We wonder if a preacher’s wife doesn’t nag him be- 
cause he has to go to church. 
* * * 


Dearly beloved, the lack of money is the root of a 
great deal of evil. 
* * * 


In order to be a success in business, it is first neces- 
sary to be a success as a man—Be a man. 


Mr. P. E. DeVries, of the Fort Wayne District, re- 
cently closed a nice Public Garage order for Cut 102 
Outfit, amounting to 13 points, “F. C. W. O.” 

Good business, Mr. DeVories, and may you send in 
some more. 

* Ok ok 


Salesmanship is not all shoe leather and railroad 


fares: Mix in a little of hat band. It makes a better 
balance, 


*% * % 


Mr. L. W. Cheney, who has been so successful in the 
Kort Wayne District, has been transferred to the At- 
lanta District, doing special work. 


We want to congratulate the Atlanta District on ob- 
taining his services, and wish for Mr. Cheney the suec- 
eess that he rightfully deserves. 

“Billy” Eastman, who has been covering Milwau- 
kee territory for some months past, has been trans- 
ferred to the Albany District. The Albany District, 
by the way, is “Billy’s’’ own home territory and we 
will look to him for his usual big volume of business. 

ok * 

Mr. C. M. Carpenter, who has been working De- 


troit for the last year, has again taken up work in 
eastern territory. 


There is nothing we can say about “Clarence.” You 
all know him. You have our good wishes, ‘“Clar- 
ence,’’ for your same old success back east. 


x 


FOR YOUR INFORMATION 5 GALLONS OF CRUDE 
OIL CONTAINS THE FOLLOWING. 


2% quts. Cylinder Oil. 
1% Ibs. Vaseline. 
3 qts. Spindle Oil. 
5 qt. Gasolene Engine Oil. 
1 Ib. Parrafine Wax, 
5 qts. Lamp Oil. 
4 Qts. Gasolene. 
(Signed) J. P. O°’NEIL. 


The above information is taken from an exhibit in 
the Commercial Museum, Philadelphia, Pa., and is 
stated by the Museum to be authoritative. 


Mr Bowser 
Introduces Mr. Sunday. 


“Now this is not all the fishing I have been doing. 
I have three more meetings arranged for in due time 
and we will have some more good times as time rolls 
on. 


“When I was down to Winona last week I met 
Brother and Sister Jones and I wanted them to come 
here as they have _ to- 
day. They said _ they 
would be most happy to 
do it if we had a meet- 
ing. 


“Brother Sunday and 
his wife arrived from 
the West on Friday 
evening, so on Satur- 
day, about 11 o’clock, I 
had an interview with 
Brother Sunday. I 
went and had a little 
visit and he said ‘how 
are you, old scout; come 
in here.’ And we had a 
good hand shake. 
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“In a few minutes I 
told him of my mission, 
that I wanted him to 
come and speak to our 
folks, and he said: ‘I 
will be happy to do 
that, Mr. Bowser.’ ‘Ma,’ 
he says, ‘I am going up 
to talk to Bowser’s men 
the first of the week.’ 


‘All right, Billie, go 
ahead and I will go 
with you,’ so here we 


are, the whole family. 


“Mr. Sunday needs no 
introduction. I heard 
him preach yesterday to one of the biggest crowds 
that ever assembled in Winona Hall. At least 2,000 peo- 
ple could not get in and they went over to the 
hillside. There were a lot of preachers over there. 
There was only one Preacher where Billie was; that 
was all they needed. It was one of the best sermons 
I ever heard. Every seat was taken all around the 
Auditorium. Hundreds were standing outside look- 
ing in, every place was filled to hear the message, 
and he certainly told them of God and Heaven, Time 
and Eternity. 


“Friends, we are working for a living, but after 
all, every day puts a day behind us. We must live 
for Hternity while we work to live and may God help 
us to do both of these and do them well. Now then, 
I want Brother Sunday to take the meeting off my 
hands and I am sure you will say: ‘There is no let- 
down in the go-along.’’” 


At this point Mr. Sunday took the center of the 
platform and control of the meeting. For nearly 
two hours he talked in his usual enthusiastic, bril- 
liant style and held every member of the audience 
spellbound. It was well worth hearing and there 
wasn’t a man or woman present who did not gO away 
the better for listening to him. Time and time again 
he brought tears to all eyes only to chase them away 
with a trite saying that would cause a ripple of 
laughter to flow across the entire audience. It sure 
was some talk. 


It was almost impossible to get all that he said 
as he is a most rapid fire talker. However, we have 
made an effort to put some of his trite Sayings, epi- 
grams, etc., in story form and present them for your 
good. It isn’t one-fourth of what he said and prob- 
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ably it isn’t one-fourth of the best of his remarks. 
However, it was the best we could do under the 
circumstances and therefore we present it as taken 
without further comment: 


“Be Strong and Show Yourself a Man.” 

“I told Bowser I would come up here and speak 
to his employees, but I think you have a lot of ring- 
ers in here. I have always had a longing to come up 
here. I want to look into the faces of the people 
who helped to put Fort Wayne on the map. 


“Wherever I go, I always see something that re- 
minds me of Fort Wayne. I saw a fellow in the train 
pulling up his trousers and I saw a pair of silk hose 
—Wayne Knit. I got off the sleeping car and got 
down and took a look at the wheels and they were _ 
made by Bass—Fort Wayne. I sat in front of an 
electric fan and found the motor was made at Fort 
Wayne Electric Works. 


“T drove up to a garage and found the pump was 
made at Bowsers. There are Bowser Pumps and 
Tanks in San Francisco; in Los Angeles; San Diego; 
Sacramento; and presume that if I visited the White 
House, I would find a Bowser tank in the Presi- 
dent’s Garage; also if I should visit Buckingham 
Palace, London, I would find a Bowser there, or 
the Czar’s Palace in Russia. (Voice from platform 
‘You've called the turn alright, Billy—they’re there, 
alright, alright.’) 


‘IT want to give another reason for my coming up 
here: Because of my friendship for Bowser—the 
“Old Man’’—and because I knew Mr. and Mrs. Jones 
were coming up here, and I knew what a warm spot 
they had in your hearts. 


“You won’t make many pumps this afternoon. But 
we will try and help you today if we can in making 
preach to you today, 


character. I am not going to 
although I am a Preacher. 


“I was reading a verse 
of scripture. It said: ‘Be 
strong and show yourself 
asian, God sis nom re- 
spector of persons—he is 
a respecter of character; 
he admires character. A 
fool may have a knowing 
look, but when he opens 
his mouth, it is all off. All 
some people care for is ap- 
pearance. They are all 
front door; open the door 
and you are in the back 
yard. 


“Counterfeit character is 
more common than coun- 
terfeit money. Wherever 
gold is, brass is sure to 
follow. A woman went 
into a jewelry store to 
buy a piece of jewelry. 
Everything she looked at 
she would lick, and the 
jeweler said: ‘You cannot 
tell gold that way.’ But 
she said: ‘I can tell brass, 
just the same.’ 


“Sham battles do not kill 
—sham characters do not The Evangelist in Ac 
count. A man who has no 
money is poor. Money is all some fellows have. Sub- 
tract $50,000, wine and women, and you have noth- 
ing left. That is all they live for. ; 


“God likes to see a good man grow; the Bible tells 
about the manly things about a man. Look at Joseph 


down in Egypt carrying himself blameless when the 
contemptible woman, Potiphar’s wife, attempted to 
seduce him from 
virtue. He looked 
her square in the 
face and _ said: 
‘nothing doing.’ 


“From  Califor- 


nia’s golden 
shores to Jersey's 
sun kissed coast, ae 
from the East and 
West, North and 
South, over val- 
ley, plain and 


\V 
glen, the call of OTL ~an= 
God is sounding NER 
loud for valiant 
Christian men, so an 
be strong and 
show yourself a 


man. 


Aim High—Be a 
Man, 

“God wants you 
to show what real 
manhood is. He 
says to us what 
David said to Sol- 
omon: ‘Aim high.’ 


“The most God- 
like thing ever 
made is a Chris- 
tian man. If you 
would please God, 
be a man—don’t 
be a mutt or a 
fool, false alarm 
or excess pagage. 


“My lecture is taken from the counsel of a dying 
father to his son. The most important thing in his 
estimation, or what he wanted his boy to be was his 
dying words: ‘I want you to be a man, son.’ This 
was the last thing he said as he drifted out with the 
tide. He did not say: ‘Be a good kid.’ 


“Make the firm resolve now and say to yourself, 
‘T intend to be a man and I know if I succeed in that, 
I will succeed in everything else.’ 

“David’s words to Solomon have a noble purpose. 


He wanted him to have his eye on something worth 
while. 


“Don’t be a floater—don’t 
be a drifter on the stream of 
life—stem the current that 
would carry you over the 
Falls. A dead fish will drift 
with the tide, but it takes a 
live one to swim against the 
current. 


“There are a lot of fellows 
who when they die, all they 
leave is an obituary notice in 
the newspapers. It isn’t an 
accident that takes a man 
from the lumber pile and 
makes him Superintendent of 
the railroad—not on your tin- 
type. Success like that don’t 
come by luck or chance. By 
herding sheep, David qualified 
himself for something better. 
Don’t be a square peg trying 
Uncle Sam has about twenty- 


- eC PROFANE 
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Nickel a Bunch" 


to get in a round hole. 
five jobs, paying $3,000 to $10,000 a year and he can- 
not find men big enough to fill them. 


"It Wasnt Accident That Brought Them Success" 
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“David got there as the real man always gets there. 
Caruso drove a delivery wagon and is now King of 


SO Sey eae ae 
drawing $7,000.00 
a night. It was 
not an accident 


that brought him 
there. 


“Tt was not an 
AChC Mi deemnt that 
brought Thomas 
Edison from a 
‘train butcher’ on 
the Grand Trunk 
Railway to where 
he is now. 


“It was not an 
accident that took 
Lincoln from 
splitting rails to 
the White House. 


“Tt was not an 
accident that took 
James A. Garfield 
from the back of 
a mule to the 
White House. 


“ihe IG) By are 
thing to know 
what you can do. 
David was anxi- 
ous that his son 
should have all 
the inspirations 
for a lofty pur- 
pose, so he said: 
‘Solomon, I want 
you to be a man.’ 


“i 
AUG 


You Will Get What You Look For. 

“You will get out of life just what you look for. 
If you are looking for a scrap, you won't have to 
wear out a pair of half soles to find it. The mocking 
bird will never learn to sing if he takes music lessons 
from the hoot owl. 


“Hivery man looks at life from his own stand\joint. 
A butcher sees nothing in a painting, because he 
looks at it through flesh and bones. A carpenter 
makes his estimate of everything by a pile of lumber. 
The tailor looks at Niagara Falls and says: ‘What 
a great place to sponge a suit.’ An old farmer stcod 
by Yosemite Falls, pulled his 
whiskers and says ‘Gosh, if 
that was milk, how much but- 
ter she would churn.’ The 
spider thinks the bee a fool. 
The hen is sure the duck has 
deformed feet. Ask a camel 
what the world is made of and 
he says, ‘It is made of sand.’ 
Ask the booze hister and he 
says, ‘It is made of Schlitz, 
Annheuserbusch or Pabst. The 
sheep never finds out what 
frost is until he loses his wool. 


“The plumber smiles when 
it is forty below zero; the 
glazier, in times of hail 
storms; the undertaker, when 
he puts crape on the door. 


“The habits you form be- 
tween fifteen and twenty-five 
will mark you for life. Habits 
are threads, but will become a rope to choke you 
later on. 


THE BEST TIME TO Sow 
YOUR WILD OATS IS BE- 


DIED 
; GLORIOUSLY 
|] IN DEFENSE 
OF His 
BELOVED 
COUNTRY 


"The Whiskey Barrel is More, 
Dangerous Than the Gun Barrel 


“It is because the young man goes in bad company, 
it is because the girl is a fool that she is selling her 
virtue in the ‘red 
lise hat district: 


Life today de- ks 
pends on what WA AT 
you were man DE FORM ED 


enough to say ‘No’ 
to yesterday. 
When you are 
tempted to do 
wrong, say ‘No’ so 


loud you will 
stagger hell. 
When you are 


tempted to doa 
right, say ‘Yes’ so 
loud that all the 
angels in Heaven 
will hear you. As 
you put up your 
dukes to fight 
temptation, say 
to the Devil, ‘Go 
on, you _ lobster, 
I’m ready for you 
now.’ 


Don’t Be a Krame 
to Hang a Suit of 
Clothes Upon. 


“The world is 
full of failures in 
every walk of 
life, and it is be- 
cause people are 
driving along 
without aim or 
endeavor. The 
mountains are sure to turn you back and give you 
cold feet, unless you start with a determination to 
reach the country which lies on the other side. One 
reason why there are so many bones bleaching along 
the highway of life is because people never intend 
to go anywhere in particular. 


“Don’t be a frame to hang a suit of clothes on! 
We would not call THEM men if they did not have 
clothes on; they should be arrested for being dis- 


guised as men. 


“To know some men is an invitation to do right 
and be decent. 


There are lots of men who hit the 
booze and lead boys and 
girls astray, who would not 
be called men if they did 
not walk upright. Your 
manhood depends on the 
size of your soul, and not 
of your body; you are not 
a man just because you 
can tip the scales at 150 to 
200 pounds. 


“Julius Caesar was a lit- 
tle, sawed-off, red-headed. 
freckle-faced fellow, but 
he could go so fast you 
could not see him for dust. 
Napoleon was five feet 
four inches high—yet all 
Europe could not offer him 
a pillow big enough to rest 
his head on. 


“On every street corner 
you can find a ‘nickel a 
bunch’ sort of fellows and they are not worth thw 
room they take up. There are other fellows like 
Moses, who enrich this old world. What God needs, 
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Every one Looks at Life From His Own Standooint 


what the factory needs, what the church needs \s 
men who are solid mahogany all the way through, 
and not veneered. 


“Be strong! 
Show yourself a 
man! 


“Well, Mr. Sun- 
day, a young man 
must sow his wild 
oats.’ 


YOU'RE A 

FOOL TO FLY 
AROUND THE 
WAY YOU Do! 


an 
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“You go to the 
Devil with that. 


“T tell you the 
best time to put 
in the first crop 
is between the 
ages of eighty-five 
and ninety. By 
that time you 
have no longing 
for cheap booze, 
and your ardor to 
play two pair 
against his pair is 
about as warm as 
a pair of cold feet 
in the middle of 
your back at 
Christmas. 


—\ 


“When a man’s 
eyesight fails so 
he cannot tell a 
lady friend from 
the night watch, 
that is a_ good 
time to put in the 
first crop, for one 
night out with the boys will curl you up and put 
you out of business. 


“A young fellow, who is taking his four quarts of 
‘suds’ a day, is beating a well worn path to the 
asylum instead of earning something to take home to 
the wife and kids. 


Make Your Walk and Talk Agree. 

“If some men said, ‘Son, be a man,’ the kid would 
not know what he meant—nothing in his life would 
help to tell him what he meant—it would be like 
shooting green peas against Gibralter with a popgun. 


“That is why many a 
boy turns out bad—his 
father’s walk and his talk 
don’t agree—his gasolene 
and sparker don’t work 
together and he _ never 
reaches the hill top. LO 
train up a boy in the way 
he ought to go, just go that 
way yourself, Many a 
boy would turn out better 
if the old man would have 
died before the kid was 
born. David’s advice was 
no better than his ex- 
ample—some fellows are 
long on advice and short 
on example. 


“Every boy tries to be will Stagger hel|'" 


like some man in whom he 

believes. Every man is some boy’s hero. No mat- 
ter whether he was Jesse James or Woodrow Wilson 
—every man is some boy’s hero. If every man lived 
right no boy would go wrong—he would not have the 
example to follow after. 


"Say NO so Joud yc 


lon't be a frame to hang 
sort of clothes on" 


state 


'santicipating it and we are prepared for it. 
secowait until the fire starts to organize your fire de- 
* partment—you’ve got them already when you send 


"womanhood. Decide the matter. 


“T am not pleading alone for you fellows—I am 
pleading for the generation that will look into your 
face and call you father and mother. Every man 
ought to be a signpost on the moral highway, there- 


"To train vpa a in eyes he should So, just golhat way 


yourself" —___, 


fore be a man for the sake of the boy who is to 
follow, and give him a chance by being Christian 
men and women yourselves. 


“We reach wrong conclusions because our visions 
are limited. There is a big difference between mak- 
ing a living and making a life. The whisky barrel 
is more dangerous than the gun barrel, so you better 
wear corns on your feet on your march to glory 
than tramp with dirty feet on the heart of virtue. 


“You better be a signpost than a tombstone. Don't 
be a moral tramp, fleeing from God’s bath house 
lest he turn the hose of salvation on you. The one 
real good is the good of everybody. We reach wrong 
conclusions because our vision is false. When some 
men walk in your presence the thermometer falls 
twenty below zero. 


Sign Your Own Declaration of Independence. 

“Be a man! Be a man! The average fellow in 
the universe, instead of settling the question him- 
self, allows luck or chance to settle the whole ques- 
tion, therefore, if your manhood is buried under a 
doubt, dig it out and give it a chance. Sign your 
own Declaration of Independence, fight your own 
Revolutionary War, and sing, ‘My Country ’Tis of 
Thee.’ 


“Learn to anticipate and prepare for conflict. That 
is why we have fire escapes on all buildings-— -we are 
You don’t 


in the alarm. 
strong. 


You are ‘Johnny on the spot.—so, be 
Show yourself a man! 


“To be ready is more than 
half of the success in the world. 
Oil or no oil in your lamp, or, 
gasolene or no gasolene is the 
difference between success and 
happiness, or disappointment. 
Don’t be like the politician who 
said, ‘Ladies and gentlemen, 
them are my sentiments, and if 
you don’t like them they can be 
changed.’ So if you are not wil- 
ling, boys, to run the risk of be- 
ing a good for nothing, or being 
a drunken sot, don’t take the 
first glass. 


“HASN'T HE 
A LOVELY 
FRAME?" 


ny 
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“Another thing—if you have 
not decided that you will not 
yield to temptation, you have 
half decided you will. If you 
aaven’t, nine out of ten the Devil 
will get you. Then be strong—show yourself a man 
in the world. 


“And if you are not willing to become a social 
outcast say ‘No’ to any proposition to surrender your 
Decide like Joseph, 


-of Paris Green. 


what you will do when temptation comes; make up 
your mind and then you are all ready when it does 
come, or nine out of ten you will be a goner. 


‘If you are not willing to run the risk of losing 
your soul in hell, make up your mind you will serve 
God and be a Christion. Therefore, decision determ- 
ines what you are going to be in the world that will 
come. Don’t build on the sand—decide that you are 
never going in bad company. Bad company has 
more to do with your success or failure than every- 
thing else in this world. If you allow the Devil to 
choose your company you are on the road straight to 
hell. 


Before Sinning Have a Good Talk With Yourself. 


“Before entering the life of sin, sit down and have 
a good talk with yourself and make up your mind 
what to do; before you have reached your hand to 
steal, make up your mind whether you want to go to 
the penitentiary; before you jump into the hopper, 
take a good look at the grist that is coming out; 
before you go to sleep on the railroad track, look 
at the fellow who did it ahead of you—you can pick 
him up with the dust pan and the whisk broom; be- 
fore you enter the front door of a 
booze joint, go back into the alley 
and look at the puking and vomit- 
ing piece of humanity coming out 
of the rear door. Take a good look 
at him. 


“Now, if you break certain phy- 
sicial laws you will be punished— 
you must suffer. Vice defaces the 
physical, and it scars it. It is a 
grand thing in this old world to bea 
man. 


“The prudent man won’t swallow 
a potato bug and then take a dose 
You can’t ride 


Pay your fare. Be a man. 


A Poem Presented “Billy” by Mr. Bryan. 
“My friend, Mr. Bryan, gave me this little poem the 
other day: 


I do not pray for peace, 

Nor ask that on my path 

The sounds of war shall thrill no more; 
And the way be clear of wrath, 

But this I beg of Thee, Lord, 

That in the strife that men call Life 
Grant me the strength to fight. 


I do not pray for arms 

Nor shield to cover me, 
Though I stand empty handed 
So be it valiantly. 

Spare me the coward’s fate 
Questioning wrong or right, 
And in the ring of battling 
Grant me the strength to fight. 


I do not pray that Thou 

Will keep me from any wound 

Though I fall low from many a blow 

Give me wit to hide my heart 

From all men’s sight 

And may God grant me the strength to fight. 


I do not pray that Thou 

Should speed my victory, 

Never to know that from my foe 
I have no will to flee, 

And battered, bruised, 

Flung like a broken sword, 
Grant for me this one thing: 
Let me die fighting, Lord. 


“So be strong and be a man. 


“T was preaching in Philadelphia. I noticed a man 
sitting on a front seat who had his breast covered 
up with medals. I wondered where he got all that 
tin work. Rody invited him on the platform. He 
was the last surviving member of the battle of the 
Monitor and Merrimac, Hampton Roads. I took my 


efore you enter a life of sin, 
blind baggage on the Gospel Train. havea talk with yourself." 


hat off—I stood back and saluted him. He had won 
the right to wear them from the Congress of the 
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United States and Abraham Lincoln. He was a man, 
not a coward, therefore, be strong and show your- 
self a man. 
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When “Billy” Was Converted. 

“IT suppose you would like to know how I happened 
to be converted. I was a fool like some of you fools 
are. A man who is not a Christian is the biggest 
fool you ever looked at. Twenty-eight years ago in 
Chicago one Sunday afternoon, I walked down State 
Street in company with some. ball players. You 
would know them if I told you their names. Most 
of them are gone. 


“We sat on the curb stone in front of where Siegel 
Cooper’s store now is. I never go there without 
taking off my hat. We sat there on the curb-stone 
All of us were pulling down good salaries. There 
stood some men and women singing gospel hymns. 
I heard my mother sing those same hymns in the 
log cabin in lowa. My mother was a Methodist, but 
I am a Presbyterian now. I turned to the bunch 
that sat next to me and said: ‘Boys, I bid you Good- 
Bye.” 

“Some said nothing, some gave me a little word 
of encouragement. I went to the Mission—I heard 
the Story and went back and on one dark stormy 
night, I stumbled out of the darkness of sin through 
faith in Jesus Christ, the Son of God. 


“T was keeping company with Helen Thompson. 
She has been Helen Sunday for—how long, ma? 
Twenty-seven years. I married Helen. Helen was a 
Fresbyterian. I was hot on Helen’s train and that is 
the reason I am a Presbyterian. If she had been 
a Catholic, I would have been a Catholic.’’ 


A Baseball Remmiscences, 

One of the most impressive parts of his talk was 
that during which he told of his baseball experience 
and his conversion. “Billy” played ball when they 
didn’t use any gloves. He told how Kelly, the catch- 
er on the old Chicago team while he was playing, and 
another of the teammates, who twenty-eight years 
ago in front of that little Chicago mission refused to 
go in with him and start a new life, had died in the 
gutter, drunkards. He told how he caught the fly 
that won the series for Chicago against Detroit when 
the former was in the lead one score and it was the 
last half of the ninth inning. Detroit had two outs 
and two men on bases with the batter up facing 
two strikes and three balls. “Billy” told how the 
batter liked a low ball, and how the Chicago pitcher 
slipped just as he went to deliver the ball and threw 
a low one. He said he was “playing deep’’ for the 
man up was a right field hitter. He heard the crack 
as the bat and ball were introduced to each other, 
and started to run back. He said he saw it was going 
to go into the crowd and yelled for them to get out 
of the way. 
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“They opened just like the Red Sea did for the 
Israelites,’”’ said “Billy.’’ “I saw I needed help and I 
tried my first real prayer since my conversion two 
days before. I don’t remember just what it was but 
I guess it was something like this— 


“<Q, Lord, I’m in an awful fix. Help me to get that 
ball. And, Lord, you haven’t got much time to make 
up your mind to help me.’ ’’ 


Later in his talk “Billy” told how he was the first 
man to run the bases in fourteen seconds from a 
standing start, and that the record has never been 
beaten. He gave many other incidents of his base- 
ball career. One of the most interesting of these was 
when he told how their pitcher threw a ball over- 
handed that went down and then up. He got at one 
corner of the platform and demonstrated just how 
he threw it and how the “other guys” had to go 
about it. 


Mr. Sunday Takes the Center of the Platform. 

At the conclusion of “Billy’’ Sunday’s talk Mr. 
Bowser introduced ‘Ma’ Sunday. She spoke in part 
as follows: 

“You know that old saying, ‘Fools will plunge in 
where wise men fear to tread. Not many men 
will fool Mr. Bowser. 


“I am glad Mr. Bowser asked Pa to come down. 
1 want to bring to your attention one of the things 
Mr. Sunday said yesterday afternoon. Just a little 
piece of our ‘Love Feast at the lake and it was this: 
‘Religion does not consist of doing a whole lot of 
things, such as going to church, belonging to this 
Society and going to Sunday school, but it does con- 
sist in doing everything you do, whether it is mak- 
ing Bowser Pumps or what not, in a manner that 
will please God.’ We cannot all be Bowsers, ‘Sun- 
days, Jones’ or kings or queens, but we can all be 
joint partners with Jesus Christ. We can all be 
rich in glory. 


“T talked to the women in the San Quentin Peni- 
tentiary: ‘Well girls, if you never get out of 
here, there is one place you can get to and that is 
Heaven. It is just as easy to get to Heaven from 
here as any place.’ 


“Mrs. Jones told me how several of the girls here 
found Jesus Christ during the 
Lyon meetings and I just 
want to tell you a little story: 


“Hello Ruth,’’ said a girl. 
“Where are you going  to- 
morrow evening?” 


cl amMerroin: 
Meeting.” 


‘I knew you would say 
that. You always go to Prayer 
Meeting, don’t you? I have 
two tickets for the Bell Ring- 
ers’ Concert. They are good 
seats and you would get as 
much good out of it as a 
Prayer Meeting.’’ 


to Prayer 


Nee 


‘ 


mi 


\e 
\\ 
\\\ 


\\\ 


\, Ww 
A 
AK 
\\\ 
\\\ 
\\\ 


\\ 
A 
\ 


\\ 
\\ 
\W 


“Ruth promised to go. She 
went on to work and that 
night went home and retired, 
went to sleep and then had a 
dream. A big Angel came 
and sat at the foot of her bed. 


A\\ 


““Ruth, where are you going tomorrow night?’ ” 


“Tam going to the Bell Ringers’ Concert,’ ” and 
the Angel looked sad and said, ‘Is that all the value 
you place on a human soul?’ and disappeared, and 
she started from her sleep and looked around the 
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"This isall that some 
fellows leave when theyd 


“without hope in Jesus. 


room and got up and searched to see if any one had 
spoken. No one’ was there. She dressed and break- 
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fasted and went to work and all morning she heard 
the words, ‘is that all the value you place on a hu- 
man soul.’ 


————- 


“She wondered what it meant and by noon tele- 
phoned her friend and excused herself from going 
to the Bell Ringers’ Concert and that evening she 
went to Prayer Meeting and testified. 


Ruth’s Testimony Wins a Convert. 
“Friends, I must tell you how happy I am and how 
glad I am that I am here. I almost missed being 
here, but I am so glad I am here,’’’ and she told her 
story and sat down. 


“The minister was so moved he arose and said, 
‘Maybe there is somebody in here who is not a 
Christion or serving God and if there is, I want to 
give you a chance to come. If you believe in your 
heart and confess with your mouth, you shall be 
saved.’ But this is hard for so many people to do 
and way back in the rear—a strange woman dressed 
in mourning walked down the aisle just as he was 
about to dismiss the meeting and openly confessed 
Christ. 


“Before I dismiss, Miss Ruth, this lady, 
name is Mrs. Wallen, wants to speak to you.’’ 


“Mrs. Wallen said, ‘Friend, I want you to know it 
was your testimony made me take this step [T am 
taking now. You see I am in mourning, I have lost 
every relative on earth. I have been in rebellion 
against God fifteen years, but your testimony con- 
vinces me I am wrong.’ 


whose 


“She said Good Bye and went away. 


“Ruth was so happy she had testified. That night 
at midnight she was awakened by a terrible crash. 
She hurriedly dressed herself and ran to the scene 
of the wreck which happened to be the cause of the 
noise and the first one she saw was this woman, Mrs. 
Wallen, dressed in black. She begged the rescuers 
to take her to her home and as the woman came to 
consciousness, she looked in Ruth’s face and re- 
cognized her. Ruth leaned over and she whispered: 


“T am so glad you did not go to the Bell Ringers’ 
Concert last night, for if you had, I would be dying 
Do your duty every day 


“and let the Lord bless you. Amen.’ ” 


At the conclusion of “Ma’’ Sunday’s talk, Mr. S. F: 
Bowser brought the meeting to a close with the fol- 
lowing: 


Mr. Bowser’s Closing Address. 

“Friends, we have these meetings to do you good. 
There has been so much said here that is for your 
good and may God grant that you may remember 
what has been said and that it may be good seed 
sown in the good ground of your heart; that you 
may live just what ‘Billy’ Sunday has told you and 


what Mrs. Sunday has told you as well. If you do 
not do that, this meeting is in vain. It has ac- 
complished nothing and if it does good, it is a ‘suc- 
cess and you are to make it a success or a failure. 
May God help you to realize that you are passing on 
as ‘Billy’ Sunday and as all the rest of us are. We are 
passing on as these men of whom he has spoken. It 
won't be long. May God help you that every day 
you may put something in it that is worth all your 
manhood, a credit to your home and when death 
comes you can meet God as ‘Billy’ Sunday has given 
you advice to do. May God bless this meeting to the 
good of all who are here and our friends who have 
come in as well, and may you take these truths home 
to your wife and to your children. 


“Learn this thing; that after you have eaten your 
breakfast in the morning, have your Bible there and 
then have your prayers right away after breakfast 
while everybody is at the table. Read a chapter and 
then get down on your knees with mamma and the 
babies and have a word of prayer. I believe you 
will have something in your soul that will do you 
good all the day. When you go to your long reward, 
your children will bless your name, because you did 
live a good manly life and that is what you can do, 
it matters not how poor or ignorant you are. That 
cuts no figure, you can if you will. 


“T hope to God every man and woman who is here, 
will profit by the splendid advice that has been given 
to you today. Put it into practice tomorrow. Play 
the man with your wife and your family and then 
take them to church on the Sabbath. Do as you 
should, and that will make for the betterment of our 
city; betterment of your life, of your family, your 
friends and relatives. It will please God that you 
have done this thing in the name of God and for 
the good of your loved ones. 


“Now the meeting will come to a close. Don’t be 
in a hurry. Take your time to it—speak to each 
other on the splendid talk you have heard, the splen- 
did advice, the splendid sermon and wander at 
leisure back to your work and may 
God grant this may sink deep into 
your heart, is my earnest wish for 
you all. Amen. Good Bye.” 
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In Conclusion. 

It took nearly ten minutes for the 
crowd to file from the large room 
in the plant to the street Machines 
were parked for several blocks and 
the city cars made several trips 
carrying the crowds back to the 
center of the city 


The forethought and care with 
which the management had _ ar- 
ranged for seating the hundreds of 
people was greatly appreciated by all. Mr. Bowser 
was in his element in ushering hundreds of people to 
seats after it looked as if there was nothing but 
standing room. He was applauded time and time 
again as he shouted to the men and women to crowd 
over and make room for just “one more.”’ 
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Kither Gasoline or Gasolene is Correct, 

From a recent issue of the Automobile: 

Editor The Automobile:—Why is there a difference 
in the spelling of the word gasoline? We have seen 
it spelled gasoline and gasolene. Which is correct? 

Lake Mills, Wis. ‘Ams 

Either gasoline or gasolene is correct. The suffix 
ine, means pertaining to, while chemists have more 
or less agreed upon the use of ene, as a substitute 
for ane in speaking of members of the hydro-carbon 
series. Hence, while the spelling among chemists 
may be ene, and among others, ine, they are per- 
fectly interchangeable and either is correct. 


“DON'T!” 


Exterior view of the Wheeling Steel & Iron Com- 
pany, Yorkville, Ohio. Their Engine Room is served 
by one of our 6F3 Oil Filtering & Circulating Systems. 
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Interior View of the power plant of the Wheeling 


Steel & Iron Company, Yorkville, Ohio, showing the 
engines served by our 6F3 Oil Filtering and Circulat- 
ing System. 

*k * * 


The following letter from Mr. R. J. Goodman, who 
began work in Fort Wayne Territory the middle of 
August, shows why he has already been successful 
selling Bowser equipment. Mr. Goodman formerly 
sold Cash Registers. 


ATIC mod lOles 
S. F. Bowser & Co., Ine. 
Attached find order of for 
Cut 241 Electric, trading out Cut 10, 5 bbl.-127436. 
Was with this man from 2:00 yesterday till 7:00 
o’clock when he went to dinner promising to think 
it over and see me again last night. I waited from 
7:00 p. m. till 10:00 and he didn’t show up, so de- 
cided to stay in all night. When I got to 
his store in the morning found he had left for a 
bush five miles away to cut logs for his saw mill 
and lumber yard. This gave me the fighting spirit, 
and I wanted to see him again if only to tell him 
what I thought of him as a business man, not keep- 
ing his appointment, and at least let me know his 
decision, as he knew I was waiting for him. So I- 
hired a Ford and met him in the bush with the 
result that we fixed it up on a stump. It pays to 
stick. 
Dug up two more good prospects this afternoon. 
—_—_—, of —————_,, I should get this week, and 
—_—_—__——,, of , I should get inside of ten 
days; in fact, I should land at least four more this 
week. I assure you I intend to fight for them. 
Don’t think I am specializing in Cut 241’s. Hope 
to report Kerosene and Oil sales soon. 


Yours truly, 
(Signed) ROBT. J. GOODMAN. 
oe Sah 


Manager E. J. Little, recently attended a circus 
where there was to be a trained ostrich act. The 
ostrich, however, disappointed the audience by con- 
tinually wanting to climb over into the reserved seat 
section. EK. “Jay’’ was on one of the front rows and 
the man in charge apologized to the audience saying: 


“Tadies and Gentlemen: I am very sorry but 
we are compelled to cease our engagement today 
as there is a man in the reserved section who has 
no hair on the top of his head and my bird takes 
it for an egg.” 

yet 
Mr. J. H. Wilson, who operates in the City and 
County of Denver, recently sold one of the largest 
concerns in Denver securing “F. C. W. O.’’ 
After quite a little argument with the buyer, he 
surrendered on “F. C. W. O.’’ terms with the re- 


mark: 
“Very well, but in all my forty years business 
experience I never in my life paid for anything 
before I got it.” 


We rise to remark: “He must have seen the 


light.’’ 
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“T hope that the salesmen who are shy a few 
points will ‘dig in’ and make the largest crowd that 
ever attended a Pacemakers’ Club Meeting. Don’t 
delay securing them as you may fail at the last 
minute. 

“We have this year an opportunity to make our 
real Treasurer, Mr. Dunkelberg, dig much deeper 
than ever before, and it will be exceedingly profit- 
able to the salesmen, the company and the cus- 
tomers if we make him stretch the smile that has 
always been on his face when passing the coin.” 

The above is an extract from ‘‘Bob’’ Johnson’s let- 
ter of September 8th in which he enclosed a small 
75-point order, closed on Saturday, September 4th, 
against tremendous odds. This is the spirit that 
wins battles and puts men at the top. 

Congratulations, “‘Bob,’’ on your continued pro- 
gress toward carving your name for the third time 
on the Bronze Tablet. 

“3 ES EB 
“Tried hard to avoid a blank day but slipped— 


three of the number looked fine, too, but think they 
can be handled later.” 


The above is taken from Salesman J. V. Flannery’s 
(Washington District) Daily Report on a Wednesday, 
after starting out to make at least one order a day. 
The two previous days he had netted over thirteen 
points. No further comments necessary. 

Mr. H. G. Steinel recently closed a nice 19 point 
store order for a Cut 102 Outfit and it was F. C. W. O. 
*k oo * 

The following salesmen have sent in orders for 
Cut 241’s: 


Ed Haas, a 12 point store order. 

W. D. Alleman, a 6 point public garage order. 
W. H. Pritchett, a 7 point public garage order. 
C. E. MacNichols, a 7 point public garage order. 
W. D. Pyle, a 6 point public garage order. 

O. O. Koogle, a 13 point store order. 


C. J. Rogers, a 12 point store order. 
* * So 


We are glad to note that Salesman W. G. Chandler, 
of the Atlanta District, is getting into his stride 
again. He just sent in a nice day’s business—four 
calls and four sales, totaling about 20 points. 

If it had not been for circumstances working 
against W. G. Chandler during one week of his work 
in August, he would have broken the record for busi- 
ness sent in for the Store and Garage sales for that 
week. As it was, however, he closed over 50 points 
worth of business. 

The following is an extract from his letter of Aug. 
20th. 


“About everything that could 
last week—rain every day until Saturday—bad 
roads—took a bad cold—fell over a bank and 
eracked a rib, bruised a shoulder, ruined a _ suit, 
broke my watch, had a sore tongue and couldn’t 
eat, and the Devil to pay generally. But those were 
trifles so long as the orders came. 

If I had money enough to own an automobile and 
could run it, I would make the Club by Novy. ist. As 
it is, it will be Dec. 15th. How many points have 
I now? 


happen, occurred 
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/ CAMBRIA 
STEEL Co 
2900 


Phoatn i 67300 


Exterior view of the Cambria Steel Co.’s Oil Car as 
ready for shipment out of our yards at It. Wayne, 


hinghim’ and, turning, he. saw. Mr. 


Gerrish, his clothes aflame, running to- | 
ward him. In. another second there; 
" | was a loud explosion at the rear of the| 


garage, and Josepn Crowley and Frank 


-G. Thompson, seated on a porch across 
2 the street, ran Over and attempted to 
y 7 / put out the flames which were burning 


Mr. Gerrlsh. 


.Crowley was frightfully burned about 
| the arms and legs but, with the help 
| of the Thompson, he | 


watchman and 


succeeded in getting Gerrish to the § 


. street and rolling him on the ground. 
GerrishFatallyBurned In the meantime, there had been two 
P hot air explosions in the garage anda 

the flames began to hurst through the 


in Malden Garage | 


Fireman Trapped in Explosion 


Copyrighted, 1915, by Post Publishing Co} 


An alarm was turned in and a chem- 
{cea} engine, the first 10 respond, was 
put to work. William Moran, James 
Rooney and. Edward Burns, firemen, 
riitshed into the garage with a hose and, 
when they had reached the centre of, 


it, another great explosion occurred, and | 


Explosion 
yon ae — ‘ : 


they had great difficulty in figating 
their way through the flames into the 
étreet. 

It was considered to he too great a 
risk to send any more men into the 
blazing building, because of the pres- 
ence of a tank with 900 gallons of gas- 
olene which was likely to explode at 
any moment. The firemen took places 
at the street door and the windows and 
played streams of chemicals and water 
inside with little effect. 


* *K 
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Thirty Cars in Place 


After an hour of continuous fighting, 
the flames were sufficiently subdued to 
admit the entrance of firemen and the 
fira was then extinguished. 

There were 30 cars in the place, and 
all of them were greatly damnaged. 
Jive of them were entirely demolished, 
and four motor trucks were a!so de- 
stroyed. d 


LU Tyee. 


Little Hope for Recovery 


Gerrish was rushed to the Malden 
Hospital, where little hope was held 
out for his recovery. If he does recover 
he will be frightfully disfigured. Wil- 
liam Moran and Joseph Crowley were 


SMOKE INSPECTOR WILLIAM. H. 


- GERRISH, also badly burned, and attended at the 
. Who was probably fatally burned in} Malden Hospital. ’ 
| a fire at Malden last night. Elevated cars on Main street, Malden, § 
— were blocked for more than an hour. 
‘William HH. Gerrish, State smoke The garage, which is the property of § 


MONDAY, 


ae _ Cc. W. Coombs of Malden, is almost a! 
inspector. ef 172 Main street, Mal-| ¢¢ta1 loss. The roof was very badly | 


deri, was fatafy burned last night in| damaged by the numerous hot air ex- 

a two-alarm fire which swept through plosions, and portions of the walls were’ 
4 oie a torn away. 

the Suburban garage in Malden. oF ap ee, 

Nine automobiles were destroyed, two. * 

firemen were badly burned, and a 


total damage of more than $25,000 is 


estimated. eae Hggleston—‘You go to hear music 
Late last night Mr. Gerrish was re- that you don’t understand?” 
a“ Se Aw 2 “veo” 
pairing a leak in the gasolene tank of oe oe 
t " i A Voom asta eo bd , 7 AY 
‘ his-automobile which was housed in Por Gren Died ite Dan eR COGs MONEY 
the garage at 7 Cross street. He was Crandall—‘Well, I pay good money 
doing his work at the rear end of the for an income tax that I don’t un- 


derstand either.” 


garage, with a gasolene lamp. ‘When 
he repaired the leak he called to 
Wrighter Keene, the night watchman, | She (sentimental)-—Three years 
to bring some gasolene. The fluid was kee engaged to him—three beauti- 
cs me ; ul, é y years—the i Was € 
brought in. a five-gallon can, which lappy years—then it was all 


over. 
was placed at the side of the*car. B. N. D. Milliron (sympathetic)— 


Oh, I suppose you married him then? 


CLOTHING IN FLAMES | 
of-} 


Keene walked toward the front 
the garage when he heard a shriek pe-f 


‘Established 1831. 


CUT NO. 401—SHELL VARNISHING OUTFIT 


While S. F. Bowser & Company, Inc., are not 
manufacturing shells, they are indirectly securing 
some business as a result of the World War. They 
are manufacturing and selling a large number of 
special Shell Varnishing Equipments, which, when 
used, varnish the inside of the high explosive or 
lyddite shells. These shells range in weight from 
eighteen to sixty pounds. 


The equpiment pictured saves time and material 
in varnishing these instruments of destruction. The 
new bulletin explains in detail what this equipment 
is like and will, to many of the men who are in touch 
with factories who are manufacturing munitions of 
war, give the necessary information to secure some 
of this excellent business. 


Bear in mind that should the equipment at any 
time not be needed in the manufacture of shells, 
it is equally adapted to the storage of varnish, 
paint and other oils wherever they are used. 


TOO GOOD TO KEEP. 


Dear George: 

Here is one entirely too good to keep. 

This morning we received a letter from a mer- 
chant at Mulberry Corners, wanting to know when 
we intend to send our Service Department out to 
install his 6-bbl. Cut 41. 

He states his wife particularly desired this infor- 
mation, as she wanted on that important occasion 
to have Chicken for dinner . F 

“Shades of the olden har vest. days.’ Our Service 
Department has now augmented to ade forty-two 
persons and we still have more applications coming. 

We will keep this application list open for a few 
days longer, and if you have any particularly desir- 
able workmen for our local service department we 
must receive their credentials at once, otherwise 
we will have to close in upon this Mulberry Corners 
proposition with our present enlisted squad. 

Yours very truly, 
(Signed) 2 Cero Lts: 


Mr. George P. Dickey, of the St. Louis District, 
celebrated the first anniversary of his employment 
with Bowser & Company by selling a total of ap- 
proximately 25 points of business September 14. 


Too bad anniversaries do not come more than 
once a year. 


WHAT THE LOSERS MAY EXPECT 


The Editor recently accidentally ran across some 
of the preliminary work of the Fort Wayne delega- 
tion in anticipation of their capturing the Cup at 
the Convention. Whether the Editor believes hey 
will get the Cup or not is another question. 


However, for the information of you men who are 
in the other delegations, we are publishing a song 
that they have prepared which will be sung to the 
tune of “John Brown’s Body Lies a Mouldering in 
the Grave.’ At the end is one of their yells. Further 
comment is unnecessary. 

SOLO: 


There’ll be a celebration in the old town very soon, 

Chicago’ll wish they’d hid their cup way up be- 
hind. the. moon, 

Fort Wayne has waited long enough and now 

they’ve treed their coon, : 

It’s Little’s cup for sure. 


QUARTETTE: 

Behold, Behold, Behold, Behold, The Cup, The Cup 
you see, 

Behold, Behold, Behold, Behold, The Cup, The Cup 
you see, 

Behold, Behold, Behold, Behold, The Cup, The Cup 
you see, 

It’s Little’s cup for sure. 

CHORUS: 

Glory, Glory, Halleluiah, Glory, Glory, Halleluiah, 

Glory, Glory, Halleluiah,;—It’s Little’s cup for 
sure! 

SOLO: 

The boys have hammered orders out of every man 
they met, 

Ee oe yet unsold begosh which we are sure 
o get, 

Dunk’s politics or frost or wars will back up now 
you bet, 

The Race is surely won! 

QUARTETTE: 

Behold, Behold, Behold, Behold, our confidence is 
Sure wete> Stag; : 

CHORUS: 

Glory, Glory, Halleluiah, ete., ete. 

SOLO: 

This goat affair has caused a stir which is not 
over yet, 

The boys have sworn to never quit until his hide 
we get, 


For dead or living he is sure to fall into our net, 
It’s on its way back home. 


QUARTETTE: 


Behold, Behold, Behold, Behold, The goat, The 
goat you see, etc., ete. 

CHORUS: 

Glory, Glory, Halleluiah, etc., etc. 

SOLO: 

“KE. Jay,’ the leader of the bunch, we surely want 
to please, 


“S. F.,” the old man of the firm’s, still limber in 
his knees, a 

He’s busy as a hungry bunch of big Angora flees, 

He's never growing old. 

QUARTETTER. 

Behold, Behold, Behold, 
sée,, ete; ete, 

CHORUS. 

Glory, Glory, Halleluiah, etec., ete. 


YELL 
Old Man, Old Man, here we are, 
Some come near and some come far, 
Digging, plugging all the time, 
We've brought the cup to our Home Shrine. 


Behold, S. F., S. F. you 


We received recently a pencil memorandum from 
Manager Dorsch, of the Washington District, show- 
ing business that Mr. G. P. Stovall had written on 
September 7th. There were seven orders in all total- 
ing around 40 points. 

We have a faint suspicion that “Master George 
Dorsch Stovall’’ has been after the “old man’’ and 
telling him to get out and hump. 
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Mr. E. M. Savercool, Western Manager, at his desk in his office 
at San Francisco, California. 


Mr. BE. M. Savercool first became acquainted with 
S. F. Bowser & Company through the purchase of 
a Kerosene Tank, at the time being a member of 
the mercantile firm of Keck & Savercool, Oakwood, 
Ohio, in the year 1890. 


Later, having disposed of his interests in the 
business and meeting Mr. Bledsoe, one of the first 
Bowser salesmen, it was suggested that the Bowser 
line was a good one to sell. 


Mr. Savercool coming originally from the West 
and having a desire to travel, interviewed Mr. S. F. 
Bowser and Mr. A. Z. Polhamus and in January, 1894, 
was assigned Southern territory with headquarters 
at Chattanooga, Tenn., as salesman. He traveled 
South in ‘winter and North in summer until 1898, 
spending one year in New York City and vicinity 
doing special work. 


The winter of 1899 was spent in making a special 
trip working the trade and making reports as to 
conditions for future operations of the Company in 
Western Canada. 


In the spring of 1900 Mr. Savercool was assigned 
to the task of organizing a sales force in New Eng- 


land with Boston as headquarters. He was ap- 
pointed Manager and established the Boston Office, 
which was the first Bowser Branch Sales Office,. 


He later on established the office in New York 
City and was given jurisdiction over a large section 
of the East, having built up a strong organization 
in that section. 


In 1907 he was again requested by both Mr. 
Bowser and Mr. Polhamus to do pioneer work, this 
time in Mexico and the West. After one year, a 
considerable part of which time he was in Mexico 
negotiating with the Government paving the way for 
the firm’s entry into Mexico and having completed 
the work in hand, and having been appointed West- 
ern Manager, he was assigned to San Francisco with 
jurisdiction over the Western States. Messrs. John- 
son and Dustman with a few tried and true sales- 
men had already reached San Francisco. 


June 1, 1908, the San Francisco Branch Office and 
Warehouse was established and from a small begin- 
ning a good strong force has been acquired and a 
successful business established, 

(Continued on page 102) 
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Mr. Savercool has often stated of all the things 
he has accomplished in the twenty-two years connec- 
tion with S. F. Fowser & Company, the fact that he 
has associated with him a large number of men in 
capacities as Managers, assistants in the Office and 
as salesmen on the road who have not only been 
loyal, tried and true, but who by their hearty co- 
operation have made it possible for the whole Or- 
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ganization with which they were connected, to bring 
success out of any situation, has given him greater 
satisfaction and pleasure than anything in his busi- 
ness career 


He pays to these men, the greater number of whom 
are still with the Company, very high tribute, No 
need to personally mention them. Their name is 
Legion, they will know. 
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DISTRICT BOOMERS 


It is our intention, from time to time, as we gather 
together the material necessary, to devote most of 
some one issue of the Boomer to one particular 
District. The Editor hopes that before a year has 
rolled around each one of the fifteen Offices will be 
represented. 


You will recall the Canadian Edition which started 
the cycle. Now, as we have collected all the photo- 
graphs necessary to make a representative showing 
of the San Francisco District, we are devoting this 
number to the Coast, 


As the Editor has repeatedly stated, this Company 
is more like one big family than really a great big 
corporation Although our individual lots may be cast 
far from each other it is no more than one brother 
working in Massachusetts, another in Illinois and still 
another on the Coast. Through the medium of the 
Boomer you can all become well acquainted, not 
only with the officials and management at the Home 
Office, but with each and every co-worker in the 
field in all the Districts. 


The San Francisco Office is in really a different 
position than any other one of the Branch Offices 
and even than the Home Office at Ft. Wayne. It’s 
territory covers such a vast area that some of its 
salesmen can only get into San Francisco at long 
intervals. Some of them are obliged to travel more 
than 1500 miles in order to do so. 


~The San Francisco Office occupies the entire third 
floor and one-half of the second floor in the building 
shown in the center group of photographs in the two- 
page spread in this Boomer. The total floor space 
is a little over 14,000 square feet. They have occu- 
pied this location since the opening of the San 
Francisco Office, June 1, 1908. 


The entire organization ought to take great pride 
not only in the general appearance of the San Fran- 
cisco organization, but also in the fact that many 
of the people at this extreme Western Branch Office 
have been connected with it for several years. 


We want to congratulate Mr. Savercool and Mr. 
Johnson on the attractive pictures they have fur- 
nished. They are exceedingly good considering they 
were taken inside the Offices. 


In showing the picture of the Shipping Department, 
also that part of the Warehouse showing the Type 
“C” Tanks, it was done for two reasons. First, so 
that all the salesmen will realize the importance of 
our San Francisco Warehouse, and secondly, it will 
enable you to show your trade and convince them 
by visual demonstration just what-we do-for them 
on the Western Coast. 


The names of each person shown are given so that 
all the salesmen in the West will know, without a 
doubt, whose picture they are looking at. 


You will now begin to see why the Editor has been 
So persistent in requesting photographs of each sales- 
man ang asking the District Managers to be sure and 
secure a photograph of any new men they put to work. 
If there are uny of you who have not sent in these 
pictures, this is the time to close the account. 
to the wise is sufficient, 


A word 


LUBRICATING OIL EQUIPMENT 


We are advised that Mr. R. J. Coddington, who is 
in charge of our exhibit at the Panama-Pacific Expo- 
sition, states that the greatest amount of interest 
among the visitors to our display is in our Lubricat- 
ing Oil Equipment. 


He advises that the prospects or visitors are, as 
a rule, familiar with our Gasolene Line. However, 
he was at first amazed at the fact that they 
know practically nothing about our Lubricating Oil 
Outfits. This has become the general rule and of 
course he makes it a point to explain them in detail 
in preference to anything else. Many of our cus- 
tomers who visit our exhibit and who have our Gaso- 
lene Outfits, did not know that we manufacture any- 
thing for the handling of Lubricating Oils, 


We mention this to supplement what we have al- 
ready said in regard to this matter as we are thor- 
oughly convinced that we are gettting only a very 
small percentage of the lubricating oil business. If 
you men would even partially work this line instead 
of almost overlooking it, we would vastly increase 
the sales, 


As an example of what can be done in this respect, 
Mr. Savercool, on his return to San Francisco, started 
a campaign in his District. He found, upon close 
investigation, that from September 1st to September 
15th after he started the campaign, there were sold in 
half a month 25% as many as they did for the first 
six months of the year. This proves conclusively 
what can be done when the whole line is given the 
proper attention. 


This also proves our contention that only a very few 
salesmen were selling Lubricating Oil Outfits ana 
by far the largest percentage were selling practi- 
cally none. 


Now, where do you stand on this broader, better 
business building?’ -Are you going to overlook this 
most profitable end of the business? Confidence is the 
base of all sales and when you have established that 
sufficiently to secure a man’s order for Gasolene Equip- 
ment, if you Know your arguments and your line, the 
Lubricating Oil sale is the easier of the two, 


A TRIBUTE 


The Editor has had the pleasure of meeting Mr. 
EK. M. Savercool several times since joining the or- 


ganization. Recently, when he was in the Office, he 
stated: 


“There are a large number of people in all kinds 
of positions with the Company who have, at one 
time or another, been associated with me, —l am 
perfectly candid when I say that those men and 
women who have been associated with me have, 
as a general rule, progressed and ‘made good,’ and 
helped build up the business of the Company. 


“Their work and results have given me more 
genuine pleasure than anything else which I have 
accomplished personally. To see the young people 
in the organization succeed and advance, due to 
any encouragement that I have thrown their way, 
more than repays me for any effort DUKE sie auley 
We have quoted this to show Mr. Savercool’s deep 

interest in the welfare of his employes and conse- 
quently serves best the interest of the Company, 


Mr. O. L. McCurdy, of the Philadelphia District, 
who made his first call on August 20th, shows on 
his Summary of Reports August 26th, one call and 
one sale amounting to about 21 points. 

Good business, Mr. McCurdy, If you can do that 
well every six days in the year, you certainly will 
have a good record. 

* * + 

All received in one fat envelope from R. T. Law: 
rence, Chicago District, and all dated Sept. 17th— 
12 orders, totaling approximately 30 points of garage 
business. Good work. 
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Mr. Dean S. Johnson, District Sales Manager, at his desk in his Office at San Francisco, California. 


Mr. D. S. Johnson came from Michigan and pre- 
vious to his connection with S. F. Bowser & Com- 
pany was a Williams College man. 

After leaving college he was for a few months in 
the employ of D. M. Ferry Company as salesman, 
with territory in the South. 


October, 1906, Mr. Johnson entered the Bowser 
Organization, being assigned Sales Department work 
under Mr. W. G. Zahrt at Fort Wayne. 


The finest tribute that can be paid to him is that 
in the position assigned to him he made good, his 


work being of such a satisfactory character that when 
the question of a man for San Francisco came up, 
it was decided that Mr. Johnson had all the qualities 
which would make him available for an important 
position at a new Branch Office. 


June 1, 1908, the San Francisco Office was opened 
and Mr. Johnson became District Sales Manager. 
His successful work in the Western field is a well- 
known fact to everyone. 


“Old Man Johnson,” as he is familiarly known, is 
still making good. What more can or need be said? 


Mr. C. I. Benford is a new recruit in the Denver 
District, who has taken territory in Northwestern 
Kansas. From the way Mr. Barnet writes he is ex- 
pecting pleasing results from Mr. Benford. 


Mr. F. W. Swerer, who formerly sold Cash Regis- 
ters, has begun to show his ability in the Denver 
District. Good luck, Mr. Swerer, and may you ring 
up a good big stack of business yet this year. 


Exterior view of the Private 
Emery, 1400 Hillcrest Ave., Pasadena, Calif. 
fine banana plants at the entrance. 


Garage of Mr. F. W. 
Note the 
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Cut 41 and Cut 52-B Outfits 
F. W. Emery, 1400 Hill- 


installations, 
in the Private Garage of Mr. 
crest Ave., Pasadena, Calif. 


Bowser 


x * * 

Mr. A. McAllister, of Ottawa Territory, is to be 
congratulated on closing a very fine dry-cleaning 
order amounting to 38 points, for the Sanitary 
Laundry Company of Ottawa. This is the fourth Cut 
251 System to be sold in Ottawa. Evidently there 
is nothing too good for Canada’s capital City. 


Mr. Gilbertson’s picture 


had not been received 


TSONY, 


THE SAN FRANCISCO DISTRICT SALESMEN 


The Editor knew no better way of showing the 
excellent work done by these Coast Salesmen than 
to picture them in the prairie schooner which 
brought our forefathers across the plains and moun- 
tains to the Pacific Coast. If ever there was a hardy 
race of pioneers, men and women who accomplished 
results, those who braved the journey in this little 
ship of the plains they were it. However, it is impos- 
sible to give some information regarding one or two 
of the men in connection with the picture, therefore, 
the following explanation. 

We want to call attention to Mr. S. D. Stoddard. 
He is District Sales Superintendent of the Portland 
Office with jurisdiction over salesmen in Oregon, 
Washington, a part of Idaho and a part of Montana. 
The Portland Office is under the jurisdiction of the 
San Francisco Branch Office. 

Mr. O. E. Dustman is District Sales Superintendent 
of the Los Angeles Sales Office operating under the 
San Francisco Branch Office. 


Hal Storr was standing much interested, in front of 
the hippopotamus case at the zoo. 

When the keeper came by, he asked eagerly: 
animal amphibious?” 

“Amphibious as hell, sir,” 
wud bite you in a minute.” 


CABS) (elqals} 


was the prompt reply. “He 


Dean Johnson was inspecting the zoo, and, going up 
to the keeper, said: 

“T want to ask you which of the animals in the zoo 
you consider the most remarkable. 

“Well, sir,” he replied, “arter careful consideration, 
as you might say, I’ve come to the conclusion that 
the biscuit goes to the laughing hyena.” 

“Indeed!” said Dean in surprise. “And why?” 

“Well, sir,’ answered the zoological expert, “he 
only has a sleep once a week, he only has a meal once 
a month and he only has a drink once a year. So what 
he’s got to laugh about is a bloomin’ mystery to me!” 

Do * * 


“A great deal of what we call pleasure is largely 
imaginary,” said the ready-made philosopher, J. B. 
Beall, of the Engineering Sales. i 

“T suppose so,” replied the man who was working on 
his automobile. 

“Now, wouldn’t you like to be able to take a long 
ride without having to worry about speed limits or spark 
plugs or tires or anything like that?” 

“T should say so.’’ 

“Well, here’s a street car ticket.” 

* ae * 


R. Hershal Mauk, superintendent of Sunday School, 
was illustrating for the children the text, “Arise and 


take the young child and his mother and flee into 
Egypt.” 
Showing them a large picture, he asked: 


“Now isn’t that splendid? Here is the mother, here 
is the young child, there’s Egypt in the distance.” 

The children, however, looked disappointed and finally 
one little boy piped out: 


“Please, teacher, where’s the flea?” 
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THE STRANGE EXPERIENCE OF SALESMAN H. 
M. TUNSTALL 


Victoria, Texas, June 15, 1916. 
George A, Townsend, 

Editor Boomer. 
Dear Sir:—- 

I read in the Boomer quite often about different 
salesmen getting an order under very peculiar 
circumstances, ete., and I want to tell you about 
the order I didm't get. 

I was in a little two-store 
Brazos’ Bottom the other day selling one of the 
merchants a 5-BBl. Cut 241 and while I was 
writing up the order the other merchant stepped 
in and with a very few words passed, they got 
into a regular “old country dance fight” and 
when I got them separated and finished writing 
up the order, my prospect would not sign up, 
although he got the best of the combat. I stayed 
with him for four long hours but could not get 
him cool enough to talk business, 

I have often let a prospect get cold after I had 
sold him and would have a little trouble getting 
his signature, but this is the first time in all my 
life where I let one get so hot that I could not 
get him cool enough to sign the order, 


Mr. 


town down in the 


If any of the other boys ever had an experi- 
ence of this kind, would like to know how they 
handled it, though I hardly think this would 


occur any place outside of the Brazos’ River Bot- 
toms. 
L left without the order but am going 
and stay a week or get his signature. 
Yours truly, 
(Signed) 


back 


H. M. TUNSTALL. 


We recently received a newspaper clipping show- 
ing where a thief had gotten into a grocery store 
in W. F. Hichelberger’s territory and stole $600.00, 
all of the cash the proprietor had. Mr. Hichelberger, 
however, closed him for a 3-Bbl. Cut 303 Outfit. 

This shows both salesmanship and diplomacy upon 
Mr. Hichelberger’s part and an appreciaticn of Bow- 
ser quality on the part of the consumer. 

*k * * 

Mr. C. J. Rogers order No. 112 called for 1 2-Bbl., 
Type “B’’, 14 gauge Cut No. 1 Kerosene Outfit. Mr. 
Roger’s letter accompanying the order read in part 
as follows: ; 

“Wnelosed please find order from a good Bowser 
customer, This subject purchased an old Board 
back outfit away back in 1890 and he didn’t like 
the idea of buying a new outfit until the old one 
was completely gone.” 

Just another evidence of the durability of Bowser 
equipment. 

* *k * 

Briggs—Mr. Bechtel acted like a camel yesterday. 

Rodman—How’s that? 

Briggs—He got his back up. 

Week before last our “Uncle Bob’ Matthews, of 
Dallas District, made five sales in one day, four of 
which were for kerosene outfits sold in a strictly 
cotton country—not so “worse’’ for a bride-groom— 
eh? 

In a letter 
Matthews said: 


“Take 


accompanying these orders, Mr. 


with the 
might 
little 


it-from me, I am going to be 
3o0ys in Fort Wayne January 1st and you 
tell Mr. Bowser that there will be one dear 
blond woman with me also.” 
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BOWSER SERVICE, QUALITY AND DURABILITY 


Twenty-four years ago a merchant in Chenangor 
County, New York State, purchased a 3-barrel Cut 1 
Kerosene Outfit. 

The other day our representative called upon this 
merchant and showed him the new line. He shook 
his head and said that he had one of our outfits and 
wouldn’t trade it because it worked perfectly and 
had never cost him anything for repairs, nor had it 
ever given him the slightest trouble whatever. 

However, the salesman was talking about the com- 
puter and this caught his attention. He asked if we 
wouldn’t supply him with a pump only so that he 
could still retain the tank. Considering the length 
of service we made the exchange and today the old 
tank with the new pump with computer is doing 
business at the old stand. 


INTELLIGENT PERSISTENCY WINS 


Nashville, Tenn., Feb. 19, 1915. 
Mr. Geo. A. Townsend, Editor, 
of the Boomer. 
Sire 
and the 
a 


Dear 

You sales force might be interested 
little sales incident which hap- 
pened just a few weeks 
ago. 

In the town of ——, 
Tenn., there are only two 
gasolene outfits. They 
are in the two garages, 
with the tanks buried in 
the back lots of the 
places and the pumps are 
inside The Mayor and 
city commission would not 
allow a pump on the curb 
of the pavement. In fact 
one of our salesmen about 
a year ago sold a Cut 241 
to a drug store. When 
the outfit arrived the city 
authorities positively re- 
refused to allow the 
equipment to be installed. 
The customer and the 
salesman brought all the 
pressure to bear that they 
could, but they still re- 
fused, and the customer 
had to ship the outfit back. 

Last Month San COs, 
of that place, opened an Auto Supply House and 
Garage. I called on them and they said that they’ 
would buy a 241 if I could get the city authorities 
to permit them to install the pump on the curb. 
If they could not get the pump on the curb that 
they would not buy. I called on the Mayor and 
at first he turned me down and would not talk to 
me. But I made the claims of the BOWSER SAFE- 
TY and appearance on the curb so strong that 
he finallly gave me a hearing. Finally he said 
that if it was just as I had said that he could not 
see any objections to the curb installation. Then 
I called on the other two Commissioners and 
finally gained the same expression from them. I 
went back to & Co. and got their order for 
a Cut 241 with a 4-barrel tank and electric light 
attachment. 

When the outfit arrived I was present and made 
a demonstration to the city authorities of the 
entire equipment. They were very much pleased 
with the safety efficiency and appearance of the 
BOWSER equipment with the pump installed on 
the curb. They said that this was the first time 
they had ever been gone at right about installing 
gasolene equipment in the city, and assured me of 
their co-operation in the future. 

Trusting that this incident will be of some in- 
terest, I am Yours very truly, 

J. H. ADKINS. 


are BOW - 


to Know of 


All gasolene storage system in 
SER. 
“How is this for Saturday’s business and sold. 
——_ _—_—_— Refining, Company atetheaten 
(Signed) J. H. ADKINS., ‘| 
The above is taken from Mr. Adkin’s Daily Report 
and showed that he had captured a nice 16-point 


order that day. 


to 


A NEW SALES ARGUMENT FROM ST. LOUIS 


Dear Mr. Townsend:—I am writing a few of my 

prospects a letter like this: 
GREEK METHODS! 

“In a certain town in America is a high school 
located jn the outskirts. To reach it the pupils 
have to walk down 
a long street, 
nearly a mile, 
without a store on 
either side. 

“Years ago the 
enterprising Greek 
iP iL we merchant 
saw an opportuni- 
ty and wheeled 
his cart laden with 
oranges, £rapes, 
candies and other 


sweet meats up 
ALL THREE PROFITE against the _ side- 
walk. 

“Soon another enterprising Greek followed, and 
then a third. To day you cannot walk to the 
high school without passing three Greek side- 
walk fruit stands. 

The students have got the habit. They could 

pass one fruit stand without buying. That was 
not difficult. It was possible, perhaps, to pass two, 
but three became too much. If the boy did not 
buy at first, he weakened when he reached the 
second and fell a victim at the third. 
“What had the three fruit stands done? Merely 
established the habit in the boys and girls. One 
was not enough; it took two and perhaps three, 
but the habit was made. Not one, but all three, 
of the fruit stands profited. It was a true ex- 
ample of competition being the life of trade; it 
was the inspiration and the closing argument. 
So it is in selling FILTHRED GASOLENE in the 
Pont OL your <rocery. Put that RHD SENTRY 
PUMP where the drivers of cars must see it, 
here they cannot avoid seeing it. YOU are get- 
ting him in the habit of thinking of your FIL- 
THRED GASOLENHE. You are getting him. in 
the habit so strongly that when he thinks of 
gasolene he will think of yours in connection 
with your grocery. 

“T am going to call on you again soon and talk 
it over. Think of the value before thinking of 
the price, and ask yourself if you don’t think you 
are missing a profitable investment and a wonder- 
ful advertisement?” 


(Signed) C. E. MacNICHOLS; 
Salesman for S. F. Bowser & Co., Ine. 


THE QUALITY OF BOWSER GOODS AND THE 
SERVICE RENDERED ESTABLISH 
THEIR PRICE 


Dear Mr. Townsend: 


Hope this will be of assistance in closing an order 
or two. 

Show the buyer why our products are priced very 
low, and if the salesman presents it properly, the 
buyers usually see the point. It is as follows: 


“You realize, Mr. Wilson, and so do I, that in 
making an investment of any kind, you prefer to 
select the one that you 
consider safe, and the 
one that will bring you 
a sure profit. If you are 
purchasing an article of 
any kind you want the 
best you can get for the 
money. 

CUNaGl The AO @eha iaisavol 
any other outfit on the 
market that is cheaper 
and better than a Bow- 
ser, it is certainly your 
privilege to buy it. Bow- 
ser goods are built up to 

vig? “3 a Standard—not down to 

SS cy = a price. 
ge eerie ter “To cheapen this outfit to 
reduce its selling price, 
would decrease the value of the outfit. To cheapen 
this outfit to reduce its selling price would not 
only decrease its earning power, but would de- 
erease its LiKE and DURABILITY. So, THE 

IMPORTANT QUESTION WITH A BOWSER, IS 
Von SsOemMuCH WHAT I™ COSTS BUT WHAT 
iT HARNS ON ITS COST IN A GIVEN TIME, AND 
tHHOW LONG THE OUTFIT WILL LAST. Bowser 

Outfits will last—right here in this county are 


outfits that have been in use for 20 and 25 years,— 
figure the cost yourself, Mr. Wilson, it’s easy. 

“Taking into consideration the absolute perfec- 
tion ‘of a Bowser and the fact that it is sub- 
stantially built and will last a lifetime, the price 
is exceedingly low. 

“Another very important point is the fact that 
it is the only practical and commercial outfit on 
the market, and to make it practical, has cost 
the Company HUNDREDS OF THOUSANDS OF 
DOLLARS. If this outfit could be manufactured 
for $10.00 there would be no good reason why 
it should not command the price asked, which is 
very reasonable. Our Company could make a 
cheaper outfit and sell it cheaper, but it would 
not have the durability and earning power of this 
outfit and would actually ecest you more than 
this outfit.” 

Yours very truly, 
(Signed) J. MILTON TUCKER. 


A “RED SENTRY” FOR A CIGAR STORE 


apn al, abe)abby, 
Dear Mr. Townsend:— 

Sale of a 3-bbl., Cut 241 for Cigar Store: 

This reminds me of reading an article in the 
Boomer a few weeks ago, stating that some sales- 
: man sold- an outfit at a 
"IM GOING Yo Pur rt Billiard Hall. Well, I 
IN A CURB PUMP §, think I have one just as 


BEFORE | LEAVE “% good. The enclosed order 
é F) was sold at a Cigar Store. 


tS 
4, I will give you a little 
story regarding this sale. 
I ealled on all the gro- 
ceries and garages. Land- 
ed a sale stor van Cut 41 
pump only at a garage, 
the rest of the merchants 
were dead ones and I got 


EE a cold reception in a lot 
Ze of places. I told them I 
/ bya was going to put in a curb 
AND HE DID © pump in the town before 
I left so I picked out this 
Cigar Store, looked them up and found them 
O. K. I got them interested in the outfit and 
then I bumped up against the city Dads as there 
is no curb pump in town. However, good luck 
was with me as there was an ex-Oil Inspector 
on the Board of Council.- I saw him and he prom- 
ised me he would do all he could for me and 
wanted me to attend the meeting last eve, which 
was special to decide this matter. 
I thought it wise not to attend this meeting but 
to meet a majority of the bunch, which I did and 
it worked out fine. This friend of mine called me 


atten the “meeting closed, Everything lovely. 
Closed this deal at 12 A. M. so you see I got this 
Gyeclene dhoulny GISTE aaah (eae Teokoneiailayes, ung! 2 === Fie 


going to have a Bowser Curb Pump, as I told 
them. 

I surely feel that I really did something. When 
aman gets a subject to put his name on the dotted 
line in this kind of a fight, he has really made a 
sale, 

If you want to use this in our great, popular 
Boomer, you have my good will, if “am, 

Very truly yours, 
(Signed) J. E. ALLEN. 

P. S. Rush this order out as soon as you can 

Jc, His “AG 


It certainly is too bad when a Bowser salesman 
works a town two times and calls on everything in 


the town but one barber shop and then comes back 
to that town later and finds that one barber shop 


has a curb outfit installed—not a Bowser. 


what one It. Wayne, otherwise successful salesman, 
did. 


*k *k 


How many of you salesmen have ever sold a gaso- 


lene outfit and then had your purchaser ask you 


where he could get a lubricating outfit. 
happened to a Bowser salesman not long ago. 
hate to tell his name as he did not tell us about it 
himself. 


We venture to say, however, that he kicked 


himself all over town after such an occurrence. 


Salesman J. M. Prigg, recently sent in a nice 13 


point Public Garage Order calling for Cut 102 Equip- 
ment with Siphon. 
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vate 


That is what 
We 


cy > 


+ 6 


Fal eas iiee 


Interior view of Chemical Station No. 1 of the Oak- 
land Fire Department, Oakland, Calif., 59th and Col- 
lege Ave., showing a Bowser Cut 41 in constant use. 


Inviting Disaster—A Powerful Hllustration Showing 
the Need of Bowser Equipment. 


National Biscuit Company, New York City. View 
of the exterior. There is a Bowser 2-IF-3 Filtration 


System installed serving 1 750 K. W., 1 500 K. W. Exterior view of Chemical Station No. 1 of the Oak- 
Tandem and 1 250 K. W. Single Rice & Sargent  jand Fire Department, 59th and College Ave., Oakland, 
Iengines. Calif. This Station is thoroughly Bowserized., 


A Standard Oil Co. Service Station at Suttey and Another Service Station of the Omen Oil Co., Va- 
Mason Streets, San Francisco, Calif. They have in lengia and McCoppin Sts., San Francisco, Calif. They 
use the following Bowser equipment: 1 5-gal. Cut 101 have in use at this Station the following Bowser 
Pump with Filter and Metal Hose, 3 5-bbl., 12 ga. equipment: 1 5-gal. Cut 101 Pump with Filter and 


Type “C” Tanks for gasolene and 3 i1-bbl. Cut’ 63 Metal House, 3 5-bbl., Type “C” 12 ga. Tanks for 
outfits for lubricating oil. E. F. Klotz, Salesman, in Gasolene and 3 1-bbl. Cut 63 Outfits for Luricating Oil. 


his automobile in the background, * *# * 
coll OP ls “G-g-good evening,’ said the young man who had 
EK. B. Bachman—'‘The last steak I had here I could come to speak to L. P. Murray. 
have soled my shoes with it.” “Good evening,” said Murray. “You look a little 
Butcher—‘And why didn’t you do it?” nervous; how do you feel?” 
Bachman—‘‘So I would if I could have gotten the pegs “Flattered,” said the young man. “I was afraid I 
to go through it.” looked scared to death,” 


110 


On his way to Denver in his ‘‘Saxon” with a pocket 
full of orders, Mr. R. W. Jewel met with a bit of good 
luck as he terms it. 


After supplying his car with gasolene which was 
accomplished too abundantly by the storekeeper, and 
just as he was starting, the car reservoir caught fire 
and was soon a mass of flames . For about five 
minutes Mr. Jewel and the population of the little 
town were busy as bees and succeeded in getting the 
flames under control. The car is now in the repair 
shop. 

Mr. Jewel is congratulating himself that he es- 
caped with the orders he had in his pocket to say 
nothing of his life. 


| 


Richmond Sation of the San Francisco Police Dept., 
7th Ave., near Geary St-, San Francisco, Calif. This 
is the first evidence we ever secured of Salesmen E. 
F. Klotz being in the hands of the police. Note Mer. 
E. M. Savercool’s smile of relief after bailing him 
cut. This Station uses a 5-bbl. Cut 241 as shown. 


Exterior view of the Municipal Car Barns, San Fran- 
cisco, Calif. This barn is thoroughly equipped with 
Bowser Outfits. 


Interior view of. the Standard Oil Co.’s Service 
Station, corner Hyde and Golden Gate, San Francisco, 
@ailinis Note the 3 Cut 63 Bowser equipment for 
handling their lubricating oil. 


Oil Room in the Municipal Car Barns, San Fran- 
cisco, Calif. Here are installed 6 3-bbl. Type “C” Cut 
115 Outfits for distributing lubricating oil. 


A TABULATED SALES ARGUMENT 


The attached table showing the dividend invest- 
ment on a Cut 241 Outfit has been worked up by Mr. 
T. J. Dabney, of the Dallas District, who has used 
it very successfully and we are passing it on to you. 

The table will be self-explanatory and we feel sure 
that you will be able to use it very effectively as a 
convincing argument upon the profitableness of an 
investment in this equipment. 

TOTAL INVESTMENT—$300.00. 


One 5-Bbl., 14-ga., “Red Sentry,” Freight paid, in- 
stalled and full of gasolene. 


Exterior view of the Civic Center Garage, 174-176 
Golden Gate Ave., San Francisco, Calif. This is com- 
pletely Bowserized. with 2 Cut 121 Wheel Tanks, 4 


Gal. Sold Gals. Sold Profit Yearly Per Cent, 2-bbl., Cut 64 Battery equipment complete for Lubri- 

Per Day Per Year Per Gal. Profit Profit cating Oils, 1 5-gal. Cut 39 Pump with Meter and 
5 1,825 2¢ 36.50 1214% Filter and 2 5-bbl. Type “C’ Tanks for Gasolene. 

10 3,650 2c 73.00 25% a : 

15 5,475 2¢ 109.50 36% HARD LUCK FOR THE GARDEN? 

20 7,300 2¢ 146.00 48 24% “Your garden doesn’t look very promising this year,” 
25 9,125 2¢ 182.50 60% said the neighbor to Mrs. H. J. Grovesnar. 

30 10,950 2¢ 229.00 76% “Well,” said the wife, ‘every time my husband got to 
35 12,775 2c 255.00 85% digging in it he found a lot of worms, and they always 
40 14,600 2¢ 292.00 97% reminded him of his fishing tackle.” 

45 16,425 2c 328.50 109% * * x 

50 18,250 2c 365,00 121% “Opportunity really knocks at many a door.” 

60 21,900 2¢e 438.00 146% “Then why don’t more of us succeed better?” 

70 25,550 2¢ 511.00 170% “The trouble is that opportunity wants us to go to 
80 29,200 2¢ 584.00 194% work.” —R. G. FISHER. 
90 32,850 ae 657.00 219% Ai gt ae 

100 36,500 2¢ 730.00 243% If doing your level best is not putting you ahead 

150 54,700 2c 1.095.00 365% there is something lacking in your standard. 

200 73,000 2e 1,460.00 486% ek Ok 

250 91,250 2c 1,825.00 608% The salesman who decides to have a good time as 

300 109,500 Ze 2,190.00 708% he goes along won't get very far along, 
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Branch Office Standing 


38th Week Ending September 25th, 1915 


Senior Offices 


Junior Offices 


1 FORT OW AYIN Bigs «eee sees EK. J. Little, Mgr. 1.” WASHINGTON tin. eters itera A, W. Dorsch, Mgr. 
25 CHICAGO sai is cates utes Gens T. D. Kingsley, Mer. 2 UDEN VER. ys ce gas ee sie isiaie sae Cc. C. Barnett, Mer. 
So oe DIATITAS. Saat. rests ele otehaiecs B. L. Prinee, Acting Mgr. Se NEW” YORE oie cetaine H. C. Carpenter, Mgr. 
4, “SAN MRANCISCO Uta. cme + pina D. S. Johnson, Mer. 4; - LOUIS VIDE Bi siete ss scstsrasversies EK. J. Gallmeyer, Mgr. 
Be SA LBAN Vio sarc treete he trate emer iee WwW. M. Mann, Mer. 5. PHILADELPHTA............... I. L. Walker, Mgr- 
6 HARRISBURG wn: 2 ts bores es R. S. Colwell, Mer. 

Ve ST. - LOUIS . oe kos bys i wae G. H. Hastings, Mgr. 

8. "TORONTO DC. © acces W. R. Hanee, Canadian Mer. 

9. ATLA NPA oo ois Sik a ean pe ae H. W. Brown, Mer: 

Standing of Forty High Men, September 28, 1915 
Salesman’s Name. Office. Salesman’s Name. Office. Salesman’s Name. Office. 
ER Ae ered MINS ON: petawene ene Hine Sales alge AS SE ear LS eerie mee Chicago -28.- W.. A. Merrillatwan. Fort Wayne 
9 W. V. Crandall..San Francisco 15. EF. W. Devereux........./ Albany. 29. IG5 "Wt Seotts. sn cstenters New York 
Sate ee wea LEMCC. eo nmiaren Chicago: =l65 (Io J Manin on enesice Chicago 302°'C. (Ji. ROCKS ie omnes Chicago 
Ae A RA Gee SRG x a rcawesepeetexcie te Denver li, CC Mredéericks 2... St) Lowiss 31.-- J. Js ‘Connelly. ae Eng. Sales 
Ty ON Sh Shoe wanikep rel. ool Wine. Sales sls Sites VLU Diary aren tenseieteten Toronto. 325 J. aG:_ RoObDeris= ames Albany 
Gi Ce ule lestOmenm unmet (Albany Lo = Ws eM Onan Ens) Sales *33: Ee. Ei Richard sonii ee Albany 
7. -G.” H. Reuben. ...San Francisco 20. .N.7 Mattingly cme Chicago <34. J.-B) Arnoldi San Francisco 
SU EA ue Oua PO Meine Chicaeco 2G Bo Stovalietyeaee Washineton 35.7 GG." Be Schnabeli tenuate Chicago 
OT SGRT Wis CWE ne capeteneterede Denver 22. Eu. M. -Kennedy.’) San” PF ranciscowss 6. 5 Wer bie dua GC) weeeere neers New York 
10..H. A. Vortigern...Philadelphia 23. W. H. Pritchett....Kort Wayne 37 Wa W,, LN CCResi-5-ateeeneens Dallas 
iris ISS a Oa Wee iaRepnn sp aet ns aco Bing. Sales 24.008; As Coslimss tice eines Albany 38. W. A. Armstrong....Eng.. Sales 
U2 een OCLC St OT aie iersueete tenets Denvers 20.) (NT CAC SRI Se, tae ete Albany 39. .. BH. Clemenitic femme Chicago 
[Se A SG arte. ceca Harrisbure o26. Foe i sendy Sere ae Atlanta 4 M.° GC: Benham, teeeeere ec lmcase 
21. akty Do RWeonardy ates Harrisburg 


Five High Men (Not Pacemakers) by points in each 


District Sept. 27, 1915 


(Districts Listed Alphabetically) 


ALBANY DALLAS 

1 EK, Hy Richardson’ 1 J. M:. Lucker 

Poo. A Collins 2. R. L. Matthews 

Sat Wee. LODELES Syed iOvoly oles bette Ke! 

Go Wie eto uG AX te Co ewan te 

5. S. Roberts 5. C. M. Sigler 
ATLANTA DENVER 

1. M. Bedingfield 1. J. F.Vonderembse 

2. T. F. MeWaters tee Ee Ue wa ele 

3. R. W. Maxey Oe che eV male Carss 

4, HK. B. Bachman 4-7 Kilver 

5. . L. W. Crow Desde ive Vali Som 
CHICAGO ENG. SALES 

1. M. C. Benham 1 Sok haylor 

2 % L. Duncan 2.0 shi we va iron 

3. W. P. Shepherd 3. Ji J. Connelly 

4. G. H. Schnabel 4. W. A. Armstrong 

bade Viord be be, KeDobson 


HOW E. M. S. LOST HIS GOLD WATCH 
One day, not so long ago, Mr. EH. M. Savercool, 


Western Manager, was 


street but those two. 


Around the corner came a basket peddler who 


was apparently crippled. They paid no 
to him but when he came limping nearer 


misstepped, lurched and fell against Mr. Savercool. 
Mr. Savercool was very indignant and gave him a 
The peddler apologized 


good Yankee ‘talking to.” 


in a small Mexican town 
going over the territory with an ex-salesman. ; 
were returning from the restaurant to a hotel in 
broad daylight and there was no one else on the 


FORT WAYNE NEW YORK SAN FRANCISCO 
1.°0O. O. Koogle tit Ge Was cot 1, Je BeAr ole 
rae clfete BWR pl oteln Seles 2 Wella ata 2. W. B. Jameson 
Sees WiOlLe 3. H. Dalgaard 8. HH. BR. Bird 
4. -J2-7O) MeCracken —4. 50h) Ey Peepiles a0) WreGa sire 
be > WelD. Pyle By SARS, die al BAYT oh ave 5. EL. KE. English 

HARRISBURG PHILADELPHIA TORONTO 
toda Mi Prise: 1 W. M. Booker tT” 'E fe aRhodes 
Pose KORN ede DE Yay7 2a de OE N ea 2. N. Paquette 
3. W. B. Offerle 32) Wade iCkceon 37 DS Stearne 
4, M. A. DeSouza 45 (Oo McCurdy: 4. J. W. Merickel 
5. K.F. Hessenmueller Note: (Only Four 5. H. M. Fickler 

active. — 
LOUISVILLE ST. LOUIS WASHINGTON 
1. Max Heintze 1. W. E. Tousley 1. °D. W. Darden 
2. D. Moore 2. G. P. Dickey 2.25: Ti. Gibbons 
ou On Wh Wilson 32 We Ca Sutton: 3. We. S. Stoner 
4. J. W. Dickason: 4, J. B. Goran AS eA le Corba 
5. W. V. Wheeler 5. W. A. Lee be IN. B. Steele 


his clothes. He 


They 


in Spanish and disappeared around 
the corner. 


Mr. Savercool hadn’t gone more - 
than a hundred feet when, feeling 
for his watch to find out the 
time, he discovered that both it 
and the chain were gone. Immedi- 
ately he realized that this basket 
peddler was one of the gang of 
clever pickpockets that overrun 
Mexico. He ran quickly back to 
where the peddler had disappeared, 
but naturally there was no one in 
sight. 


Mr. Savercool says the next time he goes to Mexico 
he intends to buy a dollar watch and leather fob, 
with a chain and a fish hook on the end attached to 


will then be in a position to catch 


the goods on the pickpocket and get him in jail. 
The law in Mexico is very strict, to the effect that 


if a man is robbed and the stolen goods are not 
found on the person arrested, you, the accuser, are 


attention 
them, he 


watch in 
broad street. 
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put in jail instead of the suspected person. 


What makes Mr. Savercool so sore with himself 
is to think that he would be robbed of this valuable 
broad 


daylight, practically alone on a 
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The Hub of the ‘“‘Pike’s Peak’? Bunch —Mr. C. C. Barnet, Manager of the Denver District, 
in his Office, 950 Gas and Electric Building, Denver Colorado 


In spite of the fact that Mr. C. C. Barnet was 
born and raised most of his early life on a farm 
near what is known as the Devil’s Backbone in 
-Preble County, Ohio, he was not handicapped. He 
took the Backbone and left the Devil and, By Gum! 
he’s sure had some backbone all his life. 


During a Street Show in March, 1906, at Dayton, 
Ohio, we had an exhibit in charge of Mr. C. A. 
Dunkelberg. “Dunk” accidentally on purpose ran 
into “C. GC.” and persuaded him to join the Company. 
‘Dunk’ must have used his “come hither’ in his 
eye mightily that time because along about April 
1st, 1906, Mr. Barnet began “rooting and boosting” 
for S. F. Bowser & Company. 


He started in the Mail Order Department under 
Mr. Bechtel. The “Big Chief” told him to dig in 
and show a proportionate increase in sales over 
the preceding year. “C. C.’’ had the pleasure of tell- 
ing him later that he had followed his instruction 
to the letter. Consequently, in August of that year, 
he was transferred to the Toronto Office as Assist- 
ant Manager to Mr. Hance. There among the 
“Canucks” and old “war horses’ in that territory 
he remained until the following September. 

He then took up sales work in Southern West 
Virginia. In March, 1909, Mr. Barnet became Di- 
vision Superintendent with headquarters at Pitts- 


burgh. He continued in this capacity, working with 
the men, securing new men, doing special sales 
work, etc., until September, 1911, when, for family 
reasons, he took the Dayton, Ohio, territory. It was 
necessary for him to be at home, owing to his wife’s 
long illness. Upon her recovery in October, 1912, 
he was assigned the Colorado Springs, Colorado 
territory. 


In January, 1913, Mr. H. H. Anderson, then Denver 
District Manager, was sent to England and Mr. Bar- 
net was appointed his successor as District Super- 
intendent. His District, in 1913, landed fourth place. 
In 1914, when the Senior and Junior Offices were 
organized, they landed in first place and fully expects 
and determines to repeat in 1915. (?) 


Mr. Barnet has always been connected in sales 
work. Preceding his connection with our organiza- 
tion he was with the National Cash Register Com- 
pany for seven years. Five years before that he 
did similar work with the Sidney School Furniture 
Co., Sidney, Ohio. 


“OC. C.” is an indefatigable worker, persistent, and 
chock-full of ginger and enthusiasm, backing it all 
with good judgment and the ability to maintain the 
loyalty and friendship of the men with whom he is 
associated. Believe us, “C. C.” is all right. 


(Editors Note:—“C. ©.” you had better turn around and bar the door to the right of your desk or “Daddy- 


Long-Legs’ll get your cup, if y’u don’t watch out.) 


“Tcalled on everybody 
here, twice,— one order, 
three prospects. 


THE TORONTO DISTRICT ADDS A FAMOUS 
CANADIAN AFTER DINNER SPEAKER 
TO ITS DELEGATION 


T. H. Rhodes, of the Toronto District, Was Elected 
a Member of the Pacemakers’ Club on Sep- 
tember 20th, With a Total of 584 
Points to His Credit 


Mr. 


Vice-President, 23, 1912. 
1380 Points. 

Pacemaker, December 
526 Points, 

Pacemaker, September 20, 
— Points. 


April Closed year with 


11, 1913. Closed year with 


1915. Closed year with 


Those of you who were present at the 1912 Con- 
vention will remember the pleasant surprise that 
was sprung when Mr. Rhodes, 
the Vice President of the Club 
that year, rose to his feet and 
addressed the management here 
at the Home Office in one of the 


first open meetings. The good 
sense he expressed was_ inter- 
spersed with some _ capital 
stories and this speech put Mr. 
Rhodes immediately into the 
limelight. 
Mr. T. H. Rhodes 
To a large number of our 


sales organization Mr. Rhodes requires little or no 
introduction. He is a very high-grade salesman 
and is an ardent exponent of the “C. W. O.” way 
of doing business. 

Mr. Rhodes came with us about March ist, 1911. 
He at once produced business and when the Club 
started in 1912, quickly elected himself Vice Presi- 
dent. He repeated in 1913 as his record shows, but 
owing to conditions in Saskatchewan, where he 
travels, the war and other obstacles, it was impos- 
sible for him to secure the requisite number of 
points to put him into the Club. However, he 
almost made it in spite of these handicaps. This 
year, real estate had dropped to normal, crop fail- 
ures were unknown, the people had adjusted them- 


selves to war conditions, and consequently Mr. 
Rhodes, with his splendid sales ability, has made 
the Club. 


We congratulate you, Mr. Rhodes, on your en- 
trance into the Club this year and trust that no 
obstacle will prevent you being with us again next 
year, only earlier. 


IT’S THE “CUP ORS BUS iis W lit elas ere Does 
PEAK” BOYS—HERE’S ANOTHER ONE 
THAT HAS JOINED THE CLUB 


Mr. J. 
Elected 2 Member of the 
September 20th, With a Total of 


Points to His Credit 


KF. Vonderembse, of the Denver District, Was 
Pacemakers’ Club on 
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Pacemaker, September 20, 1915. Closed year with 


—Points. 

Although this is the first time Mr. Vonderembse 
has broken into the Pacemakers’ Club, he is none 
the less welcome. Mr. Vonder- 
embse joined the Company in 
July, 1912. He made a game 
fight for the Club that year but 
did not get in. In 1913 he start- 
ed out gamely and _ almost 
achieved the result. However, 
instead of being discouraged at 
his two former attempts, he just 
took another notch in his belt 

zy and started out to get in the 
J. F. Vonderembse (Jub in 1914 or know the reason 
“Why.” He discovered the reason why, because this 
year he is in, in spite of his three former failures 
to make it. 


Mr. Vonderembse is of a most pleasing person- 
ality, a systematic, hard worker, and now that he 
puts in about 95% of his time talking Bowser 
Equipment, he is reaping the results of his labor. 
He travels in the dry farming districts of Hastern 


Colorado, so he doesn’t care whether it rains or 
not. 
Mr. Vonderembse is a very high-grade type of 


gentleman and a native of the ‘Buckeye’ State. 
He graduated from the rubber boot and shoe indus 
try into selling Bowser Equipment. He would rather 
talk our line than eat when he is hungry. 


It’s just this sort of persistency, Mr. Vonder- 
embse, that puts you on top and we heartily con- 
gratulate you on your fourth attempt. ‘Nothing 
succeeds like success” and we hope to see you 
with us again next year. 


"No orders in here. 
I'm in the club anyway 


and not done yet’ 


The Bowser Boomer 
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WORK 

Labor was the primal curse, but it was softened 
into mercy, and made the pledge of cheerful days, 
and nights without a groan, 

Labor rids us of three great evils—irksomeness, 
vice, and poverty. 

Nothing is denied to well-directed 
nothing is ever to be attained without it. 

Men seldom die of hard work; activity is God’s 
medicine. The highest genius is willingness and 
ability to do hard work. Any other conception of 
genius makes it a doubtful, if not a dangerous, pos- 
session. 

A steady application to work is the healthiest train- 
ing for every individual, so it is the best discipline 
of a State. Honorable industry always travels the 
the same road with enjoyment and duty, and progress 
is altogether impossible without it. 

Labor is one of the great elements of society— 
the great substantial interest on which we all ‘stand. 
Not feudal service, or predial toil, or the irksome 
drudgery by one race of mankind subjected, on 
account of their color, to another; but labor, intelli- 
gent, manly, independent, thinking and acting for 
itself, carning its own wages, accumulating those 
wages into capital, educating childhood, maintaining 
worship, claiming the right of the elective franchise, 
and helping to uphold the great fabric of the State— 
that is American labor; and all our sympathies are 
with it, and our voice, till we are dumb, will be for it. 


labor, and 


KEROSENE AND GASOLENE 

Wouldn’t it be a monotinous old world if Mother 
Nature decided to send us one particular brand of 
weather -during all the four seasons? Just suppos- 
ing, for instance, she went to sleep on a cold winter’s 
day the latter part of January and did not awaken 
for eight or ten years. What would become of hu- 
manity. Again, supposing the same thing happened 
on a hot midsummer day in August. Would there 
be anything left of the human race at the end of 
ten years? 

Nature follows divine law and it knows what is 
pest to promote longevity, happiness, contentment, 
and all other attributes of good. 

In landscape gardening, a successful artist follows 
Nature’s lines as closely as possible. Why not, in 
your own sales work, draw a little lesson from what 
is going on around you every day? If you get your- 
self into a rut and sell only gasolene equipment, 
you have gone to sleep on the job and sometime 
in the very near future, you will wake up and find 
that the rut is much deeper, with a wall, six foot, 
at each end and sod over all. 

Get out cf the rut now. Variety is the spice of 
life. Tackle all of the equipment. Get busy on 
the kerosene line. There is more kerosene sold and 
burned today than was ever before in the history of 
the Oil Companies. Wherever kerosene is used a 
Bowser equipment is a an absolute necessity. 


Come, men, wake up to your opportunity. Opportun. 
ity is knocking at your door. True, she may look 
like hard work, but nevertheless she is there with the 
Zoods all right. 

Tt’s up to you, men to work along Nature’s lines and 
build a broader, better business as our esteemed Sales 
Manager Mr. Murray so patiently, persistently advo- 
cates, 
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DECEMBER 22ND 
Sixty-eight Days from Today is December 22nd 

At midnight, December 22nd, you either must have 
taken enough orders for immediate shipment to net 
you 500 points of acceptable and passed-to-the-fac 
tory-for-ship ment business, or you will still be on 
the outside looking inside. 

Whether the factory can or cannot make shipment 
this current year on orders taken late in November 
or December for immediate shipment, depends large- 
ly upon what the order specifies and consequently. 
to avoid any injustice whatsoever, if you have secured 
enough accepted and passed business for immediate 
shipment before midnight, December 22nd, to net you 
500 points, you will be declared a Pacemaker. 

Not only does the Pacemaker Contest close at 
midnight, December 22nd, but the Senior and Junior 
Office standings will be decided by the business se- 
cured up to and including that momentous date in 
Bowser history. 

Isn’t it about time that you took stock of yourself 
and find just where you and your District stand? 
You may not have a chance to get into the Club 
this year; but your increased effort now may give 
the necessary impetus to capture the Cup for your 
District. That means co-operation with a capital “C.” 

In co-operating, you not only benefit yourself, your 
family, your bank account, but you have the satis- 
faction of knowing that you helped your District across 


the line a winner. 
Some satisfaction, believe us. 


For some unforseen reason the pictures of Mr. O. E. 
Dustman and Mr. S. D. Stoddard were omitted from the 
San Francisco Edition of the Boomer, October 1st. 

These two gentlemen have been with us for years. 
Both of them are very high-grade salesmen and are 
important spokes in the wheel at San Francisco. While 
they are not classed as salesmen at present, they both 
being District Superintendents under the San Francisco 
Office, they are, nevertheless, high-grade Bowser 
salesmen and do sales work, all of which goes to the 
eredit of the salesmen under their jurisdiction. 

We eall your attention to their pictures on Page 118 
of this issue. 


TO BE A SUCCESSFUL SALESMAN THE FOL- 
LOWING QUALIFICATIONS ARE ESSENTIAL, 
BY “ONE OF THE BOYS” 

1. A thorough knowledge of the goods you are sell- 

ing. 
A thorough belief in the same. 
3. A perfect trust and loyalty to 
your firm. 
A genial and sunny disposi- 


bo 


tion. 
5. A neat, clean and tidy ap- 
pearance. 


6. A patience that would make 


ALESMANS QUALIFICATIONS Job’s look like 30 cents. 


7. A tenacity of purpose, only 
equaled by a thoroughbred bulldog. 
8. A fund of diplomacy ‘a la corps Diplomatic 


Francaise.” 

9. The nerve of a Teddy Roosevelt. 

10. The politeness of a Chesterfield. 

11. The persuasive powers of a Vardeman—or a 

“Billy”? Sunday. 

2. The language of an Ingersoll. 

3. The thoroughness of a Cecil J. Rhodes. 

And finally the “Stick-to-it-iveness” and deter- 
mination, for which the Bowser salesmen are 
noted, with the Gommon horse sense of a 
Woodrow Wilson. 


We are pleased to know that Salesman C. EK. Mac- 
Nichols’ 7-point Public Garage order was not for a 
Cut 241 as stated, but was for a Battery of Cut 64’s 
with all accessories. 

This is on broader, better business lines and shows 
that the St. Louis District men, at least one of them, 
is wide awake and on to greater possibilities. 


IF POSSIBLE, WE INTEND TO HAVE THE NEXT 

MEMBER FROM THE CHICAGO DISTRICT 
WRITE HIS OWN HEAD LINE AS THE 
EDITOR HAS LOST COUNT 

of the Chicago District, 

a Member of the Pacemakers’ Club 

September 24th, With a Total of 
503 Points to His Credit. 


3, 


Mr. W. P. Was 
Elected 


on 


Shepherd, 


2acemaker’ December 1912- Closed year with 


547 Points. 
Pacemaker, September 15, 


1913. Closed year with 


5Si Points. 

Pacemaker, October 18, 1914. Closed year with 592 
Points. 

2acemaker, September 24, 1915. Closed year with 
— Points. 


Last year, those of you who were here at the Con- 
vention, will remember the “Mutt” and ‘Jeff’ of 
the Chicago delegation, Messrs. 
Darling and _ Shepherd. The 
“Jeff” end of this team has al- 
ways been a keen though friend- 
ly rival with Mr. R. L. Duncan. 
Last year Duncan beat ‘Jeff’ 
Shepherd into the Club by seven- 
teen days. This year he’s got 
the laugh on his friend as he 
got in a day ahead of him. 

Mr. Shepherd is a mighty good 
producer and an insistent “F. CG, 
As evidence of his ability in this line, 


Mr. W. P. Shepherd 
W. O.” man. 
he closed 503 points of business so far and nearly 


\0% of it is “CC. W. 0.” Over 60% of the“Gy W: O07 
is “F. C. W. O.” He is a very smooth Bowser sales- 
man, knowing his line and his territory. He is 
thought a great deal of by the management of the 
Chicago District and their feelings are more than 
reciprocated. 

Mr. Shepherd would not hear of being left out 
of the Club any more than would such men as 
Reuben, Crandall, Benham, Eggleston, and other top- 
notch Bowser men. The greater the obstacle the 
greater the persistency and the smoother Mr. Shep- 
herd works. As an example of his persistency, he 
joined our organization March 20th, 1912, and did 
not write an order, in spite of his hard work, until 
April 2nd. 

Congratulations on your achievement this year, 
Mr. Shepherd, and may you be a five-time winner 
next year. 


Fine to be after them. again. 
Both lungs and talk— 
ing apparatus in 
fine shape. 
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HERE’S THE TWELFTH MEMBER OF THE CHI- 
CAGO DELEGATION—JUST WATCH 
"EM GROW 


Mr. R. L. Dunean, of the Chicago District, Was Elected 
a Member of the Pacemakers’ Club on Septem- 
ber 25th, With a Total of 501 Points 
to His Credit, 


on 
25, 


2acemaker, July 19121. Closed year with S19 


Points. 
Pacemaker, September 18, 1913. 
564 Points. 


Closed year with 


Pacemaker, October 1, 1914. Closed year with 
559 Points. 
Pacemaker, September 25, 1915. Closed year with 


— Points. 


If there is any man in the Chicago District that 
can be counted upon in an emergency to produce 
business, that man is Mr. R. L. 
Duncan. He is a high type Bow- 
ser salesman and, in fact, is a 
very substantial business man. 
He is most willing to help, rea- 
sonable in his demands, and de- 
sirous of following the rules. 


Ever since he joined the or- 
ganization on May 2nd, 1905, he 
has been a steady producer. In 
most cases he is a prize winner. 
as evidence of that, look at his 


Mr. R. L. Duncan 
record in the Pacemakers’ Club. 


It was “nip and tuck” between him and his friend, 
Shepherd, but this, year Shepherd put it over him 
by one day. By the same token he will be the first 
to congratulate him on his “win.” 


Mr. Duncan is generous to a fault and willing to 
go the second mile with any man. The Editor has 
reason to remember his kindness when he asked 
him for certain information in his territory some 
years ago. The thoroughness with which he replied 
was indicative of his character. The Pacemakers’ 
Club is honored by his entrance into it. 


We congratulate you, Mr. Duncan, on your achieve- 
ment this year and may you also be among the five- 
time repeaters next year. 


THEY’RE COMING IN BUNCHES THESE DAY 
AND IT KEEPS US BUSY RECORDING 
ADDITIONS TO THE CHICAGO 
DELEGATION 
Mr. M. C. Benham, of .the Chicago District, Was 
Blected a Member of the Pacemakers’ Club 


on September 21st, With a Total of 504 
Points to His Credit 


Pacemaker, August 12, 1912. Closed year with 826 


Points. 
President, April 19, 1913. Closed year with 1186 
Points. 
President, April 9, 1914. Closed year with 966 
Points. 
Pacemaker, September 21, 1915. Closed year with 
— Points. 
Some men just can’t help but be a success. Mr. 
Benham belongs to this type. It doesn’t matter 
what he undertakes, he’s just 
got to go to the top. Look at 
his record above. Twice he has 
obtained the honor of being 


President of the Club and, be- 
lieve us, this is no small honor. 

Just why he did not go after 
it this year we can not explain. 
We believe, however, that he 
felt being in the limelight for 
two years in succession was suf- 
ficient and he would take it a 
little slow and come in later. He is here now and 
coming with a rush, and it wouldn’t surprise us, 
if he kept up his present gait, that he became a 
Tablet Cutter at the end of the year. 

Mr. Benham is not only a salesman but he is 
strictly a representative of the Company in his 
territory. He is a capable, high-grade business man, 
obtaining and maintaining the respect of all his cus- 
tomers and prospects. Mr. Benham is a credit to 
the Company, the District he represents, his family, 
and the community in which he lives. He has al- 
ways made good no matter what the obstacles were 
before him. : 

It is a pleasure, Mr. Benham, to welcome you 
again into the Club and to know that you will be 
here with the Chicago delegation at the coming Con- 
vention. Here’s our hand in endorsing these senti- 
ments. 


Mr. M. C. Benham 


__— —— —— WE’VE TEMPORARILY RUN OUT 
OF HEADINGS RECORDING ADDITIONS 
TO THE CHICAGO DELEGATION 


Mr. G. H. Sehnabel, of of the Chicago District, Was 
Elected a Member of the Pacemakers’ Club on 
September 24th, With a Total of 501 
Points to His Credit. 

Pacemaker, December 17, 1912- Closed year with 

509 Peints. 
Pacemaker, October 15, 
593 Points. 
Pacemaker, September 24, 1915. 
— Points. 


1918. Closed year with 


Closed year with 


Well look who’s here! 

We surely are glad to see George Schnabel’s name 
on the roster of the Pacemakers’ Club. He has 
always been a_ chronic prize 
Winner and it nearly broke his 
heart last year because he was 
laid up two months during the 
best part of the season on ac- 
count of an operation for ap- 
pendicitis. This just kept him 
out of the Club, spoiled his 
Christmas, ruined his disposition 
for the holidays, but mostly hurt 
his pride. However, on New 
Year’s he pulled himself  to- 


Mr. G. H. Schnabel 
gether and made a mighty resolution that it would 


ENG 


happen again and here he is. Don’t his smiling 
countenance look good. It sure pays to be prosper- 
ous. 

George is one fine, capable Bowser salesman. 
There are no flights of oratory in his sales work, 
but he is a worker with a capital W. He sells 
strictly upon the merits of the goods and is very 
careful to see that each item is fully explained so 
that when an order is taken the prospect is a cus- 
tomer indeed and thoroughly understands what he 
has bought. There is very little trouble with 
George’s orders owing to his thoroughness. 

Congratulations, George, on your making the Club 
this year. Go to it and get in next year earlier and 
make up for last year’s unavoidable omission in this 
respect. 


ANOTHER STURDY NEW ENGLAND YANKEE IS 
ADDED TO THE ALBANY DELEGATION 


Mr. F. H. Richardson, of the Albany District, Was 
Elected a Member of the Pacemakers’ Club on 
September 24th, With a Total of 502 
Points te His Credit. 

Pacemaker, December 4, 1912. Closed year with 

521 Points. 

2acemaker, September 25, 1913: 
585 Points. 

Pacemaker, September 10, 1914, 
598 Points. 

Pacemaker, September 
Points. 


Closed year with 
Closed year with 


24, 1915. Closed with — 

On or about July 4th, this year, “F. H.” became 
convinced that he wasn’t going over his territory 

x fast enough and that if he want- 

ed to get into the Club it was 
up to him to work harder. Seri- 
ously talking this matter over 
with himself on Independence 
Day, he decided there was just 
one thing he needed to put him 
into the Club. 
4 ; Now, when “F. H.” makes a 
ry # decision of this kind, nothing will 
Rete a stop him in accomplishing his 
Mr. F. H. Richardson pyrpose, so he at once looked 
into the question and soon was the owner it Bi 
five-passenger “Buick.” Now it takes two to see 
him go by, and since his purchase he has piled up 
points so fast that not only has he secured the 
necessary 500 points to put him into the Club, but 
he is on his way to close the year with a greater 
number of points than he ever had before. 

“RH.” travels and works, (and we want to empha- 
size that word “works” so we mention it again), 
the greater portion of the State of New Hampshire. 

Reverting again to the five-passenger “Buick,” his 
decision to purchase this size of car instead of a 
runabout, is due to the fact that there is a Mrs. 
Richardson and two children. 

Mr. Richardson is one of these big hearted New 
England Yankees, with the instinctive ability to sell. 
We are firmly convinced that ‘“F. H.” could sell blue 
sky in Arizona in that section where it never rains, 
and that’s going some, believe us. 

Congratulations, “F. H.,”’ on your entrance into the 
Club. May you make it a five-time proposition next 
year. 


A SARCASTIC GUEST 

“How long has this restaurant been open?’ asked A. 
D. Wyckoff. 

“Two years.” said the proprietor, 

“T am sorry I did not know it,” said the guest. “TI 
should be better off if I could have come here then.” 

“Ves,” smiled the proprietor, very much pleased. “How 
ike) Tolan ge 

“Tt should probably have been served by this time if 
I had,” said A. D., and the entente cordiale vanished. 


Ss. D. STODDARD, DISTRICT 


SALES SUPERINTEND- 
ENT, PORTLAND, ORE. 


Mr. Stoddard came from Bridgeport, Conn. 

3efore engaging with S. I, Bowser & Company was 
with the Locomobile Company of America. 

Engaged with S. F. Bowser & Company in 1906. 

Was transferred to Portland, Oregon, where he con- 
tinued as salesman until February, 1914, when he was 
appointed District Sales Superintendent of Portland 
District with jurisdiction over Oregon, Washington 
and part of Idaho, this territory being subsidiary to 
the San Francisco Office. 


Salesman J. T. Gibbons, the “Beau Brummel’” of 
the Washington District, is a man who always closes 
a fine business and has the honor of having the 
largest amount of business for the month of August, 
in his District. Mr. Gibbons made over three times 
his quota for that month. 

Oo 

Salesman J. L. Hobbs, of the St. Louis District, 
was quite badly injured in an automobile accident 
August 31st. He was laid up and off of his territory 
until the last of September. We are glad to know 
that he is back again. 


d 


* 


x 


“YOUR STORY” OF THE 17TH INST REVISED 
A LA MURRAY (WITH APOLOGIES) 
Mr. Geo. A Townsend, 
Corresponding Sec’y. 
Our old gray horse had the epizootic, 
Away down in his thorax, 
Father got an old gas pipe, 
Filled up with powdered borax, 
Put one end in the horse’s mouth, 
Pa, he blew in the other, 
Just as he blew the horse he coughed 
And the blow almost killed father. 


(Signed) T. C. POTTS. 
Cleveland, Ohio, September 23, 1915. 
ze x 


When the Editor stuck his head in Mr. Storr’s Office, 
he was greeted with a whoop and the announcement 
that our old friend, “Wally” Armstrong, had turned 
in approximately 180 points of business. 

This surely looks as if “Wally” meant 
his pledge and get into the Club this year. 
keep an Armstrong down, 


* 


to redeem 
You can’t 
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SWERER’S BUFFALO PLUNGE BATH 


While it is not the most pleasant thing in the ex- 
periences of a Bowser salesman to be thrown from 
a motorcycle side-car into 
an old buffalo plunge, it is 
strictly up to the salesman 
to take the “bitter with the 
sweet,’ pick up his sample 
case from the mud and mire 
and hot foot it to the next 
prospect. 


It was just a few days ago 
when F. W. Swerer, a new 
man in Denver District ter- 
ritory, was traveling from 
Imperial to Venango, Nebraska, in the side-car of a 
motorcycle over a highway known as the “White 
Pole” route and which directs its course over an old 
railroad project.. At a certain point just approaching 
a deep fill and traveling at about thirty-five miles 
per hour, the machine struck a jog in the road and 
the driver and passenger were hurled through the 
air into about five feet of extremely muddy water. 
Swerer says it was not a pleasant sensation and about 
the only redeeming feature of the incident was the 
fact that both had a soft place to light. 

After lying on the lonely desert, clothed in nature’s 
garments only, for about two hours, while their 
clothing dried, the two men proceeded on their way 
to Vanango, none the worse for their experience. 


Oo. 


BR. 


SALES SUPERINTEND- 
< ENT, LOS ANGELES, CAL. 

Mr. Dustman came from Indiana. 

Engaged with S. F. Bowser & Company July 16, 1905. 

His first employment was in the Installation Depart- 
ment at Fort Wayne. 

In 1907 he was transferred to San Francisco to take 
charge of Warehouse at that point. 

1910 was sent to Mexico in connection with the 
Mexico City Office. 

1911 returned to Los Angeles to take charge of the 
Los Angeles sales work, having jurisdiction over 
Northern California, this territory being subsidiary 
to the San Francisco Office. 


DUSTMAN, DISTRICT 


"The club and Cup, 
Gpeudcusweyr ee 


AN EMISSARY OF THE KAISER 


Alliance, Nebraska, 
September 20th, 1915. 
Mr. Geo. A. Townsend, 
Editor Boomer. 
My Dear Sir:— 

Having in the past:always appreciated reading 
in the “Boomer” of the experiences of some of 
my fellow salesmen, I want to relate a rather 
amusing circumstance which fell to my lot a few 
days ago. 


I have territory which includes the 


great sand 
hills of Western Nebraska. 


It is very sparsely 


- settled and is dotted with but a fey small stores, 


located for 
railroad. 
celebrated 


the most part some distance 
To reach :these dealers is 
“FKord”’ is intended for. 


off the 
what the 


fia! 


thei: 


‘want to state 


Arriving at a certain town, I hired a 
take me on a drive of about 110 miles the round 


man to 
trip. We left early in the morning and plodded 
along all day without any very appreciable re- 
sults. We had a swell time pushing and boosting 
the car through the sand. There were only 116 
gates to open and shut (actual count), which work, 
ofiicourse, devolved upon the passenger who had 
‘mothing else to do, your humble servant. Now I 
right here, if there is any style 
gate fastener the Nebraska farmer or cattle man 
has overlooked,-it should be brought to his notice. 

The last store located on this trip which we 
were to visit is presided over by a very eccentric 
old German. I had been advised of his peculiari- 
ties before reaching there. I managed to borrow 
aiitypical German cap, such as is worn by the 


' German soldier, which came in very handy for my 


little stunt. 
About 5 P. M., upon reaching his domicile, which 


bythe way was a sod house, the first thing I 
i‘spied was three or four German and Swiss 
Mauser rifles. 

eood. afternoon (in German.) Are you Mr. 
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LENIGS esis 

My name is Vonderembse and I 
anxious to know my mission. 
resentative of the German Government, sent to 
this country to enlist recruits for the army and 
have come to pay you a friendly ecall.’’ 

His wife and ehildren, all the while, 
open eyed amazement, thinking they 
to lose the landlord of the place. 

Mr. was very entertaining and 
me a of interesting relics of his 
country the way of ammunition shells, 


nN 


suppose you are 
I am a special rep- 


sat with 
were about 


showed 
native 
guns, 


number 
in 


M 


uN 
Y 


ete. We talked about the 
war for a long while and 
the emissary of the Kaiser. 

When I finally revealed my identity, I could 
not help but notice the relieved expression of the 
wife and children as well as the host himself. 
He was so well pleased that I had no trouble 
getting his name on the dotted line for a Bowser 
Gasolene Outfit. At 10 P. M. we were on our way 
back to town. However, it was a long, long way 
to civilization. 

It as-a very 
though somewhat 
ten miles the 


o£ the 
M. I was still 


various phases 
at 8 BP: 


pleasant 
dark. 


night for 
But after 


autodriving, 
making about 
foolish “Ford” took a notion for 
more gasolene which we were absolutely unable 
to furnish. Had to walk back three miles to bor- 
row a supply and three miles back to the car again. 
Carburetor troubles and one blow-out did not add 
any pleasure to our joy-ride. 

Between all this, and boosting the car over some 
high sandhills, not to forget the ever-present gate, 
we arrived at the railroad safe and sound at 3:15 
P. M., just in time for the 3:20 train east. We 
hadn’t had a square meal since breakfast, but an 
enthusiastic Bowser salesman doesn’t need very 
much feed. I was very tired, but happy in the 
thought that I had made a Bowser booster out of 
an apparently hopeless case. 

Very truly yours, 
(Signed) J. F. VONDEREMBSE. 


Til see allyyou™ 
fellows at 

Fort Wayne in 
January, and 
well bring back 
the cup again" 


‘Im near oe 
m the Club; “oo 
but no ay 


bute “= 


Mr. L. Williams and Mr. O. J. Moore are two men 
who have recently taken up the work in the St. 
Louis District and from whom we expect to hear 
things in the near future. 


* ok 


Mr. H. J. Bradshaw recently closed a nice 14-point 
Public Garage order for Cut 102 and 241 Pumps. 
* + * 

Our o!d friend, John Lea, sends in a 12-point store 
order for Cut 241 Outfit. 
* ok od 

We noticed a nice order from W. N. Daniel amount- 
ing to 19 points garage business. } 

Good work, Mr. Daniel. You surely “bearded the 
lion in his den” that time. 


% * * 
Laverty and Homsher came across with a 13-point 


store order. Evidently these men still maintain their 
old gait. 


Mr. R. E. Fleming, who was until recently in the 
Atlanta Office, but who is now regularly covering 
territory, is showing that he has ability in the field 
as well as in the office. Good luck, Robert. 

By the way, you used to contribute to the Boomer. 
Do not forget now that we can use some more of 
those contributions. 

ok 3k 

We noticed a nice store order from Mr. C. E. 
Smith, of the Ft. Wayne District, amounting to ap- 
proximately 12 points cn a Cut 241 Outfit. 

Mr. J. E. Lipsey recently closed a nice garage order 
for a Cut 424 Outfit complete with lubricating com- 
partment, filter and transfer pump. 


ote ok 


We noticed the other day a nise store order from 
Mr. T. F. McWaters for a 5-bbl., 14 ga. Cut 101 
OuthT. iS Ce Wie OF; 


* ok 


Mr. J. A. Williams is another ‘“‘Red Sentry” sales- 
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man and we noticed a nice order from him for a 
5-bbl., 12 ga., outfit with Cut No. 3 Siphon included. 
AR Uk 

Mr. P. M. Walsh sends in a nice order for a Cut 41 
outfit with Hose, Portable Nozzle and Two-Way 
Nozzle. 

oo oo 

Mr. Wm. Booker recently booked a Garage order 
amounting to about 12 points calling for 10 1-bbl., Cut 
63 Outfits. Evidently this is one time the Lubricating 
Oil Storage was not overrlooked. 

Every once in a while we go across to the Order 
Department and get a line on the class of orders the 
boys are selling. Sometimes about the only thing 
we can see is orders for “Red Sentries.” Of course, 
this is good business but why don’t some of you 
sell more Cut 19’s, Batteries of Cut 64’s, Cut 63’s, etc., 
have something a little different to put into print? 


*% ok * 
The following is taken from the 
News,” issue of September 24th: 


“Kane County 


A LIVE 
Busy S. J. Redford 


WIRE 


has been down to see 
us again. Whenever he comes to Kane County 
things begin to liven up a bit. 

Mr. Redford is a good-roads volcano and, right 
now, he is more interested in working for a good 
road from Salt Lake to the Grand Canyon— 
straight down the line—than anything else. Read 
what he says on page septimus of this issue of 


Mr. 


the paper that would like to take the pry out 
of Spry.” 
Here is the requirement summed up in one word: 


CONCENTRATION. Apply yourself whole-heartedly to 
your buisiness. If you do this and possess ambition, 
common sense and common honesty, you’ll win! 
There’s no knack in being ambitious or in possessing 
sense or being honest. It’s just a little plain Abraham 
Lincoln horse-sense. 


We have word from Mr. Chas. Rudy, of the Louis- 
ville District, dated September 18th, that he has gone 
to his home at the doctor’s instructions, having met 
with an accident in which he injured his leg. How 
serious the injury is, we do not know, but trust tha/ 
Mr. Rudy will soon be able to return to his work. 

“Closed a nice 15-point ‘order at 11:25 
Saturday night, September 25th.” 
(Signed) Ff. M. HETHERINGTON, 
St. Louis District. 
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‘Tm. so busy I dont know which 
way Eo go but Tm on my way— 
Secretarial correspondence vex 
. ——_ 


2 ~— 
pore 5 3 


Wy 
ae 


Ws 


USS 
May Mink 
{1} ny 


IONAL 
J SoiL-pRonucts 
[EXPOsiTION- 


A Birdseye View of the building in which was held 
the International Soil-Products Exposition September 
27th to October 9th, at Denver, Colo. We had an Ex- 
hibit there this year. 


“THREE TIMES THE AMOUNT OF MY INVEST- 
MENT WOULD NOT BUY IT IF | COULD 


NOT REPLACE IT 
J. EK. JONES 
Faney and Staple Groceries 
Flour and Feed. 

tys--: Ottumwa, Iowa, 9-2-15. 
(S08; Bowser & Co., 
ey Ft. Wayne, Ind. 
Gentlemen :— 

You will find enclosed, draft to 


cover my remittance this month, and 
I want to say in behalf of the S. F. 
Bowser & Co., that this Kerosene Oil 
Tank and Pump certainly is a success 
and I can say that it is the most pro- 
fitable fixture I have in my store. I 
find since installing my pump, a gain 
in oil sales of from 50 to 90 gallons 
per week. Three times the amount 
of my investment would not buy it if 
I could not replace it. 

seit, Yours respectfully, 


(Signed) J. H. Jones. 
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SPEED WINS 


The extent to which a car owner appreciates 
speed in receiving service was well illustrated on 
Sunday last on a well-traveled highway not far dis- 
tant from Chicag It was during the morning hours 
when the long procession of cars was starting on its 
way toward the Lake resorts. Of two gasolene fill- 
ing stations on adjacent corners, one had a line of 
several cars waiting their turn. The other had 
one. 

At the first station—where there was a waiting 
line—the pump operator was slow, much given to 
talkativeness and not as careful in his manipulation 
of the business end of the gasolene hose as might be 
desired. At the other station, the operator was right 
on his job. He lost no time; he was careful. And 
what is of greater importance, his pump discharged 5 
gallons of gasolene at a stroke. 


Why Not 5-Galion Pumps. 


In half an hour, investigation revealed that the 
man who had no waiting line was doing more busi- 
ness than the man who had a waiting line but who 
from superficial examination appeared to be doing 
the better business. During that half hour, two car 
owners, disgusted with waiting, pulled out of their 
positions in the line and drove over to the other 
filling station. 

Thus, the pump with the 5-gallon discharge, and 
the careful pump operator won out. The service 
was quicker and cleaner. Which brings up the 
question, “Why do not more garagemen and filling 
stations use the 5-gallon pump?” In nine cases out 
of ten, gasolene now is sold in 5-gallon units. Then 
why not give the car owner his 5 gallons, or his 10 
gallons, with one stroke of the pump plunger instead 
of keeping him waiting while the operator cranks 5 
individual gallons into a tank? 


HE WOULD LOOK A FOOL! 


Some months ago farmer Hd Eggiman went into 
a hardware store to purchase a scythe. After serving 
him the shopman asked him if he would like to buy 
a bicycle. 

“What is that?’ asked Hd jokingly. 

“Tt’s a machine to ride about the town on.” 

“And, sure, what might the price be?” 

“Twenty dollars.” 

“T’d rather see $20.00 

“But what a fool you 
town on a cow!” 

“Sure, now,” replied 
fool as I’d look trying 


ATCO Wie 


would look riding about the 
Kd 
to 


‘not half such a 
bicycle.”’ 


quickly, 
milk a 


Lower cut shows our Exhibit in the Motor Car and 
Accessory Section of the International Soil-Prod- 
uets Exposition held at Denver, Colo., 

Sept. 27th to Oct. 9th, 


The livestock exhibition now at the State Fair is, with one possible exception, the greatest ever produced in the south or southwest 
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PERSONAL EXPERIENCE OF SALESMAN L. C. 
TANNER, OF THE DALLAS DISTRICT DUR- 
ING THE ARDMORE EXPLOSION. 

Ardmore, Oklahoma, Sept. 28S, 1915. 

Dear Mr. 
As you are aware of the facet that 
awful gasolene explesion here Monday 
doubt you would like to hear from me. 


Prince :— 
Ardmore had an 
afternoon, no 


Iwas in —————— Grocery Store making a dem- 
onstration on a Cooking Oil Cabinet and was talking 
to Mr. Lane and one of his clerks when the explosion 
cume, His store is located about two blocks from 
where the explosion occurred, 

When it happened it was done so quick that no one 
had time to think what was happening. The only 
thing I could think of was to run out of the front door 
to the street as hard as I could possibly go, so you 
can imagine my legs were moving pretty rapidly 
when I landed in the street. However, I made a very 
successful landing for I never received a seratch of my 
nature, FT count myself one of the luckiest humans 
that ever lived for there was falling bricks, window 
glass and canned goods all tumbling in around me. 

The merchant, Mr. Lane, and his clerks, all made a 
dive for the rear of the building and some of his 
clerks were painfully hurt. It was the mest terrible 
explosion I ever saw or heard. I believe the report is 
now that there are about sixty Known dead and hun- 
dreds hurt. 


I didm’t try to work anywhere today as there were 
hundreds and hundreds of people here from other 
towns nearby and I was confident there wouldn’t be 
many merchants but what would be here, but I thought 
tomorrow IT would go and try them out. 

Pardon me for this rather lengthy letter, but thought 
possibly you would appreciate hearing a word from 
me regarding my experience in the explosion, 

With best wishes, beg to remain, 

Very truly yours, 


(Signed) L., C. TANNER. 


ka, Sept 97 


orkman's ham- 
k car of gasoline} fT 


oo [PROPERTY LOSS2 ‘a 


Spark From Workman’s Hammer Ignites 
250-Barrel Tank of Gasoline Near 
er es eet ee ae Aaa te 

Santa Fe Railroad Station. 


FLAMES ADO TO DAMAGE; MANY BURNED 


Martial Law Declared; Practically Every 
Window in Half-Mile Area Broken; 
Entire City in Darkness. 


iferecked negro pool 
In the freight office 


§ years old. 


RDMORE, Okla., Sept: 28.— (Special.)— 
lat an early hour Tuesday morning thirty-one 
|bodies had been recovered. Their charred con- 
dition in many in many instances prevents iden- 


Ylo-French ‘Loan Agents| 


ecial.)—Twenty _ 
debris resulting _ 


ak of gasoline, c 


We notice a “Summary of Daily Reports” from 
John Lea, dated October 4th, 2 calls, 2 sales amount- 
ing to approximately 25 points of business. 

“Jawhn” W. still seems to be some salesman. 


* ok * 


Those of you who know Mr. N. Paquette, of the 
Canadian Sales Force, will deeply sympathize with 
him in the loss of his mother, which occurred Sep- 
tember 26th. 

*% * * 

Salesman E. P. Dolan, of the Dallas District, re- 
cently wrote-a most interesting letter to Mr. Murray, 
relating his experiences during the Gulf storm. He 
says this storm did damage to the extent of over 
$8,000,000 in the city and it will take from five to six 
months before all the roofs are repaired. Mr. Dolan 
says, however, that this has not interfered with 
business. 


VACATION DAYS 
Now here’s a rhyme, a little rhyme, 
For use in our Vacation time: 
I'm going to take a rest from-sneers; 
I'm going to take a rest from jeers 
I’m going to knock off thinking blue, 
And rest my tongue from gossip, too; 
I’m going to leave off for a bit 
All exercise of acrid wit, 
And for a few days call a halt 
To discontent, and finding fault; 
And from all kicking hold my 
Thus making my Vacation sweet. 


feet, 


Those of you who know Salesman Guy Wolford ft 
the Fort Wayne District, will deeply sympathize wi | 
him in the loss of his mother, which occurred October 
8th. 
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A. Causey, Denver, Colo. 


The private garage of Mr. J. 
Notice the Bowser Pump to the left of the open door. 


“SURE THAT THE GASOLENE IS FREE FROM 
FOREIGN MATTER” 


HUDSON & MANHATTON RAILROAD COMPANY 
(Hudson River Tunnel System) 


WwW. C. Fisk Real Estate Department 
President Hudson Terminal, 

Kk. GB. Conger 80 Church Street, 
Real Estate Agent 


New York, September 3, 1915. 


Messrs. S. F. Bowser & Company, 
50 Church Street, New York. 
Attention of H. C. Carpenter. 
Dear Sir: 

In driving throughout Westchester County, I 
find everywhere and greatly appreciate the ad- 
vantage there is in purchasing filtered gasolene 
from a Bowser pump. I always take advantage 
of getting my supply of gasolene where it is 
drawn through this pump, as [ feel sure that 
the gasolene is free from foreign matter. It is 
not necessary to use a chamois skin for a filter. 
We used to be stopped on the road continually, 
from particles getting in the gasolene, but this 
defect in automobiling is entirely removed, due 
to your “Red Sentries.” IT am very glad you de- 
cided to paint them red. They can be seen at a 
distance. 

Wishing you success in your undertaking, 

Yours very sincerely, 
(Signed) K. B. CONGER. 


ie SOURED 


| KEAKON 


A nice installation of our “Chief Sentry” at Norton, 
Kansas, made for Cope’s Garage. Mr. R. W. Jewel 
is standing alongside of the machine. 


Exterior view of a Service Station of the American 


Oil Process, Ltd., Denver, Colorado. This is a splen- 
did Filling Station, right in the heart of town, and 
our “Red Chief” is doing wonderful service. 


ADAM AND EVE 


Mr. GC. M. Carpenter, now of the Albany District, 
thinks the following statistics regarding apples very 
interesting: “It could be said Eve 8 and Adam 2, a 
total of 10; also that Eve 8 and Adam, too, total, 16; 
but if Eve 8 and Adam 82, the total would be 90. Now 
if Eve 81 and Adam 812, the total would be 893, then 
if Eve 81st (first) and Adam 81, the total would be 
LG, @re elesetilin, Tur IDaytey ile Adam and Adam 81242 
oblige Eve, the total would be 82,056; though it is 
admitted Eve 814 Adam, Adam if he 8181242 keep Eve 
company, total 8,182,056. But this is all wrong. Eve 
when she 81812 many, and probably Pele S@iewe Ieeye ily 
and Adam, in order to relieve her grief, 812, therefore 
Adam, if he 81814242 Hive’s depressed spirits Hence 
both ate 81,896,866 apples.” 


THR WICHITA EAGLE, SEPTEMBER 2, #15) 


My 
Lp 


4 : LE Leading Dealers 
: in 
") i" gf Te ay Automobiles 
s 2 AD ‘i 


and Supplies 


One of the Many Fine Bowser Installations in 
Wichita, IKtansas. 
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Branch Office Standing 


40th Week Ending October 9th, 1915 


Senior Offices Junior Offices 
1 FORT. WAY IN Bia 5. 5 cer anets) state eto ta EK. J. Little, Mgr. 1. DENVER) 2.22... hciee shee nee rat aie Cc. C. Barnett, Mgr. 
oe DALLAS on eee eee Bb. i. Prinee, Acting Mgr. 2. WASHINGTON ................4 A. W. Dorsch, Mgr. 
3. CHICAGO: 43 i222 e te Cee iT. J. Kingsley, Mer. Sor eN EW 2 Y OR ee ei eile H. C. Carpenter, Mgr. 
4 ATI AN Yi ie Sie die ob oe ree Ww. M. Mann, Mer. 4. LOUTS VILE 6 pew ep iere aes EK. J. Gallmeyer, Mgr. 
Dee ke EER LS COs ceo enc gee ene Cale D. S. Johnson, Mer. 5. PHILADELPHIA. 2. cs «ctereha eee I. L. Walker, Mgr- 
Ge HA RRISBUR Give. cere oar eee R. S. Colwell, Mgr. 
I." TORONTO #S..5 ee oe W. R. Hanee, Canadian Mgr 
8." ST LOUIS pcs saad ate oes aie ee re G, H. Hastings Mgr. 
9. VATA NINA See ao vieos ihe ta e H. W. Brown, Mer. 
Standing of Forty High Men, October 12, 1915 
Salesman’s Name Office. Salesman’s Name Office. galesman’s Name Office. 
Low R-S4 Johns ora wees bne.-Sales. 14. “As, 46." Danlinge. swe eae Chicago 28.) GS W:. Scott. ..ce ene New York 
2% -W,.-V. Grandall 21Santhranciscor ib.) Baw, Devercits. ee ee Albany 29. R. D.-Leonard...... Harrisburg 
3 Ri. ORS aw eneen wcasrn Chicaso’ 16% ‘Aj Ge Earteent nacre Harrisburg 730. C.J. ROSersticeaecieeene Chicago 
be Et. Gre ISGT spc centers oo abenver 17.>:Cr CG Rrederickss.- oe Sé Louis 31. J.< (GG RObertsa.. teres Albany 
Ser Wal Qailady, petesant KODE OG olt.e bie Sales 18 JoJo Mannins) saeares Chicas ow3s2 es ve boar Olde see San Francisco 
Gras Cl IRE Wes lestonssenaeea tte Albany 19.5 IN, GAS Tin Sere ue een eer Albany 332 «W.7 Aw Merrily Fort Wayne 
(gant tated SNARE Ata (ONO are me eet te Ene ‘Sales 2050 .G. PP. Stovalinenenr Washington” 34. .M, Cy) Benham tn eee Chicago 
8. 1G. Be "Reuben)..5. San Franciseoe2). 7b J. Murphys Toronto 35. JoJo 3. ‘Connelina wae pee Eng. Sales 
Oe ROW Re le 2 ee eae ears Denver 22:° W.') H. Pritchett:....Fort Wayne *36: W. M. Booker: 233.7 Philadelphia 
10. UH. 3A. “Viortigerns .c. Philadelphia 9232) ING Mattingly een sne Chicago’ 37.- I. E. Richardson Albany 
11. “R.° Coddington....0......Denver 244 i. M. seennedy. ..San Pranscisco, 38) 7G) Hy sSchnabpela. ain Chicago 
LoVe. Fi AA eon ardiin ae wane ae Chicago 25. W. A.’ Armstrong... shine: Sales 3923-5 W. We lnGensce sree Dallas 
Pew ee MY REG bis oy alyes aes arae ne Hine. Sales 2000s, As Collins ai meaiee te pee Albany 40; “IW. Ps Shepherol enact. Chicago 
Zit js Bes A MEAP Seas Bes eee ac ora Atlanta 


Five High Men (Not Pacemakers) by points in each District Oct. 11, 1915 
(Districts Listed Alphabetically) 


ALBANY DALLAS FORT WAYNE NEW YORK SAN FRANCISCO 


1. J. GS Roberts 1. R. L. Matthews ea JE Dae at 1. G. Wi Seott 1 eee 

2. S. A. Collins 20. M. sDucker 2. O. O. Koogle 2. W. H. Ladd 2. W. B. Jameson 

3. Gi WwW. Eliott Sk JemCeu VV te 3. J. O. McCracken 3. F:; H.-Peeples 3. BE. Re Bird 

4. C. M. Carpenter Malin Oy sSheg ih ele 4. B. N. D. Milliron 4. H. Dalgaard 4. W, Ci Simith 

5. S.- Roberts 5. C. M. Sigler 5. W. D. Pyle 5. KF. J. Libbey 5. E. F. English 
ATLANTA DENVER HARRISBURG PHILADELPHIA TORONTO 

1. KE. -B. Machman Lava eeu lie TIE ed We NY Ue a esr 1. W. M. Booker 1. H. T. Stearne 

2. LD. Ey. Mew aters 2. A. Ms Lucas 2. K.F.Hessenmueller 2. J. P. O’Neil 2. N. Paquette 

3. M. Bedingfield 3. ke, AH Kilver Se Cee Liar vy, 3. W. J. McKeon 3. J. W. Merickel 

4. R. W. Maxey tod.” Eee Wilson 4, M. A. De Souza 4. F. Browne 4, How Fackter 

Deel NVA. ClO Wi 5. C.olY Benford 5. W. B. Offerle 5. Of ba wicCundy >. W. Hickingbottom 
CHICAGO ENG. SALES LOUISVILLE ST. LOUIS WASHINGTON 

1. Ff. E. Brage OS. sake ay LOR 1. Max Heintze 1. W. E. Tousley 1. D. Weavarden 

20d, Ward 2. EK. L. Milliron 2. D. Moore 2. Jd. 2. Goran 2. J, 0. Gibbons 

3. SS. Haw 3. W. A. Armstrong 3. C. W. Wilson oe Ge Paw Dickey 3. W. S. Stoner 

LD Ward 4, J. J. Connelly 4. W. V. Wheeler 4, W. C. Sutton 4, A. L. Corbin 

5. J. J. Behen 5. H. E. Dobson 5. J. Ws Dickason 5. A. L. Casey 5. N. B. Steele 


"There - is an order in this snowdriftt ss “Doesn't it give you a_ terrible 


Nad ha mM m ‘& feeling when your auto runs over 
‘ somewhere t t will ake ey, 700 points. a man?’ they asked Geo. Schnabel 


\ Ive got to write those oF 
~ more pacemakers in- 
\to the Club. Gunt “f 
‘on Denver to make. 
it nearly unanimous; 


‘Well, if he’s a large man,” re- 
plied George, “it does give me a 
pretty rough jolt.” 

* * * 


D. W. Darden—I’ve seen the girl 
I want to-marry. I stood behind 
her at the ticket window this 
morning and she took seven 
minutes to buy a ten-cent ticket. 

Josslyn—Did that make you want 
to marry her? 

D. W. Darden—Yes, I figured out 
that she could never spend my in- 
come at that rate. 

ok * * 


f 


NA \ Wi A Attys 
mony QW sitio aan re SD 

Www Mwah s Ee A pleasant smile—I don’t mean a 

fom: silly grin—will help salesmanship 

more than any other one personal 
attribute. 

The fact that you have succeed- 

ed in a large degree is no sign that 


STARTLING RESEMBLANCE others who have succeeded in a 
minor degree are failures. 
“Mordecai Judson!” roared S. B. Bechtel, who had The man who says he doesn’t care when he has made 
been aroused in the middle of the night by a suspicious a mistake probably lies about it, but that doesn’t prove 
noise in his poultry house, “is that you in there, you that he will be more careful next time. 
black thief?” Make as many acquaintances as you can with as many 
“No, sah,” humbly replied a freightened voice. “Dis kinds of people as you can, but be careful with whom 
is muh cousin, Ink Johnson, dat looks so much like me YOu become friends. : 
and steals everything he kin lay his dog-gawn han’s on. The way to attract the best trade is to use the best 
Ah’s at home dis minute, sah, uh-sleepin’ de sleep 0’ methods and to sell the best goods. 
de jest.” THE “OLD MAN.” 


Li 


ESTABLISHED 1885 
wy 
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Exterior View of the Chicago District Office, 1514 Michigan Ave., Chicago, 
Mr. T. D. Kingsley, Manager, looking out of the Door Window 


Mr. Kingsley was born and bred in Rutland, Vt., 
and comes from a sturdy stock of Green Mountain 
families. When a youngster he knew much about 
the Bowser proposition as he lived opposite our old 
friend and ex-salesman, Charles Saunders. Mr. 
Saunders urged Tom to join the Bowser force and 
finally he made application and joined the organiza- 
tion January, 1911. 


He began work as an assistant to Mr. T. C. Potts 
in the Cleveland territory. Mr. Potts must be some 
trainer because Tom has never stopped “going up” 
since his sales experience under him. 


After being in Cleveland only a short time, Mr. 
Kingsley was taken seriously ill and was in the 
hospital for a couple of months. It was necessary for 
him to retun to his home in Vermont to recuper- 
ate. After recovering he did special work in the 
state of Pennsylvania near Pittsburgh. Later he 
worked in the Fort Wayne Sales Department under 
Mr. Little. From there he went to the General 
Sales Department under Mr. D. A. Corey. 


In the spring of 1912 Mr. Kingsley went to Min- 
neapolis as Mr. Murray’s assistant. It wasn’t long 
before Mr. Murray had him out on special work with 


old and new salesmen. 
new “live wires.” 


Tom started in some few 


In May, 1913, the Chicago and Minneapolis Offices 
were consolidated and Tom’s duties as Assistant 
Manager bceame more important. He was on the 
road nearly all the time until June, 1914, when he was 
assigned by Mr. Bechtel to special work in the Atlanta 
District. In December he was appointed District 
Superintendent of the Philadelphia Office. When Mr. 
Murray was promoted to Sales Manager in April, this 
year, Tom was transferred from Philadelphia to Chi- 
cago as District Manager. 


Tom has had considerable experience selling goods 
and the editor knows there’s only one other state in 
New England that produces better salesmen than 
Vermont, and that is Connecticut. (Note—The editor’s 
forebears came from the Nutmeg state.) Before 
working for us Tom sold cream separators, gasolene 
engines, silos and dairy supplies to farmers and 
creamery men. 


He was always successful as a saiesman. When he 
came with us he retained his slogan that~ he used 


-when he started out in the business world and that 


is—‘Work—Study—tThink.”’ 


The Chicago Bunch have guaranteed Kingsley that they will keep the Cup. 


ie Wal 
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A NEW FIELD 


How many of you have ever thought of a Con- 
tractors’ Camp as a possible place to do business? 
We are willing to wager a “cent to a hole in a dough- 
nut” that not one of you have ever given this mat- 
tea serious thought. 


We didn’t ourselves until the other day we were 
talking with an advertising solicitor and discovered 
what these construction camps used. We were sur- 
prised to find out that they were little towns of 
their own and had thousands of dollars’ worth of 
equipment. 


The ccmmissary department uses a great deal of 
cooking oil and there is an excellent opportunity for 
selling cur Cooking Oil Equipment in these camps. 


Then again, we know of one contractor in Chicago 
who employs six Pierce-Arrow trucks and three big 
touring cars. This is only a sample of some of the 
equipment they have for this work. Good chance 
for lubricating oil equipment. 


They handle great quantities of kerosene. Lubric- 
ating cil is a necessity for their machinery. In fact, 
we believe that if this given intelligent study and 
you will investigate, you will find considerable busi- 
ness that has been overlocked by many of you. 


OVER ELATION 


: “T should worry; I got a twenty-six page order 
yesterday. That’ll do me for the balance of this 
week.”’ 


The above is an actual statement made by a high- 


grade advertising solicitor who dropped into the 


office to talk about advertising. Instead of taking 
his order of yesterday as a stimulas to getting a 
larger order today, he was content to rest on his 
oars and inclined to “blow” about the achievement. 
It is a mistake that a good many of us make and if 
we would only apply the brakes on over elation, and 
get down to earth quicker, we would accomplish 
more. 

This solicitor made another mistake in approach- 
ing the Company without first knowing what we 
handled. Instead of securing literature or informa- 
tion from outside sources as to what we manufactur- 
ed, he came to the Office and in addition to the above 
remark, said: 

“T don’t suppose you make anything which you 
would advertise with us. In fact, only the other 


day we turned down a $2,000 order because we 
didn’t believe the man ought to advertise with us. 


Just what the two statements had to do with each 
other we were unable to fathom. However, the fact of 
it is, he was too swelled up with his twenty-six page 
order to get down to earth and go after the business 
that might have been in sight. If he had known our 
end of the business possibly he could have interested 
us, aS we are satisfied he is a good solicitor when 
normal. The fact he did secure a 26-page contract 
rather conforms this view point. 

We have cited this incident simply to show you 


‘how things of this kind affect a prospect and you can 


draw your own lesson from it. 


aeecurate. If 
And if you 


“If you concentrate, you will be 
you are accurate, you will be efficient. 
ure efficient, you will be successful.” 
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The Editor wishes he had enough room to publish 
the pictures of all the employees in the Chicago 
Office. They are certainly a fine looking lot. The 
other Offices will surely have to hustle some to beat 
this crowd in efficiency, and for that matter, good 
looks. You know “handsome is as handsome does,” 
and believe us, they do things in Chicago. 

The following are the standbys upon whom Mr. 
Kingsley depends for execution of the office details: 


Mr. L. HE. Campbell Miss Helen Woodward 
Mr. A. W. Marqua Miss Irene Woodward 
Mr. D. P. McNeilly Miss Virginia Woodward 
Mr. A. D. Carriger Miss Helen Thursie. 
Miss Alice Peterson 


KEEP FISHIN’ 


Hi Somers was the durnest cuss 
Fer catchin‘’ fish he sure was great; 
never used to make a fuss 
About the kind of pole or bait, 
Er weather, neither, he’d just say, 
got te kech a mess today.” 
toward the creek you’d see him slide, 
A-whistlin’ soft and’ walkin’ wide. 
I says one day to Hi, says I, 
“How.do you always ketch ’em, Hi?’ 
He gave his bait another switch in, 
An’ chucklin,’ says, ‘I jest keep fishin’.”’. 


He 


“ey 
An’ 


Hi took to readin‘ law at night 
And pretty soon, the first we knowed, 
He had a lawsuit, won his fight, 
An’ was a lawyer! Ill be blowed! 
He knowed more law than Squire’ MckKnab! 
An’, though he had no “gift of gab” 
To brag about, somehow he made 
A sober sort of talk that played 
The mischief with the other side. 
One day, when some one asked if Hi’d 
Explain how he got in condishion, 
He laughed an’ sed, “I just keep fishin’.”’ 


Well Hi is Guv’nor Somers now; 
A -big man around the state, you bet 

To me the same old Hi, somehow. 
The same old champeen fisher, yet, 

It wasn’t so much the bait er pole, 

It wasn’t so much the fishin’ hole, 
That won fer Hi his big success; 
Twas jast a fishin’ on,-I guess. 

A cheerful, stiddy, hopeful kind 

Of keepin’ at it—don’t you mind! 
An that is why I can’t help wishin’ 
That more of us ed jes keep on fishin’. 

—Hxchange. 


Messrs. Ned Brown, J. W. Weems and J. W. Minor 
have recently taken up the line in the Dallas Dis- 
trict. Mr. Brown has been assigned to Palestine, 
Texas territory, Mr. Weems to Corsicana, Texas 
territory and Mr. Minor to Prescott, Ark. territory 

We expect to hear from these three boys through 
the Order Department regularly from now on. 


Mr. H. G. Steinel of the St. Louis District has been 
off duty several weeks on account of illness. We 
hope, however, to hear soon that he is back again 
on the territory. 

Rookie: but work from 
till night.” 

“How long have you been at it?” quietly asked Mr. 
H. J. Jeavons. 

Rookie: “I begin tomorrow.” 

* * cS 

Salesman W. J: Deyle, of the Chicago District, has 
started fairly well. He, together with Messrs. Lock- 
wood, Fisher and Murdock are going to boost Chi- 
cago’s average unless all signs fail. They’re a likely 
looking bunch and have the gait of Pacemakers. 


“W ork—nothing morning 


Mr. F. O. Sallee, assistant to Mr. Gallmeyer, of the 
Louisville Office, was united in marriage October 15th 
to Miss Lenita Meadors, of Lexington, Ky. 

Mr. and Mrs. Sallee have our very best wishes for 
their future success and happiness. 


FROM INSTALLATION MAN TO A MEMBER OF 
THE PACEMAKERS’ CLUB IS THE PROUD 
RECORD OF THE LATEST ADDITION TO 
THE SAN FRANCISCO DELEGATION 


Mr. J. KF. Arnold, ef the San Francisco District, Was 
Elected 2 Member ef the Pacemakers’ Club on 
September 20th, With a Total of 504 
Points to His Credit. 


Pacemaker, September 20, 1915. 
with — Points. 

If you can’t sell yourself in every sense of the 
word you needn’t expect to make a success as a 
salesman. Not only must you be 
convinced from every angle that 
the line is right, but you have 
got to be able to sell the Sales 
Manager to the fact that you 
know it. 

Mr. Arnold instinctively ab- 
absorbed this fundamental truth 
when he worked for us as an 
installation man. He began in 
that capacity October 11, 1910. 
Almost from the start he ex- 
pressed a desire to take up the line on the road. 
Mr. Johnson did not think he would make a suc- 
cess. However, he finally put it up so strong to 
him and was so insistent on securing a traveling 
position, that he was given a trial. Mr. Johnson 
made up his mind that if he put forth as much 
effort in selling goods as he did in securing a posi- 
tion on the road, he ought to make a succees. 

From the very first day that he was assigned a 
territory he did a successful business. Although 
this is the first year he has made the Club, it isn’t 
any criticism on his previous trials. He has worked 
faithfully and came very close to getting in during 
1913 and last year. By hard work, his pleasing 
personality, and a stick-to-itiveness worthy of any 
champion, he has made the Club this year and 
crowned his. three years’ efforts as a salesman with 
this laurel wreath of success. 

Although Mr. Arnold deserves all the credit that 
is coming to him, Mrs. Arnold ought to share in the 
congratulations. It is her counsel, help and cheer- 
fulness that keeps him on the job every minute. 

Here’s congratulations to you both and may we 
have the pleasure of seeing both Mr. and Mrs. 
Arnold at the Convention this year. 


DALLAS ADDS A POWERFUL CHIEFTAN, 
“UNCLE BOB,” TO ITS STEADILY IN- 
CREASING DELEGATION 


Mr. R. L. Matthews, of the Dallas District, Was Elected 
na Member of the Pacemakers’ Club on October 6th, 
With a Total of 500 Points to His Credit. 


Clesed the year 


Mr. J. F. Arnold 


Treasurer, Jume 6, 1913. Closed the year with 
6GS Points. 

Pacemaker, October 6, 1915, 

—— Points. 

Mr. R. L. Matthews, or ‘Uncle Bob,” as he is known 
by allhis friends whose name is legion, has always 
been one of our most successful 
salesmen in the Waco, Tex., terri- 
tory. ‘‘Uncle Bob” stated in this 
territory May 23rd, 1912 and has 
stuck to it. He and his little 
Ford know every nook and corn- 
er in his bailiwick and believe 
us all prospects know him. 

“Uncle Bob” has a very pleas- 
ing personality, a generous nat- 

ure, and the ability to win 
Matthews friends. Hig friendship is based 
on confidence and his success canbe largely at- 
tributed to his straightforward method of doing busi- 
ness. 


Closed the year with 


Mr it. a: 


Little things count big with ‘Uncle Bob.’ When 
he renders a service, no matter how small, to a pros- 
pect, that prospect is most sure to tell his friends, 
with a pleased expression: ‘“‘Sure I know that Bowser 
Salesman. He’s all right.” 

As you can see by his record, “Uncle Bob” was 
Treasurer of the Pacemakers’ Club in 1913. When 
he came here to theConvention then he came alone. 
This year he will undoubtedly bring Mrs. Matthews. 
You will recall that ‘““Uncle Bob” became a benedict 
the first week in July, this year. 

Here’s a hearty welcome to both of you to the Con- 
vention and congratulations, Mr. Matthews, on your 
achievement. 


ALBANY’S GOT THE FEVER TO INCREASE ITS 
DELEGATION—SEVERE CASE _ RE- 
PORTED FROM BUFFALO 


Mr. S. A. Collins, of the Albany District, Was Elected 
a Member of the Pacemakers’ Club on October 
14th, With a Total ef 59S Points to 
Hic Credit. 

Pacemaker, August 19, 1913. 
696 Points. . 

Pacemaker, November 2, 
with 698 Points. 

Pacemaker, October 14, 1915. 
— Points. 


Closed the year with 


1914. Clesed the year 


Closed the year with 


S-(miling) A. Collins is safely on the inside looking 
outside. The Albany delegation is not only a gainer 
by one in having Mr. Collins in 
it, but the Convention will be all 
the better for his presence. He 
is surely some “live wire” and 
has a host of friends in the Bow- 
ser organization. 

“Smiling Sylvester,” as he is 
known to many of his friends, 
“3 doesn’t wear a silly grin, but he 
fy has a smile that radiates good 

: nature and is shown more in his 
pee ee eyes than by the curve of his 
mouth. It’s this happy expression that has won 
him so many friends. 

He drives an’ Oakland roadster and if given the 
opportunity, would rival Barney Oldfield in its ma- 
nipulation. There isn’t anything more exhilarating 
than to get into the roadster with him and drive 
down the main street of Buffalo and pass the 
“Chief Sentries” he has planted right and left. 

By the way, talk about a progressive politician, 
“Smiling Sylvest” is as thick as “three thieves” 
with the “City Dads” of Buffalo. He’s in right, because 
he tells the truth and they can rely upon his state- 
ments. It isnt any wonder that the Buffalo Fire 
Department is thoroughly Bowserized. 

With all his other admirable traits, “S. A.” has 
the ability to work. Put the emphasis on this work 
because it is the real reason why he is a consistent 
Prize Winner year after year. 

Congratulations, ’S. A.,” on your admittance into 
the Club. We trust that you and Mrs. Collins will 
both be present at the coming Convention. 


Mr. S. 


Salesman Eugene Chrong, of the Dallas District, 
reported “Still sick.” In spite of this remark there 
was also recorded on the same report five calls and 
one sale amcunting to about 5% points. 

The next day’s report showed two calls and two 
sales, amounting to a total of over 10 points. He 
adds as an explanation of the small amount of work 
done, “Really too sick to work—can hardly talk 
above a whisper.” 

Say, if you have any more of this sort of sickness 
on tap, the rest of theorganization would like to 
catch the disease as there are a number of the men 
who would want to be innoculated. 
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A REAL PAINT OIL SALE 


Moosomin, Sask, Sept. 22nd, 1915. 


Onemes-bbie “BB” 14 ea. Cut 115 BE Computer’ No 1, 
Boiled Oil. 

Oneeee-bbl, 8 14 sa. Cut 115 BH Computer No. 1, 
Raw Oil. 

loners b-bbl. “BY 14 ga. Cut 115 BE Computer. No: 1, 
Machine Oil No. 1. 

One 5-bbl. “B”’ 14 Ga. Cut 115 BE Computer No. 1, 
Auto Oil. 

nee o=bbl BY 14 ga. Cut 115° BE Computer No. 1, 


Gas Engine Oil. 
One 2-bbl. “B” 14 ga. Tank Only, Machine Oil No. 2. 
One 10-bbi. “C” 14 gai Cut 241 RH, Gasolene. 
Hight feet extra Sentry Hose. 
Tl SE Oss 
All complete with barrel track, dash, cradle, 
vent protector, and all necessary vertical piping 
except vent pipe from head to top of building. 


Ship To 


R. D. McNaughton & Co., Ltd., 
Moosomin, Sask. 


The above is literally transcribed from a recent 
order received from Salesman H. O. Cuddie, in 
Southern Saskatchewan. The 
thoroughness with which Mr. 
Cuddie made this sale proves 
that he has in him the making of 
a very high-grade Bowser sales- 
man. 

This order was secured along 
the right lines, the efficiency of 
the Bowser Paint Oil System be- 
ing proved without a doubt be- 
fore the order was secured. In 
other words, R. D. McNaughton 
& Company, Ltd., were sold their paint oil business 
by Mr. Cuddie—made to see the profits in their 
paint oil business if they were to departmentize 
that business. After this was clearly shown it was 
comparatively an easy matter to sell the tools with 
which to harvest the paint oil crop; i.e., a complete 
Bowser System as shown above. 

We congratulate you, Mr. Cuddie, on this evidence 
of a high-grade salesmanship. It doesn’t take many 
such orders to put you into the Pacemakers’ Club. 


ie encucare 


JUST ARRIVED NEW monet “E* 


HENDERSON S° MOTORCYCLE 
POWERFUL FLOXIDEE» DURABLE 7 ASK US Agouy ty 


installation of our “Chief Sentry” made for 
Butcher & Fox, 1215 Harmon Place, 
Minneapolis, Minn. 


A fine 


Our “Chief Sentry” rendering service for the Central 
Auto Company, St. Paul, Minn. 


MR. A. D. CARRIGER, ASSISTANT and 
BOWER” TO MR. KINGSLEY 


“RIGHT 


H. J. Grosvenor, our Factory Manager, certainly de- 
serves credit for a good many things. Among one 
of the things particularly was his employing Mr. A. 
D. Carriger, July 1st, 1910. 

Mr. Grosvenor put him in the Purchasing Depart- 
ment. Being chock-full of vim, vigor and enthusiasm, 
he ran out of work in about two weeks. He was put 
in the Cost Department where he stayed for three 
days, and then he was transferred to the Accounting 
Department under Mr. W. A. Bersch. He remained 
there for about two years. At that time he was 
transferred to the General Sales until he was sent 
to Chicago, three years ago this coming January. 

“A, D-’? is the type,of a man that stays in the 
Bowser Organization. He has enthusiasm, the abil- 
ity to work, a knowledge of the line, a radiating good 
nature, a nerve that carries him through many try- 
ing situations, and above all, is most loyal to the 
Company. He is well liked by his associates, and 
the Editor is glad to count him as one of his friends. 


“My husband is particularly liable to seasickness, 
captain,” remarked Mrs. CG. A. Dunkelberg when our 
genial Treasurer and his estimable wife were cross- 
ing the water not long ago. ‘Could you tell him what 
to do in case of an attack?” 

“Tain’t necessary, mum,” replied the captain, “He'll 
Goma 

* a 1 

“Tt’?s a wonder to me the secret’ service don’t get 
after some of these hotelkeepers,’’* said J. S. Carrington. 

“Why?” asked N. L. Roberts. 

“Ror giving the traveling men bad quarters in ex- 
change for good money.” 


IN THE DEPARTMENT STORE 

“T want a dozen table-legs,” announced Mrs, H. M. 
Bowser to the clerk in the grocery department. 

“Hurniture department, ma’am—fifth floor.” 

“T said I want to buy a dozen table-legs, please!” 

“Phis is the grocery department, ma’am.” 

“Give me one dozen f-r-e-s-h e-g-g-s, please.’ 

“O, table eggs? Yessum, certainly.” 


’ 
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At eleven minutes and fifteen seconds past three 
o'clock on October 26th, the Fort Wayne Sales Dis- 
trict had its entire year’s quota with $84.64 to spare. 
On September the 9th they had made a quota equal to 
their entire year’s business of 1914. 

This is going some, and believe us, it goes a long 
ways toward cinching that position which captures 
the Cup. 


_ A fine installation of our “Chief Sentry” as made for 
C. B. Partridge & Company, Joliet, Illinois. Mr. Part- 
ridge states that they are well pleased and have sold 


5,000 gallons in less than a month—twice the quantity 
they ever sold with the inside pump. They also have 
2 Cut 63’s and 1 Cut 41 inside their garage. 


This Picture Tells 


SSSeSOSS 


SS 
SSS 


“What can I use to clean carpets?’ bashfully asked 
Mrs. G. W. Scott, of New York City, of an intimate 
friend the other day. 

“Have you tried Mr. Scott?” replied-her friend. 

ok * * 

The Editor—‘Roy, how did your Ford Accident hap- 
ben?” 

Matlack—“Well, you see, there’s one thing you keep 
your eye on, and another one you keep your foot on, 
and another one you keep your hand on, and I guess 
I got my anatomy in the wrong places.” 

* BS * 


Canadian Manager W. R. Hance was at the Home 
Office early in October after returning from a trip 
through the Canadian West. He said: 


“The Canadian West has the largest wheat crop 
in its history, in fact, in some districts they have 
three crops in one, that is to say, the yield is 
equal to three normal crops and if it is marketed, 
Western Canada will very rapidly recuperate. 
Especially if a normal crop is harvested next year 
and this dreadful war terminates, which will give 
the people a little confidence in making business 
ventures. 

“T arrived in the Canadian West a little too soon, 
because not more than 7% of the threshing had 
been done, consequently there was not in circula- 


tion the money which we can reasonably expect 
from this crop. 
“The conditions in Manitoba are not as good 


as they are farther West; not because they have 
not had a large crop, because they have. In fact, 
Manitoba ranks equally high in its crop with the 
other Provinces, but they have had so much rain 
that the crop is growing in the shock. 

“In brief, Mr. Townsend, this is the situation in 
the West. The war, of course, is affecting busi- 
ness to a certain extent as the recruiting is going 
on constantly, resulting in the minds of the people 
being more or less distorted from a healthy busi- 
ness state to that of militarism. However, we 
will give good account of ourselves before Dec. 
22nd.”’ 


130 


tory—Read It. 


HV 
fi 
i} 


=S= 


Hal Storr telephoned the Editor that Manager Dean 
Johnson, of San Francisco, was the father of a baby 
girl, Jean Abigail, born October 16th. The many 
friends of Dean extend congratulations to both he 
and Mrs. Johnson on this happy event. 


* * 7K 


Mr. Hance, after viewing conditions on the Pacific 
Coast and in Vancouver. transferred Salesman H. J. 
Jeavons to Northern Alberta. Evidently this was a 
good move as Mr. Jeavons is now on his way into 
the Club. Proof of this is evidenced by five nice fat 
orders received in one day, during the week ending 
October 16th. 

There’s a seat reserved for you in the “Special” 
to Ft. Wayne in January. The Canadian delegation 
is confident you will fill it. 

* * *k 


Salesman W. N. Deming, in Southern Alberta, will 
undoubtedly make the Club. In fact, the Toronto 
Office expects to send a solid delegation from the 
Canadian West to the Pacemakers’ Convention. 


We are watching with much interest the sales 
work of Salesman W. Hickingbottom. Every indica- 
tion points to his entrance into the Club before the 
gong sounds at midnight, December 22nd. So far, 
the extremely wet weather in his territory has pre- 
vented the farmers from threshing thir enormous 
crop of wheat. When this is done, money will be 
in circulation and you will find Mr. Hickingbottom 
occupying a seat at the banquet table at the Pace- 
makers’ Convention. 
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Salesman L. J. Murray, of the Chicago District, 
made six calls on October 13th, and two sales, netting 
him over 15 points. The next day he made the same 
number of calls with one sale, netting him over 13 
points. 

We had to look at these initials several times to 
be sure it was “L. J.” and not “L. P.” The records 
come as close to results accomplished as does the 
name. “L. J.,” it doesn’t take many such days to 
put you into the Pacemakers’ Club. As it is, you 
are going the pace of Pacemakers. 


* * * 


Salesman J. M. Tucker, of the Dallas District, cap- 
tured a nice Store Order on October 12th, netting 
him over 12 points, and reported, “Today was Ring- 
ling Brothers Circus Day, but I only saw the parade.” 


* * * 


On Friday and Saturday, October 15th and 16th, 
Salesmen Joe Homsher and W. J. Bates sold 5 Cut 
241 Outfits. 2 of these were sold on Saturday. 

Evidently Mr. Bates and “Hopy” Joe were working 
Friday and Saturday. They also sold one on Tuesday 
and one on Wednesday. So they must have worked 
those days, also. 


ok * * 


“This is what sticking does,’ writes Salesman L. 
D. Parrot, of the Atlanta District, on one of his Daily 
Report Blanks. He referred to one call made, and 
three sales netting him about twenty points. 


Messrs. Lawrence and Rogers on the range before 
Mr. Rogers took up our line. It’s a good thing the 
Mast Express didn’t go by or we’d have been shy a 
couple of Pacemakers. 


THE “OLD MAN” AND “DUNK” ENTERTAINING 
THE CHICAGO OFFICE 


Probably the best way to explain the above picture 
is to quote from a letter received from a member of 
the Chicago organization which is as follows: 


“As you know, Mr. Bowser and Mr. Dunkelberg 
have been fishing and hunting in the Northern 
Wisconsin woods. They returned Saturday and 
spent nearly all of the morning with us. The ‘Old 
Man’ certainly can put ginger and enthusiasm into 
everyone of us. 

‘When he appeared at the Office, he and Mr. 
Dunkelberg were regular ‘Santa Clauses.’ The 
‘Old Man’ had a large package containing a beauti- 
ful box of candy for every member of the Chicago 
Office. 

“Wveryone here in the Chicago Office wants Mr. 
3owser to Know that we enjoy his visits and 
greatly appreciated his gifts to us Saturday, 
October 2nd.’ 


Here is a remarkably fine installation of two ‘Chief 
Sentries’” as in use at the Service Station of the 
Penn Oil & Supply Co., Ltd., Minneapolis, Minn. 


GASOLINE FILLING STATION 
i At the Curb 


Central and First Aves; N. E, (8etween 
Exterior view of Jamestown Motor Co., Jamestown, . Also: At Nicollet d tee erm 8 71H) 
N. D., showing ‘Chief Sentry” and Cut g Icollet and 13t treet 


dot tecaten sy Automobile Oils and Gasoline 


30,503 GALLONS “GAS” IN 30 DAYS 


COTTON AND ZIEGLER (4 
134 W. Cortland St. Jackson Mich., Sejt 20, 1915. Bowser”’ Latest Improved Filling System 
25 Gallons a Minute Service. 


Mr: PB: Brandt,Rep.s. Ee BOWSeric Cor, 
Dear Sir: 
Our big Bowser Red Chief has given entire ABSOLUTELY PURE GASOLINE, 

satisfaction since we installed same, August 143, : Free from Water and Completel i 

1915. We have sold 30,503 gallons of gasolene. P y Filtered. 
The former arrangement had a contract for 35,000 
per year while we have sold the above amount 


Offering PENN OIL & SUPPLY CO. Ltd. Goods 


since August 13 for we could not have handled enables me to guarantee entire satisfaction. 
the above quantity in the old way. We figure 

that our pump will pay for itself in 60 days. It GIVE ME A TRIAL. 

is the best investment we ever made. 


Very truly yours, A. N. A 
COTTON & ZIEGLER GARAGE, CeO 


Per Geo. L. Cotton. 
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A good view of our “Chief Sentry” installed for the 
Pathfinder Motor Car Co., Minneapolis, Minn. Note 
their testimonial letter regarding it. 


PATHFINDER MOTOR CAR CO. 
SIXES TWIN SIXBS 
$1695 51975 


[PATHFINDER] 


220 SO. SIXTH ST. MINNEAPOLIS, MINN. Aug.?5,15. 


S.FP.Bowser & Co., 
IIG4 Hennepin Ave., 


Gent letaen:— 


As regards the gasoline 
curb system recently installed by you for 
us in front of 220 South Sixth St. We are 
well pleased with its appearance,ease of 
operation and the rapid flow of gasoline 
as well as your prompt and efficient service 
in installing it. 


Very truly yours, 


ais Manager. 


THE PATHFINDER MOTOR CAR CO. 


BAZ 


NOT A SUIT 


The wind-broken nag had been curried and brushed 
until he was as glossy as silk in order to show him to a 
prospective buyer. He was led out into the stable-yard, 
but the customer insisted upon driving him around 
the block before buying. When he came back the dealer 
rubbed his hands and said: 

“Vou’ll never see a prettier horse. 


oo 


See how glossy it is! 


Look at that coat! 


“Yes,” returned A. W. Dorsch, of the Washington 
District. watching the horse, which was breathing 
with effort, “I admire his coat, but I don’t like his 
pants.” 

* * * 


Just as long as a man thinks in pennies he will do 
business in pennies. Don't limit your capacity by 
thinking that it is limited. 

* BS Bg 


The fact that ‘business is business” should not pre- 
vent a proper degree of courtesy and politeness from 
being mixed with it. 

ts * a 

There may be times when it does not matter how you 
look while at work, but you never know when those 
times will be. Look your best anyway. 

co ok at 

“T simply must-have a raise,” 
to “w. G.”’ “You can see how it is, sir. 
much on my mind.” 

“You do need a hair cut,” said “W. G.” magnanim- 
ously. “Have it done and charge it to the office.” 


said W. A. Bersch 
I have too 


An Englishman and S(miling) A. Collins were talk- 
ing of the wonders of the Victorian Falls, in darkest 
Atrica, when the Englishman said: “Surely you must 
concede that these falls are far grander than your 
Niagara Falls.” 

“what?” replied the “Smiling Sylvest.” 
alive, they are a mere perspiration!” 


“Why, man 


KEROSENE OUTFIT JUST AS GOOD AS DAY 
RECEIVED 


Sian IQeweenele, IN_, Wiikey (Oye, lak, aletiy 


Bowser & Co., 
Fort Wayne, Ind. 


Si 


Gentlemen:—Wish would please send me 
at once with bill, one bottle spout or funnel, 
to use with your kerosene oil tank No A28584. 

We have used this machine now for going on 
eight years, and it is just as good as the day we 
received it, and would not do without it. And 
thanking you, we are, 

Yours respectfully, 
SOL. BIBO TRADING CoO. 


you 


——————— 


Salesman lL. W. Cooley, who was with us about 
a year ago, is now back again in the Sales Organ- 
ization, traveling: out of the Chicago District. He 
recently secured two small orders but Mr. Kingsley 
looks for excellent results from him as time goes on. 


% * * 


x Gasouine (0p 
KiGH TEST (3; 


Twin “ed Chiefs” installed for use at the Service Sta- 
tion of the Reliance Oil Company, Minneapolis Minn. 


FW COOK, PaRsioenT W. L LANPHEAR, Becy, ® TaEA® 


Orrice ANO WAREHOUSE 


LET 1684 
W Nicot.er 168 218 181H AVENUE SOUTH 


N 
Pronee: 17s, cenven VOS 


Reliance Oil Company 


(Nconronareo) 


MANUFACTURERS AND JODOERS OF 
HIGH GRADE 


OUR LEADING BRANDS 


EROSCOLY LUBRICATING OILS, 
RELIANCE PAINTS AND 
“IMPERIAL” GREASES 
“MONARCH™ SANITARY SWEEPING 
COMPOUND 


PENNSYLVANIA 


GASOLINE ROSCO OIL SOAP 


MINNEAPOLIS, MINNESOTA. 


Dear Sir: 

Wo take pleasure in handing you herewith a CREDIT 
CARD, which when presented at any of our Automobile Filling Sta- 
tions will enable you to make purchases on charge account with- 
out. further reference. 

We- handle three grades of Straight Run, Deodorized, 
Filtered Gasoline and the Best Pennsylvania Automobile Oils. 

We have installed in our station at Sixth Street and 
First Avenue North the latest improved Bowser System, together 
with centrifugal force filters and can therefore guarantee the 
gasoline when delivered into your car to be PURE, DRY, and SNAP- 
PY, as these filters will extract all water and impurities. 

Our goods are fully guarantced and any complaints 
regarding our service or products will be thankfully received 
and carefully investigated. 

We will appreciate your valued patronage and know 
that our’‘products and service will merit its continuance. 

WLL/R 


FILLING STATIONS 
SEVEN CORNERS: 


Yours very truly, 


Reliance Oil Company, 


AND 
6TH ST. AND Ist AVE, NO 
Secy-Treas. 


SAFETY FIRST 


or 


When You Open Your Mouth Don’t 


Put Your Foot in it. 
By E. J. Gallmeyer, Mgr. Louisville District 


O MOST of you the following ad- 
vice will be of no particular ser- 
vice. My aim in this article is to 
meet the new man in the Bowser 
organization. While self-appoint- 
ed, I am sincere in my efforts to 
help the new-comer and those of 
you who are not in need of this 
advice may read on the next page. 

Why have you entered the employ of Bowser & 
Company? To make money—am I correct? To 
make money and be successful in the Bowser or- 
ganization it is necessary that you study every 
phase of the business and thereby enable yourself 
to make the most of your opportunities. You see 
you have to do more than merely make a declaration 
of intentions. You have to make sales. To be an 
order taker will not suffice; to be what is ordinarily 
classed as a salesman will not suffice; you have to 
be a sales maker—one who makes sales. I believe 
this is the broadest, most definite, most comprehen- 
sive statement of the duties involved in the sale of 
Bowser tanks—Sales Maker. 

The time-worn idea that it is necessary to be a big 
talker in order to be a successful Sales Maker is 
an incorrect one—absolutely an erroneous idea— 
nothing cou'd be farther from the truth. You should, 
however, be conversant with your subject and be 
able to present it in a pleasing and comprehensive 
manner. 

SALES MAKERSHIP IS A SCIENCE 

People speak about the secret of successful sales- 
manship. There is no secret. Romantic folks like to 
believe in secrets, but if they come into the profes- 
sion cf marketing a product looking for secrets they 
are doomed to disappointment. Sales Makership is 
a science—not a secret. It is made up of a whole 
host of little things; the science and art of knowing 
what to do, what not to do,—when to do it and when 
not to do it. 

Say the right thing at the right time and when in 
doubt, say nothing, but as Jim Tucker says: “Think 
like—well, think.” Do not simply talk to hear your- 
self, but make every sentence you utter bring you 
nearer your gcal. Nothing that you do, nothing that 
you say should take your prospect further away from 
the buying point. If circumstances permit, dwell 
only and alone on the material things which tend to 
foster the sale. The following cases that have come 
to my nctice will give you some idea of “what to 
dom 


‘EMPLOY 2. 


A PERSONAL INCIDENT 

I was out with a new salesman some little time 
back and succeeded in selling a prospect a private 
garage equipment on the ar- 
gument that for safety’s sake 
he needed the equipment. 
Whether the new man 
thought that he had not en- 
tered sufficiently into the dis- 
cussion or not I am unable 
to say. He did, however, 
take his bulletin book and 
pointing to the vented fill cap 
remarked: 

“Mister, this is the place where all the gas 
poe eee happen to generate in the tank gets 
The man had his pencil ready to sign the order 

and he dropped it like a hot brick. 


“Why, my good man,” said he, “I thought this 
was an air-tight arrangement, that gas was an 
impossible quantity with this outfit.” 

In this particular instance the remark of the new 
man had no lasting bad results. It did, however, 
cost an hour’s time to explain to the man why the 
venting of the tank was necessary and an advantage. 

Another incident which occurred while an older 
salesman was accompanying a new Bowser man. 
They were just about to write up the man’s order 
when the prcspect remarked: 


“Well, I guess I will hape to take your outfit— 
I suppose it is the only one on the market.” 
The new salesman chirped in with: 

“Yes, along with about seventy-five others.” 

“Ts that so,” said the merchant, “well, in that 
ease I shall investigate before I place my order.” 


DO NOT MAKE YOURSELF COMPETITION 
These tales sound ridiculous and silly to you and 

they are, but they are nevertheless true, and are 
given here as a lesson. Never manufacture compe- 
tition for yourself. The fact of the matter is, we 
all are our own greatest competitor. Mr. Bowser 
told me a story sometime ago, which to my mind 
thoroughly exemplifies a salesman manufacturing 
competition for himself. On a visit to a friend one 
day, Mr. Bowser noted a waste paper press that 
worked very nicely. Mr. Bowser decided that a 
press of this kind would b= a money saving device 
in the Bowser plant and accordingly said to his 
friend: 

“When the man who sold you that press comes 


around again have him come over to see me—lI 
want one.” 


The salesman called a short time thereafter and 
was shown into Mr. Bowser’s office. He proceeded 
at once to tell Mr. Bowser how much better his 
press was than one that was made in Kalamazoo 
or scmewhére else, instead of assuming from the 
outset that Mr. Bowser wanted his press and that 
all that was necessary was to make out the order. 
Mr. Bowser led him along and received the infor- 
mation where other presses were manufactured, etc. 
While he wanted the press very much Mr. Bowser 
did not buy from the young man. He said: 

“Young man, I do not doubt but what your 
article is good, but you have told me sufficiently 


about these other equipments to make me want to 
investigate further pefore 1 place my order.” 


YOUVE MADE ME WANT TO 
INVESTIGATE 


While it cost that 
man his order, it was, I 
believe, a ‘7ery cheap les- 
son for him. I doubt 
very much if he ever al- 
lowed it to occur again. 
This brings me into Com- 
petition, but I shall not 
dwell on that today. I 
do expect, however, to 
cover this in another 
article in the near future. 

Keep uppermost in your mind at all times that 
your object in calling upon a man is to sell him— 
to get his order. Be confident, assume that your 
man needs and wants what you have to sell. Confi- 
dence begets confidence. Make no negative state- 
ments—make only positive ones. There are a few 
stubling blocks that new salesmen: run into and I 
shall enumerate several and immediately following 
explain my method of handling them. 

Ist, .When to mention to a man that your notes 


bear interest and how to make it an argument to 
get full cash with order. 


Don’t allow your negotiations with your prospect 
to go to the point of signing without his having been 
appr:sed of the fact that all deferred payments bear 
interest. This is very bad practice Allow your 
man to know right, at the outset when you quote 
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him that the deferred payments bear _ interest. 
Go over your terms-—20 per cent in 30 days, 60 
days net and on the terms payment plan the de- 
ferred payments bear interest at 6%. In this way 
you sell the outfit at the list price, plus the 6% 


YES, BUT 1F 
THIS OUTFIT 
ENABLES YOU 


GALLONS PER 
WEEK IT WILL 
COVER THE 
INTEREST 


interest; you are selling your man the interest as 
part of the price of the outfit. That price alone 
does not jeopardize sales is evidenced by the enor- 
mous volume of business we have done and are 
doing on all our outfits. You can sell a man just in 
proportion to your own imaginary powers of require- 
ment, equity and honesty. Tell your man then that 
we give 5% discount for cash. So as between the 
deferred payment order and the cash payment order 
the man is ahead just 8%%. Do not cover up the 
interest and do not try to put it over on a man 
without his knowing that he has to pay interest. 
There’s the whole mistake and that’s why you stum- 
ble when you get caught up—for you have not been 
honest with your man and he has a right to resent it. 


2nd. Hew, on the other hand, to make the 6 
per cent interest clause look as small as possible. 


If from your ability to size up the situation you 
believe that your man will have to avail himself of 
the payment plan, then of course it behooves you 
to handle the situation entirely different. 

Simply show him that the interest is a very small 
matter. That the profit on two gallons of gasolene 
for every $100.00 he owes, sold out of his pump 
weekly will pay this interest and ask him whether 
he believes an outfit (if it he a Red Sentry) .would 
not increase his business two gallons per week. This 
will usually suffice in the way of covering the 6% 
and shows it at an advantage, instead of a disad- 
vantage. 

3rd. Always quote your outfit complete.’ Tt is 
easier to come down than to increase in price. 

I suggested that you always quote your outfit com- 
plete. I believe this to be the best manner of selling 
goods. Moreover, I am firmly of the opinion that it 
is better to quote your man on some distinctive 
equipment and stick to it. Wither quote your man 
on a 12 gauge tank or a 14 gauge tank. 

I had a recent experience where I was working 
with a new man and my quotations were on 14 
gauge steel. We were about ready to close up the 
contract when my partner interspersed my talk by 
adding that while the heavier tank was the more ex- 
pensive the one we were talking about was very 
satisfactory. Wholly uncalled for and dangerous re- 
mark at that point. The man stated that he thought 
he was buying the best and that he wanted the 
best; of course, in this instance, he did not want to 
pay the higher price. 


The salesman could have gone further and told 
the man that 3/16 Ga. and 4 Ga. tanks are manu 
factured and it would have served no purpose. I 
believe in quoting one particular gauge to one par- 
ticular man in one particular case. If you must, 
however, tell the man all you know, it will be to 
your advantage to tell him about the various gauges 
at the outset. If you were to change to a lower 
price later he would think it peculiar and doubt 
you and if you were to try and raise the price on 
him later to get the heft of steel that he desires, 


you would find him reluctant about paying the in- 
ereased price. 


4th. How to handle the yearly guarantee, 

The prospect sometimes says: 

“Well, you must not have a very big opinion of 
your outfit if you do not anticipate it to last over 
one year.” 

Here’s the way I handle such a reply. 

“Mr. Jones, this is a year’s test, not merely a 
guarantee, which we put on this outfit. We want 
you to take this outfit and give it ordinary care 
and everyday use and we want you to watch it 
very closely. If there is any defect in the mechan- 
ism of the pump or tank, you will admit without 
argument it will. appear within a year. If such a 
thing should occur (which we do not anticipate) 
we want you to report it to us at the Home Office 
at once and we will replace any part that is un- 
satisfactory, free of all cost to you. After having 
watched and tested your outfit for a year you know 
that you have a good equipment that will give you 
years and years of good service. So it is not mere- 
ly a yearly guarantee, but a year’s test, and any 
defect that may exist will surely come to the sur- 
face within a year.” 

BOWSER SUCCESS 

I might add a paragraph of what is necessary to 
make success. First of all—Confidence. Confidence 
gained out of your daily contact with Bowser users 
who assure you that they would not take two or 
three times the price of their Bowser if they could 
not replace it. Confidence gained out of the knowl- 
edge that you represent the biggest house of its kind 
in the world—the foremost house of its kind in the 
werld. The confidence you gain out of such knoledge 
makes you conscientiously powerful—for you are 
right, and to be right is to be strong. 

Enthusiasm is that essential element which per- 
suades. The earmarks of real enthusiasm is a big 
smile—a Bowser smile. It is that part of your sales 
talk which wins the obstinate buyer—it is that 
which electrifies—without enthusiasm you cannot 
pessibly hope to succeed, develop it to a marked de- 
gree. 

The third potent factor to success is a knowledge 
of your line. Know what you are talking about. 
This assists in your gaining the man’s confidence. 
In order to help you in this, you should study your 
bulletins and price book very closely. Learn all 
there is to know about the outfits you are called 
upcen daily to demonstrate. If you should be caught 
in a pinch and you are not able to explain to a man 
why or how a certain outfit performs a certain 
function, the following little demonstration will 
help: 

“Wriend, I am a salesman. 
eer. Our engineering department, however, has 
recommended this equipment for this use. It is 
backed by Bowser’s millions and that is where I 
hang my hat. If it does not do what we say it will, 
you have not spent any money.” 

The fourth essential, but by no means the least-— 
is work. The keystone of all accomplishments; 
without Work life is a burden. Work is a privilege 
—a blessing. An old German saying, has it:— 
“Arbeit Macht das Leben Suez.” The best salesman 
in the world cannot hope to sell a man while loafing 
away his time in a hotel lobby. If a man works 
five days in the week and has five successful days, 
he would be one-sixth more successful if he worked 
all day on Saturday. There would be the earnings 
of fifty-two more days of that year, almost two 
months, added to his year’s income. 

As a parting shot let me say to you, invoice your- 
self. Invoice yourself after every call. Why did I 
Iese that sale? Why did I make that sale? What 
brought him across? What remark was the ice 
b'anket? Youll know and when you have learned, 
profit thereby. 

So here’s the whole (Secret) of successful sales- 
manship, Confidence, Enthusiasm, Horse-sense and 
Work, but the greatest of these is Work. 


IT am not an engin- 
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Branch Office Standing 


42nd Week Ending October 23rd, 1915 


Senior Offices Junior Offices 


1 HORT WA YNEM eee eee ee EK. J. Little, Mgr. 1. “DENVER? ack whe se eee Cc. C. Barnett, Mer. 
om DALLAS: 3.:.,neal ote ated tar he B. L. Prinee, Acting Mgr. 2zo- ». WASHINGTON? 0 :ho5c ate crcl eae A. W. Dorsch, Mer. 
3. CHICA GOS a eer eee T. D. Kingsley, Mer. 3. OO LOULSVILLESse 6 eee E. J. Gallmeyer, Mgr. 
4 ERISCO \ siete cos ce Sete le ote nee D. S. Johnson, Mgr. Ae) CINVES W WY ORR totes che cocevatetin ones H, C. Carpenter, Mgr. 
5. (MA LIBAIN Y Sortie jarsccinie Ge Rte ete ene eaecoeee WwW. M. Mann, Mer. o> PHILADELPHITA....:........... I. L. Walker, Mgr: 


. R. Hanee, Canadian Mrz. 
Fok sutethdnn 2 gua pe ine Senaifeme te R. S. Colwell, Mgr, 
SB. 2ST LOUIS ae alee eee een »» H. Hastings Mgr. 
9. AINA Se ce cssaraecent eater ee emerenors H. W. Brown, Mer. 


Standing of Forty High Men, October 28, 1915 


le kas. Johnson 14. C. C. Fredericks 28. W.M. Booker 
2 Sh Taylor 154 H. A. Leonard 29. KF. M. Kennedy 
3. W. V. Crandall 16. A. G. Hartgen 30. R. D. Leonard 
4. R. G. Fisher lv: WAS Ee Dariins: 31. C.J. Rogers 
5. R. T. Lawrence 180) ON eA. Stine 32. G. W. Scott 
6.) Ws Bs Stamford LPG Stovall 33. M. Cc. Benham 
7. C. R. Eggleston PAVE, wis Ne Armstrong 34. W. P. Shepherd 
8. G. H. Reuben 21. J. J. Manning 35. J. G. Roberts 
9. R. W. Jewel 22. E. J. Murphy 36. N. Paquette 
10. R. Coddington 23. J. J. Connelly 37. W. A. Merrill 
11. H. A. Vortigern 24. N. Mattingly 38. G. H. Schnabel 
12. KF. W. Devereux 20. Wa» Hey Pritchett 39. KF. H. Richardson 
13. KE, L. Milliron 26." S: A. Collins 40.) J: Ei Arnold 
aE es A ol SECs Hay 


Five High Men (Not Pacemakers) by points in each District Oct. 27, 1915 
(Districts Listed Alphabetically) 


ALBANY DALLAS FORT WAYNE NEW YORK SAN FRANCISCO 

1. J. G Roberts Ll. J. C. White 1. J. O. MeCracken 1. G. W-. Seott 1. W. B, Jameson 

ee Ga Wee Lio tt 2.2L el Smith ap AIR be MaDe 2. W. H. Ladd 2. ks ae 

Sas. Leesias 3. C, M. Sigler 3. O. O. Koogle 3. F. H. Peeples 3. W. C. Smith 

4. C. M. Carpenter 1. R. f. Tomlinson 4. T. J. Spurgeon 4. H. Dalgaard 4. E. F. English 

5. S. Roberts 5. EH. P. Walker Db: .B. Ns DS Milliron 5. FEF, J. Libbey 5. E. F. Klotz 
ATLANTA DENVER HARRISBURG PHILADELPHIA TORONTO 

1. T. F. MeWaters i: Hh. Un Harte dae. Pris: 1. W. M. Booker 1. HT sStearne 

2. E.-B. Bachman 2. A. M. Lucas 2. K.F.Hessenmueller 2. J. P. O’Neil 2. J. W. Merickel 

3. LAW. Grow Do. Er LI Mmer 3. Cs Pe aw, 3. W. J. McKeon 3. H. M. Fickler 

4. R. W. Maxey 4, J. H. Wilson 4. M. A. De Souza 4. FE. Browne 4. W. Hickingbottom 

5. M. Redingfield 5. C. I. Benford 5. W. B. Offerle 5. O. L. McCurdy 5. J. W. Jackson 
CHICAGO ENG. SALES LOUISVILLE ST. LOUIS WASHINGTON 

oe oe AY at Se seb vor 1. Max Heintze 1. W. E. Tousley 1. D. W. Darden 

2. Hae. fBraes 2. EB. L. Milliron 2. D. Moore 2 Ge ees Dickey: 2. J. T. Gibbons 

3.25. S. Haw 3. W. A. Armstrong 3. C. W. Wilson 3. J. F. Goran 3. W. S. Stoner 

4. D. Ward 4. J. J. Connelly 4. W. V. Wheeler 4. A. L. Casey 4. A. L. Corbin 

5. P. M. Miller 5. H. BE. Dobson 5. J. W. Dickason 5. W. 8S, Sutton 5. N. B. Steele 


It will be sad news to many in the 
organization to know that after sev- 
eral serious illnesses, Harry A. 
Leonard, of the Chicago District, 
passed away Tuesday morning 
October 26th, at 10:15. 


Mr. Leonard’s loss will be dis- 
tinctly felt in the Chicago District 
and especially in the Pacemakers’ 
Club. In spite of his weakened 
condition and serious physical set- 
backs this year, in a little more 
than five months’ work he was a 
Pacemaker. Given ordinary health 
he would be a leader in any sales 
undertaking. In fact he always was 
a leader and prize winner. 


It is useless for us to say any- 
thing more about Harry as every- 
one who knew him will realize his 
loss more keenly than any words 
can express 


“C. C.” we teld yeu in our last issue to lock and bar the door beside 


your desk. Now don’t say we didn’t warn you after the Cup is stolen. 
Its up to you or “Daddy-Long-Legs’ll git you ’f y’u don’t watch out-” 
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The Bowser Efficiency Club 


It is hardly necessary for us to tell about the 
Bowser Efficiency Club. Most of you know its ob- 
jects and the reason why it was formed. However, 
for the benefit of the new members in the organiza- 
tion, we will briefly touch upon it, 


The Bowser Efficiency Club was organized pri- 
marily to take up the study of Salesmanship in its 
broadest sense. When this course of study was 
completed the idea proved so good that the scope of 
the Club was broadened so that today it stands for 
all that the name implies. 


The meetings are held every other Tuesday night 
and its members are made up of the men employees 
throughout the factory. Any man employee in the 
factory is eligible to membership. All of the Hxecu- 
tives, most of the Managers and Foremen and many 
of the office and factory force are on its roster—in 
fact, the membership is today 103 members. 


The meetings are always preceded by a dinner and 
usually there is some well known outside speaker 
to address us. For example, at the meeting on 
October 20th we had an address by Mr. Hugh Chal- 
mers, of the Chalmers Motor Car Company, Detroit, 
Michigan. Preceding the speaker of the evening 
there are usually one or two papers read by members 
of the Club, touching upon the various phases and 
work throughout the factory. 


Each meeting proved more instructive and enter- 
taining than the one previous, consequently the mem- 
bership continued to grow so fast that the old Club 
House proved insufficient in size and the Company, 
seeing the good the Club had so far accomplished, 
graciously built the new Club House. It is here that 
the business sessions of the Pacemakers’ Convention 
will be held. 


RESULT OF A RIGHT SALE TALK 


About two months ago Mr. A. M. Lucas, of the 
Denver District, called upon a country merchant 
in his territory. At the time the merchant was not 
interested, or at any rate, he would not admit it. 
In fact, he seemed anything but interested. 

However, when Mr. Lucas called again in that 
“neighborhood about six weeks later, he ran into 
this merchant in the local hotel. The first thing 
the merchant said, was: 


‘Way, Bowser, get .out. your Order 
been thinking over what you told me.’ 


And before Mr. Lucas could get his Short Term 
Order Book out of the case, the customer had his 
pencil in hand, ready to sign on the dotted line. 


Book. Ive 


’ 


What is still more surprising (?), he had a check 

made out, payable to S. F. Bowser & Co., Inc., “F.: 

Cc. W. O.,” before the order was ready for signature. 
Wonder why. 


We neticed in the Order Department a2 few days azo 
an order fer 8 1-bbl. Cut 1724's and 2 1-bbl. Cut 63's 
fer Lubricating Oil. 2 

These were ordered by one of the large Fire Ex- 
tinguisher Companies and were to be used in one of 
the southern textile mills for departmental oil storage. 

It certainly is a step in the right direction, both on 
the part of the purchaser and Mr. H. W. Oattis of the 
Atlanta District. 


Rather than make an effort to reach the top, 
some men remain at the bottom and help to pull 
others down. 


“OHUM! I'VE GOT 

LOTS OF TIME TO 

SEE THOSE FELLOWS 

BEFORE | LEAVE TOWN. 

ANYHOW THE CONVENTION 

SPECIAL DOESNT LEAVE UNTIL 
WEDNESDAY DEC, 22N2 


PROSPECT = 


One minute past midnight 
Wednesday, December 22,1915. 


PROSPECT 
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Ze WELL, STRANGER 
Fa WHY DIDN'T YOU, 
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Don’t Let This Be You 
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HABIT FORMING 

Make good resolutions intelligently and record 
them. 

Accumulate all circumstances which will reinforce 
your resolutions. 

Keep away from temptation. 

Keep away from associates who discourage you. 

Put yourself in conditions that encourage the new 
way. 

Seize the first opportunity to act on resolutions 
you make. 

Make engagements incompatible with the old way. 

Never suffer an exception to occur until the new 
habit is securely rooted in your life. 

Remember, until the new habit is fixed, 
lapse makes it more difficult. 

It is the keeping, and not the making, of good 
resolutions, which affects the brain. 


each 


—Hxchange. 


THE WAILING PLACE 


In this sad world, with griefs begirt, the more we 
howl, the more we're hurt. Misfortunes seem to 
keep the trail of those who raise the loudest wail. 
The business men, in pomp arrayed, who own big 
palaces of trade, and have their minions by the score, 
don’t very often raise a roar. If things go wrong 
they do not sigh, or show the world a streaming 
eye. They do not advertise bad luck—that will not 
draw the patron’s buck. They advertise the gorgeous 
fact that they have red-hot bargains stacked all 
through the store, all sorts and styles; and when 
you go you're met with smiles. The merchant in yon 
tin-horn store, who’s been there thirty years or 
more, who has a dribbling stream of trade from those 
who'll stand for goods decayed, is always at the 
wailing place, has always tears upon his face. The 
man who aims to get ahead, and not be numbered 
with the dead, must sound the brave and joyful note, 
and keep a firm grip on his goat. 

WALT MASON 


QUIT YOUR GRUMBLIN’ 


Quit your kickin’, old man, it’s not any use 
To fight Mr. Trouble with paw-bone abuse. 


If you want to succeed it’s not any way 
To go around kickin’ and wastin’ your day. 


Tf you can’t make the hill a-runnin’ on high, 
Just throw her in low, and never say die. 


The first in the start may finish the last, 
So’ keep on a-pluggin’; don’t hurry too fast. 


Keep smilin’; don’t worry, you'll make it all right 
If you just keep a-tryin’ with all of your might. 


Don’t waste your time kickin’, but throw off your coat 
And dig in and root, like an Arkansaw shoat. 


If you think with Old Fortune you have a rare pull, 
You're kiddin’ yourself with a poor line of bull. 


If you want to make good you have to go through 
A stiff course of trainin’ before you will do. 


So cut out your kickin’ and turn off the bile. 
And jump in and hustle with a song and a smile. 
z Exchange, 


THE QUALIFICATIONS OF A BOSS 


You can never explain to Bennie, had you all the 
gifts of the gods, that the Boss is he who does the 
most work, who carries a burden that would crush 
any man but him. 


Rennie will never know that, with every command 
that the Boss gives, there goes the responsibility 
that he may be wrong, and that the Boss must have 
the power within himself of making good every one 
of his own mistakes and the mistakes of all who work 
for him. 


The Boss never resigns, and in the darkest hour 
that can come has only one thought, and that is to 
stay with the ship. The Boss is he who can carry 
off the Gates of Gaza. 


The Boss is he who is big enough to say: “The 
mistake is mine; I am wrong—lI will make this right,” 
and does. 


The Bess is he who is big enough to take any 
criticism, and takes the criticism he does not deserve 
with as gcod grace as he does the criticism which 
is deserved. 


The Boss is he who is willing to start things, 
stand by them through their eutire making, finish 
and complete them. 

The Boss is he who is capable of saying, as did 
Napoleon, ‘‘The Finances, I will arrange them.” 

The Boss is he who is willing to pay the price of 
success, no matter what it is. 

The Boss is he who finds his completest joy in 
playing the game, seeing the finish, and being ready 
for a new job. 

The Boss is he who demands of himself more than 
he demands of all the rest of his people. 

The Boss is the che who makes good. 

—HElbert Hubbard, in the Fra. 


“ft believe in the smile. But f claim that there must 
be something back of the smile. The smile that is 
enkindled by the right sort of brain stuff and soul 
stuff, and I might add bedy stuff and which beams 
from the eye and lights up the face of the true man, 
is indeed an asset of much value in the factory, on 
the read, behind the counter and in all walks of life. 
But without this fuel, I never Knew a smile to be 
warm or cheering.” 


PA’S VACATION 


“But Pa stays on, amid the busy marts, 

And boils and toils to get the necessary spoils, 
That Edith and her ma may cut a s-w-a-t-h 

At some resort, with six rooms and a B-a-r-t-h.” 


Neah was six hundred years old before he Knew how 
to build an ark—don’t lose your grip. 


“We think that conspicuous events, striking experi- 
ences, exalted moments have most to do with our 
Character and capacity. We are wrong: Common 
days, monotoncus hours, wearisome paths, plain old 
tools, and every-day clothes tell the real story. Good 
habits are net made on birthdays, nor Christian 
Character at the New Year. The workshop of Charac- 
ter is every-day life. The uneventful and common- 
place hour is when the battle is won or lost.” 


ITS FINANCIAL LIFE 


“Pa, what does it mean when they say a man is ‘the 
life of the party’?” said one of J. L. Barth’s boys. 
“The life of a party, my boy, is a man who buys 
while the other fellows are hanging back trying to 
remember whose turn it is,” answered his father. 
* Ke 


“Gent uptown telephones for an officer at once. 
Burglar in the house.’’— O. O. Koogle heard an officer 
remark. 

“Let me see,” said the captain reflectively. “I’ve 
got four men censoring plays, two inspecting the 
gowns at a society function, and two more super- 
vising a tango tea. Tell him I can send him an 


officer in about two hours.” 
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ANOTHER BOWSER WARRIOR OF RENOWN IS 
ADDED TO THE CANADIAN DELEGATION 
Mr. N. Paquette, of the Toronto District, Was Elected a 


Member of the Pacemakers’ Club on October 9th, 
With a Total of 515 Points to His Credit. 


Pacemaker, July 11, 
S32 Points. 

Pacemaker, July 31, 
747 Points. 

Pacemaker, October 9, 1915. 
—— Points. 


1913.—Closed the year with 


1914. Closed the year with 


Clesed the year with 


Health, honesty, ability, tact, enthusiasm, stick-to- 
itive-ness, and the capacity for work sums up the reas- 
ons why Mr. N. Paquette is al- 
ways among the Prize Winners. 


Here’s a man who has been 
succeesfully associated with our 
company for a great many years. 
We doubt if there is a sales- 
man in the entire organization 
who is more tenancious than Mr. 
Paquette. He has a territory 
with headquarters at Quebec 
Mr. N, Paquette. City, population of which is 
largely French speaking. This is no handicap to 
him, however, as he is a native of the Province of 
Quebec and speaks not only the French language 
fluently, but is a student of the English language as 
well. 

We neglected to state that another attribute that 
tends to success in his selling, is his loyalty to the 
Company. Mr. Paquette has also the ability to grow 
with the business. You know there is @ vast differ- 
ence between growing and swelling. Some men grow 
and other swell—Mr. Paquette is the type that grows. 

Congratulations, Mr. Faquette, on your entrance 
into the Club again this year. May you be a re- 
peater next year and continue to be a steady winner 
every year that you remain with us. 


THE ALBANY BUNCH ARE BOUND TO BE 
HEARD FROM AT THE CONVENTION—AN- 
OTHER ONE ADDED TO IT 


Mr. J. G. Roberts, cf the Albany District, Was Eleeted- 


a Member of the Pacemakers’ Club on Octeber 13th, 
With 2 Total of 500 Points to His Credit. 


Pacemaker, December 8 1913. Closed the 
with 550 Points. 

Pacemaker, August 22, 1914. 
611 Points. 

Pacemaker, October 13, 1915. 

Points. 


year 
Closed the year with 


Clesed the year with 


Here is a typical Empire State gentlemen possess- 
ing one of the attributes of the born and bred 
Westerner—being on the job 
every minutes. If it wasn’t for 
this, Mr. J. G. Roberts, or “Jack” 
as he is familiarly known to his 
friends, would not have been a 
Pacemaker three years in suc- 
cession. It is this alertness and 
ability to concentrate that makes 
Mr. Roberts efficient, and being 
efficient he is thorough, and be- 
ing thorough, he is a success. 
It isn’t any wonder that he is 
a Pacemaker. 

Mr. Roberts became associated with the Bowser 
sales aggregation on March 22nd, 1909. Both Mr. 
Roberts and the company have been mutually bene- 
fited by such association. “Jack” travels that part 
of the State of New York lying just north of Greater 
New York, and is really metropolitan in all his tastes. 

There is a Mrs. Roberts who ofttimes accompanies 
Mr. Roberts en his trips. And by-the-by there is 
now also a Miss Roberts. Just about the time he 
made the Pacemakers’ Club he was awarded this 
prize. The smokes are on “Jack,” so fall to, men. 


S 


AVES to se Gre 


Roberts 


“Jack” drives a Pierce-Arrow (?)—anyway, that’s the 
way it travels. 

Congratulations, Mr. Roberts, on your admittance 
into the Club. May you and Mrs. Roberts and Miss 
Roberts all be present at the Coming Convention. 


A STERN CHASE IS A LONG ONE, BUT DALLAS’ 
BEST SEASON IS BEFORE HER 
Mr. J. Milton Tucker, of the Dallas District, Was Elect- 


ed a Member of the Pacemakers’ Club on October 
16th, With a Tetal of 503 Points to His Credit. 


Pacemaker, December 19, 1915. Closed the year 
with 518 Points. 

Pacemaker, October 16, 1915. Closed the year 
with Points. 


Some say that a salesman is born and not made. 
The writer has failed to find any scrap-books keep- 
ing records of this kind. If he 
had, as Kipling says, “There’d 
be another story.” Just the 
sams, Mr. J. Milton Tucker 
comes as near being a born Bow- 
ser salesman as any man in the 
organization. He was a _ pro- 
ducer from the start. He is 
some hustler, believe us, and “on 
the job’ every minute. 


Previous to his employment in 
our Sales Organization he sold 
groceries and store specialties. He came with us on 
June 10th, 1910. He was placed first in a territory 
in Northeast Texas which was then scarcely devel- 
oped. He made such a splendid record that he was 
transferred to city territory at Austin, Texas. Here 
he was equally at home and excelled his former record. 

When a strong Bowser salesman was required for 
Houston, J. Milton was it. He has been there for 
the past two years. During this time he has man- 
aged to be one of the largest producers in the Dis- 
LELCU: 

Just why he did nct get into the club last year is 
a question that he and few others of the Dallas 
bunch will have to answer when they come up to the 
Convention this year. 

J. Milton is especially strong on Dry Cleaning sales. 

Congratulations, “J. Milton,’ and may you add the 
“aire” to the million before you come to the Conven- 
tion in January. 


Mr. J. M. Tucker. 


NUMBER THIRTEEN OF THE CHICAGO DELEGA- 
TION IS A COUNTRY GENTLEMAN FROM 
HEWITT, MINNESOTA 
Mr. J. Ward, ef the Chicago District, Was Elected a 


Member of the Pacemakers’ Club en October 23rd, 
With a Total cf 501 Points te His Credit. 


Pacemaker, September 11, 1912. Closed the year 
with 641 Points, 
Pacemaker, September 16, 
With 662 Paints. 
Pacemaker, August 12, 1914. 
469 Points. 
Pacemaker, October 23, 
With Points. 


1913. Closed the year 


Clesed the Year With 
1915. 


Clesed the Year 


Mr. J. Ward is a type of Bowser salesman that 
reflects credit to the Company and becomes a sub- 
stantial business man in the 
ccmmunity wherein he works. 

Mr. Ward has always been a 
steady producer and a consistent 
prize winner. He is very quiet 
but has a bull-deg tenacity that 
never knows when he is licked. 

He is that type of a man who, 
when first refused by a prospect, 
will quietly sit down and visit 
with him, all day if necessary, 
until he secures his name to the 


Mr. J. Ward. 
dotted line. 
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He is an excellent paint oil salesman and has 
sold many equipments on this line. However, he 
knows the whole line and sells it, specializing on 
nothing. 

As evidence of his business acumen, he has two 
or three excellent farms in Northern Minnesota and 
is probably adding to his real estate holdings every 
year. With all, he is a good provider for his family 
and enjoys their company more than anything else. 
This last summer he took his wife and three daugh- 
ters on a four or five weeks’ trip to the Pacific Coast. 
When he returned from this outing he dug in harder 
than ever and was soon a Pacemaker. 

Congratulations, Mr. Ward, on your achievement 
this year. May you be a five-time winner next year. 


FORT WAYNE DISTRICT IS ENDEAVORING TO 
BEAT ALL HER PREVIOUS RECORDS— 
HERE’S ANOTHER ONE ADDED 
TO HER DELEGATION 


Mr. J. O. McCracken, of the Fort Wayne District, Was 
Elected a Member of the Pacemakers’ Club on 
Oet. 25th, With Total of 501 Points to His Credit. 


Pacemaker, 1915. Closed the Year 


with 


October 25, 
— Points. 


It does a Bowser man’s heart good to drive through 
Columbus, Ohio, and see the splendid Filling Station 
eon installations made by Mr. Mc- 
Cracken. If you'd stop and go 
inside of these Filling Stations, 
vou would find Mr. McCracken’s 
thoroughness has looked after 
the Lubricating Oil Equipment 
as well as the Gasolene. 


This business didn’t come by 
sitting in an easy chair and wish- 
ing it. It has taken work, more 
work, and then some, but Mr. 
McCracken, although a man past 
fifty, can give many a younger salesman cards and 
spades and beat him out of his own game. He is a 
very capable and clever salesman. He has imbibed 
that Western spirit which, together with his Scotch 
canniness, keeps him ever on the job. 

Mr. McCracken has been with us several years. 


- Mr. J. O. McCracken 


He first took up work in Philadelphia early in 1911... 


He was then transferred to the Fort Wayne District, 
starting work there in January, 1913. He has been 
representing that District in what is known as the 
Columbus territory ever since he left Philadelphia. 

He started in to organize his territory and his 
enthusiastic Bowser boosting gradually won out, 
with the result that today he is a Pacemaker. Mr. 
McCracken has his wife and two children with him 
in Columbus, Ohio, and consequently is most happily 
situated. 

We congratulate you, Mr. McCracken, on your en- 
trance into the Club and expect from now on to 
see your name on the roster at every Convention. 


THE “SHOW ME” BOYS ARE GATHERING TO- 
GETHER AND THEIR CLAN AT THE CON- 
VENTION WILL MAKE ITSELF FELT 


Mr. W. E. Tousley, cf the St. Louis District, Was Elect- 
ed a Member of the Pacemakers’ Club on October 
25th, With a Total of 504 Points to His Credit. 


Pacemaker, October 25, 1915. Clesed the year With 


Points, 


Versatility is synonymous with W. E. Tousley. 
We know Mr. Tousley is a graduate of Columbia 
University. Whether he took up an A. B. Course or 
Domestic Science is a question. However, we are in- 
clined to believe he must have studied the latter be- 
cause he took up tailoring in Joplin, Mo., after gradu- 


ation. There is a long tale about this but we are 
going to cut it short because he found his “gift of 
gab” a great asset for sales work. As time 
progressed he drifted into the Bowser Sales 

Organization and like water seek- 
ing its own level, he at last 
struck just what pleased him 
most. 

“W. BK.” is a very fluent talker 
and when you get him started on 
temperance he can go some, be- 
\e ’ lieve us. This is his long suit and 
X » he is very popular in the differ- 

@. » ent “burgs” in his district, par- 

scant ticularly among the temperance 
Mr. W. EE. Tousley element. 

Mr. Tousley is a splendid example of a Bowser 
salesman and believes thoroughly in broader, better 
business building. He practices what is preached 
and sells the entire line. He has a cheerful, happy 
disposition, never grumbles,takes the bitter with 
the sweet, and keeps on climbing. This is his 
first break into the Club and we look for him to 
repeat next year. 


Congratulations, Mr. Tousley, and may we have 
the pleasure of a good talk with you at the coming 
Convention. 


THE “CELLARITES” MAY HAVE THEIR TROU- 
BLES BUT THEY’RE ADDING TO THEIR CON- 
VENTION DELEGATION JUST THE SAME 


Mr. E. B. Bachman, of the Atlanta District, Was Elect- 
ed a Member of the Pacemakers’ Club on October 
26th, With a Total of 506 Points to His Credit. 


Director, July 16, 1913. 
Points. 
Treasurer, May 

828 Points, 
Pacemaker, Oct. 26, 
Points. 


Closed the year with 944 


14, 1914. Closed the year with 


1915. Clesed the year with 


The only time we have ever heard of Mr. E. B. 
Bachman being off the job was during the recent 
World Series between the Phila- 
delphia and Boston “Nines.” 
During this series Mr. Bachman 
stuck close to the telegraph of- 
fices, worked the railroad towns, 
and didn’t get far away from 
telephone communication. He 
just had to keep in touch with 
the score. Fortunately, the 
series didn’t last long or we 
might not have had him with 
us in the Convention this year. 

If there’s one thing “E. B.” likes better than being 
a Bowser Pacemaker, it’s seeing a good baseball 
game. He is an ardent fan and knows how to play 
the game. He has brought the knowledge of this 
game into his sales work. 


Mr. HX. B. Bachman 


Did you ever stop to think that there are nine 
men on a team but there is always one or two 
that outshine the others? It’s because these one 
or two think quicker, know the fine points of the 
game better, practice harder, put their whole en- 
thusiasm into it, and the result is that they finally 
graduate as Tris Speaker, Eddie Collins, Ty Cobb, 
and others that have reached the top. 


So it is with “E. B.” He works harder, studies 
longer, knows his line better, and as a result makes 
the Club and is a consistent prize winner year after 
year. It’s working when the other fellow sleeps 
that puts him on top. “BH. B.” is willing to pay the 
price for success and consequently success is his. 

Congratulations, “E. B.” on your entrance again 
into the Club. May you be a repeater next year. 
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HERE’S ANOTHER “CELLARITE” WHO IS NOW THE CANUCKS ADD A BRAND NEW MEMBER TO 


ON THE INSIDE LOOKING OUT 


Mr. T. KF. MeWaters, of the Atlanta District, Was 


Elected a Member of the Pacemakers’ Club on 
October 21st, With a Total of 502 
Points to His Credit, 


Pacemaker, December 9, 1912. Closed the year 


with 523 Points. 

Pacemaker, December 20, 1913. Closed the year 
with 499 Points. 

2n2cemaker, October 21, 1915. Closed the year 
with —— Points. 


If we were asked to say just what particular trait 
makes Mr. Thomas Fletcher McWaters, or “Fletch” 
as he is familiarly known among 
his prospects, friends, and the 
rest of the boys on the road, a 
Pacemaker, we would probably 
answer, ‘Knowledge of the line.” 
Mr. McWaters knows the Bowser 
line from one end to the other 
and whenever he gets a chance 
to study more about it, he does 
so. He backs this knowledge 
with good, hard work. He isn’t 
any shirker and conditions have 
no terrors for him. 

“Fletch” has a territory from which nothing but 
cotton is produced. This territory has been very 
hard hit this last year. Until very recently there 


Mr. T. F. McWaters 


hasn’t been enough business in the majority of 
the stores to keep the proprietor. in. On a 
number of occasions “Fletch” has found the pro- 


prietor out at church or at camp meeting and so, 
as in Rome, he does as the Romans do, and goes 
to church and camp meeting, sits by his prospec- 
tive customer until the services are over, and then 
secures his name on the dotted line for a kerosene 
or gasolene equipment. 


“Fletch” has a specialty on selling Bowser Drug 
Cabinets. He has some record along this line and 
it’s well worth listening to him. 


On top of all this he has an exceptional ability 
in mixing with men. Consequently, he has a host 
of friends in his territory. He has a sunny disposi- 
tion and radiates good nature wherever he goes. 
He is exceptionally conscientious and his sense of 
honor is highly developed. The Company recog- 
nizes this and gives credit where credit is due. 


Every man has some source of inspiration for 
doing or not doing certain things. Mr. McWaters is 
no exception to the casSe—his source of inspiration 
is his wife. She has done much toward assisting 
in his success and consequently she should come 
in for her share of credit in his achievement. 

When McWaters and Ed Bachman get together 
there is a general “pow wow” on basbeall as Mc- 
Waters is almost as great a fan as Bachman. 

Congratulations, Mr. McWaters, on your entrance 
into the Club this year and may you be a repeater 
next year is the earnest wish of the Editor. 


Sometimes a man’s friends will neither make 
him a loan nor let him alone. 


always celebrating isn’t neces- 


The man who is 
sarily celebrated. 


People would rather listen to a bank account than 
a hard luck story. 


And many a man in this world expects his friends 
to do more for him than he is willing to do for him- 
self. 
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THEIR FAST GROWING DELEGATION 


Mr. H. T. Sterne, of the Toronto District, Was Elected 
a Member of the Pacemakers’ Club on October 20th, 
With a Total of 501 Points to His Credit. 


Pacemaker, October 20, 1915. 
Points, 


Closed the year with 


It surely is a pleasure to welcome any Bowser 
salesman into the Pacemakers’ Club. If possible, 
there’s a little bit deeper feeling 
in welcoming a brand new mem- 
ber, nnd especially one who has 
fought the good fight against tre- 
mendous odds and won out. Such 
as is the case with Mr. Sterne. 


He travels in what is known 
as our London, Ontario, terri- 
tory which, like much of the rest 
of Canada, has been hard hit by 
business conditions due to many 
i: things outside of the war. 


Like our old friend Jake Gumpper, Mr. Sterne 
formerly worked in a general store or grocery busi- 
ness. He was strongly attracted to our line because 
of the great efficiency of the Bowser Kerosene Equip- 
ment he used in the store. He felt that if the equip- 
ment was as useful and did him as much good as it 
had during his stay in the store, it certainly ought to 
be beneficial to every other merchant who handled 
oil of any description. 


Mr. Sterne’s success is largely due to his well- 
rounded and solid belief in the entire line. He knows 
both sides of the question, having bought the equip- 
ment for personal use in the store and now selling 
it because he knows what it will do. 


Honest conviction is bound to make itself felt in 
talking the line. If you have sold yourself as Mr. 
Sterne was sold, you can convince the most obstinate 
prospect. Conviction begets sincerity and sincerity 
breeds confidence. The result is that you have your 
prospect where you want him. 


We congratulate you, Mr. Sterne, on your admit- 
tance into the Club this year and trust that now you 
have broken the ice, you will be a repeater every 
year from now on. Here’s hoping that you and Mrs. 
Sterne will be with us at the coming Convention. 


Mr. 


Sterne. 


CAN YOU BEAT IT? 


“Five hundred dollare invested in a safe 6% 
mortagage will not produce as much profit as the 
saving affected by a Cut 19-A Kerosene Outfit, 
if the owner sells only sixty gallons of Kero- 
sene per week, and the Cut 19-A costs only % 
as much.” 


A VERY SEVERE DURABILITY TEST. 


Biloxi, Miss. Station, 10-25-15. 
Bowser & Co., 
Fort Wayne, Ind. 

Gentlemen:—After all this time for over a year 
and going through a storm recently, where the 
pump was covered with salt water from the Gulf 
ot Mexico, being that I am located at the Beach 
Drive here at Biloxi, I find all O. K. but one thing 
and that is my pump wants a new dress (paint). 
IT can have that done but I do hate to cover up your 
good name with the new dress, of paint. 

Yours truly, 


S7_E 


JsiS: 
(This pump has gold letters on it.) 


HOLMES, 


(MY 


___THE , WO! aWORLD: 


MONDAY, | _OCTOBER 25, 1915. 


ME’ ‘TROPOLITAN MO VIES. 


SRK 


= 


circles in| 
jupon Gov.| § 
few days! 


wees 


TURNING THE CRANK. 


The above is a reproduction of a cartoon clipped 
from “The New York World,” Monday, October 25th. 


The reason why we reproduce this is to show that 
Bowser Equipment is the leader in its line and is so 
recognized even by a big metropolitan daily as is “The 
World.” It is said that only the great and famous are 
cartooned. 

An organization has to be old 
ternational reputation before 
oceurs and the cartoonists are now only giving credit 
where credit is due. They have purposely misspelled 
the wording by one letter in order to avoid direct ad- 
vertising. However, the implication is clear. 

Mr. G. W. Seott, of the New York District, states 
that this is absolutely in his territory anid consequentiy 
proves that he is “on the job” every minute. 


and have an in- 
anything of this kind 


Datrels 
Quebec Scrap Metal Co. Reo’d. 


‘Empty Lubricating 


hlel 2777 14 St. Roch Siroct 


A VISIBLE SALES ARGUMENT FOR BOWSER 
OIL STORAGE EQUIPMENT 


One of the strong arguments in selling Oil Stor- 
age Equipments is that the drainage of lubricating 
and paint oil barrels by means of the Bowser Sys- 
tem will more than pay the interest on the invest- 
ment. 

There have been statements from time to time, 
to the effect that there were men in business who 
made it an object to buy empty paint and lubricating 
oil barrels for the purpose of extracting the oil that 
was absorbed by the staves, but we had no direct 
proof to submit. The demand for these barrels has 
increased so that finally a few of these individuals 
have started to advertise. Now, the evidence is 
conclusive. 


The reproduction of this advertisement, taken 
from one of the Quebec Canadian papers, fully con- 
firms all our statements regarding the oil lost by 
barrel storage. Upon tracing the matter it is found 
that they purchase these barrels, put them into a 
superheated room, and drain the oil left in them. 


They secure enough saleable oil by this method 
to pay them a handsome profit over and above all 
expenses. It bears out our oft repeated statement 
that a merchant is paying for a Bowser equipment 
every day, even though he hasn’t bought one. : 


The merchants and manufacturers from whom they 
purchase the barrels were unable to use or Sell all 
the oil they purchased in them owing to the absorp- 
tion by the wooden barrel staves due to wasteful 
barrel storage. Barrels are shipping containers only 
—not storage receptacles. 


This advertisement calls for empty lubricating oil 
barrels only, but other advertisements of theirs 
called for both empty lubricating oil barrels and 
paint oil barrels. 


Such evidence will convince the most skeptical 
of the truth of our statements, and we are reproduc- 
ing it for your use. 


inn 
Thue 
Vani 


WOOLWORTH BUILDING, NEW YORK C 


Highest office building in the world. Exterior view. 
There is a Bowser 2-IF'-5 Filtration System installed 
serving 2 500-K. W.,.1 300-K. W. and 1 200-K. W. Rice 
and Sargent Engines. 


SAAN. 


WOOLWORTH BUILDING, NEW YORK CITY. 


Here is where Bowser 
500-K. W. 1 300-K. W. 
Rice and Sargent Engines. 


View of the Engine Room. 
2-F-5 Filtration System serves 2 
and 1 200-K. W. 
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The Value of Used 
Lubricating Oil 


O all intents and purposes lubri- 
cating ofl that has been used, if, 
thoroughly filtered, is just as 


valuable for lubricating purposes as 


new oil. This at least is the conclu- 


sion at which the chemists of Corneil 
Unlversity have arrived, after a series 


of the most exhaustive experiments. 

The ofl used in the investigation , 
was from the system of a large hotel, - 
whose engines run 24 hours on every 
one of the 865 days of the year. The 
oll is applied to 134 points of lubrt- 
cation on the engines and pumps, ani 
is of good quality. By comparing: new 
oll and used ofl which had been fil- 
tered it was found that, if anything, 
the used oil had the advantage tn vis- 
cosity Its specific gravity wa 
greater, indeed, probably because in 
passing through the bearings some of 
the more volatile elements had been 

1 given off. 

Friction teats showed little differ- 
ence, the coefficlent of friction being- 
slightly lower for new oil in low- 
bearing pressures, and for the used 
coil in higher bearing pressures. As 
to the temperature of the bearings, it 
was about the same with either oil. 

It is thought that these tests point 
the way fo tremendous saving in 

| large industrial plants, where much 


lubricating oil has been thrown away NJ i 
under the impression that jits value ~ 
has been lost through use. They ce 

4 


be helpful to thé motorist, too, in 
case he is able to keep his lubricating \ 
oil free from yasoline. 


JOHNNY-ON-THE-SPOT McCRACKEN 


Columbus, Ohio, October 2, 1915. 


Dr. Mr. Blemis:— 

Thanks for your kind letter of September 20th 
with information regarding prospect. 

I had called on Mr. a number of times 


and had him on my list at this time as new archi- 


tects were drawing his plans. I called on him 
last Monday but he was out, so called again 
Thursday and sold him a 500-gallon Cut 241 and 
{Outs pacr el: Culty Oa cSeesky Om Veoh 


Your help at Detroit was a good boost Thurs- 
day. -I got in just ahead of another salesman. I 
got the order and cash, so you see it pays to be 
“Johnny-on-the-spot.” 

Had a good week. Sold a 5-barrel 241 with 
Light, one Cut 19, one tank only, and above order, 
so gave me good boost. 

Give my very kindest regards to Mr. Comstock, 
the little daughter and mother, as well as to your 
own good self. 

Your old friend, 
(Signed) J. O. McCRACKEN. 


Salesman L. H. Lahon, who has been working 
under the jurisdiction of the San Francisco Office, 
has now taken up work in the Ft. Wayne District. 
We are glad to see you are nearer home, Mr. Lahon, 
and wish you every sucecss. 
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Salesman I. W. Bush, of the Atlantic District, 
reports under date of October 26th, 


“T was the last one of four salesmen to talk 
to this man. I had to wait four hours and pay 
$4.00 for a machine to get to see him.” 


The wait evidently was all right as it netted Mr. 


Bush about 4% points. 
* % 


In a letter from Mr. W. V. Crandall under date of 
October 25th, he states: 


“Business is great. I must have my name on 
the Tablet again. I hope to see you in January.” 
Mie ea Poke 


Pe 


Through the excellent work of Salesman George 
P. Dickey, of the St. Louis District, he had an ordi- 
nance passed in one of the towns in his District 
which permitted the establishment of “Red Sen- 
tries.” 

The result of this was at the end of the first three 
days’ work he had closed about nineteen points of 
business. He noted on his third day’s Daily Report, 
“Just Bowserizing this burg, that’s all.” 

k *k * 

We were advised by telegram, Thursday evening, 
October 28th, that our Mr. R. E. Tomlinson, of the 
Dallas District, had lost his father. The organiza- 
tion extends its sympathy to Mr. Tomlinson during 
this trial. 


RG SEREE EELS ETHOS RS eA 


UNIFORMED CURB ATTENDANT 
INCREASED BUSINESS 
Increased patronage has been enjoyed 
by the Fen-Far Co., Cleveland, O., dealer 
in accessories, since it detailed a man to 
supply customers with gasoline and free 


The gentleman of color who dispenses gasoline 
and air for the Fen-Far Co., Cleveland 


air, This man, a negro in uniform, de- 
votes all his time to selling gasoline and 
inflating tires, and usually while these 
operations are being performed the 
owner will drop into the store to buy 
some small article. 


Taten Uorea 


Exterior view of Mr. H. V. Ehrhardt’s privage garage, 


Tennyson <Ave., Pictsburgh, Pa. Note the 
“Red Sentry” installed here. 


We noticed recently a fine garage order from Carl 
C. Dalgaard, Albany District salesman working in 
Connecticut. The order in question specified a Cut 
102 pump with 1000 gallon Armco tank, three Cut 
63 outfits and wheel tank, Cut 121, through which 
Mr. Dalgaard benefits to the extent of 28 points. A 
few more orders like this will put this live sales- 
man in the Pacemaker class. 

* * * 

Salesman A. G. Locke, of the Albany District, who 
works territory in Eastern Massachusetts, recently 
secured an order for a Cut 102 outfit with 1000 
gallon, 12 gauge, tank, terms F. C. W. O. This is 
the kind of business of which Pacemakers are made, 
and we hope to welcome Mr. Locke at Ft. Wayne 
in January. 

* * * 

D. I. Petts, of the Albany District, recently sold a 
Chief Sentry pump with three Cut 125’s and Cut 63, 
for lubricating oils, terms, F. C. W. O. Mr. Petts 
sold the first Chief Sentry in the Albany District 
and has since repeated several times. 

* Bo * 

We have received in one mail from L. D. Parrott, 
of the Atlanta District, three orders, two of them 
specifying Cut 128 Outfits for lubricating oil and 
one of them an 18-bbl., Cut 102 Outfit. 

That’s right, Mr. Parrott, sell them the lubricating 
oil equipment. They need it. 

* ok Bo 


Mr. J. T. Gibbons, of the Washington District, 


recently closed a nice dry cleaning order amount- 
ing to approximately 31 points. 

That's right, “J. T.,’ if you keep this thing up 
you will at least have the people in your territory 
wearing clean clothes. 


The Twin Double Plunger Table Pumps of the Bowser 
Standard Dry Cleaners’ System as installed for 
the Cannan Garment Cleaning Co., 2022 Ad- 


ams Street, Toledo Ohio. 


The Last 
“Little Journey” 


of 


AX “Fra Elbertus” 


Would You Be Satisfied With Less Than 
“The World’s Best’’? 


“BOWSER” 


Dry Cleaning 


Best methods give best results. We've spared no trou- 
ble nor pennies to perfect our system of dry cleaning. 
"Gasoline that has been DISTILLED is used—only ir. that 
way sre spots and stains thoroughly removed. Raw gaso- 
line ieaves an oily surface over the spot, where dust quick- 
ly gathers. The differ-ce between raw and pure gasoline 
1s apparent in the <esults. - 


Your wardrobe must be in perfect readiness before 
you 4% vacationing. Better have your sumz -y frocks 
and frills Bowser-cle.ied now—if you'd wow satisfac- 
tion, 


MEN’S SUMMER SUITS 


So easily stretched or shrunken by careless handling, 
wear longer and better and keep their shape and “swing” 


when BOWSER CLEANED. 


TELEPHONE---Galvez 475-476 
ohAe 


| Chalmette 


THE WORLD’S LARGEST LAUNDRY AND 
DRY CLEANING ESTABLISHMENT 


New Or Leann Ee woe, 
red, WIS 


THE “4 B’S” ROLL OF HONOR—BROADER BET- 
TER BUSINESS BUILDING 


The following salesmen have very recently sold 
other equipment than strictly gasolene. It is our ob- 
ject to show in each issue, if possible, the names of 
those salesmen who have sold other than gasolene 
equipment since the issue before containing such a 
list. It is up to the B. O. Managers to co-operate in 
keeping this list accurate and up-to-the minute: 

George Kinsley, Ft. Wayne, Kerosene. 

R. W. Potts, Ft. Wayne, Kerosene. 

W.H. Lease, Ft. Wayne, Lubricating Oil. 

B. N. D. Milliron, Ft. Wayne, Kerosene. 

W. H. Pritchett, Ft Wayne, Kerosene. 

T. J. Spurgeon, Ft. Wayne, Kerosene. 

K. Steinhauser, Ft. Wayne, Kerosene. 

C. C. Wolfe, Ft. Wayne, Kerosene. 

J. D. Gumpper, Ft. Wayne, Kerosene. 

J. HK. Allen, Ft. Wayne, Kerosene. 

S. H. Carey, Ft. Wayne, Kerosene, 

A. Laverty, Ft. Wayne, Kerosene, 

M. J. Campbell, Washington, Kerosene 

G. P. Stovall, Washington, Kerosene. 

D. W. Darden, Washington, Kerosene and Lubricat- 
ing Oil. 

J. EX. Duke, Washington, Kerosene. 

J. P. Michie, Washington, Kerosene. 

S. M. Chilton, Washington, Kerosene. 

P. Rowan, Washington, Kerosene. 

J. T. Gibbons, Washington, Lubricating Oil. 

J. W,. Lea, Washington, Lubricating Oil. 

G. P. Dickey, St. Louis, Kerosene. 

W. H. Coddington, St. Louis, Kerosene and Lubricat- 
ing Oil. 

A. L. Casey, St. Louis, Kerosene, Lubricating Oil and 
Paint Oil. 

W. E. Tousley, St. Louis, Kerosene. 

H. J. Bradshaw, St. Louis, Paint Oil. 

C. EH. MacNichols, St. Louis, Lubricating Oil. 

J. A. S. Meyer, St. Louis, Lubricating: Oil. 

t%. Coddington, Denver, Kerosene and Lubricating 


t. G. Fisher, Denver, Kerosene and Lubricating Oil. 
J. F. Vonderembse, Denver, Kerosene and Lubricat- 
ing Oil. 
A. M. Lucas, Denver, Kerosene and Lubricating Oil. 
I’, H. Kilver, Denver, Kerosene and Lubricating Oil. 
C. I. Benford, Denver, Kerosene and Lubricating Vi). 
I’. P. Brandt, Ft. Wayne, Kerosene. 
H. S. Dickey, Ft. Wayne, Kerosene 
Geo. Roos, Harrisburg, Kerosene. 
kK. W. Cline, Harrisburg, Kerosene and Paint Oil. 
J. M. Prigg, Harrisburg, Kerosene. 
A. F. Gruell, Harrisburg, Lubricating Oil. 
C. L. Powell, Harrisburg, Dry Cleaning. 
M. B. Peiffer, Harrisburg, Lubricating Oil. 
A. S. Reynolds, Harrisburg, Lubricating Oil. 
C, Pp. Law, Harrisburg, Kerosene and Lubricating Oil. 


M. A. De Souza, Harrisburg, Kerosene. 
KF. M. Fishbaugh, Harrisburg, Lubricating Oil. 


A. G. Hartgen, Harrisburg, Lubricating Oil. 

J. H. Adkins, Atlanta, Lubricating Oil. 

M. A. Ashley, Atlanta, Kerosene. 

KE. B. Bachman, Atlanta, Kerosene. 

K. A. Bachman, Atlanta, Kerosene. 

M. Bedingfield, Atlanta, Lubricating Oil and 
Oil. 

I. W. Bush, Atlanta, Kerosene. 

A. L. Byrd, Atlanta, Kerosene and Paint Oil. 


Paint 


T. J. Cady, Atlanta, Kerosene. 
J. S. Carrington, Atlanta, Kerosene. 


W. G. Chandler, Atlanta, Kerosene. 
J. I. Crissinger, Atlanta, Kerosene. 
L. P. Cox, Atlanta, Lubricating Oil 
L. W. Crow, Atlanta, Kerosene and Lubricating Oil. 
H. M. Dixon, Atlanta, Kerosene. 
W. N. Daniel, Atlanta, Kerosene. 
C. H. DuRant, Atlanta, Kerosene and Lubricating Oil. 
H. J. Fite, Atlanta, Kerosene. 
R. E. Fleming, Atlanta, Kerosene, 
and Paint Oil. 
A. W. Foster, Atlanta, Kerosene. 
H. B. Greer, Atlanta, Kerosene, Lubricating Oil and 
Paint Oil. 
Cc. M. Hunter, Atlanta, Kerosene and Lubricating Oil. 
S. C. Klein, Atlanta, Kerosene. 
L. F. Loeffel, Atlanta. Kerosene and Lubricating Oil. 
M. B. Long, Atlanta, Kerosene and Lubricating Oil. 
L. K. McCoy, Atlanta, Kerosene and Lubricating Oil. 
T. F. MeWaters, Atlanta, Kerosene and Lubricating 


Lubricating Oil 


H. W. Oattis, Atlanta, Kerosene and Lubricating Oil. 
L. D. Parrott. Atlanta, Lubricating Oil. 


D. A. Peacock, Atlanta, Kerosene and Lubricating 
Oil 
H. T. Purdy, Atlanta, Kerosene and Lubricating Oil. 


H. C. Safford, Atlanta, Kerosene and Lubricating Oil. 
J. C. Sancken, Atlanta, Kerosene and Lubricating Oil. 
J. L. Steenhuis, Atlanta, Kerosene. 
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W. H. Trammell, Atlanta, Kkerosene and Lubricating 
Oil 


G. Walker, Atlanta, Kerosene. 

N. B. White, Atlanta, Kerosene. 

P. 8S. Cornell, Toronto, Kerosene. 

J. W. Jackson, Toronto, Kerosene. 
H. J. Jeavons, Toronto, Kerosene. 
Kk. N. Macintosh, Toronto, Kerosene. 


. Paquette, Toronto, Lubricating and Paint Oil. 
O. Cuddie, Toronto, Paint Oil. 

. McAllister, Toronto, Dvy Cleaning. 

E. DeVries, It. Wayne, Kerosene. 

EF. Comstock, Ft. Wayne, Kerosene. 

EK. Hawkins, Ft. Wayne, Lubricating Oil. 

. J. Goodman, Ft. Wayne, Lubricating Oil. 


TO MR. “P. P.” 

Have you ever sat and wondered, 

At even when all was through, 

And try to ugure out, 

Where your profits are going to? 

You say you’ve worked hard, 
day after day, 

Making improvements in 
every way, 

Still there seems to be some- 
thing 
That’s eating 
away. 
Yes, there is just one thing 
Which you have overlooked, 
It’s the way you’re handling 
oil, sir, 
That’s hitting 
book. 
There’s Mr. Jones across the street 

Handling coal oil too, 

Yet he’s making money, 

Selling for one cent less than you. 

What’s that? You say, “How can he? 

Iias he made improvements there?” 

You can bet your life he’s made some, 

Purchased a Bowser pump last year. 

Now he has no more loss in over-measure, 

No more spilling or dissatisfied trade, 

And that man will be a ‘“‘Bowser Booster” 

From now until the dav he’s laid. 

So if it’s your desire to handle coal oil 

In a convenient and profitable way, 

There’s no better investment in all this world 

Than ordering a Bowser today. 
(Signed) 


QM > it 


a 


oe 


your profits 


your pocket- 


R. F. GERVERS. 


Salesman J. M. Prigg, of the Harrisburg District, 
has an occasicnal economical streak in his make-up 
that runs in grooves. One of his strange ideas re- 
cently was his endeavor to ride at night in his car 
without headlights. 

The result of this economy was. that he hit 
head-on to a farmer’s wagon nct so very long ago. 
The car and the wagon were both put out of com- 
mission. “J. M.’ says the lights were put out at 
the same time, but witnesses say he never had any. 


Ma WHAT'S YouR NAME, 
PA YOUNG FELLER? < 


The farmer thought his horse was killed, but “J. 


M.,” by giving the horse’s tail a good twist, quickly 
and accurately proved to the farmer that he was 
wrong in his assertion. 

“J. M.,’ much chagrined in an endeavor to hide his 
identity, answered all questions with “I don’t know.” 

“They asked him where he was going and he said, 
“T don’t know.” 

They asked him his name and he replied the same 
way. 

They then decided that there was something seri- 
ously wrong with him and consequently they would 
take him where he would recuperate and come to 
his right senses. 


mie 


November 6, 1915 


The upshot of the whole thing was, that his 
economical streak cost him in the end, so they say, 
about $150.00. 

You know the old parable about the virgins with 
and without the oil in their lamps. Well, “Jim,” our 
advice is to install electric lights and a self-starter— 
they cost less in the long run and then you needen’t 
bother about oil at all. 


Salesman K. F. Hessenmueller, or “Tress” as he is 
familiarly known to many of the organization, was 
working on a prospect and trying to close him. He 
had called on him with more or less frequency for 
about three months. It apparently was a “cracker- 
jack” sale. Nevertheless, each time the interview 


\WANYT TO GIVE 
A BOWSER MAN 
& CHANCE 


was concluded without the desired result of the pros- 
ect’s name being put on the dotted line. 

Finally “Hess” decided he’d bring the matter to 
an issue and went forcefully, determinedly, and with 
blood in his eye after his prospect. He got along 


swimmingly until it was time to get his name on 
the dotted line. He then saw it was going to end 
like all his previous calls, so finally he blurted out: 

“Mr. ———, why is it you don’t give me this 
order?” 

The prospect replied: 

“To be honest with you, Mr. Hessenmueller, I 
don’t want to close this until I see a Bowser man 
and give him a chance to figure on the order.” 

“Hess” then got busy, presented his credentials, 
and came away with a nice order for a 10-barrel 
Cut 241. 

Some bright boy, “Hess,” to forget to tell your 
prospect that you represented S. F. Bowser & Com- 
pany, Inc. We could believe this more readily if 
it was a new man, but an old “war horse” and 


DE ATE peng 


One of Mr. D. I. Petts’ (Albany District) installa- 
tions,—a Macaulay Filling Station equipped with Cuts 
103 and 121. Mr. Petts sold the first Gut. LO2Zeimethe 
Albany District and has duplicated the order several 
times. 
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enthusiastic Bowser booster like yourself, if it 
hadn't come from unimpeachable authority we would 
have discarded it without further thought. 

F. W. Devereux, of the Albany District, recently 
secured an ideal public garage order, specifying a 
Cut 103 with 600 gallon Armco tank, a battery of 
four Cut 64’s, and a wheel tank, Cut 121,—all F. C. 
W. O. It is not difficult to understand why Mr. 
Devereux is a repeating Pacemaker. 


Here’s a gocd one on Salesman E. L. Milliron, 
of the Hng'nesring Sales Department. 

“H. L.” was reading up one Saturday afternoon 
recently cn some prospective factory installation 
he wanted to make, when a nicely dressed man 
opened the Fittsburgh Office door and introduced 
himself as J. C. Hunter, Superintendent of the Finley- 
ville Coal Company of Pennsylvania. Mr. Hunter 
said his Company was in the market for some kero- 
sene and gasolene outfits and wanted a salesman to 
call early Monday morning to close the deal. 

This was such a live prospect that “E. L.”’ wouldn’t 
think of telling anyone of it, but bright and early 
Monday morning he started out to find the head- 
quarters of the Finleyville Coal Company. When 
he made inquiry, the first man he addressed asked 
him if he was looking for Mr. Hunter.» “EK. L.,” 
much pleased, said he was. 

The man addressed said that he was about the 
fifteenth man who had been looking for him the 
past week, and then further told him there was 
no such man in the town and that the Finleyville 
Coal Company had not yet been established. 

The party Mr. Milliron made inquiry of was an 
inquisitive sort of a fellow and followed up his in- 
formation with the question, 


FOUR S)—{ How MUCH DID 
EIGHTY-FIVE C4 yy, HE GET YOU 


“How much did he get you for?” 

“mH, L.,’ much chagrined and at the same time 
surprised, confided that he had let Mr. Hunter have 
$4.85 to lift an Express package to save him the 
necessity of going back home for the change. 

We always knew “EH. L.”’ was accommodating, but 
believe us, we never thought he could be pried loose 
for this sum cf money in such an easy way. 


A “NIGHT HORSE,” OR WHO PUT HIS FOOT IN 
GEORGE HASTINGS’ STOMACH? 

On the above heading hangs a tale—ooh! such a 
tale. The Editor scarcely knows whether he dare 
tell it. However, in view of the fact that it may 
be some days before he sees Manager George Hast- 
ings, he’ll run the risk. 

George is noted for his even temperament. We 
doubt if anyone has ever seen him roiled. However, 
the other night when traveling with Sales Manager 
L. P. Murray in the sticks of the Ozarks, this pleasant 
myth about his temper was shattered. George has 
a temper, and under the circumstances the Editor 
deeply sympathizes with him. 

It seems that Messrs. Murray and Hastings had 
secured lower berths opposite each other. Mr. Hast- 
ings, well worn out with the day’s work, had retired 
very early. Mr. Murray wanted to finish his weekly 
letter before turning in. When he reached his berth 
Mr. Hastings had been asleep for some time. 

As “L. P.” was disrobing, a long, lean, lank, cadaver- 
ous Missourian came in to retire. He had the upper 
berth directly above Mr. Hastings. Mr. Murray says 
that he was long enough of limb that he could easily 


have stepped from the center isle into the berth 
without causing any commotion. However, he 
put his foot on the arm of the Pullman and started 
to raise himself into the upper. As he did so, the 
car gave a lurch and his foot, with the other one, 
slipped ——— F120). 

We refrain from saying anything further. There 
was a grunt, followed by several exclamations, and 
then George Hastings’ head appeared between the 
curtains. In the meantime the Missourian was in 
was very emphatic. It spoiled George’s slumber and 
what hit him but the talk he had with the porter 
was very emphatic. It spoiled George’s. slumber and 
those around him and his night’s rest was ruined,— 
also his reputation for having an even, happy dispo- 
sition. 


Messrs. E. S. Burdette and J. L. Roberts have re- 
cently taken territory in Ohio under the jurisdiction 
of the Ft. Wayne Office. 

Mr. Burdette is a former Hoosier man and has 
other qualifications which bespeak for him success 
as a Bowser salesman. 

Mr. Roberts is a product of the Blue Grass coun- 
try and has had considerable sales training, so we 


also look forward to some good results from him. 
Do +k * 


Accompanying J. B. McPherson’s order No. 178 
was a letter stating that he expected another order 
from the same people within thirty days. His No. 
178 was taken on Saturday forenoon and Mr. Mc- 
Pherson was expecting to close yet another that 
same day. 

* * * 

In the mail November 2nd we received from H. U. 
Earle seven orders amounting to approximately 21 
points store business and 30 points garage business. 

Where do you get them, H. U.? We know several 
Sai who need about that many points to make 
500. , 

* * * 

Accompanying a recent order taken by W. H. Cod- 
dington for a Kerosene Outfit, is Mr. CGoddington’s 
letter stating: 


“This man’s father bought an outfit in 1891 and 
that is what sold this order.” 


Just one more proof of the fact that quality is 
worth while. 

* * * 

Mr. L. C. Behnke, of Chelsea, Mass., has joined 
the Bowser Sales Force under the superivision of 
the Albany Office. Mr. Behnke is a gentleman in 
every respect and has had considerable business 
experience, and we are anticipating excellent results 
from his work as a Bowser salesman. 

* * * 

We notice an order recently from C. R. Eggleston, 
which called for two large storage tanks and two 
Cut 41 pumps, one of these outfits to be used for 
handling kerosene, the order approximating 34 
points, terms F. C. W. O. No wonder Mr. Eggleston 
secured the Pacemaker Presidency and retains a 
position near the top with a good prospect of be- 
coming a Tablet Cutter in 1915. 

*k * * 


Mr. H. T. Purdy, cf the Atlanta District, just sent in 
an envelope containing sixteen orders netting him over 
sixty points of business. 

This represents one week's drive in which Mr, Purdy 
covered over 550 miles. This is what driving produces. 

ape gee 


The Denver bunch are up in arms. They declare 
most emphatically that “Daddy-Long-Legs” never can 
get through that door unless he goes over their dead 
bodies. Unitedly they are going to push him back and 
bolt and bar the door for this year. 


EK. H. Briggs—‘Tommy, I’m surprised to see you go- 
ing about with a black eye.” 

Tommy—‘You’ll be more surprised when you. get 
home. Your boy has got two!” 
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Peerless Dry Cleaning Co., One of Fort Wayne’s Newest Firms 


Ga Here is a partial view of the new 
| brn PEERLESS DRY CLEANING estab- 
an: lishm&nt, located at 2010 Calhoun 
figs, Street. NT he dry -cleaning department 
PE Js houseds, in a thoroughly fire proof 
. ® brick build g located in the rear of 
ithe building ‘wuntaining the office and 
few tinishigg rooms, 
fse-| The. Dlant has, been equipped with 
ERE the most» dern, .machines used for 


| dry cleanin ates of three wash- 


ee 


Jue pers, large, mediu nd small; a glove 
e Machine; a dry “‘tumbier; spotting 
did ‘Cabinets; extractor;s.*still- pressing 
| machines and the latest improved uy- 
Qerground.. storage system em and pumps 
of the Bowser e 
"The cost of building this plant and 
its adequate equipment represents the 
outlay of thousands of dollars. The 
8 company is how in position to handle 
—@ anything in men’s garments and ladies’ 
. ifancy gowns, gloves;:;furs, feathers, 
Sr- i draperies, ete. ; 
e | Auto delivery service has already 
#25 ; proven itself to be an important fac- 
ee i tor in the efficient service which has 
‘i | already added materially in the- build- 
ae up of an established trade. 
oly 


Messrs. G. B. Grimme, H. C. Kramer 
and F. L. Becker are the incorporators. 


S< 
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7 
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A fine installation made by Salesman H, Sterne at 
Belmont, Ontario. This is a very small village but the 
results obtained by Mr. Reid, the Proprietor, demon- 
strate fuily the business foresight of Mr. Stearne in 
selling him. Read reproduction ef Rr. Reid’s letter 
below. 


3), Bs PHONE D. 27. 
ORVILLE REID 


DEALER IN 
Hardware, Stoves, Wire Fencing, 
Paints, Oils, Binder Twine, 
General Tinsmithing. 


Betnont Cnt, 


B. N. D.*Milliron—“Here’s a nickel I found in the 
hash.” . 

Landlady—“‘Yes; 
plaining , I understand, about lack of change in your 
meals.”’ 


I put it there. You’ve been com- 


“In Business the only attitude that wins is 


‘keep-at-it-tude’-”’ 


(Signed) PARROTT. 


1 


“~ WHITE GENTMAN TWIS HIS TAIL” 


THE TALE OF A MULE’S TWISTED TAIL 


Manager H. W. Brown, of the Atlanta Office, over- 
heard the following story and sent it in for the rest 
of the boys to read through the columns of the 
Boomer. (If it had been about a goat the Editor 
would have more fully understood the application.) 


rRastus was the driver of a delivery wagon for a 
wholesale house. The mule he had previously been 
driving had died thus forcing his employers to get 
another. 

On his first trip with the new mule Rastus found 
no trouble whatever until he had gotten out into the 
suburban district. After a delay of half an hour 
through being unable to get the mule started again 
he finally thought best to advise his boss by phone 
the cause for his tardy return to the warehouse. 

He walked into a nearby store and after getting 
the boss on the wire the following one-sided conversa- 
tion was overheard in the store: 

“Dat you, Mr. Johnsin?” 

“Dis is John, one er yer drivers.” 

“T wanta know whut to do’ bout dis mule? 
make him move nare step.” 

“Beat him? Yessuh, I woe de whip plum out.” 

“Set fire under him? Yessuh I set fire under him.” 

“Yessuh, he move bout fo’ feetses.” 

“Nawsuh, he kick so I couldn’t get him unhitched.” 

sub vale 

“Yessuh, de wagon hit burnt up sep de wheels.” 

“Yessuh, I frowed de goods off de wagon.” 

hd Waa fs AO IESE i erudite 


I can’t 


“Nawsuh, I didn’t but a white gentman twis’ his 
tail.” 
“Nawsuh, he talk like a yankee. You know no 


Southern white gentleman gwine twis’ no mule’s tail.” 
“De gentman whut twis’ his tail?’ 
“He here in de front er de store.” 
“Nawsuh, he lying down. Dat’s whut I call yer fer, 
to find out if you gwine ter bear der funeral expenses.” 


THE MOTOR CO. SERVICE CODES 


The Motor Co., Winston-Salem, N. C., have pub- 
lished a little book for their employes entitled “Ser- 
vice Codes.” They aim to tell, in a way that will 
not be forgotten, how every employee can give more 
and better service—Motor Co. Service—to its patrons. 

It is so filled with good things that we wish we 
could reproduce it in full. However, all that we can 
do is to quote a few of the many excellent maxims 
laid down for its employees to follow: 


“The Motor Co. is operated primarily for the 
convenience and benefit of its Patrons. 

“Without Patrons there could be no Motor Co. 

“These are Facts so easily understood as to be 
axioms. 

“And these facts being established, it devolves 
upon every man employed here to remember them 
always, and to treat all Patrons with courtesy 
and consideration. 

“Any member of our force who lacks the com- 
mon sense to understand the feeling of Good Will 
that The Motor Co. holds towards its Patrons can- 
not stay here VERY LONG.” 

* ck * 

“Don’t be perky or pungent, funny or fresh— 
‘Smart Alecks’ are no good as business builders. 
Your salary and mine is paid by the Patron—he is 
a direct benefactor to both of us.” 

5 ee: 

“T hope to have the words Motor Service al- 

ways mean Best Service.” 
ae * * 

“Don’t be content with doing only your duty. 
Do more than your duty. It’s the horse who fin- 
ishes a neck ahead who wins the race.” 


> 


j 
| 


“An Automobile Sales House and Garage has 
many things that people want; but, in the last 
analysis, what it sells is just one thing—Service. 

“Whether it’s a Six-Cylinder 1916 Model 
$2,000.00 Automobile or a half-inch nut, Service is 
what the Patron wants, and Service is what The 


Motor Co. sells him—clean, capable Service— 
Service with a gratifying ‘come-back’ to it.” 
* oo * 


“Getting what you want, when you want it, con- 
stitutes Good Service.” . 


GETTING HIM STARTED. 


“Well, George,’ said Hd Buchman not long ago to 
an old negro, “I understand that you intend to give 
your son an education.” 

“Dat’s my intention, suh,’ responded George. “TI 
know myself what ’tis to struggle along widout learn- 
in’, an’ I has determined my son ain’t goin’ to have no 
sich trouble as I’s had.” 

“Ts your son learning rapidly?” 

“He shore is, sah. Las’ week he done wrote a lettah 
to his aunt what lives more’n twenty miles from yere, 
an’ aft-while he’s goin’ to write to his aunt dat lives 
*pout fifty miles from yere.” 

“Why doesn’t he write to that aunt now? smilingly 
asked Ed. 

“He kain’t write so fur yit, sah, He kin write twen- 
ty miles fust rate, but I tole him not to try fifty miles 
til he gits stronger wif his pen.” 


* * cS 


Mr. Dooley says: “Whiniver anybody offers to gife 
ye somethin’ f’r nawthin’ or somethin’ f’r less thin it’s 
worth, don’t take any chances; yell for a polisman.” 

Cc. F. Comstock, walking through the negro portion 
of Detroit, came across a woman unmercifully beating 
a little boy. 

“Here, auntie,’ he said, seizing her arm, “vou must 
not do that, What has he done, anyway?” 

‘What’s he done? If you want to know, he’s ben 
and lef’ de chicken hous’ do’ open, and all dem chick- 
ens got out.” ? 

“Well, that is not so serious,” said Comstock, sooth- 
ingly, “chickens always come home to roose.” 

“Gome home!’ snorted the woman, “dem 
will all go home!’ 


chickens 


HE'S THE 
MAN WHO LEADS 
THE RANKS 


THE BOWSER MAN 


By Mr. G. C. Boult. 


Way down in the heart of “Any” State—or 
Where the old Ohio wends its muddy way, 
Where the trolley-cars are not up-to-date, 

And the jitney ’bus has come to make a stay, 
There’s a Bowser man, who plods the beaten track: 
Pleasant smile, and jaunty spring at every step, 

With a look that’s ever forward—never back, 
And a “something’”’ you can translate as “pep.” 


He’s the man who leads the ranks 
With his expert talk on tanks, 

In a way which is precise and 
For to hear him talk of paint 
You would take him for a saint, 

But he’s fairly set afire with gasolene. 


extra keen; 


Yet he never meets real hardships half the way, 

For he never gets discouraged when turned down, 
He’s just a Bowser salesman night or day 

And the pride of every traveling man in town. 
If his name is not upon the “Honor Roll” 

And his picture in the “Boomer’’ don’t appear 
He’ll work like Hades, until his very soul 

Will be printed on their pages, bright and clear. 


For he’s got a pleasant way 
And he knows just what to say : 
When they think they’ve got him backed against the 
wall; 
To the firm he’s staunch and true, 
And he’s clean right thru and thru, 
For he is a Bowser salesman, after all. 


Salesman N. B. White, of the Atlanta District, states 
that he reecived word from Mr. R. H. Sullinger, Mary- 
ville, Tenn., that he had sold 2,100 gallons of gasolene 
in five months... All of this was pumped through one 
5-Bbl. Cut 241, sold late in the spring of 1915. The 
profit from this gasolene has more than paid for the 
outfit and yet this owner has the outfit and the in- 
hare business without any further expense on his 
part. 


J. A. S. MEYER’S METHOD OF QUICKLY CLOS- 
ING AN ORDER 


Memphis, Tenn., Oct. 12, 1915. 
Geo. A. Townsend, 

Fort Wayne, Ind. 

My Dear Mr. Townsend:—I read with much in- 
terest the many methods used by salesmen, as il- 
lustrated in the BOOMER, in selling our line, and 
think some may profit by using a method of clos- 
ing an order which I have used most successfully. 
: Many times the salesman finds difficulty in writ- 
ing up an order without giving the prospect time 
to change his mind, or at least time to make it up 
so he will put his name to the dotted line. For the 
benefit of anyone who may take advantage of it, I 
give my manner of overcoming the handicap. 

Prospects have a natural curiosity to see what an 
actual order looks like, so I asked him if he would 
like to see one; if he is at all interested he invari- 
ably says yes, and I keep him in a neutral frame 
of mind while writing it up. 

Giving. the unsigned order to the prospect I 
watch his face as he looks it over, and get a good 
idea of the impression made; by immediately press- 
ing home my argument I often have the order 
signed and am away before the customer has had 
time to “even think” no. 

With best wishes, and trusting this may prove 
of value to someone. 

Very truly yours, 
(Signed.) J. A. S. 


Mr. 


MEYER. 


A LETTER OF APPRECIATION 


Pittsburgh, Kas., Oct. 4, 1915. 
Dear Mr. Townsend:— 

I read with great interest the 
Boomer for several reasons. 

First. IT have known Mrs. Jones from early 
childhood. Used to work in her father’s grocery 
when she was too small to see into the candy 
case.and have “boosted” her many a time so she 
could see what was there. 

Second. I have known “Billy” Sunday, personal- 
ly for several years, having had the pleasure of 
being in a number of his meetings at Wichita 
which resulted in the organization of the “Gospel 
Team” movement which has gone to almost every 
state in the union now. I have heard “Billy use 
a great many of the expressions which were ac- 
eredited to him in your paper and could recognize 
them as coming from him and could in that way 
appreciate them more than though I had never 
known the inimitable ball player preacher. Did 
not know “Ma” so well but her address and story 
of Ruth was fine. I wish there were more Ruth’s 

Third, but not least because there is a man at 
the head of our organization who is big enough 


“Billy” Sunday 


to see beyond the ‘punch clock” when it comes 
to employing men and looking after their wel- 
fare. If there were more 8. F. Bowser’s at the 


head of a lot of the large institutions in this coun- 
try there would be fewer men in the penitentiaries 
and there would also be very little cause for labor 
organizations and the troubles attributed thereto. 

There is no way of even faintly estimating the 
good which will come from that little gathering 
there for a couple of hours in that factory build- 
ing. Every man who was there will have some- 
thing to say about the meeting. Every person who 
receives and reads the “Boomer” will have some- 
thing to say about it and will probably do as I ex- 
pect to do, show it toa number of good friends. It 
looks to me like a beginning of the end of casts 
or rather gradings of employees. I noticed in that 
picture men in overalls sitting next to nicely 
dressed men and women and all seemed to be of 
one accord. 

As for me, let me Say, 
and every other employer of 
who has the nack of knowing how to treat the 
men and women who is in their employ. The more 
of that kind of men porduced in this land of the 
free and home of the brave the better country it 
will be for you and I to live in. 

Also wishing you to know that IT am in full and 
hearty sympathy with both yourself and the 
“Boomer” I am, 


long live Mr. Bowser 
“American Citizens” 


Yours very truly, 


(Signed.) J. L. HOBBS. 


Branch Office Standing 


44th Week Ending November 6th, 1915 
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Five High Men (Not Pacemakers) by points in each District Noy. 10, 1915 
(Districts Listed Alphabetically) 


ALBANY DALLAS 
1. G. W. Elliott HEA Rel BR FShaatit a) A; 
2. Cy M.-Carpenter 2. CG. M:; Sigler 2h 
32 Be. S5las 3. edaee \Webe oe 
4. S. Roberts 4S. W. Scroggs 4, 
5. W. A. Hemenway ay IDE IER NWAENN eoie De 
ATLANTA DENVER 
i. Wie Maxey: 1. Eis Hardie iF 
2,,L.-W. Crow 2. A. M. Lucas Ze 
3. G, Walker 3) Hebi cL vier oe 
4. J..S. Carrington A. J. He Wilson: 4, 
bead, b oeitel 5; GC. 1s Benford 5. 
CHICAGO ENG. SALES 
1 EF. E. Bragg ile ashy Una dhe hal Kens ‘ly 
2. D. Ward 2. W... A; Armstrong oe 
SES aw 3. E. L. Milliron oS 
4,-P: M. Miller 40. J. Connelly; 4, 
5. J. J. Behen iy imi, 1s lsyevolayneie 5. 


FORT WAYNE NEW YORK SAN FRANCISCO 

Jnl barth 1. G. W. Scott Ite Nee EY TiXol 

Th Care Oces 2. W. H. Ladd 2.0 W. Smith 

O. O. Koogle 3. EF. H. Peeples ow EP bineheh 

B. N. D. Milliron 4. H. Dalgaard 4. G A. Merickal 

T. J. Spurgeon 5. FJ. sbibbpey aH. VBE Tote 
HARRISBURG PHILADELPHIA TORONTO 

J. M. Prigg 1. W. M. Booker 1. H. M. Fickler 

K.F.Hessenmueller. 2. J. P. O’Neil ? 2. J. W. Merickel 

Cc. P. Law 3. W. J..McKeon 3. H. O. Cuddie 

M. A. De Souza 4. Fk’. Browne 4. W. Hickingbottom 

W. B. Offerle 5..0. L: McCurdy 5. J. W. Jackson 
LOUISVILLE ST. LOUIS WASHINGTON 

Max Heintze 1, Gi Ps Dickey; 1. D. W. Darden 

D. Moore ood se Goran: 2. J. T. Gibbons 
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WwW. V. Wheeler A) Weer eee 4. J. W. Lea 

J. B. McPherson 5. W. C. Sutton 5, Aleka Corbin 


THE OPEN OIL STORES 


The Open Oil Stores of Muncie, 
Indiana, have issued a rather uni- 
que circular letter to all automobile 
owners in and around Muncie which 
is worthy of mention. It is writ- 
ten on a red paper stock, which at- 
tracts attention. The two open 
paragraphs tell the complete story 
and we reproduce them for your 
benefit: 


“Gasoline and greases are your 
main items of Automobile ex- 
pense. We want to tell you how 
we are able to save you money. 

“We have installed an under- 
ground storage system and fill- 
ing station for the handling of 
gasolene, whereby we can furn- 
ish you with gasolene that has 
never been exposed to the air, 
thus saving all its power giving 
vapors. As you know, when a 
ear is filled at the refinery, 
so until it is placed on our 


The 


graphic 


side-track, 


workshop 
at his desk, while 
Moon and the other 


ef the 
the 


Denver District Office. Mr. Wm. F. Paul is 
yeung lady nearest the window is Miss Minnie 
young lady, Mrs. Stella Franklin, beth doing steno- 


and clerical work. 


it is sealed and remains 
where it is 


opened and tested by the State Oil Inspector. If 
found perfect, we attach our hose and the gaso- 
lene flows into our storage tank. By the same 
system we fill the tank in your car by means of a 
five-gallon Bowser Filtering Pump, assuring you 
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‘Filtered Gasolene’ 
at tank wagon prices.” 


with all its power giving energy 


We are pleased to inform the Sales Organization that 
Mr. 
their full yearly quota on October the 18th, 


Cc. C. Barnet and his “Pikes Peak Crew” obtained 


/ 


Li 


ESTABLISHED 1885/6 
4 


Voli) No-1 » Jan-1906 
bd we. 


December 1, 1915 


Mr. B. L. Prince, Acting Manager of the Dallas District, at his Desk 
in the Dallas Office,"1911;Commerce St., Dallas, Tex. 


On March 5th, 18838, a Prince was added to the 
population of Chicago. He may have been a prince 
by name, but he certainly was “king of the roost” 
at home. However, his whole attitude, since his 
appearance on this sphere, has not belied his name— 
he’s a prince, every inch of him. 


At the age of fourteen he engaged as an office 
boy with the Wholesale Hardware Company of Hib- 
bard, Spencer, Bartlett & Co., Chicago. In six years’ 
time with them he had climbed from the $3.00 a 
week office boy to Assistant Manager of the Cutlery 
Department. It was here that he obtained his keen 
ideas of business. 


Having sharpened his wits with the Wholesale 
Hardware Company, he cut quite a dash with the 
Chicago Envelope Company. He was a “sticker” be- 
cause he remained with them five years until he 
was offered a broader, better position as city and 
road salesman with the Western States Envelope 
Company, of Milwaukee. 


Advancing in salary and experience he next con- 
nected with the Old Line Life Insurance Company, 
of Milwaukee, until March, 1910. 


The “Big Chief” and “W. G.”’ spotted him among 
the crowd in Chicago and hired him as an assistant 
to Mr. Storr, who was then Manager of the Pros- 
pective Business Department. When Mr. Storr went 
to Mexico Mr. Prince became Manager of the Pros- 
pective Business Department and later became con- 
nected with the Editor in the old Correspondence 
Sales Department. 


One day the Editor received a card of notification, 
stating that Mr. B. L. Prince had been married on 
October ist, 1910. 


Quickly following this announcement the Dallas 
Office was established and “B. L.” was assigned as 
Sales Correspondent in the new district. Later he 
was made Assistant Manager, and on April 10th, 
this year, was appointed Acting District Manager. 

This is some record for a young fellow and took 
considerable effort to dig it out. However, it is 
authentic as far as details go, but it does not tell 
of Mr. Prince’s sterling qualities, his earnestness, 
his willingness. to go: the second mile for the Com- 
pany, nor his ripening business experience. Mr. 
Prince is the type of gentleman that makes Bowser 
& Company what it is. 


A. EB. Darling was arguing with R. T. Lawrence re- 
cently. 

“You know I never poast,” said “A. H.” 

“Never boast? Splendid!” ealidee bs Mle, and he added 
quietly, “no wonder you brag about it.” 


Evidently Iv W. Bush, cz the Atlanta District, is 
on the upward climb. His Daily Report of Novem- 
per 3rd showed a drawing of himself in a car going 
up the side of a hill at an angle of about 45°. Going 
some, “I. W.,” going some. 
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B. O. Managers on the Outside, Looking In 


, of the Chicago District, 


Salesman W. A. Foster 
has lost considerable time through illness. 


of the Chicago District, 


Salesman L. F. Greer, 
isn't feeling well these days and the doctors have 


advised him to take it slow. 


How- 


ever, we believe that he will make the Club. 


The rest of the or- 
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ganization will sympathize with him greatly in his 


present illness. 


The Bowser Boomer 
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THE “OLD MAN’S” CHRISTMAS 


Some of you know that the. “Old Man,” accom- 
panied by his son, Mr. Harry M. Bowser, 2nd Vice 
President, left for an extensive trip through the 
West, clear to the Coast, on November 11th. They 
will probably be gone for five or six weeks. 

Mr. Bowser has promised to tell the entire fac- 
tory force all about his trip when he returns, even 
though it takes the afternoon. He told us all 
that he intended to ses the “elephant” while he 
was out there and we will look for some very inter- 
esting experiences when he returns. 

The Editor doubts if there is a bigger hearted 
man in the organization than the “Old Man.” He 
delights in giving and takes more pleasure in giving 
than in receiving. 

Now, why make this all one-sided? Mr. Murray, 
our Sales Manager, has staged a little stunt to 
surprise the “Old Man” on his return. If you men 
on the “firing line” will only get the right viewpoint 
in reference to this little contest and put your 
good-will back of it, it will repay you a hundred 
fold. 

Not only will it benefit you and your family di- 
rectly, but the satisfaction of knowing that you 
have exerted the best that’s in you to produce that 
little extra business that Mr. Murray has asked 
for will more than compensate you. The Editor 
is willing to state right here in black and white, 
that when you accomplish what Mr. Murray has 
requested, the “Old Man” will be more deeply touched 
by this evidence of loyalty and good-will than any- 
thing else that you could do. 

Now, it would be a different thing if you were 
asked to make a sacrifice of something. But when 
you stop and think that the request benefits you, 
directly, in more ways than one, and indirectly pays 
the “Old Man” a very high compliment, you will 
reach the goal or know the reason why. 

Come, men, go to it, and if the Editor can assist 
in any way he’s at your service, individually or col- 
lectively- ; 


COOKING OIL OUTFITS 


Mr. Paul W. Lawther when in the Boomer Office 
mentioned Mr. E. E. Lowe’s orders which call for 
a number of Cut 58 Cooking Oil Outfits to be 
shipped to businesses in Texas. 

The orders secured by Mr. Lowe were U5) (Gl As (OE 
and it is an indication of some of the business to 
be received especially by the boys of the South, 
on Cooking Oil Storage Equipment. 

We have brought to your attention these specific 
orders so as to show you one class of Bowser Equip- 
ment that some of the boys have completely over- 
looked. Not only is Cooking Oil used extensively 
in the South, but it is used all over the United 
States. In the mining regions and in large con- 
tracting camps there is a great demand for it. 

There is another class of trade that use Cooking 
Oil most extensively—the retail and wholesale baker- 
ies. You will find these in every town and city 
throughout the country. 


~ You had better read up on the Cooking Oil Hquip- 
ment and get after some of this business. You will 
find full information in the last issue of “Bulletin 
Cut 58.” If you haven’t it in your portfolio, get it 
and study it carefully so that you can talk Cooking 
Oil Equipment as the occasion arises. We have 
also published a very attractive and instructive 
circular, “Cooking Oil Profits,’ that tells our story 
in word and picture. 


MAKE YOUR DEMONSTRATION COUNT 


The Editor finds, upon close investigation, that 
the majority of Pacemakers become Premier Bow- 
ser Salesmen because they use their Model and 
Bulletin Books, treating each prospect as a beginner. 

They put into each demonstration all the yim, 
vigor and enthusiasm they possess. They genuinely 
love this work. They do not let their sales talk 
deteriorate into a monologue or a well learned 
lesson. Each prospect is treated as if he was the 
only one in existence and as one of the boys, now 
a Pacemaker, said, when he was in the Office the 
other day: 

“When I get through demonstrating my model 

I turn to a sectional view of the tank and ex- 

plain every detail.” 

The way he said this positively made the Editor 
sit up and take notice. There was a sparkle in his 
eye, a magnetism about his voice, and you’d actually 
believe he was talking to a prospect. It isn’t any 
wonder that such a man is a Pacemaker no matter 
where you put him. 

Another good plan is to use your pencil. When 
you are talking about the time it takes to go from 
the store to the rear shed and back again, make a 
little floor plan of the store, measure the distance 
from the counter to the old “jigger’ pump or tin 
faucet tank. There’s nothing that impresses a man 
so much as illustrations and if you will illustrate 
your talk in a quiet, unobtrusive manner, you are 
going to get the prospect’s attention.—Bingo—he’s 
sold. 


There’s one thing sure youv’e got to do, 
If you’d succeed at all: 

You've got to think—you’ve got to plan— 

Or else be classed as an “also ran”— 
Youve got to “Hit the Ball.” 


* * * 


English Newsie (selling extras)—‘‘Better ’ave one 
and read about it now, sir; it might be contradicted 
in the morning.” 


THE BIG SCHOOL ROOM 


Ever stop to think how true it is that we are only 
grown-up children. Remember how it used to be 
im school? There were always two general kinds of 
boys. When one made a mistake, and was called 
down by the teacher, he swung around in his seat 
and sulked. 

Then there was the other chap who did just the 
opposite. When he made a mistake, although he 
felt just as bad about it as the other fellow, he acted 
differently. He registered that error in his mind, and 
you never caught him in it again. 

Suecess is profiting by experience. And the kind 
of the greatest value is the kind that hurts most 
while you’re getting it. 

You can take it either way, just as it used to be 
in school. 

Hither you can sulk and say you've had “hard 
luck” and that the world owes you a living—or you 
ean ‘grin and say, Tll never make that mistake 
again.” 

Thank your stars for misfortune, failures, and every 
hard knock life hands you—if you're the kind of 
chap who knows the value of the greatest teacher of 
them all. 

As one great writer puts it, 
an episode of success.’’—Hfficiency. 


“Mailure is simply 
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THERE’S A NOISE ON THE PACIFIC COAST THAT 
SOUNDS LIKE ANOTHER NEW PACE- 
MAKER—SURE ENOUGH IT IS ONE 


Mr. W. B. Jameson, of San Francisco District, Was 
Elected 2 Member of the Pacemakers’ Club 
on October 23rd, With a Total of 500 
Points to His Credit. 


Pacemaker, October 23, 1915. 
with —— Points. 


Closed the year 


Our estimable Sales Manager, Mr. L. P. Murray, 
is surely some trainer. When you stop and think 
that last year, when he was Dis- 
trict Manager, he had the largest 
delegation of Pacemakers that 
ever attended the Convention, it 
isn’t any wonder that those 
salesmen who worked under him 
and went into other Districts 
caught the fever. 


Mr. W. B. Jameson was em- 
ployed by Mr. Murray and was 
headed by him in the right di- 
rection. He entered the employ 
of the San Francisco District Sales Organization on 
July 20th, 1914. This was a little too great a handi- 
cap for him to make the Club last year but it gave 
him an excellent opportunity to organize his terri- 
tory and get in this year. 

Mr. Jameson is one of these solid, substantial, 
clean-cut Bowser salesmen. He is a steady worker, 
square as a die, and a fine type of a gentleman. He 
is a Scotchman who has imbibed the Western spirit 
and the combination spells “Success.” He is a con- 
sistent, steady producer. 

He carries conviction because of his honesty. He 
is a thorough believer in Bowser quality and has sold 
himself on the entire line. His particular forte is cash 
with order. 

Congratulations, Mr. Jameson, on your premier 
entrance into the Pacemakers’ Club. Now that you 
are on the inside looking out, plan your campaign so 
that you will be in the same position only earlier 
next year. 


Mr. W. B. Jameson 


NO. 14, A NEW MAN IN THE CHICAGO DELEGA- 
TION, IS SOMETHING TO BRAG ABOUT 


Mr. F. E. Bragg, of the Chicago District, Was Elected 
a Member of the Pacemakers’ Club on October 27th 
With a Total of 500 Points to His Credit. 


Pacemaker, October 27, 1915. Closed the year 


with Points. 


Mr. F. BE. Bragg, or Floyd, came with the sales 
organization on April 16, 1914. Floyd is a hand- 
some, well dressed chap, diplo- 
matic, and a fine Bowser sales- 
man. He is one of the best men 
in the Chicago District and that 
District has some mighty good 
men, believe us. He’s a good 
Bowser man, because he works 
all the lines. He has sold paint 
oil, kerosene and gasolene equip- 
ment, and is a hustler. 

He runs a Ford car and be- 
lieve us, he burns up the roads 
looking for orders. The best part of it is, seven 
times out of ten he gets them. As an evidence of 
his sales ability, you will remember the special al- 
lowance made for Cut 10’s last year. In his terri- 
tory alone he replaced 18 Cut 10’s with Cut 241’s. 
When asked how he did it he simply said, “I just 
went after them.” 


Mr. F. E. Bragg 


Reverting to the “Tin Lizzie,’ we wish to advise 
that he has it painted Bowser red. When he shows 
up in his territory everyone within visual distance 
knows that the Bowser man is around. 


One very important item we almost forgot to men- 
tion is that Floyd married about a year ago. Evl- 
dently Floyd practices his demonstrations and sales 
talks in his own home as we are of the opinion that 
Mrs. Bragg could sell any one of our equipments 
as well, if not better, than Floyd. At any rate, she 
is certainly Bowserized. She accompanies him on 
many of his trips and is a great help in boosting 
Bowser Equipment. We will certainly be glad to 
see her with Mr. Bragg at the Coming Convention. 


Congratulations, “F. E.,” on your first admittance 
into the Pacemakers’ Club. May you be a repeater 
next year and every year thereafter as long as you 
are with us. 


ANOTHER “SHOW ME” BOY ADDED TO THE ST. 
LOUIS DELEGATION 


Mr. G. P. Diekey, ef the St. Louis District, Was Elected 
an Member of the Pacemukers’ Club on October 2Sth, 
With a Total of 508 Points to His Credit. 


Pacemaker, October 28, 1915. Closed the year with 
—— Points. 


“Gq. P.,” on your breaking into the 
When you were in the Hditor’s 
Office the early part of this 
year, you said you would make 
it and now we have the pleasure 
of seeing you redeem your 
pledge. 


Congatulations, 
Pacemakers’ Club. 


Mr. George P. Dickey is just 
the type of a Bowser man that 
we are looking for. There is 
nothing at all fancy about his 
work—it is just thoroughness 

Mr.G.P. Dickey © all through and through. A 

salesman is very much like a 
piano—some are tuned more brilliant than others, 
but when the hammers are packed through usage 
the true tone of the piano is brought out. It’s the 
wear and tear that shows what a piano is and not 
the first trial or two after it leaves the factory. It’s 
quality that counts and that’s why “G. P.” makes a 
success. The more he works the more proficient he 
becomes and the truer tones and qualities come to 
the surface. 


Mr. Dickey is a “‘scrapper,” but combines diplomacy 
with his aggressiveness. He will stay with a cus- 
tomer a week, if necessary, and yet remain with him 
only five minutes if he sees that it is a waste of 
time on that particular visit. 


Mr. Dickey will hold up his end in salesmanship in 
any territory in the country. He has sold scales, 
safes and trucks, but he says that the Bowser line is 
the best of them all. The fact that he is now a Pace- 
maker proves his assertions are matters of convic- 
tion. 


Again we want to congratulate you, Mr. Dickey, on 
your appearance in the Pacemakers’ Club. May this 
be but the beginning of a long line of victories. 


It is said there is a standing joke in Paducah, Ky., 
that one square is illuminated by the globes of 
Bowser Gasolene Pumps. Mr. M. V. Wheeler has 
installed there four “Red Sentries,’ and outfits 
for Lubricating Oil, and one “Chief Sentry,” Cut 102. 


ee 


ANOTHER STURDY MOUNTAINEER ADDED TO 
- THE “PIKES PEAK” BUNCH WHO ARE 
GOING TO ATTEND THE COMING 
CONVENTION 


Mr. H. U. Earle, of the Denver District, Was Elected a 
Member of the Pacemakers’ Club on October 29th, 
With a Total of 505 Points to His Credit. 


Pacemaker, November 21, 1914. 
with 536 Points. 
Pacemaker, October 
with Points. 


Closed the year 


29, 1915. Closed the year 


If there was as much melody in Mr. H. U. Harle’s 
singing voice as there is when he talks, he’d be as 
ereat a winner on the grand 
opera stage as he is a sales- 
man in the Bowser Sales Or- 
ganization. He sure has some 
melodious voice.. It is mighty 
interesting to listen to him and 
when he gets in front of a pros- 
pect and begins his demonstra- 
tion he all but hypnotizes him 
before he is through. At any 
rate, seven cases out of ten he 
secures his name to the dotted 
line and what’s more, the name sticks. Believe 
us, Mr. Earle is some salesman and he’s that type 
of salesman that the Bowser organization wants. 


Mr. H. U. Earle 


He came with the Company some seven or eight 
years ago. He first traveled for the Boston Braves. 
You know his home, or at any rate his wife’s home, 
is somewhere up in the Green Mountains. That 
east wind that cuts across the commons in Boston 
and makes its way throughout the whole of New 
England, damaged his health to such an extent that 
he went South and traveled in the Atlanta District. 
Then he migrated into the Dallas District. Soon 
after he returned to the Green Mountains with his 
wife, who was in bad health at that time, and 
finally the two of them migrated to the Denver 
District. This is where both of them found their 
‘Jand of promise” and it looks as if it will be a 
steady and lasting field of productiveness for them 
both. He is traveling at the present time in West- 
ern Texas and Oklahoma. 


He made the Club last year in easy style and 
duplicated this year. He sure had some condi- 
tions to overcome in 1915 on account of the rain, 
floods and cyclones. However, he has sublime con- 
fidence in Bowser quality. This conviction carries 
him through many a deal and Harry, as everybody 
knows him, will be at the Convention this year with 
bells on him. 


Congratulations, Mr. Earle, on your repetition as 
a Pacemaker. May you be with us every year from 
now on. 


Salesman E. W. Cline’s order No. 120 (Harrisburg 
District) might be labeled “Work, Backed by Per- 
sistency.” Mr. Cline closed the order after at least 
twenty-five trips. 

“Galled three times today—walked 
half-miles down and back each time. Found him 


in at 8 P. M. and stayed until 11. All my best 
orders have been written on Saturdays.” 


ok oS * 
John Goran, of the St. Lou 
took a nice 15-point order on Sa 
“Me for the Club or bust.” 
We note with considerable reg 
W. H. Abbott, of the St. Louis 
three knuckles and fractured two bon 
hand in cranking his car on November 12th. 

trust this will not permanently disable him. 


one and a 


is District, recently 
turday. He reports, 
rest that Salesman 
District, dislocated 
es in his right 
We 


IF THE CANUCKS FAIL TO GET THE CUP THEY 


AREN’T GOING TO FAIL IN HAVING A 
FINE REPRESENTATION AT THE 
CONVENTION 


Mr. EH. M. Fickler, of the Toronto District, Was Elected 


Pacemakers’ Club this year. 


back of it all. 


a Member of the Pacemakers’ Club on November 
Sth, With a Total of 5064 Points to His Credit. 


Pacemaker, November 8, 1915. Closed the year 
with Points. 


Here’s another new man that has broken into the 
He joined our sales 
organization too late last year to 
even think about getting into 
the Club. It was the last of 
October when he started. How- 
ever, he got his bearings and 
headed for the Club this year 
and now he is on the inside 
looking out. 

Just look at his face. You can 
see aggressiveness written all 
over it, yet there’s generosity, 
diplomacy, honesty and ability 
It’s his aggressiveness, however, that 


Mr. H. M. ickler 


enables him to put all his other qualities into play. 


If he wasn’t aggressive he never would have sold 
the Kerosene Outfits that he has in Montreall City. 


Any of you men who make city territory know the 
conditions in selling Kerosene Outfits in a big city. 
Mr. Fickler did it, however, and what man has done 
man can do, so here’s food for thought on your part. 


So far, Mr. Fickler is single, but like some of 


our other bachelor salesmen in Canada, his prospects 
for remaining in this state are very slim. Just when 
the event will come off we are unable to say as we 
are not in close enough personal touch with him to 


find out. 


We are trusting to Mr. Hance to give us 


this information when the time comes. 


ing into the Club this year. 


We congratulate you, Mr. Fickler, on your break- 
This achievement can 


be duplicated by you next year as you must have 
your territory well organized and know to a cer- 
tainty where to pick up the business. 
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for the 
Pierce Oil Company at Tulsa, Oklahoma. Mr. Fred 
Ww. MeVay, the Agent, is standing by the pump. 


A fine installation of our “Chief Sentry” made 


NO. 15 OF THE CHICAGO DELEGATION IS VERY 
HIGH BROWED BUT DECIDEDLY WEST- 
ERN IN ALL HIS HABITS 


Mr. D. Ward, of the Chicago District, Was Elected a 
Member of the Pacemakers’ Club on November Sth, 
With a Total of 502 Points to His Credit. 


Pacemaker, December 4, 1912. Closed the 
with 517 Points 
Pacemaker, September 23, 1913. 


with 56S Points. 


year 


Closed the year 


Pacemaker, October 28, 1914. Closed the year 
with 537 Points. 
Pacemaker, November 8S, 1915. Closed the year 


with Points, 


Here’s another one of that Chicago District Bunch 
that has been a consistent, persistent prize winner 
ever since he joined the organ- 
ization, which was in August, 
1910. 


Like his brother Jim, Dave 
(not David) is one of the best 
and squarest fellows on earth. He 
might as well have been named 
David, because when he slings 
an argument he can bring down 
the biggest Goliath of a prospect. 
He knows how to select his am- 
munition and he can put some 
force back of each one of them. They surely go 
home right between the eyes. Back of it all, however, 
he has a good, big heart and he throws into each 
one of his arguments a touch of the human ele- 
ment that makes the sold prospect a steady booster 
for Bowser equipment. 

Recently he became the owner of a nice seven 
passenger Mitchell. We are of the opinion that his 
only daughter, Winifred, had something to do with 
this buy. He couldn’t deny her a pleasure of this 
kind. She and Mrs. Ward, in their beautiful home 
in Minneapolis, are certainly anchors to the wind- 
ward and when not on his territory you will find 
him always with them. 

Congratulations, Dave, on your admittance again 
into the Club this year. Next year we look for you 
to be a five-time repeater and trust that you will 
bring both Mrs. and Miss Ward to the Convention. 


Mr. D. Ward 


IT DOESN’T MATTER WHAT FIELD OF EN- 
DEAVOR THE CANADIANS ENTER UPON, 
THEY JUST NATURALLY FORGE THEIR 
WAY TO THE TOP 


Mr. J. W. Merickel, of the Toronto District, Was 
Elected a Member of the Pacemakers’ Club 
on November iilth, With a Ttotal of 501 
Points to His Credit. 


Pacemaker, July 9, 1912. Closed the year with 
916 Points. 

Pacemaker, December 19, 1913. 
with 622 Points. 

Pacemaker, December 18, 1914. 
with 52S Points. 

Pacemaker, November 
with —— Points. 


Closed the year 
Closed the year 


11, 1915. Closed the year 


If there is one thing that Pacemaker J. W. Merickel 
likes better than selling Bowser Paint Oil Equip- 
ment, it is in hunting big game. 
He has quite a local reputa- 
tion as a_ successful Nimrod. 
This has given him an audi- 
ence to many a prospect in his 
territory who enjoys hunting 
that otherwise would have been 
hard to reach. 


However, difficulties have no 
terrors for Mr. Merickel. The 
tougher the nut the harder Mr. 
Merickel works to crack it. As 


Mr. J. W. Merickel 
evidence of his prowess in this field, just glance 


at his record. Not only has he been a Pacemaker 
from year to year, but he also has the honor of being 
a Bronze Tablet Cutter. Some honor, believe us. 


Mr. Merickel values his prizes to such an extent 
that unless conditions have been very much against 
him this year, which we doubt, he has intact all 
of the prize money he has captured besides the 
awards of honor. He takes particular pleasure in 
looking at these trophies and gets much inspira- 
tion from them for further effort. 


Mr. Merickel is a very high type gentleman, very 
thorough in his work, and has concentrated his en- 
ergy in selling Paint Oil Equiment. He is a past 
master in this art, although he can sell the rest 
of the line with any of the boys. 


Congratulations, Mr. Merickel, on your entrance 
into the Club this year and may you be a five-time 
repeater next year, only getting in earlier. 


THE LATEST EDITION TO THE CANADIAN DELE- 
GATION IS ONE SURE ENOUGH 
PRIZE WINNER 


Mr. H. O. Cuddie, of the Toronto District, Was Elected 
a Member of the Pacemakers’ Club on November 
12th, With a Total of 528 Points to his Credit. 


Pacemaker, November 12, 1915. 


with —— Points. 


Closed the year 


Mr. H. O. Cuddie is an old friend of our Mr. Rhodes 
who needs no introduction. It was through Mr. 
Rhodes that the sales organiza- 
tion secured Mr. Cuddie’s ser- 
vice. The Canadian management 
feels very grateful to Mr. 
Rhodes, as does the Company, 
because we have in Mr. Cuddie a 
representative in Southern Sas- 
katchewan who consistently and 
persistently boosts the interests 
of S. F. Bowser & Company, Inc., 
’ with satisfaction to all. 

Mr. H. O. Cuddie ~ Mr. Cuddie’s record with the 
Company is really phenomenal and deserves par- 
ticular mention. He entered the sales organization 
as a sub to Mr. Rhodes on October 15th, 1914. He 
made 227 points for Mr. Rhodes and on May Ist, 
this year, was appointed Senior salesman. It was 
necessary for Mr. Cuddie to make since May Ist, 
524 points because lately he has put on a sub to 
assist him. By November 12th he had accumulated 
528 points which, added to the 227 points he made 
while working as a sub-salesman, for Mr. Rhodes. 
When he started as a Senior salesman the slate 
was wiped clean and he began anew. Taking all 
the conditions into consideration in Canada, the war, 
finance, etc., the Editor is of the opinion that this 
is the best record made in the sales organization 
this year. 


Mr. Cuddie’s previous experience in sales work 
was principally real estate. He is a high type of 
business man and commands respect among his pros- 
pects. Mr. Cuddie is also a married man and makes 
his headquarters at Moose Jaw, Saskatchewan. He 


_ travels the territory through Southern Alberta and 


Saskatchewan. 


Mr. Cuddie, we want to congratulate you on your 
achievement and welcome you with open arms at 
the coming Convention. We trust that Mrs. Cuddie 
will accompany you. 

* * * 


“How was it that you didn’t name your baby Wood- 
row Wilson when you told me that was your inten- 
tion?” asked E. M. Savercool of “Dean” Johnson. 

“We named it Jean Abigail,” meekly replied Dean, 
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Exterior view of the Dallas Office, 1911 Commerce St., 
Dallas, Texas. 


WHAT A CUT 19 WILL STAND WHEN PUT TO 
Walls WES. 


The Western Stores Company, 
Denver, Colorado. 


W. H. Howell, General Manager. 


November 2, 1915. 
S. F. Bowser & Company, 
948 Gas & Electric Bldg., 
Denver, Colorado. 
Gentlemen :— 

Orn JNUEUIe tiem, ale)ais), welts) merchandise, equip- 
ment and building of our general store at Heaton, 
New Mexico, was entirely destroyed by fire. 

At the time of the fire we had in the destroyed 
building about one hundred and fifty gallons of 
kerosene stored in a steel Bowser tank. While 
the ruin of the property was complete, and the 
oil tank blistered and buckled the oil came through 
without ignition and was subsequently sold in 
the regular way. 

NOUS bGullyi, 


(Signed) W. H. HOWELL. 


‘Hatch all those chickens yourself.”” asked ‘“Nat” 
Ring of a farmer boy. 

‘Nope, got hens *round here to do that,” answered 
the boy. 

Which reminds us that a hen can sit still and earn 
a living, but a man cant’. 


and two 
made 
for the Trinity Oil Co. Filling Station, Dallas, Texas. 


A fine installation of our “Chief Sentry” 
Cut 63 Lubricating Oil Cabinets on casters as 


Salesman J. W. Weems, of the Dallas District, 
is a youngster in the organization but he knows how 
tousell) Cooking Oil Outhits; “Co W.-O%e Go tom, 
“J. W.” That’s the gait that Pacemakers are made 
of. 

* * * 

Salesman Nod Brown is another promising Pace- 
maker in embryo. He made over 33 points of busi- 
ness the last half of October which is about all the 
time he has worked for us. 

* * * 

Salesman Harry Gunn went “Gunning” and headed 
the list of the “Dallas Determined Dozen” during 
October. 

Salesman H. M. Tunstall has dug his way out of 
the debris left by the recent Gulf storm and is 
striking his old time gait. 

* * * 

Salesman E. P. Walker has told Acting Manager 
B. L. Price that he is determined to attend the 
Convention in January. Here’s backing you up, “E. 
P.,” that you do it. 

Salesman Herbert Austin, the man who looks 
something like President Wilson, distinguished him- 
self early in November by selling a “Chief Sentry” 
“RPC. W. 0.” Some sale, Herbert, some sale. 


Two Cut 19-B’s as in use in the Store of Shortridge & 
Coulter, Bonhom, Texas. 


The following letter was received at our Kansas 
City Office Nov. 6th, from a Coffeyville, Kans., pros- 
pect: 

“Kindly send us catalog on your various gaso- 
lene tanks, up to 500 or 600 gallons, together with 
pump for use in private garage. Also advise 
how much extra it would cost to have the meas- 
uring apparatus on the pump.” 

Mr. J. L. Hobbs reports under date of the 15th 
as follows: 

“These parties wanted a Cut 47, 550 gallon tank. 

T sold them a 20 bbl., 12 ga., “Red Sentry” and 

a Cut 63 and got the F.C. W. O.” 


The total amount of the sale was about 13 points 
Garage business. 

Nice work, Mr. Hobbs. We will send you some 
more prospects some time if you get them that way. 


Old scout, H. D. Murdock, of the Chicago Dis- 
trict, was a visitor at the factory on Saturday, No- 
vember 13th. He had just driven through from 
Cincinnati in his Ford car and was on his way to 
Chicago. He’s the same old Murdock and we were 
mighty glad to see him. He had some trouble get- 
ting started Saturday morning. He says it was the 
first time she ever balked on him. That’s what 
they all say. Eh? 
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At a quarter past twelve Saturday noon, November 
13th, Salesman O. O. Koogle, of the Ft. Wayne Dis- 
, trict, had his neck broken and 

lost his life 
gear of his 


when the steering 
automobile broke, 
causing the car to turn com- 
pletely over on the Burlington 
Pike, south of Logansport, In- 
diana. Mr. Koogle was racing 
and driving the car at a rate 
of about forty miles an hour 
= when the accident occurred. 
Wr eR ae Mr. Koogle resided in Van 

Peery” = Wert, Ohio, where he leaves a 
wife and two children. He was one of the coming 
men in the Bowser Sales Organization, was almost 
a Pacemaker, lacking but a very few points, and 
this accident is certainly a serious loss in every 
way. 

All of those who know Mr. Koogle will deeply 
sympathize with his wife and children in this catas- 
trophe. 


Mr. E. F. Klotz is another San Francisco man 
who sells Lubricating Oil Equipment. Prior to Sept. 
1st he had sold 27 Outfits during the year and since 
then has sold nine. 

If this thing keeps up the Western States cer- 
tainly will run along smoothly. 


Pacemaker W. H. Tousley, of the St. Louis Districr, 
paid us a most welcome visit about the middle of 
last month. It certainly is a pleasure to visit with 
him, 


Lawsey Chile! Jes See « 


J. F. Arnold’s Order No. 352-A ealls for a Battery 
of Lubricating and Paint Oil Equipment consisting of 
4 1-bbl., half-gallon Cut 63’s, 4 1-bbl., half-gallon Cut 
110’s and 1 Cut 134. : 

Mr, Arnold, by the way, we believe holds the record 
for Lubricating Oil sales this year. Up to November 
12th he had sold a total of 52 Lubricating Oil Outfits, 
35 of these being Cut 63’s. Mr. Arnold has paid half of 
his traveling expenses from the sale of Lubricating 
Oil Outfits alone. 

If there is any salesman in the organization that 
ean beat Mr. Arnold’s Lubricating Oil sales, we want 
to know it. Send in your name. 


% * * , 


Mr. J. C. Harding’s No. 147 calls for a nice Paint 
Oil System consisting of 8 1-bbl., half-gallon Cut 
110’s and 1 Cut 134. Mr. Johnson, of the San Fran- 
cisco Office, advises that he knows this firm has 
been solicited for the past eight years by not less 
than six salesmen. It was, however, finally up to 
Mr. Harding consumate the sale. The cumulative 
effect of previous calls like the constant dropping 
of water on a stone brought home the bacon. 

* * * 

Our old tried and true Jake Gumpper is putting 
a big one over every once in a while here in his home 
town. In the interim he is educating some of the 
new salesmen on the line. He is some educator, 
too, believe us, because age, experience and ability 


count in doing this class of work. 
* ke * 


Salesman W. D. Alleman has been doing some 
paint oil specialty work for the Ft. Wayne District. 
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Bunch Hustle for dat Cup. 


He is a frequent and welcome visitor at the factory. 


Pacemaker E. B. Bachman stated in a letter to the 
Editor under date of November 10th: 


“T am certainly glad that I will be able to meet 
with the crowd in January, 1916. I look forward 
to this meeting every year as one of the greatest 
pleasures of my life. I wish it could be that 
every man could make the Club the first year they 
are with us. If they could accomplish this they 


would undoubtedly have new life, enthusiasm, 
zeal, and a far greater idea of our line and work.” 
x oo O* 


Salesman W. A. Armstrong, of the Pngineering 
Sales has. been a frequent visitor at the factory 
during the past month. He has so many orders that 
he either has to send them by express or carry 
them himself. He surely is piling up a record for 
himself and it will not be long before he passes 
his brother’s former records. 


* ok 


Salesman W. H. Coddington, of the St. Louis Dis: 
trict, was a visitor at the factory the early part of 
November. For some unaccountable ‘reason (the 
Editor missed a good talk with him. Consequently 
the Boomer lost a good article. 

* * * 

Salesman G. C. Boulte, of the Ft. Wayne District, 
has been transferred from his old territory around 
New Albany and Jacksonville to the Evansville 
territory.. We trust that the change of scenery will 
do him good. 


NO WOODEN LEG COME-BACK LOR HIM 


“You say others sell equipment OME Wins} orem sone 
less money, which is true—and it) is) also true 
that a kerosene tank is a kerosene tank regardless 
of mechanism, quality or price. 

“Now, by that same token, a half-witted man 
is just as good and as useful a member of society 
as a college president, or you or I. And a wooden 
leg is as good as the real flesh and bone article, 
but you would prefer the natural and more valu- 
able flesh and blood leg to the Basswood limb, 
would you not, Mr. Buyer? 

“Quality and usefulness are of the same compara- 
tive value in pumps and tanks as in brains or 
legs. Now please, Mr. Buyer, do not try to hand 
me any wooden leg arguments as to the price of 
our equipment.” 


OH YOU CHICKENS! 


“When a goose lays an egg there is very little 
excitement and it is only found by accident, but 
when a hen lays an egg the hills re-echo with the 
glad tidings and the result is that many hens’ 
eggs and few goose eggs are ever seen. 

“Now, this idea fits into the selling of Gasolene 
Gurb Outfits. The faucet tank behind the store 
invariably is owned by a commercial goose and the 
advertising propensities of the hen are typified by 
the owner of the Bowser Curb Outfit.” 


“A well-known Mississippi Bottler was fond of play- 
ing pranks,” said Salesman W. P. Dolan. “One 
day while riding with an illiterate negro, he began 
gravely to chatter Italian to his brunette driver. 

“The negro looked wildly at him, but said nothing. 
Finally the white man, in pretended pique, said:— 

“what's the matter? Why don’t you answer?’ 

“«T dunno what yo’all talkin’ pout.’ 

“~what’s’ wrong? Haven’t you any brains?’ 

“‘Yessah, I got some brains, all right, but dey ain’ 
no use to me now.’ ” 
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Interior view of private garage of Elihu Sanger, 
Dallas, Texas. This garage is Bowserized with 1 1-bbl., 


53-B and 1 2-bbl., 14 gauge Cut 41 with 10 feet 
Meter and Filter for gasoslene. 


Cave 
of hose, 


of 


view 


Exterior private garage 


Dallas, Texas. 


of Elihu Sanger, 


Mr. Deniver Moore has made several splendid in- 
stallations of “Chief Sentries,’ Cut 102’s, at Owens- 
boro, Henderson and Hopkinsville—all in his terri- 
tory. 

* * * 

Mr. J. B. McPherson isn’t far behind Messrs. 
Wheeler and Moore, of the Louisville District. He 
has made some beautiful installations in his terri- 
tory and sometime we may reproduce one or two 
of them from photographs. 


WHAT THE WEST IS DOING TO INCREASE THE 
4-B’S 


San Francisco District has been conducting a 
special Lubricating Oil Outfit campaign since Sept. 
1st. No prizes have been offered but the entire 
western organization has given special attention to 
this line of equipment with the result that since Sept. 
1st, or in about two months and a half over one-half 
as many Cut 63 Outfits were sold as during the first 
eight months of the year. It simply goes to show 
what can be done with a line that many think not 
worth pushing, at least it would seem that many 
think that way from the records they have made. 


Mr. C. C. Compton, who came with the San Fran- 
cisco bunch during this year, had not sold one Lubri- 
cating Oil Outfit up to the beginning of the special 
campaign. After he saw the light on the subject, 
he sold eight the first week and up to the middle 
of September had sold twelve. 


Mr. L. B. Gilbertson, another new man, had sola 
one Cut 63 prior to starting the special campaign, 
and since has sold seven. 


Mr. C. O. Hottel, working in Honolulu, who also 
came with the San Francisco bunch this year, sold 
prior to Sept. 1st 9 Cut 63’s and 8 64’s. Since Sept. 
1st he has sold 18 Cut 63’s and 2 Cut 64’s. 


A BOWSER FIELD MAN 
When Mr. W. E. Tousley was in the Office the 
other day, he sprung a new one on the Editor that 
he wants to pass on to the rest of you men in the 
field so that you can use it in your own way. 


Our salesman has prepared himself a few blank 
sheets of paper,, 8% in. wide by 11 in. high, and 
printed across the top, “The Bowser Field Service 
Department.” He approaches a prospect and tells 
him that he is a Bowser Field Man and has come 
there for certain information in references to his 
oil storage and would appreciate his co-operation. 
He finds, as is the case in all human nature, that 
most men like to give information when they know 
it isn’t going to cost them anything. 


He puts his traveling case down alongside of the 
counter, produces his prepared sheets, and asks 
him how much oil he uses, the different kinds, 
where they’re located, etc. He draws a rough dia- 
gram of the store, gets the proprietor to measure 
the distance from the counter to the “jigger’” pump 
or old tin faucet tank, and in fact shows him from 
the information he voluntarily gives, how wasteful 
are his present old style methods. 


In some cases he finds a Bowser Cut 19 along- 
side of an old “jigger pump” in the back of a store. 
He tells him to put the Cut 19 up in front where it 
belongs, gives him his reasons for so doing—the in- 
creased business, the saving of steps and time, etc. 


This, of course, implies that he should purchase 
another outfit to take care of the other grade of oil, 
and by the time he has finished collecting the data 
he has adroitly brought his man around to visibly 
see what he is losing in his old method of handling 
oil. He then suggests purchasing Bowser Equip- 
ment. 


This man finds that in nine cases out of ten 
the method is more than successful. As evidence 
of this, he is today a Pacemaker in a terri- 
tory that has never before produced one. ‘The 
proof of the pudding is in the eating thereof,” and 
the eating is mighty good in this instance. 


of the St. Louis District, reports 
that when Tom Billings’ Grocery Store burned down 
at Crawford, Kansas, it contained one 2-barrel Cut 
19-A Kerosene Outfit. This outfit had 110 gallons of 
oil in it. The fire was so hot that it burned off all the 
wood, yet there was no explosion, 

This is simply one of thousands of such tests that 
have occurred during our thirty and more years’ ex- 
perience in building such equipment. 


Mr. J. L. Hobbs, 


A good view of our ‘Chief Sentry” as installed for one 
of the Gulf Refinery Co.’s Service Stations 
at Houston, Texas. 
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FOR DETERMINATION TO INCREASE THEIR 
DELEGATION THAT DENVER BUNCH OF 
SALESMEN TAKE THE CAKE 


Mr. A. M. Lueas, of the Denver District, Was Elected a 
Member of the Pacemakers’ Club on November 9th 
With a Total of 506 Points to His Credit. 


Pacemaker, November 9, 1915. Closed the 


with —— Points. 


year 


Here’s another youngster in both years and service 
with the Company, that has broken into the Pace- 
maker Club. Mr. A. M. Lucas 
joined the sales organization on 
September 5th, 1914. He proved 
from the start that he could be 
a steady producer under difficul- 
ties in a hard territory. 

Mr. Lucas possesses to a 
large measure the typical West- 
ern spirit of being on the job 
every minute. Easterners some- 
times call this Western aggres- 
siveness. The fact of the mat- 
ter is, Mr. Lucas doesn’t know when he’s licked and 
takes a prospect’s “No” as an incentive to work all 
the harder to change it into “Yes.” He feels worse 
than anybody else when a prospect tries to put him 
off and seven cases out of ten wont permit him to 
do it. 


Mr. A. M. Lucas 


It has been said by good authorities, that he has 
been known to get out of bed in the middle of the 
night, sit down and talk over with himself the 
problems of the day and especially why a certain 
prospect didn’t make the investment he recom- 
mended. When he finally found the correct answer 
he went back to bed, slept peacefully, and arose in 
the morning in a happy frame of mind. He then 
went back to his prospect and came away with his 
signature on the dotted line. 


This is the Bowser spirit that carries many a 
salesman into the Pacemaker class. It’s putting 
into the work mental efficiency—it’s dignifying his 
occupation and making every one respect him. 


Mr. Lucas is a young man in the twenties who 
made up his mind to get into the Club this year if 
there was any human possibility to do so. The re- 
sult is that there’s a place reserved for him at the 
banquet table. 


Congratulations, Mr. Lucas, on your admittance 
into the Club and may you be a repeater next year. 


Private Garage of W. N. Snow, Banker, 50 Crescent 


St., Greenfield, Mass. This is the most complete pri- 
vate garage in the Berkshires. The garage 1S 
equipped with 1 Cut 95 Pump with Filter, 300-Gallon 
Rivne. Ce Dank, 1 Cut 172 Cabinet Lubricating Outfit. 
Steam heated and fire-proof throughout. Chauffeur’s 
quarters nicely furnished, complete with private bath, 
LG; 


Salesman Charles Rogers, of the Chicago District, 
reported in a letter of his dated November 15th, that 
the Knox Mercantile Company, of Cherokee, Lowa, 
purchased a Bowser Cut 19 for IXerosene in 1888. 

Mr. Knox, Jr., informed Mr. Rogers that the present 
outfit was working excellently. They are going out 
of business and claim that this fixture is worth as 
much as when they bought it, and they have listed 
it accordingly. 

Some recommendation and well worth considering. 


A SOUTHERN SALESMAN’S METHOD OF AP- 
PROACH AND DEMONSTRATION 


Montgomery, Ala., Oct. 10th, 1915. 
Dear Mr. Townsend: 

Enclosed please find an approach and demonstra- 
tion talk that I use very successfully in my terri- 


tory. Of course you understand that it can not 


be used in every instance, but you can answer al- 
most any argument with it down here. 
With kindest regards, I am, 
Yours for the Company, 
“ONE OF THE BOYS.” 


ArYENTIOn \NYEREST CONFIDENCE cCONYIcT orn 
The Points to Be Considered in Making an Approach. 

1. It is necessary always to obtain your prospec- 
tive customer’s attention, interest, confidence, and 
conviction. These steps or stages may be obtained 


only in the order named. 


2. Your customer must appreciate actual loss or 
you must show comparative inaccuracy, delay and 
hindrance in the dispatch of business routine. 


9 It is necessary to tell what we have been able 
to accomplish in eliminating these objectionable 
methods with the use of our equipment, but not 
necessarily how it is done. 


4. The prospective customer must be made to 
honestly admit his willingness to pay for such con- 
veniences and advantages, or, in other words, made 
to acknowledge the value of the same. 


“5 The demonstration of the model (for kerosene 
and gasolene pumps) is simply then the proving, in 
a systematic way, the points which we have already 
made in the outline of approach. 


Approach. 

“Mr. Blank, my name is I am the Sales 
Representative of the S. F. Bowser & Co., which 
manufacture tanks, pumps for kerosene and all oil 
commodities. The object of my visit is to interest 
you in our equipment, which I believe will abso- 
lutely protect your interest. 

“We have taken it for granted that you are deeply 
interested in our latest products, because they are 
the simplest, yet most improved and modern equip- 
ment of its kind ever put on the market. 

“Inasmuch as you require the highest degree of 
efficiency in your employees, is it not only fair to 
assume that you are willing to provide them the 
means by which they may render you such service? 

“Many years of experience have taught us that 
successful and conservative business people appre- 
ciate the nature of and welcome just such features 
as are employed in our pumps, etc. 

“Of course, the purpose of any up to date appli- 
ance in your store, etc., is to facilitate business and 
save money, is it not? 

“A pump, etc., which is constructed so as to give 
you convenience of operation, speed, durability, low 
cost of maintenance, and at the same time give you 
the greatest possible fidelity in its application would 
natuarally be the utmost value to you, would it not? 
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“Tf there should be a comparative lack of these 
essential features in the equipment which you are 
now using, or contemplate buying, would it not be 
better that you know it from the facts we have 
learned from the uses of our own and other equip- 
ment, rather than find it out for yourself at great 
cost and inconvenience? 


“Mr. Blank, the only reason you are not using 
our equipment is because no one has ever convinced 
you that it could best meet your requirements, and 
at the same time give you the maximum service 
obtainable from such an article. Is this not true? 


“T am here in your interest, as well as my own, 
and your investigation of my model will cost you 
nothing. If I cannot prove my statements, I cer- 
tainly would not expect you to purchase, and will 
leave without question or obligation. This is a fair 
proposition, is it not? 


Introductory Talk. 


Note—The demonstration of the model should 


be preceded by a short introductory talk. 


“Mr. Blank, after thoroughly appreciating the vari- 
ous advantages to be derived by the installation of 
our equipment, I am absolutely positive that you 
would no more discontinue its use than you would 
attempt the conduct of your business without ef- 
ficient and reliable employees. 


“You would not miss taking advantage of securing 
its services any sooner than you would lose the 
the opportunity of secur- 
ing my services were I 
to come to you as an ap- 
plicant for a_ position 
bearing testimonials from 
one hundred persons, 
whom I had served from 
three to five years, all of 
whom emphatically en- 
dorse me as to my ef- 
ficiency and _ reliability; 
were I also possessor of 
a physician’s certificate, 
guaranteeing my service 
to you without interrup- 
iON for al period ofa 
year. 

“Could I convince you 
that I would render all of the service I have spoken 
of in connection with the use of our equipment, and 
absolutely guarantee my work, industry and hon- 
esty in your service, as well as to increase the 
efficiency of your employees at least 20 per cent, 
you would employ me at a good salary wouldn’t 
you? 


hee It 
interest 


JUST THE 
FELLOW 
I'M LOOKING- 


should propose to work always in your 
in such matters and assure you that all 
of your work, for which you pay at least $ a 
year to have done is done with dispatch and ac- 
curately, would you hesitate to pay me $ for 
approximately a year, which is the total cost of 
this equipment, and especially, were I to agree to 
work for you in the same manner for at least four 
years after that at no cost whatever, you would 
undoubtedly employ me, would you not? 


“You could only be justly incredulous, am I right? 
Then if I propose to work for you free of cost after 
that, you would unquestionably give me the desired 
opportunity? Certainly, Thank you.” 

Note—Perhaps not all or both approach and intro- 
ductory talk can be used in every instance, part of it 
may be used all the time,.and that when in your con- 
versation it is possible to use every word written, 
you have covered the points thoroughly. 


WE’LL HAVE AN OPPORTUNITY OF HEARING AT 
CLOSE RANGE ABOUT THE HAWAIIAN 
ISLANDS FROM A NEW MEMBER IN THE 
SAN FRANCISCO DELEGATION 


Mr. C. ©. Hottel, of the San Francisco District, Was 
Elected 2 Member of the Pacemakers’ Club on 
November 4th, With a Total of 500 
Points to His Credit. 


Pacemaker, November 4, 1915. 


with —— Points, 


Closed the year 


Here’s another new man who, since his date of 
entry into the sales organization April 6th, this year, 
has climbed steadily and made 
the Club. This certainly seems 
to be a year of record breaking 
and the new men are making the 
old ‘“‘war horses” hustle harder 
than ever. 


Mr. C. O. Hottel is a young 
man of thirty-six, covering the 
Hawaiian Islands for us. We 
have never had the pleasure of 
meeting him and as we under- 
stand it, Mr. Savercool and Mr. 
Johnson have still that pleasure in view. However, 
through our old and loyal friend, Mr. R. J. Codding- 
ton, who formerly had that territory, Mr. Hottel 
was engaged through correspondence. 


Mr. C. O. Hottel 


His correspondence impressed everyone, however, 
with his desire to get at the bottom of things. He 
proved himself a thorough student of the line all 
the time and endeavored in every way possible to 
improve. He showed at the outset that he could 
sell our goods. He is not only a high-grade sales- 
man, but he has a local reputation in Hawaii as a 
high-grade business man. Both of these facts are 
borne out by the business he has sent in and the 
way that he has handled the territory for us. 


Just a little inside indication of his character. 
On June 22nd the Editor received a letter from him 
in reference to some correspondence he had had 
and we will quote a paragraph or two from it, 


“Tam not unduly stuck on myself (he referred 
to a photograph the Editor had requested which 
he enclosed),. nor, in fact, half as much as on 
the goods I am selling. As I started rather 
late to make the Pacemakers’ Club, . April 7th, 
and have not gotten very far now, yet I believe 
Il am going’ to see you in January, 19165 joreco 
Jown fighting one of the hardest battles ever 
witnessed in this territory. 

“If hard work and faith in the goods will land 
me in the Club, Ill be there. I would just a 
little rather make the Club than have anything 
else I know of. 

“The man I relieved in this territory was a 
Pacemaker. He knew it was up to me to turn 
out another, and as he is one of my best friends I 
am anxious to show him that I did appreciate his 
kindness by hustling. I won’t admit defeat at 
this time. If I. cannot make the Club this year I 
won’t fail next, but I am going to make it this 
year. 

“T belong to the ‘Best People On Earth’—the 
Elks and the Bowser Sales Organization. 

“Well, here’s three cheers for the boys who 
have landed at the top and it is up to the rest of 
us to see that they do not ‘cross the line first 
next year.” 


The Editor needs say nothing further as the 
above tells its own story. It shows a type of man 
that makes for Bowser success no matter where 
he is placed. 


Congratulations, Mr. Hottel, on your entrance into 
the Club. You will receive a royal welcome when 
you arrive at the Convention here. 
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ee, 


SALES TALK ON BOWSER COOKING OIL 
EQUIPMENT. 


(By Mr. P. W. Lawther, of the Dallas District.) 


Dear Mr. Townsend :— 


Following consecutively the five steps in every 
sale: viz, ATTENTION, INTEREST, CONFIDENCE, 
DESIRE and DECISION. You will, of 
course, understand this is not a _ set 
rule, but only my idea and you may take 
it all or part of it for what it is worth. 
At any rate it is my way of doing busi- 
ness and I pass it on to the next fellow 
for what it is worth. 


Attention. 

On entering a store, you may rest assured you 
will be noticed, so conduct yourself in such a 
manner that you will make a favorable impres- 
sion On everyone. Don’t overlook the choreboy, 
or the porter. Be pleasant. The first man you 
catch idle, walk up to him, put out your hand 
and shake hands with him (give him a good 
shake, too) stating your name (only) and say: 
“T presume you are the buyer.” 

If you have made a mistake, you have flattered, 
him and he will take pleasure in introducing 
you to the buyer, or at least pointing out the 
buyer to you. Shake hands with the buyer, state 
your name (only) and look him square in the eye 
and earnestly say: 


“Mr. Smith, I have somthing here that I want 
to talk to you about. I know positively I can 
convince you in a very few minutes that it will 
increase your business and make you MONEY.” 

remember, in selling everything, it is not only 
what you say, but HOW YOU SAY IT that counts. 
So we make this statement very emphatically: 
“I know positively I can convince you in a very 
few minutes that it will imerease your business 
and make you MONEY.” 

While you are making this statement, you are 
getting your model . (Be sure your model is 
clean and working correctly; because the impres- 
sion you are now making either means many $s 
to you or it means 0$’s at all. 


Interest. 


“Mr. Smith, I want to show you the recently 
perfected ‘Bowser Cooking Oil Cabinet.’ This 
Cabinet does away with all the inconvenience of 
handling cooking oil. It furnishes you with a 
complete check on your cooking oil business. It 
keeps your cooking oil perfectly sanitary, free 
from flies, ants and bugs and enables you to wait 
on seven customers against one the present way 
you have of handling Cooking Oil. You can dis- 
pense any pre-determined quantity. For illustra- 
tion, one full stroke of pump gives you exactly 
one gallon,—one seven and one-half pound gallon 
—that is the gallon you buy, so it is very essen- 
tial that, when you sell Cooking Oil, you should 
sell a seven and one-half pound gallon—no more 
or no less.” 

Merchants buy cooking oil in tierces at so much 
per pound—7¥% lbs. being a standard cooking oil 
gallon. ; 

Now, look Mr. Smith square in the eye and 
say: 

“Tf you use a measure 
you are only sure of one 
thing and that is you are 
giving more than seven 
and one-half pounds for a 
gallon. If you doubt this, 
you can weigh your gal- 
lon measure and see for 
yourself. I have weighed 
hundreds of them and have 
never found an accurate 
one yet, in fact there are 
no accurate measures— 
they. all vary from. 4 oz. 
to 12 oz. over on the gal- 
lon. The word gallon in 
liquid measure, Mr. Smith, 
is as obsolete as the word 
bushel in dry measure. We 
speak of a bushel of oats ¢2 
but we mean 32 pounds; 
a bushel of shelled corn, but we mean 56 pounds. 
It is the same with oils. Linseed oil weighs 7% 
lbs.—Cooking oil, 7% lbs.—these are fixed and 
a gallon of either of these oils means so much 
weight, no more, no less. 


FAVORABLE 
IMPRESSION 
ON EVERYONE 


“Now, watch me closely, Mr. Smith. If you want 
one-half gallon you place the stop lever on the 
% gallon mark here on the 
Quantity Dial, and with a 
stroke you get half gallon. 
Just as easy! Half gallon 
figured on 74% pounds to the 
gallon—no guess work—ac- 
curate weight. And also if 
your customer desires a 
quart, you simply move the 
stop-lever to the quart 
mark on the Quantity Dial 
and with a stroke you get 
one quart—one quart figured 
on seven and one-half 
pounds to the gallon.” 

Here, Mr. Smith, is what 
we calla slip-tube. We slip 
> it on the nozzle and you see 

it does away with the fun- 
nel for filling bottles, jugs, ete.” 


“This is a Computer. (Take the Computer off 
the model and hand it to him.) Now, for illustra- 
tion, say you were selling Cooking Oil for 75c 
per gallon, you would place a 75c Slipmine tfromtes 


“Here is an Indicator. You will notice as I 
raise the pump the indicator travels up and down 
the Computer. Now, if your customer wanted 
25c worth of Cooking Oil figured at 75c per gallon 
on a basis of seven and one-half pounds to the 
gallon, you would simply run the pump up until 
the Indicator was opposite 25c worth and like- 
wise you could dispense 5c, 10c, 20c, 35¢, 45¢e, ete.,— 
all figured accurately on seven and one-half 
pounds to the gallon. No guess work—accurate 
weight. This computes Cooking Oil the same as 
your computing scale computes tea, meat, ete.’’ 


“Now, supposing your customer has an odd- 
sized jug, bottle or container to be filled. Just 
run your indicator up to the top of the Com- 
puting Scale. When the container is filled the 
indicator will show clearly and accurately to the 
red cent how much is sold. No suess work—no 
loss of any kind.” 


Desire. 


“Now, Mr. Smith, I know you have been think- 
ing all the time, ‘that’s a good thing, but how 
am I to get the Cooking Oil into it; and what 
am I going to do when the Cooking Oil in it 
Setsehard or wold 2 


“Tll admit, Mr. Smith, those two features 
stumped Mr. Bowser for a long time, but after 
spending thousands of dollars and trying out a 
sreat many different ideas, Mr. Bowser has at last 
solved the question.” 


(Show your Cut 58 with lamp.) 


“It’s simple, isn’t it? You simply pull the lamp 
out, light it, slide it back down in its eylinder and 
it does the rest. It soon furnishes enough heat 
to melt the oil without any smoke or odor, in fact, 
if your porter or clerk were careless enough to 
leave the wick of the lamp turned too high and 
if it did smoke, you see there is no chance for the 
odor or smoke to reach the Cooking Oil, because 
they are separated with a steel cylinder.” 


(Now show from your Bulletin Books a Cut 134 
Portable Barrel Drainer.) 


“On the back end of the Cooking Oil cabinet, 
Mr. Smith, we have a 15-in. 
manhole with screw cover. You IT WILL INCREASE 


unscre his cover, place your YOUR. BUSINESS AND 
USE CEL e Pp 9 SAVE YOU MONEY. 


Cooking Oil drum on the barrel 
drainer, or have the drayman 
do so when he delivers you the 
drum; roll the barrel drainer 
up to your cabinet; take out 
the 14%-in. bung in the end of 
the drum; turn the drum over 
and it automatically and natur- 
ally does the rest—just as easy. i 
Simple, isn’t it? You see it] 
empties itself while your clerks 
are doing something else. And 
you will notice here on the 
model is a gauge stick. It LOOK HIM SQUARELY 
shows you approximately the INTHE EYE 
amount of oil at all times 

in your cabinet. It is always a signal to 
you when it is time to empty another drum and 


is a constant check on your oil.” 


(Now, show Cut 156-A Gallon Meter.) 
“Mr. Smith, this is something I know wou weren't 
looking for—this is a Gallon Meter. It registers 
each gallon sold up to 10,000 gallons, then re- 
peats. It is a little adding machine for your 


Cooking Oil business. You can tell at the end of 
each day, week or month the amount of Cooking 
Oil sold. You can compare the sales of Cooking 
Oil this week. with ‘last 
week; it is the finishing 
touch to this complete and 
perfected Cooking Oil Cab- 
inet.” 


FILL IT WITH GOOKING’ 
OIL 


“This Cooking Oil Cabinet 
is a real live Salesman. This 
is an age of machines; the 
wise ones always grab them 
first. Look at the machines 
in your store—the cash 
register, the adding ma- 

chine, the typewriter, the 
computing scales, the meat 
grinders, the cheese cutters, 
etc. You buy them to save 
time and money. This Cook- 
ing Oil Cabinet saves time 
and money and SELLS Cooking Oil. It is a sales- 
check once in a 


THE BOWSER CAI 
THE EXACT PRICE COMPUTES 


man who only draws his pay 
life-time but works every day faithfully and 
honestly as long as you live. Just remember 


that it really sells oil for you.” 


“Just imagine this Cooking Oil Cabinet setting 
right in the front of your Store—that is where 
it belongs because Cooking Oil is the most profit- 
able cooking grease you sell. Did you ever com- 
pare Cooking Oil profits with the profits on pack- 
age compounds, ete.? In most places the profit 
on Cooking Oil is much greater than the profits 
on the canned greases and lard. Cooking Oil 
is a southern product made from the seed of the 


South’s greatest product—cotton. 
“Now, your customer walks into your store. 


One of the first things that greets her eyes is this 
fine, sanitary Cooking Oil Cabinet. You are proud 
to have her see it and you take pleasure in show- 
handle and dispense Cook- 


ing her the way you 
ing Oil. You would be ashamed to let her see 
the way you are NOW handling Cooking Oil. You 


sell her, with the aid of this Cabinet. Cooking Oil 
instead of some canned grease; and I want to tell 
you right now, your Cash Register sings a differ- 
ent tune when you think of the increased profit; 
YOUR PROFIT; YOUR MONEY; all for the asking.” 


“This Cooking Oil Cabinet will make MORE 
MONEY per square foot of floor space it takes up 
than anything in the store. It is a profitable in- 
vestment, it will rapidly increase your Cooking 
Oil business. It is an advertisement. Think of 
this same lady the next afternoon at her neigh- 
bor’s tea party. The first chance she gets she 
tells all the ladies present about Mr. Smith’s 
Cooking Oil Cabinet and how nice the Cooking Oil 
is. What is the result? New customers, increased 
Mr. Smith, 


were 


business, ete., all because you, 
wise enough to take 
advantage of your op- 


portunity.” YOU ARE PROUD To HAVE 
, 4 A HER SEE IT 

“Cooking Oil is an ; 

all-year business, it 
sells every month in 
the year. Do you know 
that the sale of Cook- 
ing Oil has almost dou- 
bled itself each year for 
the past five years? It 
is being shipped 
over the world. It is 
recommended by all 
leading physicians and 
chemists as being the 
most healthful shorten- 


ing or frying medium 
Known today. Ttois 
strictly a vegetable 
product and does not 


have the harmful effects 
on the system that 
animal fats do. It is used extensively in place of 
Olive oil. In compounding dressings and sauces 
for salads, it is superior to olive oil. In PAC Lameh 
sreat deal of olive oil you buy today is either 
Cooking Oil or 50% to 75% Cooking Oil, and it is 
a southern product.” 
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the conversation where 


Confidence. 


“Bowser has spent thousands of dollars and 
years in perfecting this Cooking Oil Cabinet and 
is giving you a 100% efficient 
system. All brass parts of our 
pumps are carefully treated so 
that none of the _ liquid 
touches any metal other than 
which it should touch to keep 
it sweet and clean. It is im- 
possible to get poisoned from 
the oil as it is not exposed to 
any brass parts.” 

“This Cooking Oil Cabinet 
is backed up by Bowser’s 
twelve month guarantee to be 
as represented and to do the 
work it is made for. Yes, 
sir, Mr. Smith, you have 12 
months to find out if this Cab- 
is not @} K. in every 
respect. What more could 
This Cabinet is not made by 
some little one-horse concern, but by BOW- 
SER, the largest manufacturer of oil handling 
devices in the world—a firm doing an annual busi- 
ness of millions, a firm whose guarantee is a 
guarantee in every sense of the word.” 


A GREAT 
DEAL OF IT 


you ask for? 


“The Bowser way of handling Cooking Oil will 
make easy work of an irksome task and will add 
floor space to your wareroom or stock room and 
will enable you to do away with that unsightly 
corner, that mess, ete., that draws ants, flies and 
bugs which infect your other stock.’” 


Decision. 


“Now, Mr. Smith, isn’t this what you have often 
wished for? . Isn’t it complete? Wouldn’t you 
like to put that department of your business on 
a better paying basis? Wouldn’t you like to have 
the ladies of this city brag on your store?—its 
cleanliness, its sanitation, its prompt and courte- 
ous treatment?” 


(Pause between each question, get him in the 


habit of saying “Yes.” Then say): 


“Now, let’s see, Mr. Smith, where do you think 
this Cabinet ought to be placed—over here or 
over there?” 


If he says, “‘Here,’ pause then, agree with him, 
make out his order and let him O. K. it. He is 
ready and it is up to you to get his name on the 
dotted line. 


The Retail Merchant, 


Retail merchants, in many ways, are soul trying 
customers to call on, not that they will not treat 
you right, because they will if you look respec- 
table and carry yourself in a dignified manner, 
and approach them with confidence in yourself. 
But the very nature of this business is such that 
it makes it hard for a man to give them a good 
concentrated talk. With your ordinary eall, right 
in the middle of what to you appears your best 
and most eloquent argument, some one will come 
in for a nickel’s worth of bread, and up jumps 
your audience, 


It is extremely aggra- 
vating but it is a con- 
dition that cannot be 
changed. When he 
comes back, just before 


ITISNOT MADE BY 
4 LITTLE ONE-HORSE 
CONCERN 


he gets to you, you 
should invariably say 
something about’ the 


Cooking Oil Cabinet or 


it broke off. Because 
while he has been away 
waiting on his cus- 
tomer he is very likely 
to have framed up a re- 
mark that he is going 
to spring on you, some- 


thing like this: ‘That 
sounds good to me, 
but you come in next 
jel eyy? 


Never give him a chance to say anything you 
don’t want him to say until you have sunk in 
your arguments. You must be master of the 
situation, and you can be. 


Investment Argument. like to lead, so if you can convince Mr. ae 
i Man, for instance, that this particular BOWSER 

You can make a strong in- WHERE DO you EQUIPMENT—the Cut 102 Chief Sentry—is dif- 
vestment argument on Cook- __ [THINK THe our : eae Pa ean aya 504 
ing Oil Tanks. Sa for illus- Bry stourd BE ferent from any other Filling Station in his vicin- 
tration: . ys ity—you have gone a long ways to sell him your 

y eee idea. 

Mr. Smith handles 20 bar- None of us like duplicates—we want the original. 
rels of Cooking Oil per year Just call these points to mind when you tackle 
at 50 gallons per barrel or that prospect over in Jonesville:— 

1,000 gallons @ 25¢ per gal- Measure value by results. 
lon — profit, $250.00 _ annual Service. 

Paper profit on Cooking Oil, The cost of doing without. 
Actual profit guess work cost 


of Cooking Ofl Cabinet Extravagance of economy. 
, 2 abinet, com- It pays to pay the right price first. 
plete, $138.00. What nicer in. gees aren ee 


Your real motive for buying an Oil Storage 


vestment could a merchant Equipment. 
make? Your old equipment steals from five to one hun- 
YOU CAN DO IT. Get one > PAUSE A LITTLE AND dred dollars, or more, a year from you. 
this week and get started. THEN AGREE WITH Him The results of making the old “Jigger”’ or 
Your friend, Faucet tank do. 
PAUL W. LAWTHER. This BOWSER EQUIPMENT will pay you back 
in a short time, if you will advance its coe 
¢ “BOWSER?” sells for more—but pays back more 
GETTING AWAY FROM THE GENERALITIES IN than the difference. 
MAKING A SALE (Signed) E. B. FRENCH. 


Harrisburg, Par 10-145. 
Dear George:— 


A buyer thoroughly understands our basic 
motive for paying railroad fare and hotel bills, 
in order to sell him a BOWSER EQUIPMENT,— 
Selfishness. He therefore fortifies himself by 
more or less discrediting our claims and _ state- 
ments of “BOWSER.” Ordinarily, however, the 
buyer is broad enough to listen and hear our 
Peon no sale can be consummated without 
them. 


The average buyer is just as smart (or smarter) 
as we areé—so we cannot even hope to make him 
“come across’ and adopt the BOWSER EQUIP- 
MENT unless we show him beyond all doubt why 
and how it will prove a good investment—speak- 
ing only from the standpoint of dollars and cents. 

If you operated a manufacturing plant and had 
a problem of local transportation to solve, which 
of these salesmen would walk back to his office 
with your signed contract: (A) the salesman who 
dwelt upon the general subject of trucking, 
showing how others are handling it, and suggest- 
ing that you buy the truck, “like the one we sold 


to Drake Manufacturing Co.,” or (B) the sales- A Ane view of our Cut 39’s and Battery of Cut 109’s 
man who first investigated your business and for Paint Oil, as installed for Sears, Roe- 
knew before the interview what you needed, then buck & Co., Dallas Texas. 


Which, -now, deserves the contract? 


Explain to Mr. Hardware Merchant, that “this 
type of BOWSER EQUIPMENT (Cut HOS) akal@. alalal 
or 115) is designed for your Hardware, and Paint 
Oil Store—made exactly to fit your particular 
business—made so that it will store and handle 
such quantities that you can buy at the lowest 
market price—check up exactly the shipper’s 
statement—handle your oils in an approved, safe 
and orderly manner, (probably meaning a reduc- 
tion in your Fire Insurance)—giving him rapid 
and accurate service to the Trade in any quantity 
desired and with the assurance that the paint 
oils are in a perfect condition (no congealation,— 
the formation of foots and fats reduced to a mini- 
mum.)” 


Explain to Mr. Druggist that “this type of 


Equipment (the Cuts 500 and 504) is built for Seven Bowser evaporation and leak-proof tanks as in- 
your store,—it enables you to handle those ex- stalled for Sears, Roebuck & Co.’s place of 
pensive drugs and liquids in a serviceable, eco- business, Dallas, Texas, 


nomical and _ safe method; no danger of the 
liquids becoming contaminated, as the equip- 
ment for that particular drug is dirt and evapo- 
ration proof,—in filling prescriptions or filling an 
order, you and the customer are assured that one 
ounce, two ounces, or any quantity up to sixteen 
Ounces, can be accurately and speedily pumped.” 
Mr. Druggist is open to conviction why such 
liquids as Olive Oil, Castor Oil, Medicines, Drugs, 
Glycerine, Cod Liver Oil, etc., can be more per- 
fectly handled through BOWSER HQUIPMENT. 


Explain to every merchant how Bowser Service 
is particularly designed for his business. The 
“Butcher’—a Filling Station Cut 102) or 241: the 
“Baker’’—the Cut 33 and Cut 58 for Cooking Oil. 

Learn either before hand or from him as you 
interview him, just what his requirements are;— 
then apply “BOWSER” to those requirements. 

Few people care to buy BOWSER EQUIPMENT 


et 
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because others have, but they do appreciate our A 12,000 gallon Bowser evaporation and leak-proof 
suggestions which have been acquired after build- tank for linseed oil as installed at Sears, Roebuck 
ing BOWSER EQUIPMENTS for others. We all & Co.’s place of business, Dallas, Texas. 
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Branch Office Standing 


47th Week Ending November 27th, 1915 


Senior Offices Junior Offices 
Vee ORT WAYNE Sie romist cre cde octane. EK. J. Little, Mer. 1. (NENW ER" hiss ere, oigleche near Cc. C. Barnett, Mgr. 
ee) A LEAS + 5.5% 5, tds apron oer B. L. Prince, Acting Mer. 2.- WASHINGTON =~ ..tautias os nieee A. W. Dorsch, Mer. 
St Wolsh Rel Prt ance a tettins citdoens 2, D. S. Johnson, Mer. 8.) NEWYORK F223 tc ca eee H. C. Carpenter, Mer. 
a CHICA GO Sa. teenie oielete T. D. Kingsley, Mer. 407 LOUIS VILUE SS .2ie ie vei esi eer K. J. Gallmeyer, Mer. 
Bb. ALBANY go wars creme hse iert: WwW. M. Mann, Mer. 5. PHILADELPHIA............... I. L. Walker, Mgr: 
6. TORONTO. +a ae. W. R. Hance, Canadian Mgy, 
% HARRISBURG We 2 oe alee: R. S. Colwell, Mgr. 
8S. STALOUIS We. ese ate taneous G. H. Hastings Mer. 
9.. ATLA IN TA Wa acne eel ereactenee uate cs H. W. Brown, Mer. 
Standing of Boney High Men, Noven ben 2/, 1935 
x Eo S> VOnDSOm. ates ere Eng. Sales G. Hartgen wjeteteeneaeee Harrisburg -28. R. D. Léonard... .eeee Harrisburg 
2S PLA KL Ones eee oe Eng. Sales if N AC RIN 05,5. 2 ees on aan eee Albany 29. PY CHEPOtts <2. poe Fort Wayne 
3. W.. V~ Crandall, (=) sani ranciscomeG. hil. Milliron é eetieaet seataee Eng. Sales 30. J. -ROgers. ge wcleston eee Chicago 
A qkke - Greg DICISTLGP ee ne eaeeeee Denver” IW. Hl Purdy eae Atlanta 31. Ww. M," Booker.) anges Philadelphia 
5. Ghats Hoawren Ce joan aes te Chicago) 6, Aj Ha sDarlinge +. rane eee Chicago. 32. J. Te Gibbonse. sass Washington 
63 We By Stamtord tee. Hing. Sales 1/9. i. Wi. Devereux. se) ope Albany. .33. M. (6. Benhamne eee Chicago 
UW, “As PAT MSELONE . «yee King. (Sales .20 Ge Wie seCOutnn. ones New “York ~34 "9. G.) Robertsss..=ee ee Albany 
8.1G. s Reuben... 8... san Mranciscoms lt. Ga ew Stoviellocnnes Washington 35: J. BR. Goran... oe St. Louis 
GVCl Re MS SlestOmincrmaeccte hese: Albany 22. J. J. Manning aalenete: euaiete Grams Chicago 36. F. M. Kennedy....San Francisco 
102 SREW OWE hare crise cries Denyer (235 9Na Meattine lye eee Chicago 3%. G. “Hy Schnabel-s see Chicago 
11 Gi Ce Predericksit.a. cer SS LOU Si Eee VUES 1 Veen Toronto 388. J. O. MeCracken....Fort Wayne 
Led eA Ny OGLIP Cire ewe Phila del piiaieeo reser. LIT Sinmg ea Albany 39. W. A. Merrill........Fort Wayne 
Ulste lac MCKoxelohualt=r mana Sisto acoauiae 6 Denver 26. W. H. babe h tiga -fort Wayne ~40, H.5O% Cuddie. 4.3.55 eee Toronto 


Aj alan doe COMMECI Vea se eee Eng. Sales 


Five High Men (Not Pacemakers) by points in each District Nov. 26, 1915 
(Districts Listed Alphabetically) 


ALBANY 4 DALLAS FORT WAYNE NEW YORK SAN FRANCISCO 
1. G. W. Elliott 1. T. L. Smith 1. T. C. Potts 1. G. W. Scott 1. E.R. Bird 
2. C. M. Carpenter 2. C. M. Sigler 2. J. L. Barth 2. W. H. Ladd 2. E. F. English 
3. B. F. Sias 3. J.C. White 3. B. N. D. Milliron 3. H. Dalgaard 3. G. Al Merieial 
4. S. Roberts 4. 8. W. Scroggs 4. T. J. Spurgeon 4. F. H. Peeples 4. W. C. Smith 
5. A. De Place _ 5. H. M. Tunstall 5. I. M. Camden 5. E. J.sLibbey 5. F. Laughrey 

DENVER 

ATLANTA Ly ch. ge iver HARRISBURG PHILADELPHIA TORONTO 
1. R. W. Maxey 2. J. H. Wilson 1. J. M. Prigg 1. W. M. Booker 1. W. Hickingbottom 
2 1. UW. Crow, 3. C. I. Benford. — 2. K.F.Hessenmueller 2. J. P. O'Neil 2. J. W. Jackson 
3. G. Walker (Only three active 3, M. A. De Souza 3. W. J. McKeon 3. P. S. Cornell 
4. J. S. Carrington salesmen not pace- 4. GC, P. Law 4. F. Browne 4. W. N. Deming 
5) Le, Ph iCox makers in this dis- 5. W. B. Offerle 5. Lewis Conn 5. K. N. McIntosh 

trict and they are “on 

CHICAGO the way.”’) LOUISVILLE ST. LOUIS WASHINGTON 
1. S. S. Haw ENG. SALES 1. Max Heintze 1. A. L. Casey 1. J. T. Gibbons 
2. J. J. Behen 1. W. A. Armstrong 2. D. Moore 2. J. F. Goran 2. D. W. Darden 
3. P. M. Miller 2. K. L. Milliron 3. C. W. Wilson 3. W. A. Lee 3. W. S. Stoner 
4. i BW. Greer, 3. wad CONNELLY: 4. W.. V. Wheeler 4. W. C. Sutton 1. AS i Corbin 
5. G. HE. Bowen 4. H. I’. Babbitt 5. J. B. McPherson HgpCae ee ae OO Ks 5. J. W. Lea 

5. H. E. Dobson 


ee — —n—n—n—n—nmnk ene = =S 
———— 


MR. AND MRS. H. U. EARLE AT SEVEN FALLS, 
SOUTH CHEYENNE CANON, COLORADO 
SPRINGS, COLORADO 


It is a pleasure to see how healthy Mrs. Earle is 
looking. Those of you who know Mrs. Earle will re- 
eall the fact that Mr. Earle took her home to Vermont 
some few years ago from Atlanta, in practically a 
dying condition due to extreme nervousness. 

The mountain air and being home changed this con- 
dition and finally she accompanied Mr. Earle to the 
Denver District. She is now fully recovered and we 
are happy to reproduce the picture of the two of 
them taken just a short time ago, 


WE WONDER? 


Chicago District made a record on Chicago Cup 
Day, October 27th, that they are very proud of. They 
secured about 135 points (Garage basis) worth of 
business on that day. 

In spite of this excellent record the Editor is 
wondering if the Chicago boys have lost their 
“punch.” It does seem that when a winning com- 
bination is gotten together in baseball and each 
member of the team has had a chance at the Wolrd 
Series’ money, something cracks and the next year 
they do not possess the necessary steam to put 
them across in the usual forceful way. We are 
wondering is this going to prove the case with the 
Senior Cup Winners last year. 


168 


 ———— a 


VOL. XII December 15, 1915 


Manager A. W. Dorsch seated at his desk in the Washington District Office, 


206-207 Evans Building, Washington, D. C. 


Once upon a time—oh, we’re not going to say 
when—a little boy arrived at Logansport, Indiana. 
There wasn’t any very great event in his life until 
he attended Business College after going through 
Public School. It was then noticed that he was con- 
tinuing to grow taller, longer, and lankier. Someone 
gave him the nickname of “Daddy-Long-Legs,” which 
has always stuck to him. 

However, at the age of about twenty years he was 
known as Mr. A. W. Dorsch and under this handle ac- 
cepted employment with the Northern Indiana Hos- 
pital as clerk in the store at that place. In less than 
two years he had become so efficient that he was pro- 
moted to the position of Storekeeper and Quarter- 
master. He filled this position at the hospital for 
eleven years, leaving it to go into business for him- 
self at Logansport, Indiana. 

After two years shifting for himself he sold his 
business and started on the road as a salesman for 
a Basket Factory. When he had cut his eye teeth 
aS a road man he saw its possibilities, liked it, and 
determined to make it his life job. However, man 
proposes and Fate disposes—the Sales Manager of 
the Basket Factory for whom he was working, 
wanted to put him in a new territory, which went 
against the grain and “Gus” resigned to accept em- 
ployment with the Missouri-Pacific and Iron Moun- 
tain Railroad, in their Offices at St. Louis, Mo. Sev- 
eral years of confinement injured his health to such 
an extent that he looked around for something on the 
outside that would be profitable. 

He examined the Bowser line and after some cor- 
respondence, joined the Sales Organization, taking 


was in 
The day he left the train 


territory in Michigan. Mr. Dorsch’s health 
exceptionally bad shape. 
to start work he had a hard chill. He was under 
a fearful handicap, sick, with a family to look after, 
and new line to handle, but he got there just the 
same. 


He began work with us in the Spring of 1906. 
Frem the start he was a consistent, persistent pro- 
ducer and at the end of two years he received the 
nickname of “One-order-a-day-Dorsch,”’ and the nare 
meant all that it implied. His work attracted the 
attention of the management to such an extent that 
he was taken off the territory and appointed as spe- 
cial man, taking charge of new salesmen, Our 
records show that Mr. Dorsch closed a nice busi- 
ness with each and every salesman he ever worked 
‘ith, no matter what the territory or how hard the 
conditions. 


In the Fall of 1913 he was assigned the duty of 
organizing the Washington District. How successful 
he has been is evidenced by the fact that last year 
his District was in second place in the Cup Race. 
This year, for a short time, he was in the lead and 
his District is still hopeful of winning the Cup from 
Denver. At any rate, the Washington District has 
secured considerably more than its quota this year 
and has something to crow about. 


Mr, A. W. Dorsch has a high sense of honor, a 
thorough knowledge of the line, is conscientious to. 
a degree, spells work with a capital “W,’ and has 
a host of friends in the organization. 


EK. H. Josselyn: “My wife kisses me every evening 
when I come home late.” 

M. J. Campbell: “Affection?” 

E. H. Josselyn: “No. Investigation. 


30wsersalesman: “Your wife seems to have a re- 
markable constitution.” 

Merchant: ‘She has; and 
laws, rules, and regulations.” 


you should see her by- 


ANOTHER ENGINEERING SALESMAN WHO HAS 
MADE THE PACEMAKERS’ CLUB FOR 
THE FIRST TIME 


Mr. W. A. Armstrong, of the Engineering Sales, Was 
Elected a Member of the Pacemaker’ Club on 
October 19 With a Total of 501 
Points to His Credit. 

Pacemaker, October 19, 1915, Closed the year 

with —— Points. 


“Wally” Armstrong is that type of man who knows 
his weaknesses and makes a consistent effort to over- 
come them. The result is that 
every day he grows stronger. 


“Wally” is a thorough student 
of our line. He isn’t content 
to learn “parrot-like,” our equip- 
ment, but he will, if needs be, 
put on a pair of overalls and 
get down to the bottom of things. 
He is probably one of the best 
posted salesmen on our Oil Fil- 
tering and Circulating Systems 
and our Self-Registering Pipe 
Line Measures, among our Engineering Salesmen. 
He backs this mechanical knowledge with an ability 
to present it in such understandable language that a 
purchasing agent can grasp the underlying principle 
and readily see wherein quality counts. 


“Wally” seldom, if ever, loses his temper, but if 
the needs require he can hand a man all that is com- 
ing to him when he reflects on Bowser Equipment. 
The secret of “Wally’s” success is his winning way. 
He has a host of friends in Detroit and these friends 
are among the most solid business men of that 
city. 

It isn’t always a question with “Wally” as to how 
much he will earn, but how much will he learn, and 
consequently he is a good listener when the occa- 
sion requires, and having a receptive and retaining 
mind, stores up the knowledge he has secured where 
it is available for instant use when the opportunity 
offers. 


“Wally” is one of those lovable characters who 
is brimful of enthusiasm, radiates good nature -and 
good cheer wherever he goes. He can meet the 
worst rebuff with a smile and no matter how hard 
it hurts, come back with a pleasant answer. We 
look to see “Wally” not only equal his brother, but 
excell him in sales work, and we will be much disap- 
pointed if such is not the case a year from now. 


“Wally,” it is a distinct pleasure to welcome you 
into the Pacemakers’ Club. You have a host of 
friends in the organization who are more than glad 
to see you there. 


Mr. W. A. Armstrong 


WHY HE BOUGHT A SYPHON 


A novel experience by a Bowser salesman in call- 
ing on his trade happened to the Washington District 
salesman who called on a merchant at Shenandoah 
Junction, Va. 

It appears that the merchant in transferring his 
gasolene from the barrel to the tank, used an ordi- 
nary piece of hose, and in order to get the gravity 
flow started, sucked on one end of the hose and in 
doing so he got a mouthful of gasolene, which is 
not the most pleasant thing to taste. 

It was getting dusk at this time and the merchant 
had a lantern about ten feet away from the barrel, 
but in spitting out the gasolene he spat on the lan- 
tern with the result that the fumes ignited and the 
merchant is now in the hospital suffering from a 
burned throat and mouth, which for a while pained 
him very severely. 

This man has bought a syphon. 
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CHIEF “HIGH BROW’S” DELEGATION WOULDN’T 
BE COMPLETE WITHOUT ITS OLD WARRIOR 
FROM CLEVELAND BEING WITH THEM 


Mr. 'T. C. Potts, of the Fort Wayne District, Was 
Elected 2 Member of the Pacemakers’ Club on 
November 15th, With a Total of 532 
Points to His Credit. 


Pacemaker, November 1, 1912. Closed the year 
with 530 Points. 

Director, August 22, 1913. Closed the year with 
605 Points, 

Director, August 24, 1914. Closed the year with 
G69 Points. 

Pacemaker, November 15, 1915. Closed the year 
with —— Points. 


“T. Cadwallader” Potts, the Sir Izaak Walton of 
the Bowser Sales Organization, is so well known 
among the old men of the force 
that it is a difficult matter for 
the Editor to say anything about 
him for fear of repetition. To 
the new men of the organiza- 
tion, however, we will endeavor 
to make a few remarks indica- 
tive of this mighty fisherman’s 
prowess as a Bowser salesman 
in Cleveland, Ohio. After the 
Convention they will know for 
themselves, 


Mir he Ge Ons 


If the Editor was asked right off the reel, to state 
just what made Mr. Potts the star salesman that 
he is, he would say persistency. He is the most 
persistent man we have ever known when he scents 
an order. He combines with this persistency a 
smoothness that rounds off all rough corners. In 
addition to that he is really a mighty good fellow. 
He has a host of business friends and he makes 
it a point to keep that friendship alive. 


He possesses a keen insight into the mechanical 
features of the line but seldom uses this knowledge 
in his sales work. However, when necessary, he 
knows what he’s talking about. We doubt if there’s 
a question a prospect can ask him about the line 
that he cannot answer. If you will note the pin that 
he wears you will see that it is in the shape of 
a question mark and he invites questioning from his 
prospects. 


When in pursuit of an order he employs the same 
tactics he does when in pursuit of a game trout. 
He is oblivious to his surroundings and becomes ab- 
solutely self-centered upon the problem at hand. 
His enemies say that this is selfishness on his part, 
but we are inclined to believe it is the intense de- 
sire to secure the results that cause this outward 
manifestation. 


The Convention would hardly have been a Bow- 
ser Pacemaker Convention without “T. C.” being 
present. Now that he is safely under cover we are 
certainly pleased to extend more than a cordial wel- 
come on his entrance. 


Here’s hoping, “T. C.,” that you will repeat next 
year and secure the premier honors in your District. 


Salesman C. M. Sigler, a few days ago, took a 
Kerosene order from a prospect at Atoka, Okla- 
homa, while the prospect was shingling his roof. 
Mr. Sigler talked Bowser business while the pros- 
pect shingled. This is persistency with a capital 
Pee 


* * & 


Salesman C. B. Sunderland, who worked under 
the late O. O. Koogle, of the Fort Wayne District, 
as a sub, has taken up work as a senior salesman. 
We wish him well. 


The Bowser Boomer 


PUBLISHED SEMI-MONTHLY BY 


S. F. BOWSER & CO., Inc. 


Edited by GEO. A. TOWNSEND 


DEVOTED TO THE INTERESTS OF THE COMPANY AND 
ITS SALESMEN 


DECEMBER 15, 1915 


Vol. XII No. 15 


SATURDAY BUSINESS 


Just for curiosity Mr. §. W. Lewis, of the Card 
Department, took the Daily Report Slips for four 
Saturdays in Succession, and tabulated the amount 
of business that was done on those days. The re- 
sults of this tabulation he handed the Editor as he 
thought it might be worth while while noting for the 
benefit of the entire Sales Organization. We agree 
with him thoroughly and, therefore, present the 
facts. 

Now, in order to have you estimate the amount 
of business properly, we wish to advise that each 
point of business is counted on the Store basis. The 
Editor has no means of separating the various classi- 
fications and therefore hit upon this expedient so as 
to give the correct amount in each instance. 

Just look at these figures and see the amount of 
business that the various Offices do on Saturdays. 
Some of these Offices have written enough business 
on a Saturday, which if added together throughout 
the year, would possibly make one cr two Pace- 
makers. 


Satur-  Satur- Satur- Satur- 
day day day day 

Branch Office Oct. 23 Oct. 30 Nov. 6 Nov. 13 Total 
RUN DEAS nies hee a aoe A 3 18 3 63 
Jtgal ch ate a ay Ren eee Pap) 1s Sal 12 96 
ICAO we ee. 29 11 22 ne 92 
Dallas eee Fe wc 37 a2 19 33 111 
Wenvier Ate som. 50 (6 ‘ S eye 
Ice VWienrnie® . #0. Si4 53 25 36 198 
lsiehineitcyenbines Bao. 23 31 20 be 12 
OUISVINIGO TTS... 14 22 cae 36 
INIENIC Q4@eke « Aes 12 Wi 18 ae 3( 
Philadelphia .... 14 a B I 18 
RE POLS. hoes os 34 fi 30) 15 155 

Lyd > 

( > 


Washington 


Total 409 92 


A HINT TO THE WISE 


In a recent Chicago paper there was quite an article 
headed, “Women to Boost Spotless Stores.” The 
idea was that the North End Woman’s Club was 
going to visit every food store in a certain prescribed 
district and record their observations of cleanliness 
and sanitation. 

This improvement is bound to spread and one of 
the items that they consider very strongly is the 
method of handling kerosene oil. 


THE “OLD MAN” AND HARRY AT DENVER 


The Denver Office experienced the pleasure of a 
visit from the “Old Man” and his son, Harry, while 
on their way West. It was quite an event to the 
Denver bunch. 

In honor of his coming they made the day of his 
arrival The Banner Day of the District as far as 
volume of business was concerned. 

One and all, from the salesmen who were present, 
and the office girls down to the office boy, appre- 
ciated their visit. The girls, especially, liked the 
candy, They all hoped that they would come again 
and stay longer on their return trip. 

* * * 

S. M. Chilton: “I’ve got you down for a couple of 
tickets. We are gettting up a raffle for a poor man 
of our neighborhood.” 


G. P. Stovall: “Not for me, thank you, I wouldn’t 
know what to do with a poor man if I won him. 


a br 


THE PENALTY OF LEADERSHIP 
Copyright 1914, Cadillac Motor Car Co. 

In every field of human endeavor, he that is first 
must perpetually live in the white light of pub- 
licity. Whether the leadership be vested in a man 
or in a manufactured product, emulation and envy 
are ever at work. In art, in literature, in music, 
in industry, the reward and the punishment are al- 
ways the same. {The reward is widespread recog- 
nition; the punishment, fierce denial and detrac- 
tion. §When a man’s work becomes a standard for 
the whole world, it also becomes a target for the 
Shafts of the envious few. jit his work be merely 
mediocre, he will be left severly alone—if he 
achieve a masterpiece, it will set a million tongues 
a wagging. YJealousy does not protrude its forked 
tongue at the artist who produces a commonplace 
painting. ‘{|Whatsoever you write, or paint, or play, 
or sing, or build, no one will strive to surpass or 
to slander you, unless your work be stamped with 
the seal of genius. {/Long, long, after a great work, 
or a good work has been done, those who are disap- 
pointed or envious, continue to cry out that it can 
not be done. {Spiteful little voices in the domain 
of art were raised against our own Whistler as a 
mountebank, long after the big world had acclaimed 
him its greatest artistic genius. {§Multitudes flocked 
to Bayreuth to worship at the musical shrine of 
Wagner, while the little group of those whom he 
had dethroned and displaced, argued angrily that 
he was no musician at all. The little world con- 
tinued to protest that Fulton could never build a 
steamboat, while the big world flocked to the river 
banks to see his boat steam by. The leader is 
assailed because he is a leader, and the effort to 
equal him is merely added proof of that leader- 
ship. {Failing to equal or to excel, the follower 
seeks to depreciate and to destroy—but only con- 
firms once more the Superiority of that which he 
strives to supplant. {/There is nothing new in this. 
{It is as old as the world and as old as the human 
passions—envy, fear, greed, ambition, and the de- 
sire to surpass. JAnd it all avails nothing. If 
the leader truly leads, he remains—the leader. 
{| Master-poet, master-painter, master-workman, each 
in his turn is assailed, and each holds his laurels 
through the ages. {That which is good or great 
makes itself known, no matter how loud the clamor 
or denial. {That which deserves to live—lives. 


15 YEARS’ SERVICE RECOMMENDS ANOTHER 
PURCHASE TO THE USER 


GABRIEL DZIADIK 

Banker—Foreizgn Law Otlice—Notary 
Publie 

November 16, 


Private 


1915. 
5S. I. Bowser & Company, 

Boston, Mass. 
Gentlemen :—- 

I purchased a kerosene tank from* you people 
about fifteen years ago and as T have had it so 
long I am pleased to say that I am satisfied and 
as I have your address I would like to know 
whether you people handle underground tanks, 

An early reply would be appreciated, 

MOU Smetana. 
(Signed) GABRIEL DZIADIK. 


GD /MD 
ok k * 
J. T. Gibbons was walking along the street, and 
he saw a house on fire. He rushed across the way 
and rane. the bell! After some time a lady, who 


proved to be slightly deaf, appeared at the door. 
“Madam, your house is on fire.” 
“What did you say?” 


“Gibbons began dancing up and down. He pointed 


above. “I said your house is afire. IWlames bursting: 
out! No time to lose!” 

“What did you say?” 

“House afire! Quick!” 

The lady smiled. “Ts that all?” she said sweetly. 

“Well,” replied Gibbons hopelessly, ‘that’s. all TI 
can think of just now.” 


THE LATEST EDITION TO THE “CHIEF HIGH 
BROW’S” DELEGATION IS ANOTHER NEW 


MAN IN THE ORGANIZATION 
Mr. J. tL. Barth, of the Fort Wayne District, Was 
Elected a Member of the Pacemakers’ Club 
on November 17th, With a Total of 
504 Points to His Credit. 
Pacemaker, November 17, 1915. Clesed the year 


with —— Points, 


Evidently Mr. J. L. Barth contracted the habit of 
making things stick when he ran a wallpaper store 
in’ imans Ohiow At anya sratey 
after he came with our sales 
organization in November, 1914, 
he put so much glue on his 
arguments that his prospects 
never could get away from him, 
and the result was that he be- 


ol gan steadily climbing upward 
: F until he broke into the Pace- 
oe rae maker Club as above announced. 
= Although short. of stature, 
Mr. J. L. Barth Mr. Barth isn’t afraid of the 


tallest prospect in his territory, and the harder the 
nut the more he strives to get his signature on the 
dotted line. He is very enthusiastic and optimistic. 
He is a hard student of the line and will undoubtedly 
make the Club next year. 

He has won his spurs in a territory that hereto- 
fore has not produced a Pacemaker and it shows 
the thoroughness of his work. No wonder Mr. Barth 
is a smooth salesman and one that the organization 
is proud to have with us. We find, upon further 
investigation, that he has sold molding and also oil. 
Selling both of these articles has smoothed the way 
and given him the necessary experience to handle 
our line successfully. 

Mr. Barth was born and raised in Ohio, married, 
and has four children. He is very fond of his fam- 
ily, and gets much inspiration for his work from 
the home circle. 

We congratulate you, Mr. Barth, on your entrance 
into the Club this year and are looking for you to 
make a record next year. 


THE SAN FRANCISCO DELEGATION CAN FLY 
HIGH NOW THAT THEY HAVE ADDED 

A BIRD TO IT 
im. R. Bird, of the San Francisco Distriet, Was 
Klected 2 Member of the Pacemakers’ Club on 


Mir. 


November 16th, With a Total of 549 
Points to His Credit. 
Pacemaker, November 23, 1912. Closed the year 
with 540 Points. 
Pacemaker, November 16, 1915. Closed the year 
with —— Points. 
Mr. E. R. Bird is of English birth and he lived 


long enough on his native heath to absorb some of 
its best traditions He was thir- 
teen years old when he came to 
this country, and was, even at 
that age, a sturdy British youth 
who was bound to make his 
mark in the “good old U. S. A.” 

Mr. Bird is a very high type 
of a business man, retaining 
many of his early English char- 
acteritsics that make for com. 
mercial success. He first came 
with our Sales Organization Oc- 
He was a consistent and persistent 


Mr. EB. R. Bird 
tober 30th, 1906. 
producer, but on April 21st, 1907, he tried another 


line. He found, however, that he was better adapted 
for selling Bowser Equipment as he thoroughly be- 
lieved in it, and he rejoined our organization on 


we 


business amounted to over 


August 1st, 1907. He has been with us ever since. 
He has practically had the same territory, Spokane, 
Washington, and vicinity, and has a great many busi- 
ness friends in it. 

Mr. Bird is what we call one of the old warriors. 
He is a hard worker, always on the job, covers his 
territory thoroughly, and is exceptionally strong 
with the trade. 

Congratulations, Mr. Bird, on your entrance into 
the Club this year and here’s hoping you will be a 
Pacemaker next year. 


THE “CELLARITES” GET INTO THE LIMELIGHT - 
BY ADDING ANOTHER MEMBER TO THEIR 
GROWING DELEGATION 


Mr. iL. W. Crow, of the Atlanta District, Was Elected 
a Member of the ‘Pacemakers’ Club on October Sist, 
With a total of 502 Points to His Credit.. 


Pacemaker, December 19, t914. Closed the year 
wit 512 Points. 

Pacemaker, October 31, 1915. Closed the year 
with —— Points. 


Bronzed to a nicety from beating it up and down 
the East Coast of Florida, L. W. Crow doesn’t belie 
his name. “L. W.’s” territory is 
about 400 miles long and we'll 
say, about three miles wide. 
Most of it is covered by hot sand 
—hot, yes, even in winter, and 
much hotter in the summer. Just 
how hot it gets in summer we 
cannot record as the mercury 
boils out the top ,of the ther- 
mometer when you try to make 

: any record of that kind, 

Mr. LW. “LT, W.” is a very particular 
person. He is peculiarly fussy about the manner 
in which he covers his territory. He used to work 
sometimes by train, sometimes driving, and more 
otten by foot. However, this didn’t seem to be in 
keeping with the progress a Crow should make, so 
he bought him a. little “Henry” and he keeps it in 
“high” most of the time between points. The re- 
sult of this investment seems to be that he is a 
Pacemaker this year much earlier than heretofore. 

We are of the opinion that “lL. W.” has sold more 
Bowser Equipments, in dollars and cents, in Dade 
County Florida, per capita, last year and this, than 
any other salesman in any other territory in the 
United States has been able to do in his. When a 
fellow sells over 400 points (Store basis) of business 
in a county having about 12,000 population, he’s 
going some. The Atlanta Organization may well be 
proud of their Crow—in fact, they C-R-O-W about 
him. 

We congratulate you, “L. W.,’ on 
admittance into the Club and may yot 
time repeater next year. 


Crow 


your second 
1 be a three 


Salesman J. A. Loughbridge, who began work in 
the Dallas District on August 23rd, won third place 
in the Dallas Determined Dozen for October. His 
35 points. He’s keen 
atterss te © aWerO se 

Salesman S. C. Johnston, working the cotton belt 
in Arkansas, sent in twelve nice orders recently. 


Salesman C. W. Wilson, of the Louisville Dis- 
trict, has a most enviable record. Every since en- 
tering our employ early in the year, he has weekly 
been numbered among the Five Big Men of the 
Louisville District. He travels in a territory, eight 
counties of which have not a foot of railway in 
them. He sells more Kerosene Equipment than 
any other man in the Louisville District. 


WHAT THE WASHINGTON DELEGATION LACKS 
IN QUANTITY THEY ARE GOING TO MAKE 
UP IN STYLE AND GOOD LooKs 


J. 'T. Gibbons, of the Washington District, Was 
Klected a Member of the Pacemakers’ Club oa 
November 15th, With a Total of 500 
Points to His Credit, 


Mr. 


November 15, 1915. 
— Points. 


Pacemaker, 
with 


Closed the year 


Allow us to introduce to you the “Beau Broummel” 
of the Washington District, Mr. J. T. Gibbons. He’s 
: the kind of a boy that the girls 
whisper about when he enters 
an Office, but with all his good 
looks and style he is a thorough 
gentleman of a most pleasing 
manner, and “some salesman.” 

He is a very smooth talker and 
a Chesterfield in politeness. Back 
of all this is a good knowledge 
of the line, a determination to 

succeed, and a bull-dog tenacity 
Mr. J.T. Gibbons to hang on. In other words, “J. 
T.” is a thoroughbred and a worthy representative of 
the Bowser line. 

Mr. Gibbons may be content with what he does 
every day, but he’s never satisfied with the result. 
There’s a great deal of difference between being 
contented and satisfied. All during the last year 
he closed business every month well over his quota. 
Mr. Gibbons is just suited for the territory in which 
he travels and has a host of friends and business 
acquaintances in it. 

We are glad to welcome you into the Club. For 
the benefit of the young ladies in the organization 
we will state that Mr. Gibbons is married and will 
probably bring Mrs. Gibbons with him to the Con. 
vention. 


ANOTHER ONE OF THESE EXCESSIVELY “HIGH 
BROWED” SALESMEN JOINS THE CHIEF 
“HIGH BROW’S” DELEGATION 
B. N. D. Milliron, cntne: Fort Wayne District, Was 
Elected «a Member of the Pacemakers’ Club on 
November 22nd, With a Total of 563 
Points to His Credit. 


Mr, 


November 2° 


22, 1915. Closed the year 


Pacemaker, 
with —— Points. 


We told a story on Manager HB. J. Little some time 
back, in reference to an ostrich who refused to act 
on account of him sitting in the 
audience and the ostrich think- 
ing his head was one of its eggs. 
If “B. N. D.” had been alongside 
of “H. J.” there certainly would 
have been a catastrophe, be- 
cause we are inclined to think 
that “EH. J.” has a hair the best 
OWE “ABS. ING IDs” 

However, hair or no hair, “B. 
N. D.” is “some salesman.” How 
Mr. B.N. D. Milliron he lost it no one knows because 
he isn’t married and hasn’t that excuse, while “E. J.” 
has. We are of the private opinion that he lost it 
chasing after orders. He moves considerably fast, 
and going from prospect to prospect, the wind just 
naturally took off what was on the top of his head. 
These statements are pretty “bald,” however, so we'd 
better stop and get down to bed rock. 

If there is one thing more than another that makes 
“B. N. D.” a successful salesman, it is his ability to 
work, backed by a knowledge of the line, a genial 
disposition, a ready wit, and, oh, a lot of things that 
a good, clean, Bowser salesman must possess in 
order to get the busines. 
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What “B. N. D-” lacks in stature he makes up in 
oratory. Gee, but you just ought to hear him soar 
when he gets started, and he doesn’t make anyone 
sore either. And he’s got a voice that carries, too, 
and when he turns his full vocal battery on a pros- 
pect there’s nothing else to do but put his name on 
the dotted line—and there’s where most of them go. 

Congratulations, “B. N. D.” on your admittance 
into the Club. You proudly stood among a number 
of others not long ago, stating that you would be at 
the Convention, when it looked as if the handicap 
was too much to make it. However, we are glad to 
extend our hand to you in welcome, knowing that 
you have redeemed your pledge. 


HERE’S A HILL CLIMBER FROM PENNSYLVANIA 
WHO ADDS ONE TO THE HARRISBURG 
DELEGATION 


J. M. Prigg, of the Harrisburg District, 
Kiected 2 Member of the Pacemakers’ Club on 
November 17th, With a Total of 502 
Points to His Credit. 


Mr. Was 


Pacemaker, September 1 1, 1914, Closed the year 
With 606 Points. § 
Pacemaker, November 17, 1915. Closed the year 


with —— Points. 


If it wasn’t for the positive knowledge that Mr. 
Prigg hailed from Pennsylvania, we would almost 
- Swear that he was born in Mis- 

souri. He certainly has all the 
ear marks of the “show-me” type 
of man, who was born and bred 
in that state between Iowa and 
Kansas. When you do show him, 
however, in his seeking for more 
knowledge about the line, he is 


there with a vengeance. And 
that reminds us of his most 
wonderful characteristic, He is 


Mr. J. M. Prigg 


a worker—a hard worker, and 
what makes it wonderful is that he doesn’t have to 
do it, but he likes hard work for the work’s sake. 

Country territory is to his liking. He works it with 
a fine tooth comb. If there is a nook or eranny in his 
entire territiry that he doesn’t know about, you may 
safely bank on it not being there. 

Mr. Prigg does not believe in pushing a man for 
an order. He simply talks to him in an easy-going, 
interesting way, and keeps on talking until the cus- 
tomer sees his point of view and says, “Ill take 
the outfit.” 

He has the knack of making friends and as a re- 
sult he is cone of the best customers Uncle Sam’s 
Post Office, in his own town, possesses. Most of 
these letters are from friends, telling him where he 
can sell a tank. Beyond a doubt Mr. Prigg has more 
prospects given him than any other half a dozen 
men in the Sales Organization. 

“Little Joe,” as he is called by his many friends, 
previously sold real estate and National Cash Reg- 
isters. Later he sold hardware until he took up our 
line. He is some salesman and we congratulate him 
on his second admittance into the Club. May you 
be a three-time repeater next year. 


This is what appeared on a Daily Report of an 
otherwise successful Bowser salesman. We believe 
the lesson is obvious: 


“This order was written and he was anxious 
for it. Just about the time I was putting the 
finishing touches on it his ‘phone rang. The 
Bank he was one of the largest stockholers in 


suspended business. 

“T could have gotten this order the week previ- 
ous, so here is the lesson. Do it NOW. 

“By this arrangement, I am out for the present 
this nice order.” 


HERE’S ANOTHER LIVE WIRE ADDED TO CHIEF 
“HIGH BROW’S” GROWING DELEGATION 


Mr. TT. J. Spurgeon, of the Fort Wayne District, Was 
Elected 2 Member of the Pacemakers’ Club on 
November 23rd, With a Total of 516 
Points to His Credit. 
Pacemaker, December 20, 1913. Closed the year 
with 513 Points. 

Pacemaker, December 9, 1914. Closed the year 
with 520 Points. 

Pacemaker, November 23, 1915. Closed the year 


with —— Points. 


When Mr. Spurgeon came with our Sales Organiza- 
tion, May 27th, 1912, he was very young in both years 
and sales experience. He had 
the grit and determination to 
stick and slowly developed into a 
winner, It took him a year to 
find himself, but when he did, he 
came with a rush, The Editor re- 
members the Garrison finish the 
latter part of the season of 1913. 
It was certainly a “hammer-and- 
tongs” campaign, but he crossed 
the line a winner, December 20th. 
T. J. When he started with us he 
began work in the central part of Indiana. About the 
middle of 1918 he was transferred to the northern 
section, covering Michigan City, South Bend, Goshen 
and Elkhart. He has been there ever since. 

“T. J.” has a fine strip of the Lincoln Highway 
running right through the heart of his territory. He 
wasn't slow to take advantage of this and probably 
is today the premier salesman on “Lincoln Highway” 
Pumps. Although we have no way of confirming this 
statement, we are of the opinion that he has sold 
more “Lincoln Highway’”’ Pumps in his territory than 
any other one man in the organization. 

“T, J.” in some respects is a very quiet, unassum- 
ing fellow. His confidence in the line, however, be- 
gets confidence in the prospect, and this undoubtedly 
is the secret of his success. It doesn’t matter wheth- 
er he’s selling a “Chief Sentry” or a Cut 63—he first 
makes a business friend of his prospect and then sells 
him what he needs rather than what he thinks he 
wants. 

Once more we have the pleasure of welcoming you 
into the Club and we hope that you will be a four- 
time winner next year. 


Mr. 


Spurgeon 


UNLESS ALL SIGNS FAIL, THE ENGINEERING 
SALES WILL HAVE TWO-THIRDS OF THEIR 
ORGANIZATION IN THE CLUB 


Mr.S.F. Vaylor of the E 
a Member of the Pace 


neineecring Sales, Was Elected 
kers’ Club on August 3ist, 


With a Total of 557 Points to His Credit. 
Pacemaker, December 17, 1912. Closed the year 
with 515 Points, 
Pacemaker, August $Stst, 1915. Closed the year 
with -——— Points, 


Well, well, well, just see who’s here now. Not 
since the Convention of 1912 have we had the pleas- 
ure of greeting our old friend, 
Mr. S. F. Taylor, of the Engin- 
eering Sales. It’s good for sore 
eyes to see you once more up 
among the top-notchers where 
you belong. 

Just why “S. F.” has not been 
in the Club the last two years 
is a question that he alone can 
answer. You'd better not ask 
him because, like Francis Wil- 
son as one of the thieves in 


Mr. S. FE. Taylor 
“Hrmanie,’ he can prove an “h’alibi.” 


When younger, Mr. Taylor must have kissed the 
Blarney Stone because he surely has the “gift of 
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gab.” In this connection, however, his talk is al- 
ways tempered with knowledge and when he faces 
a prospect he has the tact, ability and enthusiasm 
to convert the apathy of his indifference into a feel- 
ing that he needs the equipment. 

It isn’t the easiest thing in the world to go in 
to the Purchasing Agent of a large corporation, win 
his confidence, and sell him. Nor is it as easy as it 
looks to get to the right party in a big factory. How- 
ever, Mr. Taylor has that ability and exercises it, 
and that in the New England States that are noted 
for their almost impenetrable shell of unapproach- 
ableness. 

You are to be congratulated, “S. F.,” on your 
repetition in getting into the Club. We hope to have 
the sincere pleasure of having a good, long visit with 
you at the coming Convention, 


SALESMAN CHARLES J. ROGERS, OF THE CHICAGO 
DISTRICT, DRESSED UP “FIT TO KILL” 

The above likeness was taken at Sioux City during 
a Shriners’ Meeting, November 19th. Mr. Rogers is 
a prominent Shriner and when he reached Sioux City 
he was pressed into service. The next day the papers 
commented on his appearance and ran a picture of 
him dressed in costume. 

Some nurse, Charles, some nurse. 


Exterior view of C. F. Lene’s Filling Station at Presi- 
dent Ave. and Park Road, N. W., Washington, D. C. 
Our Mr. Gibbons is seen in the doorway beside the 
young lady who has charge of this station. 


A BRIEF GLIMPSE OF S. J. REDFORD’S TERRI- 
TORY 


At the store at Winder, Utah, Mr. Redford sold a 
Coal Oil OuthHt. 

Puzzle: Find a home, 

The pine tree tied to the back of the automobile 
acts as an extra brake. 

Just because the grade on the road to Escalante 
was too steep, Mr. Redford had to walk twelve miles 
and the Bishop pulled the auto in. Two days lost and 
an extra $20.00 was part of the game. 

Are we downheatred? No!! 


TAKING A CHANCE 


LINDEN HOTEL 
Salt Lake City, Utah 


November 10th, 1915. 
Dear Mr. Townsend:— 

The way of “least resistance,” “floating with 
the tide,” “weeping on the main-line,’ and sim- 
ilar expressions which really mean lazy methods, 
have this bad feature—they weaken the will to 
“face opposition,” to “swim against the tide,” to 
“hit the trail.” 

I believe that when the record is made known, 
the boys who have gained most points working 
the “jungles.” Of this I am certain—that those 
who went out were stronger for the effort. 

There is a wondrous joy and satisfaction in 
seeing the pleased look on the Country Dealer’s 
face when he meets you, for he knows you must 
have something good to sell to come under such 
difficulties. 

The harvest will surely ripen for those who sow 
in the open, hard territory—work on-—work all 
the time. 

Yours very truly, 
@Giened) S: J; -REDEORD. 


AN INVOLUNTARY SWIM IN CHESAPEAKE BAY 
—MR. SORENSEN’S EXPERIENCE ON 
THE ILL-FATED STEAMER 
TIVOLI 


COMMERCIAL HOTEL 
One Block Krom New Station 
Kk. W. MIMS, Proprietor 
Chrisfield, Md. 
November 30th, 1915. 
Mr. A. W. Dorsch, 
Washington, D. C. 
My dear Mr. Dorsch: 

You will no doubt think that T am pretty near 
lost, but not so, thank God, except a broken 
finger on my left hand, right hand pretty badly 
burned, but otherwise-in pretty good shape. 

I might as well begin at the beginning. TI left 
Chrisfield Wednesday evening for Baltimore an- 
ticipating spending Thanksgiving with my wife 
there. Arriving O. K., spent. Thanksgiving day 
with her, after which I thought of going to 
Dover and seeing the people there. The reason 
[I went to Baltimore is that Mr. — and Mr. 

LOL , with the —————, of Balti- 
more are negotiating to put up a large storage 
plant for oil and kerosene and gasolene for 
retail trade in ————. I saw them Friday and 
would like if you would drop them a letter in re- 
gard to the Bowser systems. TI fully believe that 
they will install them. They want about 10,000 


i, 


<4 


Capitol of our country, made for C. RB, 
Market St., N. W., Washington, D. C. 


Jo ESCALANTE. UTAA 


gallons with some arrangement for the retail 
trade. I am going to see them and work them 
Hee. 

That settled my work in Baltimore and I took 
the boat Friday night for Chrisfield, not having 
sufficient funds to carry me to Dover and then to 
Chrisfield. Left Friday, November 26, on board the 
ill-fated steamer Tivoli. About 8:30 I went to 
bed. I was awakened immediately after 8:40 with 
cries from the other passengers that the boat was 
afire, which I found to be correct. 

I hurriedly got on a suit of underwear and my 


clothing and hurried on deck. There to my 
amazement I found the life-boats drawing rap- 
idly away from the burning vessel. The pas- 


sengers that were left, myself included, yelled to 
them to come back and take us off. Which they 
absolutely ignored. I finally decided my only 
course was to jump overboard which I did and 
was finally rescued by the life boat of the City 
of Annapolis which picked me up, having been in 
the water for about two hours. 

I lost everything aboard the steamer including 
price lists and calling lists of — County, book 
of cuts, in fact everything except the clothes I 
had on. I was then carried by the steamer City 
of Annapolis to West Point, Va., where I had to 
borrow money to get shoes and other necessities 
to even appear in public. 

At 5:30 Saturday afternoon we left for Balti- 
more, arriving there about 8 o’clock Sunday morn- 
ing. I had no funds to wire or phone with or T 
should have called you. I received a little money 
from the steamboat company for which I am 
thankful. I never would have reached Chrisfield 
otherwise. A check awaited me here. I am pretty 
sore bodily from exposure and injuries, but will 
be on foot tomorrow and ready for work. 

Kindly send me price lists, another calling list 
of —— County, cuts, some stationery and 
other paraphernalia’ I need. There is a good open- 
ing for some pretty good work here and I feel 
encouraged. I am still at the Colonial Hotel, hav- 
ing borrowed a typewriter here at the Commercial 
as I did not feel able to write myself. 

Hoping to receive cuts, ete., at an early date, I 
am, Yours very truly, 

(Signed) A. C. SORENSEN, 


A representative “Chief Sentry” installation in the 


Laughry, 70 EB, 
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KNOCKER VS. BOOSTER 


Someone has said that when the Creator 
make at! ¢he 2cod things there still rem: 
work to do; so He made beasts and reptiles and 
poisonous insects, and when He had finished there 
were some scraps left so He put all these to- 
xether, covered it with suspicion, wrapped it with 
jentousy, marked it with a yellow streak and called 
ida KNOCKER, 

This preduct was so fearful to contemplate that 
He had to make something to counteract it so He 
took a sunbeam, put in it the heart of a child, the 
brain of a man, wrapped these in civic pride, cov- 
ered it with brotherly love, gave it a mask of 
velvet and «a grasp of steel and ealled it a 
BOOSTER; made him a lover of fields and manly 
sports, « believer in equality and justice, and ever 
since these two were, mortal man has had the 
privilege of choosing his own associates. 


had 


The above is a reproduction of an 80-ft. sign on 
the side of Henry J. Perkins Company’s pace of 
business, Springfield, Mass. This is one of the best 
appointed Fruit and Produce Commission Houses in 
New England. We thought it might be of interest 
to you inasmuch as they have seen fit to exploit it 
to that extent. 


Mr. Arthur H. Dorsch, son of “A. W.,” has again 
taken up work in the Washington District, having 
been assigned to Maryland territory. 


Mr. Dorsch took up the line last February but 
discontinued for some time and has finally decided 
that he can make more money selling Bowser equip- 
ment so he is back and we are glad of it, to say the 
least. 


17€ 


York 


Exterior view of the Whitehall Building, New 
City, N. Y. The Engine Room of this building has 
installed our 2F3 Oil Filtering and Circulating System. 


H. J. Fite’s Summary of Daily Reports, November 
20th, shows cne call, one sale, amounting to prac- 
tically ten points of business. 


Under “Remarks,” Mr. Fite has stated that this 
firm was seventeen miles from a railroad. This 
demonstrates once more the value in working inland 
territories. 


ing D. of C. for Junior Cup. 


OVER 20 YEARS OLD AND ACCURATE AS EVER 


November 2, 1915. 
5. I’. Bowser & Company, 
Fort Wayne, Indiana. 
Gentlemen: 

Just purchased one of your Kerosene tanks 
which we presume you sold 20 years ago, No. 
41217. It holds about 75 Gal; requiring two 
lifts to the Gal. 

The gauge that tells what is in the tank is 
broken and we write to ask what price you ask 
for a new one requiring the Float, the Iron af- 
fair on top (round) and the rule with the figures 
on. We presume the rod is all right that at- 
taches to the float. 

Respectfully, 
Starke, Fla. JAY S. BROWN. 


tosh! these Southern fellows certainly have a 
way with them. Mr. H. B. Bachman reports: 

“Sick and hardly able to be out of bed,” and yet 
he makes two calls, resulting in one sale netting 
him about eight points. 

“EH. B.,” send up some more of this sort of sick- 
ness as there are a number of the sales organiza- 
tion who would like to contract such illnesses. 


“Let me see now,” said the minister, at the christen- 
ing of George Dorsch Stovall, dipping his pen into 
the ink to record the event, “isn’t this the 27th?” 

“T should say not,” retorted the indignant mother, 
Lt Soomiy the first,’ 


“Was the public dinner you went to 


> 


N. B. Steele: 
a success?” 

D. W. Darden: “It was the 
tended. Hvery speaker who was 
on the program had tonsilitis.” 


at- 
speech 


I ever 
a 


best dinner 
down for 


Gibbons was requested by the house to make a col- 
lection and this is what he overheard when asking 
for the lady running the store: 

“Tell the gentleman I’m not receiving today, Nora.” 

“But he ‘ain’t deliverin’, mum, he’s collectin’.” 


The new Manhattan Auto Filling Station is out 
after business, advertising on red tag cards, ‘Full 
measure clean filtered Gasolene and Oils guaranteed 
through use of latest model Bowser certified meas- 
uring and filtering equipments.” 


Here’s another Atlanta salesman who is after pre- 
mier honors in the “F. C. W. O.” class. Mr. W. H. 
Trammell recently secured a nice about 25-point 
(Garage basis) order, “F. C. W. O.,” New York Ex- 
change. This is going some and we certainly con- 
gratulate you upon you taking it. 


Lin 


Engine Room of the Whitehall Building, New York 


Citys Nee ees All the engines in this building are 
lubricated through our 23 Oil Filtering and Circulat- 


ing System. The Engines are Rice Sargent make (3) 
300 IK. W. Horizontal Tandem Compound and (1) 150 


Kk. W. Horizontal Tandem Compound. 


NO. 16 OF THE CHICAGO DELEGATION IS AN- 
OTHER MEMBER OF THE “OLD GUARD” WHO 
CAN BE DEPENDED UPON AS A PRODUCER 


Mr. S. S. Haw, of the Chicago District, Was Elected a 
Member of the Pacemakers’ Club on November 27th, 
With a Total of 501 Points to His Credit. 


>pr 
ry 


Pacemaker, November 1915. Closed the 


with —-— Points. 


year 


Co-operation in any undertaking counts. Especially 
is this true when a man’s wife co-operates with him 
in making for success in a busi- 
ness undertaking. Mrs. Haw is as 
much interested in Mr. Haw’s 
sales work as he is himself, and 
it is this whole-hearted co-opera- 
tion that makes Mr. Haw a per- 
sistent and steady producer. 

This is the first time Mr. Haw 
has made the Club, but that 
doesn’t signify anything regard- 
ing the excellent work he has 

Mr. S. S.Haw done in his territory. Last year 
for example, he closed with 382 points to his credit. 
You can see by this that he is on the job all the time. 
His success is due to his hard and conscientious work. 
This is his third year with us and we trust that next 
year will find in the Club earlier in the season. 

Before he came with us he was a Commission Mer- 
chant, with a strong leaning toward sales work. Our 
line just appealed to him and so he took it on. 

We congratulate you, Mr. Haw, on your admittance 
into the Club this year. May you and Mrs. Haw be 
present with us at the coming Convention. 


Salesman C. I. Benford, of the Denver District, has 
established a reputation for being a ‘sticker.’ Re- 
cently his “stick-to-itive-ness” secured a nice order 
for a 4-barrel, 14 gauge, Cut 241, “F. C. W. O.” This 
is “going some,” Mr. Benford, and we hope you will 
continue the pace. 


Interior View of Brig. Gen. Johnston’s Garage, Wash- 
ington, D. C. Note our Cut 41 Pump to the left. 


“Kirst Saturday we ever worked in our lives— 
and three ‘Red Sentries.. Who would have be- 
lieved it?” 


(Signed) WEEGO AND MATTINGLY. 


Nditor’s Note: The above was taken from these 
two salesmen’s report of November 27th, showing a 
nice 21-point day’s business. 

Mr. J. P. Michie called on an old employer recently, 
and after getting into this man’s office, Mr. Michie 
said: 

“You probably don’t remember me, but twenty years 
ago, when I was a poor messenger boy, you gave me 
a& message to carry—” 

“Yes, yes?” cried his old employer, “‘where’s the 
answer?” 


fod 


Long’s private garage 
This garage is 


Hixterior view of Mr R.A 
at Longview Farm, Kansas City, Mo. 
completely Bowserized. 


One of the stalls in the Longview Garage, Longview 


Farm, Kansas City, Mo. 
Bowser System with all accessories 
corner. 


Note the Cut 41 Long Distance 
installed in the 


Salesman C. C. Claggett, of the Washington Dis- 
trict, has lately been concentrating on Dry Cleaning 
Equipment. On November 8th he sent in one nice 
order and on the 17th repeated. Both of these orders 
were secured “F. C..W. O.” This is going some. 


Mr. R. G. Shulze, Manager of the Export Depart- 
ment, and Mr. H. L. Woodward, the well known 
lubricating oil expert, had a laughable experience 
coming from New York recently. 


The two of them gat in the smoker until a late 
hour, talking over things of mutual interest. They 
both retired with the understanding that they would 
continue their talk in the morning at the breakfast 
table. Mr. Woodward was on his way to St. Louis, 
while Mr. Shulze was on his way home. At Colum- 
bus, Mr. Woodward's sleeper was switched to the 
St. Louis train, while Mr. Shulze’s sleeper was 
switched to the Cincinnati train. 


When each one of them got up the next morning 
and began to look for the other they had some 
trouble in getting next to what had occurred. It 
was very much of a disappointment to both and 
they wrote each other explaining the circumstances. 
These letters crossed. 


This experience is very much like the one 
O’Shaughnessey had in traveling from New York to 
San Francisco. In Pittsburgh he happened to look 
out and saw an old friend of his in another car. He 
piled out and went over to see him and they had a 
drop or two together. 


The train started but they continued to chat. 
Finally O’Shaugnessey said: 


“Pat, me boy, this sure is a wonderful country. 
Here ye are on your way to New York and I’m on 
my way to San Francisco, and we’re both on the 
same train.” 


y PGOLUMAS: 


xterior view of the Union Garage, Washington, D. C. 
Said to be the finest garage south of New York 
—it is completely Bowserized. 


Interior view of the Union Garage, Washington, D. (Gre 
showing a “Red Chief’ Cut 101 for gasolene in the 
center, and five Cut 125’s for lubricating oil. This is 
a remarkably fine installation in a fine garage, 


S. M. Chilton was asked why he didn’t have a 
speedometer on his ear. 

“IT don’t need any speedometer on my car,’ 
remarked, “I can easily tell my speed. 

“Well, how do you do it then?” asked A. S. Leslie. 

“Well, when I go ten miles an hour my lamps rattle, 
when I go fifteen miles an hour my fender rattles, 
and when I go twenty miles an hour my bones rattle! 


Chilton 


Do ok ES 


Josselvn: “Say, A. W. D., what was the most amus- 
ing incident that happened to you when you worked 
the sticks?” 

A. W. Dorsch: “Well, I cannot forget the incident 
that makes me laugh every time I think of it. 

Josselyn: ‘‘Whell, what was it?” 

“Well,” said Dorsch, “when I was out in a small 
rural district we happened to pass an Irishman who 
was having some trouble with a mule he was driving, 
and the mule was doing a lot of kicking, and in some 
way got his hoof caught in one of the stirrups, when 
in the excitement the Irishman remarked, “Well, be- 
gorrah, if you’re goin’ to get on, I’m goin’ to get 
off! 999 


“ 


MISTER, 


‘WANT A 
WORD WITH 
iE 


SALES EXPERIENCES BY MEN WHO KNOW 


“As I was climbing into my buggy years ago 
with an order in my pocket for a Premier Cut 30s 
signed by the storekeeper, Mr. Davis, I felt a tug 
at my coat. Looking around I saw a very old 
gentleman who spoke as follows: 

“Mister, I want a word with ye. I was in the 
store when you sold Mr. Davis that oil-tight tank. 
Did I understand you right when you said, no more 
oil soaked goods?” 

“T assured the old gentleman that he had the cor- 
rect understanding. 

“He replied: ‘Well, then, come on back in the 
store with me.’ 

“I followed meekly, trying to figure out what it 
was all about. We both faced Mr. Davis and I said 
to him: ‘Mr. Davis, this gentleman has asked me 
a question and I have answered him along the line 
of our talk a few minutes ago and I think you 
ought to know. 

“Then I repeated the old man’s question in regard 
to contaminated goods. 

“The old man interrupted with this statement: 
‘Mr. Davis, I have lived around here well nigh onto 
forty years and I have been buying goods from 
this store all that time—some of them before you 
were born, and I decided long ago to take the bitter 
with the sweet. Only the other day I bought a 
plug of tobacco and the same old story, I got a fine 
rich taste of coal oil. Now I wart to tell you I 
stood here while you bought that oil-tight tank 
and I heard what this agent said and I am glad 
you bought it, for I want you to know that when 
I want to take oi] IT want to take it out of a spoon, 
and also when I want it, and I don’t want to take 
it when I don’t want it.’ 

“Then the old gentleman subsided. 

“Mr. Davis took his turn with the following: 
“Well, Bowser, now I will tell you something that 
I didn’t care to tell you when you were selling me 
that tank. This old gentleman isn’t the only one 
who has bought oil soaked goods off of me. Hi 
have had lots of complaints and have been worried 
a whole lot, wondering if I would ever be able to 
carry oil without spoiling other goods and I bought 
that tank because I believe that it will stop that 
trouble and I bought it for that reason mostly.’ 

“Then I went back to my buggy well satisfied 
with my morning’s work as I hac sotten something 
worth far more than an order. 


HK. J. Munger’s Garage, 114 Wells Ave., N. E., Roa- 
noke, Va. This is a mighty busy little spot in Roa- 
noke and the “Red Sentry” has made it most popular 
for autoists and motorcyclists. 


J. T. Tibbons is one of these real polite gentlemen 
that even his competitors cannot help from liking. 
“Gib” is like the Irishman in the trenches. A cannon 
ball whizzed past Mike’s head by about six inches, 
and pretty soon an Irishman was heard to say, “Faith, 
Pat, one never loses anything by politeness.” 


When I sawher | picked up courage" 


SALES EXPERIENCES BY MEN WHO KNOW 


“As lL was demonstrating to a country merchant, 
I saw he wanted the equipment but was not quite 
convinced on the point of justification. It is at 
such times, not infrequently, that Fate, or what- 
ever we call that which happens pvrovidentially 
and phychologically not of our own creation or 
invention, steps in and takes a hand. T had about 
concluded that I was not heavy enough for this 
Mr. Schaeffer. 

“In this case, Fate stepped in in the form of a 
country woman, mule-back, with a basket on her 
arm and in that basket a gallon oil can, two jugs 
and five various sized bottles—everyone for oil. I 
had been talking to Mr. Schaeffer strongly on the 
conveniemce of the small quantity draw, ete., and 
he stated that most of his customers bought in 
from two to five gallon lots and never took out any 
uneven amounts in trade in oil. 


“When IT saw this woman dismount I picked up 
courage and even suggested to Mr. Schaeffer that 
he wait upon her immediately even if she were 
not in a hurry. Of course she wanted to get rid 
of the basket and can, jug and bottles, so she 
handed them to Mr. Schaeffer and did not say that 
she wanted other form of merchandise and he 
was too excited when he saw my rebuttal coming 
in, to suggest that he fill the balance of her order 
first if she had any. 

“T kept at a discreet distance but close enough to 
enjoy the spectacle of Mr. Schaeffer filling those 
jugs and bottles with an open measure and a fun- 
nel. He kept his back to me as much as possible 
but I did not figure on rubbing it in just at that 
time. He nearly had to take a bath before he could 
wait on his customer for the balance of her order. 

When we finally got together he was the first to 
speak. He merely said: 

““You think you’re smart to be here when one of 
my customers comes for five gallons of oil.’ 

“T admitted the charge and assured him that if 
all of his customers had their five gallon cans di- 
vided in to bottles and jugs, he needed a Bowser all 
the more, and if he didn’t get the Bowser, he ought 
to install a bath attachment right in his store in- 
stead. 

“Needless to say I got the order.” 


Do ak ok 


John W. Lea was on 4% train the other day going 
to a small town, when he was accosted by the con- 
ductor. 

“You will have to pay for that little boy,” said the 
conductor. 

‘I -puessenot;*” satd J) Wei 

“Have you never’had to buy a ticket for him?” 
asked the conductor? 

“No, I have not, nor will I commence to now,” re- 
plied J. W. 1, 

“You will have to pay his fare this time,” replied 
the conductor. 

“No, I shall not pay his fare, Mr. Conductor, that ts 
settled,” replied J. W.: Lea. 

“If you do not pay his fare IT cannot let him occupy 
the seat—I will have to stop the train and put him 
off.” 

“Stop the train and put him off if you like. I never 
saw him before.’ 

* * * 

A. W. Dorsch was recently considering buying a 
car and had the demonstrator take him in the country 
to show him how to run it. It went along all right 
for a few mises, and then the machine began to balk. 

“What’s the matter?” asked A. W. D. 

“The engine is missing, calmly replied the demon- 
strator. 

“Great guns,” replied A. W.-D., “it was there when 
we started!” 
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| By Explosion 


; Of Gasoline! 


Two Men Blown. Through: Win- 
_ dow in Accident That Wrecks 


/b 


_Andrew Pfister, a tailor of Goehring 

and Climax streets, and George Vollberg 
lof 59 West Climax street, were seriously 

| injured when a tank of gasoline ex- ¢ 
{ ploded in the’shop conducted by Pfister, | 

fs shortly before 9 o'clock last night, and 

tl set fire to the building. Both men were 

‘Kplown through a large plate glass win- 
dow. Mrs. . vlizabeth Wimbauer, Who | 

* lives on the second floor of the = 


a 


v 
ve 
c 


Pp 


Jowhich is a two-story frame, and is owned 
é by her husband, was thrown to the floor 
.}by. the shotk. One of Mrs. Wimbauer's 
j daug S Wag, burned about the head, 
when she ran into the burning building 
to. save valuables. “ The loss is estimated 
1 at, $5,000, of which $50 is on’ the tailor 
q shop. 
1 Pfister. was pressing a sifit;’and Voll- 
berg was. standing ‘on the other side of Y 
the table, talking to him..- Pfister was 
(;smoking a-cigar, and it is thought a 


eee oS NS, & Y 
: 2 
- George Voliberg, Andrew Pfister,- i 


~— 


H spark from the cigar fell in the gasoline, 
beeen was standing nearby. ; 
When the gasoline exploded, both mén 
were thrown thrqugh the front windoy, 
head first,. alighting on their backs... The 
the men from being more seriously in- 
~jured. As it was both escaped with 
broken <bones. FPfister’s left ankle is 
p broke and e has a number of body 
| bruises. Vollberg’s jeft arm was. broken 
and his right ankie sprained. . et. also 
fi is bruised about-the body. both were re- 
moved to their homes. ' 
| ‘When the fire started, John F. Menges 


‘, 


fa vherchant across the. street, ran ito 
ithe store and carried out Pfister’s money | 
and valuable-,papers.- The Wimbauer 
pfamily were taken into nsghbor” homes 
for tthe night. Ollie Letzkus, who as- 
sisted -the firemen af. Engine Company | 
f No. 21 of Allentown, received a deep cut 
in his left hand, when he was dragging 
.the nozzle ‘ef the hdse through a-window. 
/ An explosion of chemicals in the labora- 
Jtory of the McKay Chain Works in-Mc- 
Kees Rocks caused $500 damage - when 
fire followed the explosion. ‘The interior 
of the laboratory was gutted, ee 


—— oo 


Atl, Q RO 


A fine installation of a “Red Sentry” Outfit made 
for the Crowell Auto Company, Danville, Va. This 
firm purchased three more ‘Red Sentry” Outfits since 


their first installation. 


MOTOR COMPAN) 


installation made for the E1- 
suffolk, Va. Ohbie ARS IB) AWE. 
on the Ford Truck with the Cut 


Sentry” 
Company, 
is seen seated 
109 at his hack. 


A nice “Red 
liott Motor 
Darden 


Our President “Hggie” is sure out for the honors 
due his prowess. We see by the ‘‘Watertown Daily 
Times,’ November <2nd, that the Garland City Coun- 
cil, No. 238, of the U. C. T., have endorsed our Mr. 
C. R. Kggleston as a candidate for Grand Treasurer 
of New York State. This is some honor and we trust 
that. “Hggie’”’ secures it. 

“Hggie” is also a member of the Rotary Club at 
Watertown, New York. Recently he presented the 
Rotary Club with 125 sheets showing cuts of our 
equipment, the Home Office and Plant, views of the 
factory, etc., to be put on the walls of their meet- 
ing place. 

This made some impression as you will see by the 
circular sent out by the Secretary of the Rotary Club 
under date of November 16th to all Rotarians of 
the Club. The opening paragraph reads as follows: 

“Cad Eggleston wanted so much room for the 
pictures of the factory whose output he handles 
that there is not much space left for me to write 
on. You see Cad does not need much room to 
expatiate upon the merits of Bowser Oiling Sys- 
tems they are so well known that they sell them- 
selves. All Cad requires the-paper for is to write 

a man, ‘please send me your order, and then a 

little later, ‘please remit.’. It’s a nice job.” 


A. L. Corbin bought a Ford the other day and left 
it in front of his hotel. He noticed the hotel pro- 
prietor looking it over, and Corbin being pleased with 
his purchase, asked: 


“Well, what do you think of it, Mr. Bennet?’ 


The hotel man looked at the machine a minute and 
ihemat oorbin. and. said, “It looks all. right, but 
where do. you put on the records?’ 


The “Old” and the “New.” 

The “Red Sentry” installation pictured is owned by 
Dr. W. L. Bond, Fredericksburg, Va. Dr. Bond- stands 
next to the pump and in the Buick ear is the Chief of 
Police of the city of Fredericksburg. This old build- 


ing bas been used for a Drug Store for more than 100 
years. The building is on Main and Commerce Sts., 
right in the center of this historical old town. 


We received on November 26th from W. S. Easter- 
ling, cf the Atlanta District, four orders totaling 50 
points store business. Hach order called for a Cut 
241 gasolene outfit and a Cut 128 Lubricating Outfit 
to be placed aleng side of the gasolene pump. And 
what is all the more creditable they were all “F. C, 
W. O.” This certainly is nice business and it shows 
that Mr. Hasterling is not forgetting the lubricating 
equipment. 


Mr. R. W. PRennett is a new man in the Chicago 
District, who has recently gotten started on the 
broader business building plan. His first order called 
for two Cut 111 Outfits for Lubricating Oil and on 
Noy. 24th another order was received from him call- 
ing for a (bbl, Cut 241 and a 1-bbl., Cut 63. 

We have a hunch that next year we will have a 
Pacemaker we did not have this year. 
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Twin “Chief Sentries” as installed fur J. Mosby West 
and the Armstrong Tire Company at Richmond, Va. 
This is some installation and receives a great deal of 


attention from the motorists in Richmond. 


Max Heintze, of the Louisville District, certainly 
is installing Martial Law in Louisville. A recent order 
of his calls for a Cut 241 “Sentry” outfit to be placed 


on Jefferson-Street just off of Fourth Ave., right in 
the heart of the city. This location is one where 
the pump will probably be seen more than it would 
at any other point in Louisville. Good work, Mr. 


Heintze. 


WORK SHOP OF THE WASHINGTON DISTRICT 


Mr, A. W. Dorsch, 


District Manager, is standing in the center. 


To 


the left of him, leaning against the Cut 103 Pump, his son, A.-H. Dorsch. 


At the desk is Mr. Dorsch's 


demonstrating purposes. 
every night until ten o’clock. 


MR. E. H. JOSSELYN, ASSISTANT TO MANAGER 
A. W. DORSCH OF THE WASHING. 
TON DISTRICT 


Mr. EK. H. Josselyn entered the employ of S. F. 
Bowser & Company at the New York Office under 
Mr. R. S. Colwell, September 10th, 1911. He re- 
mained there up until the time the Harrisburg Office 
was established. Then he went with Mr. Colwell 
to that Office and was there until November, 1913. 


He resigned at that time to accept a position with 
the H. J. Heinze Company and was later re-em- 
ployed by Mr. E. H. Briggs as Assistant at the Phila- 
delphia Office and later became a salesman under the 
Harrisburg Office. 


When Mr. Dorsch went to Washington in charge 
of the Washington District, Mr. Josselyn was trans- 
ferred from Harrisburg to Washington as Mr. 


Assistant, 
typewriter is Miss Gertrude Wintermeyer. 
The light on the “Red Sentry” is kept burning 
It can be seen from the street, 
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Mr. EF. H. Josselyn, and at the 


The outfits seen are used for 


Dorsch’s Assistant. 
year. 

Mr. Josselyn is a hard worker, very conscientious, 
believes thoroughly in system and co-operation. He 
at all times takes great interest in his work and 
promotes the interests of the Company at every op- 
portunity. He is a high type of a gentleman and 
the organization is a gainer for having him with it. 


He has been there. about a 


Salesman N. B. Steele, of the Washington District, 
has went and gone and did it. He went all the way 
from Petersburg to New York City to take upon him- 
self a wife. He certainly must be satisfied with his 
contract to make a journey of that kind. Congratu- 
lations, Mr. Steele, on your admittance into the bene- 
dicts’ class. 


of 
Columbia 


fine view 
the 
Irving Sts., N. W., Washington, D. C. 


Another 
made for 


a “Chief Sentry” installation 


Auto Supply Co., 14th and 


ee ee i ee 


THE EVANS BUILDING, WASHINGTON, D. C. 


The Washington Office occupies two well ventilated, airy and cheerful rooms on the second floor of this 


building. 


The Evans Building is one of the most modern office buildings in the capitol of our country. 


It is located in the heart of the business section of the city, convenient to all street car lines, and 


within five minutes’ walk of the White House. 


J. R. Matlaeck drove up to a drug store recently 
when it was real cold and threw a blanket over the 


hood of his Ford to keep it from freezing. A small 
boy standing on the corner yelled: 


Too late to cover it up, mister, I saw what it is.’ 
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R. S. Colwell: “He was pretty well ashamed of 
himself, wasn’t he?’ 

“Clint” Carpenter: “He was. He couldn’t have felt 
much worse if he’d been a member of the New York 


baseball team. 


Branch Office Standing 


49th Week Ending December 11th, 1915 


Senior Offices Junior Offices 
li. 2hGRT WANE :5.o ee cei EK. J. Little, Mgr. I. » DENVER... <Steeee. aee eet Cc. C. Barnett, Mer. 
2° PA LAS: Sr... suri ereaacke B. L. Prince, Acting Mer. as) WASELUNG TON Wa attay o cya rete fe ct A. W. Dorsch, Mer. 
See SC Os cis -Sene is ads ete wet, hetteceeer: oa D. Ss. Johnson, Mer. 3. NEW YORK ..... Set Oe evento H. C, Carpenter, Mer. 
4 SGCHICAGO (bebe e eee T. D. Kingsley, Mgr. 4. LOUISVILLE.................. A. D. Carriger, Mgr. 
ome LBA IN YN 2 tetera et cattails cae W. M. Mann, Mer. o PHILADELPHIA............... I. L. Walker, Mgr- 
Goat ORON EO «ce. sconces W. R. Hance, Canadian My:. 
(oe A RRIS BUR Geis vier i sae eee R. S. Colwell, Mgr. 
nee sh. LOUWULS. 35. tie 5 cele cretetnts ote G. H. Hastings Mer, 
Oe, ATDEAIN A COS ove vita eelvallee Receieter st ate H. W. Brown, Mer. 
Standing of Bpey High Men, December I1, 1915 
1. R. S. Johnson C. C. Fredericks 28. kk. D. Leonard 
2, S. F. Taylor 1B A. re Hartgen 2. Eee Potts 
3. W. V. Crandall 16. N. A. Ring 30.6. J. Rogers 
i. KR. G. Fisher gpa Orel es Milliron 31. N. Paquette 
bh. R. TT. Lawrence JS. i. W, Devereux 32. W. M. Booker 
6. W. B. Stamford 19. G.W. Seott 33. H. O. Cuddie 
7. W. A. Armstrong 20) FR -Purdy ot. J. G. Roberts 
8. G. H. Reuben 21. A, Ey Darling 36. J. Te Gibbons 
9. J. J. Connelly 22. J. J. Manning 26. I. M. Kennedy 
10. R. W. Jewel 20.0 P. Stovall 37. W. W. Ince 
11. C. R. Eggleston 34. N. Mattingly Oe unliee i a e Oureun 
12. hk. Coddington 25: SweAw Collins oo. Ht Daleaard 
13. HH. AW Mortigern 26. “ko. J. Murphy ; 10..J. O. McCracken 
: Bie AW Ele Pritchett 


Five High Men (Not Pacemakers) by points in each District Dec. 10, 1915 
(Districts Listed Alphabetically ) 


ALBANY DALLAS FORT WAYNE NEW YORK SAN FRANCISCO 
1. B. F. Sias LT. 1. Smith | 1. 1. M. Camden 1. G. W. Scott l. E. F. English 
2, C.M. Carpenter 2. S. W, Scroggs 2. ©. F. Comstock 2. W. Hi. Ladd 2. WC. Snvith 
3. S. Roberts Ba. M. Sigler a C.C. Wolfe 3. kK. H. Peeples ». G. A. Merickal 
1 “A. De. Place 1. J.C. White |. W..J. Bates 1. F. J. Libbey I. I". Laughrey 
» A. G. Locke » 1. P. Walker » W. D. Pyle 5. 3. CO. Harding 

DENVER 

ATLANTA twit Ichiver HARRISBURG PHILADELPHIA TORONTO 
1. G. Walker 2 J. H. Wilson i. IX. PF. Hessenmuelle 1. W.M. Booker 1. P. 8. Cornell 
2. J.S. Carrington 3: C. 1. Benford ; 2, 1. L. Milliron 2, J. POO’Neil 2. J. W. Jackson 
ol. PaGox (Only Sthree atetivess CY P> Taw 3. FF. Browne 5. W. Hickingbottom 
1. L. F. Loetfel salesmen not pace- 4, M. A, De Souza I. C.B. Johnston !. W.N. Deming 
6. C. M. Hunter makers in this dis- 5, W. B. Ofterle 5. Lewis Conn 5. A. L. MeIntosh 

trict and they are “on : 

CHICAGO the way.’’) LOUISVILLE ST. LOUIS YAS 
1. J. J. Behen EXNG. SALES 1, ID. Moore lt. J. KE. Goran 1. W.S. Stoner 
2. LL, E. Greer I. J. J. Connelly 2; C. We-Wilson x A) leCasey 2. A: L. Corbin 
4. G. E. Bowen 2. H. FY Babbitt 4s. W.V. Wheeler 3; WA, Lee 30-32 W. Lea 
t. P. M. .Miller » EH. EH. Dobson I, Bb. MePherson {. Py V. Peel I. N. B. Steele 
5. C. A. Weego I. KF. A. Knoche 5. J. W. Diekason 5S We: Sireton 5. S. M. Chilton 

» W.C. Halsey 


A PANORAMIC PHOTOGRAPH OF HUNTINGTON, W. VA., AT A CORNER IN THE HEART OF THE 
BUSINESS SECTION. 


At the extreme left you will note our “Red Sentry” operated by the Union Transfer Company. The next 
Bowser Equipment this way is a “Red Sentry” operated by the Huntington Auto Tire Repair Company, and 
then another “Red Sentry” owned by the Overland Sales Company, and still a fourth one operated by Carter 


& Turner, who also use a Cut 52-B for Lubricating Oil. The fifth Red Sentry” is operated by Mr. W. H. 
Kincaid, who has a Cut 63-B for Lubricating Oil in use. The Fourth Avenue Garage, also noted to the 


extreme right, has our “Red Sentry,’ the Standard Cut 41, one Cut 52-B and two Cut 63-B’s, all three for 
Lubricating Oil. 

These installations were made by our Mr. J. W. Lea, of the Washington District. The photograph was 
taken without moving the camera. 


The first day out on the territory, Salesman H. H. Salesman A. §S. Leslie, another recruit of the Wash- 
Vreeland, of the Washington District, sold an order ington District, sold a nice eight-point order the first 
netting him over 15 points of business. day on the territory. 
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